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Top Cars 


New-car registrations for two 
months, plus 32 states for March: 

1957 

Make Pos. 

Chevrolet 273,586— 2 

Ford 293,153— 1 
Plymouth 117,769— 3 
Oldsmobile 83,079— 5 

Buick 92,031— 4 

Pontiac 67,387— 6 

Dodge 50,837— 8 
Mercury 54,837— 7 





Cadillac 29,533— 9 
Rambler 18,906—12 
Chrysler 22,854—11 
DeSoto 23,163—10 
Edsel 
Studebaker 12,386—13 
Lincoln 8,309—14 
Imperial 6A77—15 
Met. 1,523—16 
Packard 1,374—17 
Misc. 23,929 
Total All Makes 
1,181,133 


= her details on Page 52. 
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Auto Ills Diagnosed 


By Outside Analysts 
Before Senate Body 


By William Ullman 


Washington Bureau Chief 


ASHINGTON.—Ills of the 1958 
new-car market were diag- 
nosed last week by a parade of 
witnesses before the Senate Anti- 
trust subcommittee. Possible sales 
cures also were suggested by the 
witnesses, who are related to the 
auto industry but not a part of it. 
Witnesses attributed lack of 
demand to such factors as price 
increases, past production exces- 
ses, lack of quality and assort- 


pdium-Price Cars Stung 
9% Penetration Lag 


a paradox of the difficult sales) in the medium-price class is 


new-car market that both 
cars and high-priced 

‘are taking greater shares of 
Market than they were a year 


classes, of course, are im- 
their standing at the 
of the medium-price 

which is miring more deeply 
the sales quicksand, 

sales slump in the medium- 
field has hit with severe im- 
in the past two months. Early 

, analysis of sales figures 

the medium-price field was 

taking a larger share of the market 
it had a year earlier. This 
nm is now reversed. 
- > > 


the purposes of this analysis, 
the low-price field includes 
Chevrolet, Ford, Plymouth, Rambler | 
and Studebaker, although certain | 
models of these makes are most 
certainly in the medium-priced field. 
The high-price field consists of 
Cadillac, Imperial and Lincoln. 
All other makes are considered in 
the medium-price class. 
Analysis of most recent registra- 


oe oeures shows that 1958 market 


(excluding import-car 





31.35 percent, compared with 34.53 
percent a year ago. 

This is a decline of 9.22 percent 
in market penetration. Only two 
months ago, demand for medium- 
price makes was running at 36.31 
percent, which was 2.66 percent 
ahead of year-earlier penetration. 

As the impact of the recession 
widens, it is obvious that medium- 
price makes are feeling the effects 
most sharply. 

« oo © 
EMAND thus far for low-price 
makes stands at 64.37 percent, 
compared with 61.64 percent a year 
ago. Market penetration, it follows, 
is up 4.43 percent. 
The proportion of sales in the 
(Continued on Page 4, Col. 1) 





ment, high operating costs and 





the horsepower race. 

Suggested cures included reduc- 
tion of excises, a return to a “util- 
ity” car and the bolstering of 
consumer confidence through en- 
actment of the Monroney- 
Thurmond price disclosure bill. 

> >: > 


D® GEORGE KATONA, program 
director of the Survey Research 


Center at the University of Michi-| 
“nothing hap-| 


gan, testified that 
pened” in 1957 to stimulate con- | 
sumers’ inclinations to buy cars| 
now. 

“Not in prices, nor in credit 
terms, nor in technology (models) 
were changes introduced which 
would have had a favorable im- 
— on people’s attitudes,” he 


“‘imeee contrasted this with 1954, | 
just before the record sales year) 
of 1955. 

Then, he said, “the price situation 
had a favorable impact because of 





widespread knowledge about Se | 


tradein values and discounts, Sec- 
ondly, the changes introduced in | 
the 1955 models were very favor-| 


| 
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Profits in Alabama Spotlight— 


Ways of improving profits of Alabama dealers were studied at a recent meeting of 
the plans and policies committee of the Automobile Dealers Assn. of Alabama. Seated 
lat the end of the table beneath the association sign are, from left, Mel B. Casler, 
Birmingham, association first vice-president; Frank R. Broadway, Montgomery, execu- 


tive vice-president; Herbert Ray, Huntsville, president, 


(Story on Page 6.) 


second vice-president. 


and O. B. Miley, Sheffield, 


Car Output Up 20,000 


By Martin L. Whitmyer 
Staff Writer 


ably received. And, thirdly, people | c= output rose to a three-week 


(Canttnaes, on Page | 68, Col. 1) 


Churchill and Romney 


Endorse Price-Tag Bill 
ASHINGTON. — Studebaker- 
Packard and American Motors 

joined last week in endorsing the 

principles of the Monroney- 

Thurmond price labelling bill. Both 

filed statements for the record. 

Harold FE. Churchill, S-P presi- 
dent, said the company “heartily” 
favored the idea of disclosing 
suggested prices “as an important 
step in the fostering of public 
(Continued on Page 68, Col. 2) 


high of an estimated 79,987 
units last week despite the fact 
that 18 assembly plants across the 
U. S. were down for all or part of 
the week. 

Closed during the entire week 
were Mercury plants at Wayne, 
Mich., St. Louis, Los Angeles and 

Metuchen, N. J.; Ford division 
assembly units at Dallas, Mem- 
phis and Norfolk, Va; B-O-P 
units at Arlington, Tex., Atlanta 
and South Gate, Calif.; DeSoto’s 
Detroit assembly plant; the 
Chrysler Corp. plant at Los An- 





What Role Can Small 


By Robert M. Lienert 
Associate Editor 


HE “small car’ has undergone 
a red-hot revival as the No. 1 
topic of rumors, reports, “inside 


a 


b A ): . 


lig Game Hunters In Search for Prospects— 


m G. Power, from left, Chevrolet advertising manager; Kenneth Weliner, 


t, Avtomobile Merchants Assn. of New York, and George Ashdown, president, 


and Long Island Automobile Dealers Assn., 


More than 2,000 dealers 


York, surrounding counties _and Southern Connecticut. 


bring a standing ovation from 
. id guests at Madison Square Garden as they help launch 
i, You Auto Buy Now" |comptiign' te stimulate business in the five boroughs of 


stories” and wishful thinking in 


the auto industry. 

Largely responsible are impres- 
sive sales of imported autos and 
the success of Rambler this year 
in the face of a sagging market 
for larger U. S.-built cars. 

At the moment, the favorite 
question being bandied about in 
automotive circles is whether the 
Big Three is ready to take a flyer 
on small cars. 

7 ” > 

PECULATION is rife that either 

Ford Motor Co. or General 
Motors, or both, has a small car 
in preparation for introduction in 
the fall of 1959. 

Most small-car reports, however, 
have been little more than gmall 
talk. 


The small car has made many 
trips the rumor mills of 
Detroit since World War Il—and 
the mills seem te grind exceed- 
ingly fine when the industry is 
having difficulties of one sort or 
another. 

Usually, the small car has been 
held out as the answer to a par- 
ticular problem at hand. Up till now 
—except for stabs at the smal]-car 
market by independent makers— 
solutions to the problems have been 
found elsewhere and the smal] car 
has been quietly put back on the 
shelf. 

In the early postwar years, the 
small car was a particularly hot 


Car Play? 


project at both GM and Ford. Then 


|it was considered an answer to 


| material shortages. 
> > 


T THE moment, the small car 

is advocated in many quarters 

as the answer to sales difficulties. 

In the past, the ultimate hurdle 
(Continued on Page 19, Col. 1) 


1,400 Communities 
Launch Record 
May Safety-Check 


ASHINGTON. — The annual 

May Vehicle Safety-Check for 
Communities got under way last 
week in the 34 states which do not 
require periodic inspections. A re- 
cord 1,402 communities are par- 
ticipating. 

Sponsors of the campaign esti- 
mate that there are some 48 million 

vehicles in those 
states. Their 
owners are 
urged to “Join 
the Circle of 
Safety ... Check 
Your Car — 
Check Your 
Driving — 
Check Acci- 
dents.” 

The drive is sponsored ‘by the 
Inter-Industry Highway Safety 
Committee and Look magazine 

(Continued on Page 4, Col, 1) 


geles, and the Studebaker- 
Packard assembly unit in South 
Bend. 


Closed on a part-time basis were 
Chevrolet’s Oakland (Calif.) unit 
on Monday; and four B-O-P as- 
sembly plants in Framingham, 
Mass., Kansas City, Kans., Linden, 
N. J., and Wilmington, Del., on 
Thursday and Friday. The same 
four plants are also scheduled to be 
down today (May 5) for what 
General Motors calls its “annual 
physical inventory.” 

: > > 

E 79,987 cars turned out last 

week not only marked the high- 
est weekly outturn of autos since 
the week ended Apr. 12 but also 
was a 36.3 percent boost over the 
58,664 cars turned out during the 
week ended Apr. 26. 

Last week’s output, however, was 
33.3 percent below the same week 
a@ year ago, when the makers rolled 
119,999 cars from the lines. 

Last week’s 79,987 assemblies 
represented 62.8 percent of Auto- 
motive News’ three-year index, 
compared with the 46.1 percent 
compiled on the previous week’s 
operations when the closing of 
nine of 11 Chevrolet assembly 
units plus other scattered shut- 
downs forced car output to its 
lowest level since the summer of 
1952. 

The boost in car assemblies last 
week also helped the makers com- 
plete April with an estimated 315,- 
100 assemblies, a 11.7 percent de- 
cline from March’s output of 857,- 
049 cars, and a 42.6 percent drop 

(Continued on Page 69, Col. 1) 
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New fleet giveaway, Page 3. 
DeSoto Sales Test, Page 48. 
War on bad roads, Page 2. 
Price-sticker views, Page 4. 
Walk-in trucks offer sales 
aid, Page 28. 
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AMC in Black for Quarter Ke» 


GM Profit Dips 29 Pet. 
To $184 Million 


General Motors reported an 11.6- 
percent decline in dollar sales and 
a 29.1-percent dip in profit for the 
first quarter, despite a “substantial 
improvement in competitive posi- 
tion.” 

Meanwhile, American Motors 
was reporting its second succes- 
sive quarter of profitable opera- 
tion. AMC’s dollar sales for the 
quarter were above those of the 
like period of last year. 


General Motors had the best fi- 
nancial showing of the auto in- 
dustry’s Big Three in first three 
months of this year. Ford Motor 
Co’s dollar sales fell by almost 
one-third and its profit was off 
more than 75 percent. Chrysler 
Corp.’s sales were cut by more than 
half, leaving the company with a 
loss for the quarter. 

GM’s dollar sales for the first 
quarter were put at $2,721,373,342, 
down from the $3,076,974,030 for 
the like period of last year. Unit 
sales of U. S. plants totalled 780,941, 
compared to 944,078 last year. 

Sales of Canadian plants showed 
only a slight decline for the quar- 
ter while overseas plants recorded 
a 50-percent increase. Total unit 
sales for the corporation were 981,- 
963, compared with 1,096,725 in the 
like period of 1957. 

The company’s net profit was 
$184,601,266, down from the $261,- 
$57,742 for the first three months 
of last year. (All profit figures in 
this story represent profit after 
et al eneelliancamneieiienes Reese 


GMAC Cuts to 4%, 
Applies Lower Rate 
To Cars in Stock 


NEW YORK.—General Motors 
Acceptance Corp. last week cut its 
interest charge on floor-plan 
financing from 4% to 4 percent and 
moved to ease dealers’ expenses in 
carrying cars already in stock. 

The reduction was made effec- 
tive on shipments received on or 
after last Thursday (May 1). In 
addition, GMAC said that after 
May 1 it would charge 4 percent, 
rather than 4%, on floor-plan 
money borrowed before May 1. 

The cut restores GMAC'’s tradi- 
tional rate advantages in the floor- 
plan field. Universal CIT and Com- 
mercial Credit had moved from 5% 
to 4% percent a week earlier, bring- 
ing them even with GMAC for a 
week. Commercial Credit also ap- 
plied the lower rate to cars in stock 
for the period the credit is out- 


provision for U. 8S. and foreign 
income taxes.) 


In releasing the report, Harlow 
H. Curtice, president, and Albert 
Bradley, chairman, expressed con- 
fidence in “the fundamental 
strength of the American economy,” 
despite the current recession. 


“It is but a matter of time before 
the upward climb will be resumed,” 
they said. The GM executives 
warned against “overcorrection” in 
the drive against the recession. 


The American Motors profit for 
its second quarter amounted to 
$2,380,895, compared to a loss of 
$2,337,858 in the like period of last 
year. (AMC’s fiscal year runs from 
Oct. 1 to Sept. 30.) 

The company also reported 
gains in unit and dollar sales for 
the quarter. Units sold numbered 
41,331, up from 28,416 last year. 
The dollar sales totals were $108,- 
765,308 this year and $100,214,392 
last year. 

AMC’s two quarters of profitable 
operation have brought in $7,329,631 
in net earnings, compared to a loss 
of $5,332,471 in the like period of 
the last fiscal year. 


Dollar sales were up from $189,- 
117,806 in the first half of the last 
fiscal year to $227,363,805 in the 
comparable period of this year. 

The AMC profit for the first six 
months of the fiscal year equalled 
$1.31 per share but no dividend is 
in sight for AMC stockholders at 
least until the end of this fiscal 
year. The company’s credit agree- 
ments prohibit a dividend before 
that time. 

George Romney, AMC presi- 

dent, said the company antici- 
pates a profit for the full fiscal 
year. He added that earnings will 
be cut by vacations, model 
changeover and inventory tak- 
ing in the quarter ending Sept. 30. 

As the quarter’s financial re- 
ports were being made, there 
were renewed rumors of merger 
plans for AMC and Studebaker- 


(Continued on Page 66, Col, 4) 





Divisions Not Downgraded ee 


AUTOMOTIVE NEWS, MAY 5, 1958 


How They Fared Financially .. . 


Manufacturers’ Sales and Profits 
January, February, March 1958 vs. 1957 


Dollar Sales 
1958 1957 
AMC— 
$ 108,765,303 $ 100,214,392 


Unit Sales 
1958 


41,331 


Profit* 


1957 1958 1957 





28,416 $ 2,380,895 ($ 2,337,858) 





Chrysler— 
$ 537,200,000 


$1,150,723,712 185,888 420,880 ($ 15,100,000) $ 46,545,521 








Ford— 
$1,095,300,000 


$1,569,500,000 400,419 626,206 $ 22,700,000 $100,500,000 





GM— 
$2,721,373,342 


$3,076,974,030 780,941 944,078 $184,601,266 $261,357,742 





S-P— 


n.a. $ 57,800,000 n.a. 


16,718 n.a. ($ 2,498,357) 





*Figures in () are losses. 
n.a.—not available 





300,000 More Sales Seen 
If Auto Excise Is Revoked 


ASHINGTON. — Elimination of 

the auto excise tax would 
boost 1958 car sales by 300,000 to 
400,000 units over current estimates, 
Sidney E. Rolfe, CIT Financial 
Corp. economist, said last week. 


He told the fiscal policy sub- 
committee of the Joint Economic 
Committee of Congress that it is 
“virtually impossible” to revital- 
ize the general economy without 
a healthy auto industry. 

Repeal of the auto excise, he 
added, “is one of the cheapest and 
most effective anti-recession meas- 
ures which can be taken.” 

+ * * 
_eae away with the excise, he 
said, would mean a retail price 
reduction of about 66 percent, 
which would lower monthly pay- 
ments to the time buyer from an 
average $87 to $82. 

“This is a very significant re- 
duction,” Rolfe said. “It is equal 
to nearly the entire increase in 
monthly installment payments 
since late 1956.” 

He added that the one-third of 
ear buyers who don’t use credit 
would get a direct price reduction. 

Rolfe pleaded with Congress to 
do something about excise taxes. 
Talk of reduction, without corre- 
sponding action, is hampering sales 


Chrysler’s New Look 


By John K, Teahen Jr. 
Staff Writer 
HRYSLER CORP. last week 
began putting its reorganized 
sales, manufacturing and divisional 


standing after the date of the re-| operations into effect as the rest 


duction. 


|of the industry speculated about 


Business Barometer 


Automotive News Economic Index — 


98.7 Percent of Last Week 
85.4 Percent of Like Week Last Year 


Auto Registrations— Year to date. 
Truck Registrations—Year to date. 
Steel Production—tTons 

Lumber Production—Boord feet... 


a Production—tTons ... 
Coal Output—tons 


Oll Refinery Output—torrels .... 
Electric Output—Kilowatt hours .. 
Barometer Freight Car Loading 

Store Sales Index .. 


41%-37% 
38%-33% 


Percent of 


Percent of Like Week 
Last Week Last Year 


80.1 
97.4 


47.5 
66.1 
79.0 
82.7 
57.1 
93.8 
94.9 
69.2 


933,665 
132,507 
1,270,000 
228,772,000 
236,328 
7,050,000 
43,845,000 
11,206,000,000 
332,095 

117 

320.0 


98.8 


Apr, 30 Apr, 23 
31% 30% 
_ 
24% 23% 
4% 4% 


L958 Range 
31%-27 
10%- 7% 
‘26% -21% 
4%,- 2% 
445-4012 


* Kaiser Industries, parent firm of Willys Motors. 
(As of May 5; Story on Page 66) 





what the changes will mean to 
the corporation, its dealers and its 
customers. 

One of the chief questions in- 
volved the status and responsi- 
bilities of Plymouth, Dodge, De- 
Seto and Chrysler divisions, The 
corporate reorganization stripped 
these units of their production 
and assembly functions. 

The divisions lost the bulk of 
their sales duties 18 months ago 
when field operations were trans- 
ferred to a group marketing organ- 
ization which was chartered as 
Chrysler Motors Corp. 

Some observers wondered 
whether the divisions had become 
“shells,” but a corporation spokes- 
man was quick to dispel that 
notion. 

* * * 

E EMPHASIZED that the divi- 

sions still are integral parts of 
the Chrysler structure and will be 
responsible for design, product 
planning, advertising, sales promo- 
tion, service, pricing and cost 
control. 

In some of these areas, the divi- 
sions will have considerably more 
authority than they have had in 
the past, the spokesman said. 

Most of these functions affect 
dealers vitally. The corporation 
has not said what new services 
and assistance the divisions will 
offer their dealers, but President 
L. L. Colbert has said that the 
division chiefs now “will be in a 
position to devote full time and 
attention to the things that are 
most important to dealers.” 

One observer presented this 
argument to back up his conten- 
tion that the divisions have not 
been downgraded: “There are three 
new divisional general managers 
and all have been elected corporate 

(Continued on Page 66, Col. 1) 





now, he said, because many con- 
sumers are waiting for it. 

“Even a decision not to eliminate 
excise taxes would be clarifying,” 
he said, “and, in a weak way, help- 
ful.” 

+ * > 
Soe less than 60 days in which 
to act, Congress has not yet 


made up its mind on what to do! 


about excise taxes on autos. 

Four alternatives are available 
to the legislators: 

1. They can do nothing, thereby 
automatically allowing the levy 
to drop from 10 percent to 7 
percent as of June 30. 

2. They can act to retain the 
excise at 10 percent. 

3. They can cut the levy to 5 
percent (or to some other 
less than 10 percent). 

4. They can abolish the tax. 

” aa > 


Sa has had plenty of 
urging in recent weeks from 
industry executives, economists 
and businessmen to reduce or wipe 
out the excise tax; there has been 
little support for the other al- 
ternatives. 

Congressmen are not unmind- 
ful, however, that President Eis- 


enhower in his budget message | 


this year asked Congress to 
maintain the auto excise at 10 
percent. 

One of the advocates of a re- 
duction in the excise is T. O. 


Yntema, finance vice-president of | 


Ford Motor Co., who told the Joint 


Economic Committee of Congress | 


that the auto levy is “discrimina- 
tory and repressive.” 


He said the tax should be re-| 


duced, or preferably eliminated 
temporarily, and replaced by a 
lower excise tax with a much 


broader base, effective next Jan. 1.| 


. HERE is no reason or excuse 
for continuing them at present 


10 percent rates,” he said. “These | 
rates should be reduced or elimi-| 


nated at once, with retroactive cov- 
erage to the present 10 percent 
rates,” he said. “These rates should 
be reduced or eliminated at once, 
with retroactive coverage to the 
present so potential buyers will not 
defer purchases in the interim ... 

“This action would increase 
production and employment in 
the automobile industry substan- 
tially, but the industry, of course, 

cannot recover fully until the 
economy does.” 

Yntema reminded the legislators 
that the auto industry “is severely 
depressed” and is “suffering seri- 
ously as a result of public talk of 
excise-tax reduction and sugges- 
tions of lower prices to consumers.” 

Yntema’s remarks on excise 
taxes came in the course of his 
testimony on monetary policies, 
Government expenditures and tax 
reductions in general. He also 
called for a temporary abolition or 
reduction in personal income taxes. 

If it were not for the threat of 
wage inflation, Yntema said, the 
Government could act “boldly and 
safely to end this recession and 
get back to prosperity in short 
order.” 

” * = 
ROFESSOR RICHARD A. MUS- 
GRAVE, of the University of 
Michigan, said in testimony pre- 
pared for the committee that “a 
removal of the excise on automo- 
biles might reduce the price $150 
(Continued on Page 65, Col. 2) 
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Two-Year Test 
To Unearth Roots 
Of Road Failure 


$22 Million Project 
Also Probes Smooth 
Vs. Rough Rides 


By Maynard M. Gordon 
News Editor 


TTAWA, Ill.—The new world of 
electronics soon will match its 
scientific wonders against the 
age-old problem of lousy roads. 


On the side of science is $m 
million, contributed by all the 
states, the U. S. Government and 
industry groups seeking to end 
once and for all the nightmare of 
road failure and overloaded trucks 


After two years and more than 

16 million vehicle miles of test- 

ing, the automotive industry will 

have the best available answers 
to the questions of why and how | 
roads break up. 

More importantly, the 
planned AASHO road test here 
may untangle a human factor that 
has eluded Detroit’s finest—when 
does a road fail? 

= = > 


HE “when” aspect, 


which in- 


volves what makes a car and ™ 
and what 


jtruck ride “smooth” 

doesn’t, entered belatedly into the 
complicated researching for the 
actual measurement of road wear 
and tear. 

Any light shed on the “when” 
factor may have lasting effects on 
| tomorrow’s engineering of tires 
| Suspensions, bodies, frames and 
springs. 

Officials of the AASHO project 
must know when a road section 
is considered to be kaput so that 
they can complete their analysis 
of how and why it gave way. 

Though 66 single and tandem- 
axle trucks will wheel over the 836 


test highway sections planned for) 
the project, it must be reasonably® 


well established when a road is 
deemed unusable for 
cars. 

Trucks can and will pound the 
daylights out of roads, but cars 
must use them, too; hence, the 
need to track down the “when” of 
highway failure. 

> 


Science to the Rescue 
Tae: the project engineers will 


has to the other aspects of the 
| undertaking, emerges as the main 
leonclusion of a visit to road-test 
| headquarters. 

Arriving almost daily are the $11 
| million in computers, data proces 
| sors, profilometers and digitizers) 


|that will be at work after the 


(Continued on Page 65, Col. 1) 


Road Test Loops— 


This aerial view shows the layout of 
highway pavement loops being built for 
the AASHO road test at Ottawa, Ili. The 
large loop at left is one of four which 
stretch end-to-end across eight miles of 
farmland. The smaller loop (foreground) 
will be used to test pavements undef 
light vehicles. Smallest loop (beyond over 
pass bridge) will be used for special tests 
Buildings at bottom of photo are adminis 
tration building, maintenance garage and| 


contractor's equipment storage yard. a 





long-§ 


ee 


passenger © 


come up with a scientific solu-7 
tion to its “when” problem, as it) 
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Dealer Forum 


by Robert M. Finlay 





HARLES E. EASTMAN, a Con- 
C necticut dealer, sends in the 
following story, noting that it is so 
bitterly true it may provide a 
laugh. 

“It may help some of us dealers 
see ourselves as we actually are,” 
Eastman said. Here it is: 

The saga of a newly appointed 
new-car dealer. Our hero was a 
used-car dealer—a good one. He 
made money buying used cars for 
$1,000 and reselling them for $1,200. 
$200 gross profit per car. Now he 
would sell new Hotnots in Home- 
town. $200 per car seemed like a 
good profit. 

“Selling new Hotnots at $200 over 
factory cost was easy, because 
other Hotnot dealers wanted more. 
He thought himself smart, and 
other Hotnot dealers dumb. 


“So, he sold a lot of Hotnots. 
Then the district manager praised 
him and he was glad. The factory 
put him at the top of a big list 
and he was gladder. He was on 
his way to Hawaii. 


“So, he ordered a lot more new 
Hotnots. More than his territory 
would absorb. 

“Then, his shop filled up with the 
new Hotnots he had sold. The shop 
was very busy because each owner 
had a big list in his hand. And he 
needed more parts, because some 
parts had to be replaced. So, he 
ordered a lot of parts, and hired a 
new mechanic. And some owners 
complained. Some do. And if the 
fit up wasn’t properly done, the 
shop was even more crowded. And 
his service manager was busy talk- 
ing to service complaints, so he 
hired an assistant. And his over- 
head grew, and his interest rose, 
and his headaches increased. 

“Then, his dumb brother Hotnot 
dealers were tired of being under- 
sold, so they started matching our 
hero’s $200 over cost; and our hero 
found it harder to sell his new-car 
stock. Our hero liked to be at the 
top of the factory list, and loved 
Hawaii, so he became optimistic on 
used car values, where he used to 
be very hard boiled. 


“But, now look what is happen- 
ing! There is a brand new Hotnot 
dealer in “Nextown” who is sell- 
ing new Hotnots at $200 over fac- 


8,000 View Autos 
In Colorado Show 


LONGMONT, Colo.—Moore than 
8000 persons in a trading area of 
25,000 attended the third annual 
automobile show in the St. Vrain 
Community Building. 

Oscar Hajek, partner in Wills & 
Hajek, said the show is held every 
spring. 































































Parts-Accessories News .......-- 38 
Personnel (Factory) ........-...-- 42 
Prices, Foreign-Car ..........--- 60 
rere 52 







Production by Makes 
Registrations, Cars, Trucks 
Salesmen—Case Histories 













I 34 
Me OMRON, . oc ccccccces 28 
Truck New Products .........-.- 44 
NN ae cia 21 







Used-Car Auctions 





tory cost! So, our hero complains 
to the district manager and our 
district manager laughs and laughs, 
because his job is to sell new Hot- 
nots. And the dumb dealer’s job is 
to try to make a profit. 

“Now, who is dumb and who is 


smart?” 
* = * 


Look Inside 


was looking through an old 
file, I happened upon some sales 
advice given in 1947, Does it sound 
familiar? 

“If there is anything wrong, 
look inside and not outside .. . 
the winning football team needs 
no alibis .. .” 

In the same searching vein: 
“Too many people are too lazy- 
minded. They don’t study. They 
don’t think. They don’t plan. They 
don’t work. They are content to 
drift. 

“Don’t figure what you can get 
out of people—figure what you 
can give to people . 
“Get into the thick of the battle. 
Think of others and serve others, 
and you will reach the maximum 
efficiency in life, because you will 
have to forget yourself.” 


The Old Master 


| speaker was William E. 
Holler, former Chevrolet sales 
great, addressing a sales executives’ 
conference in Los Angeles. 

Holler gave as terse a description 
of the selling job as we have seen 
in a long time: 

1. Pre-selling — before they 
make up their minds to buy. 

2. Selling—to help them to de- 
cide to buy. 

3. Re-selling — service after 
selling, because selling is serv- 
ing. 

He compared these principles of 
selling to military science. 
“Pre-selling,” he said, “is the air 
force and artillery. With a con- 
tinuous barrage of newspaper, 
magazine, billboard and radio (note 
that only a few years ago TV did 
not figure in the advertising pic- 
ture), advertising which must be 
conducted whether we have goods 
in abundance or not. It is the 
softening-up process. 

“It has a most effective place in 
keeping your trade name alive, and 
letting everyone know the value of 
your product.” 

> 


The Foot Soldier 


a Holler noted that selling 
is the infantry. It uses two 
superior weapons—conversation and 
demonstration. 

If the conversations go right, the 
sales are made. 

“In other words,” Holler said, 
“it is the quality as well as the 
quantity of the conversations that 
literally spell our success or fail- 
ure on the commercial front. 

“After you have said the right 
thing in the right way at the right 
time, then you must demonstrate 
it correctly. 

“The customer wants to get the 
feel of the goods.” 

Then comes re-selling. This, says 
Holler, is the service department in 
the final word. A point often for- 
gotten is this: 

“We must not only fix up the 
product, if it needs it, but fix up 
their minds as well, so that they 
will have a good mental attitude 
toward the product and the insti- 
tution. 

“Re-selling, in business, is like 
the medical corps in the service. If 
for any reason they don’t feel good 
about things, we must fix them 
up so that they can get back into 
the army.” ~ 

Holler was looking forward to 
just such a period as we have now. 
Not only are prospects harder to 
find. They are in a tougher frame 
of mind. 

Point out to them that they can 
become men and women of dis- 
tinction by buying cars this year. 
They show the neighbors that they 
are above recessions. 
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N. Y. Charges $198,000 Plymouth Cut. . . 





New Fleet ‘Giveaway’ 


ALBANY, N, Y.—“The latest fac- 
tory giveaway involves about $198,- 
000, which one manufacturer is 
apparently willing to pour down 
the drain so that the New York 
State Police can get 360 new cars 
at fancy preferential prices,” a 
spokesman for the New York State 
Automobile Dealers Assn. declared 
to Automotive News last week. 

Dealers across the country have 
been carrying on a crusade against 
factory subsidies on sales to gov- 
ernmental units. 


Although New York State Po- 
lice cars have been Fords tradi- 
tionally, the lowest bid submitted 
to the New York State Division 
of Standards & Purchase was 
made for Plymouth cars. 
Several Ford bids were submit- 

ted by dealers, but none was as 









"Last Rites’ for Mr. Gloom— 


low as the Plymouth bid, which 
amounted to $1,776.57 plus a 10- 
cent-per-mile allowance for deliv- 
ery beyond 50 miles from the deal- 
er’s place of business. 

The New York association spokes- 
man said that, considering the 
equipment required in the bid spec- 
ifications, the dealer bid of $1,776.57 
is in effect a Plymouth division 
subsidy of approximately $550. 


The lowest Ford bid was for 


Taylor Named in Detroit 

DETROIT.—New president of 
the Detroit Metropolitan Buick 
Dealers Assn. is Tom Taylor, De- 
troit. Elected vice-president was 
Frank Holbrook, Dearborn, and 
secretary-treasurer, Warren Mit- 
chell, Mt. Clemens. 





J 


Siaton Chevrolet, Inc., conducts a mock funeral ceremony for Mr. Gloom, a victim 
of Mr. Boom during the recent “You Auto Buy Now” week in Fort Lauderdale, Flo. A 
tombstone on the Slaton showroom lawn marks the final resting place of Mr. Gloom. 
Gravediggers at the ‘last rites’ ore, from left, Frank Bradley, Robert Patchen, Archie 


Strosnider and Tony Casorelli. 


Hufstader Sees Prosperity 
In ‘Shirtsleeve Approach’ 


PINEHURST, N. C.—American 
salesmen last week were called 
upon for a “shirtsleeve approach” 
to selling to help “lead the people 
of the country out of the psycho- 
logical storm cellar into which they 
have withdrawn.” 


William F. Hufstader, distribu- 
tion vice-president of General 
Motors, made the plea for a 
“good old-fashioned demonstra- 
tion of outgiving salesmanship” 
in an address before the 23rd 
annual convention of the North 
Carolina Automobile Dealers 
Assn. 


“Our people are far from poor,” 
Hufstader said. “More than 62 
million Americans have jobs and 
American families have about 80 
billions of dollars in savings ac- 
counts. So it isn’t so much the 
cash that is lacking, it is the will- 
ingness to commit cash or credit. 

“This, then, is one of the great 
challenges of 1958—to get a com- 
mittal of cash or credit in a pur- 
chase!” 

Hufstader said that “the kind of 
salesmanship I am talking about 
cannot be supplied by a govern- 
ment bureau, by an Act of Con- 


Officers, Directors Elected 
By Dealer Group in Ohio 

STEUBENVILLE, O.—Jack Win- 
ston, Steubenville, has been elected 
president of the Tri-County Auto- 
mobile & Truck Dealers Assn. Jack 
Jones and Robert McKenzie, Weir- 
ton, W. Va., were named first and 
second vice-presidents, and Leonard 
Hastie, Steubenville, secretary- 
treasurer. 

Directors include Jones, McKen- 
zie, Robert Cattrell and Max Baron, 
all of Weirton; Jim Pahl, Toronto; 
Winston, Frank Montgomery, Mitch 
Mozur and Mike DiNovo, all of 
Steubenville. 


gress or an electrical device.” 

“Only the individual salesman, 
believing in what he is doing, con- 
vinced that it is constructive and 
sound can supply that all- 
important ingredient that means 
the difference between a smoothly- 
running or a creaking economy,” 
he said. 

Hufstader cited the Auto Buy 
campaigns conducted recently by 
new-car dealers in many cities 
as an example of how salesman- 
ship, coupled with hard work 
and imagination, can increase 
sales. 

He also expressed faith in the 
economic future of the nation, 
especially in the automobile indus- 
try. 
“I confidently expect that with 

(Continued on Page 65, Col. 4) 


On the 


. 


| Cha 


House... 


$1,839.36. No Chevrolet bid was re- 
ceived. 

Although the Plymouth bid was 
the lowest, no award has been 
made to date. The association 
said that it has been informed 
that a request for a review of 
the Plymouth bid had been filed 
on behalf of Ford. 


The New York State dealer 
group, one of the first to protest 
“factory price discrimination,” has 
adopted the slogan, “Factory price 
discrimination must go!” This slo- 
gan is printed at the bottom of 
every issue of the organization’s 
weekly news letter in boldface type. 

In the May 5 newsletter, the 
2,100 members of the New York 
State association are urged to take 
action individually with their fac- 
tories, with each member asking 
for a factory subsidy for every 
motor vehicle bid sclicitation issued 


i for the State of New York, or any 


city, town, village or school board, 


i regardless of where in the State 


the vehicles are to be delivered. 

Under New York State law, 
once a bid for vehicles is ac- 
cepted and a contract is awarded, 
various political subdivisions of 
the State and related agencies 
are entitled to purchase cars at 
the bid price. 

The dealer association states in 
its newsletter that if all its mem- 
bers ask their factories for sub- 
sidies on every bid, “. . . maybe the 
manufacturers will see the light 
and correct the error of their 
ways.” 


3 Chevrolet Deals 
nge Hands 
In Detroit Area 


DETROIT.— Three Detroit-area 
Chevrolet dealerships chang ed 
hands last week. They were Don 
McCullagh, Inc., and T. A. Grissom 
Chevrolet, Inc., both in Detroit, and 
Paul McGlone Chevrolet in nearby 
Wayne. 

The McCullagh dealership was 
purchased by Richard R. Shalla, 
formerly general sales manager of 
the company. It will be operated as 
Shalla Chevrolet, Inc. 

In 1955 and 1956, McCullagh was 
the “world’s largest Chevrolet 
dealership under one roof.” The 
firm moved 9,000 new cars in 1955 
and 9,528 in 1956. McCullagh and 
Lynn Wertz, his general manager, 
said they will expand their leasing 
operation which now numbers 3,200 
vehicles in the U. S. and Canada. 

Paul McGlone has moved from 
Wayne to take over the Grissom 
franchise. He has been a Chevrolet 
dealer since 1954 and sold 2,812 
new and used cars from his small- 
town location last year. 

McGlone headed a Dodge- 
Plymouth outlet in Saginaw, Mich., 
from 1950 to 1954 and handled 
Studebaker, Willys and Packard in 
Flint in the early °40s. 

The new Chevrolet dealer in 
Wayne is James D. Davis, who 
formerly was general manager of 
the T. A. Grissom deal in Detroit. 


ie Bob Ross, public relations director for Campbell- 





dealer 


Ewald, takes me to task for my item last week 
about auto makers not providing special ads for 
Auto Buy Drives. Points out that Chevrolet has 
already run special ads in 360 newspapers, starting 
immediately after the Cleveland kickoff. Headline of 
the Chevy ad is printed in a routed-out area and 
earries the theme or slogan of the community 
where it appears; 
read: “Keep Detroit Dynamic—Buy Now.” The cam- 
paign has a separate budget, Ross says ... 


thus, in Detroit, the headline 


Texas association is embarking on a statewide 
program to get members to engrave serial num- 
bers on hub caps free of charge to thwart growing thefts; each 


signing pledge will receive “Public Service Award” . 


Charles Stafford, treasurer of Stafford Buick, Laconia, N. H., was 
a member of U. 8. trade mission to Morocco. . 

Charles Gracey (Edsel) has resigned as Chicago association direc- 
tor; following have been named to CATA directorships: Al Goodman 
(DeSoto), Sam Caruso (Dodge) and Joseph Novicki (Rambler) .. . 
Carter Myers jr., and Burton Kephart recently moved up to second 
and third vice-president, respectively, of Virginia association. 

‘ 


—Perre Wemuorr, Editor, 
Automotive News 
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Penetration Lags 9% in Spring Months... 
Medium-Price Cars Hit Hardest 


(Continued from Page 1) 


low-price field has increased 
sharply in the past two months, 
however. Early in March, the 
share taken by this price class 
was only 59.5 percent, and was 
below the 1957 level of demand. 
As the model year moves into its 
later months, it is likely that the 
share taken by low-price units will 


increase. 
week eT penetration in the 
high-price field currently 
stands at 4.28 percent, compared 
with 3.83 percent for the corre- 
sponding 1957 period. This is an 
increase of 11.77 percent in market 
penetration. 


Two months ago, 


* * * 


penetration 


of this price class was 4.19 per- 
cent, Demand for high-price units 
also is creeping upward as the 





Colorado Auction Plans 
2nd Truck Sale May 20 


LITTLETON, Colo. — The first 
used-truck auction conducted 
here by the Colorado Auto Auc- 
tion was so successful that a 
second truck sale has been 
scheduled for May 20. 

At the first sale, 110 trucks 
were sold out of the 150 con- 
| signed, Prices were high and the 
| market was active, an auction 
spokesman said. 








1,400 Communities Launch 


Record May Safety-Check 


(Continued from Page 1) 


with the cooperation of the Assn. 
of State and Provincial Safety Co- 
ordinators. 

Assisting in the program are 20 
automobile and tire company repre- 
sentatives who are travelling the 
34 states to help organize and plan 
Safety-Check activities. The men 
have been loaned by their com- 
panies with all expenses paid. 

* oa * 


D. TOMPKINS, Firestone 


* vice-president and chairman | 
of the Inter-Industry Committee, | 
expects the 1958 campaign to set a} 


record for the number of vehicles 
checked, as well as for the number 
of areas involved. 

The 1,402 participating cities, 
counties, teen-age groups and mili- 
tary installations compares with 
834 at the beginning of the 1957 
campaign. A year ago, the number 
of participants grew to 1,300 by 
the end of the program, and a 
similar jump is expected this year. 

More than 2% million vehicles 
were checked last year. In 1953, 
the first year of the drive, 423,- 
533 cars and trucks were ex- 
amined. In 1955, there were 422 
participating communities. 


items affecting safe-driving condi- 
tions—brakes, front and rear lights, 
steering, tires, exhaust system, 
glass, windshield wipers, rear-view 
mirror and horn. 

The examinations will be free 


and will be conducted in automo-| 
tive service establishments or in| 
“community-check lanes” set up in | 


the participating cities and coun- 
ties. 


7 om 

MANNING the inspection facili- 

ties will be mechanics pro- 
vided by automobile, tire and 
petroleum dealers. Volunteer work- 
ers from civic, service and fraternal 
organizations will help out, Tomp- 
kins said. 

The Inter-Industry Committee 
points to last year’s findings to 
emphasize the importance of this 
voluntary campaign. 

Of the 2% million vehicles 
checked in 1957, one out of five 
needed immediate service atten- 
tion to one or more items affect- 

ing safe-driving condition, the 
committee said. 

Motorists who have their cars in- 
spected will receive a wallet-sized 
“Circle of Safety” membership card. 

The back of the card has spaces 
for such “Family Car Facts” as key 


White Car Ranks 
No. 2, Chevy Says 


DETROIT.—The solid white auto 
has been edging to the fore in 
popularity, but black still holds the 
No. 1 position, according to Chev- 
rolet. 

The all-white — or ivory — con- 
vertible is less than one percentage 
point behind black in preference 
for the first six months of Chevrolet 
1958 model production, said com- 
pany statisticians. 

In that period black accounted 
for about 20 percent of the total 
and white nearly 19. Third choice 
was the new silver blue shade, 
while red ran a strong fourth. 


> 


(ps); Windsor sedan, $940* (ps). 


|and license number, model and 
; year, insurance information, tire 
size and pressures and servicing 
| data. 

+ = * 

E card also lists safe-driving 
tips and urges the driver to 
|stay in the “Circle of Safety” by 
| checking his driving to check acci- 


place on each vehicle which passes 
inspection on all items. 

In Chicago, the National Stand- 
ard Parts Assn. announced that 
its 3,200 wholesaler and 375 man- 
ufacturer members are again 
endorsing and promoting the 
campaign and, in Akron, an 
employe-participation program 
was announced by Firestone. 


|dents. A windshield sticker is| 


|\F. Lowery, 





Firestone said safety-check lanes | 
would be set up at its plants| 
throughout the country to accom- 
modate employes and other motor-| 
ists in those areas who wish to! 
have their cars checked free. 

The Inter-Industry program will 
be promoted throughout the month | 
in national and local newspaper, 
radio and television advertising| 


| placed by auto and tire companies. 
The inspections will cover 10| 





(Copyright, 
Aptco Auto Auction. 


Apr. 30 

BUICK — ‘57 Century conv., $2,290° 
(ps); Riviera, $1,820° (ps). 
| "56 Special conv., $1,430° (ps); 2- 
dr., $1,135°. 
| "55 RM 2-dr., 

Riviera, $985°*, 
"54 Super Riviera, 
$685°. 
| "53 RM sedan, $450° (ps). 
|| CADILLAC—'57 coupe de Ville, $3,475* 


$1,060* (ps); 
$975°. 
$800° ; 


Special 


sedan, 


| (ps). 

| "56 Eldorado conv., $2,700* 
| (62) sedan, $2,100° (ps). 

i "54 Fleetwood sedan, $1,430* (ps). 

"51 (62) sedan, $600° (ps). 

CHEVROLET—'58 Bel Air (8) 
coupe, $2,425* (ps). 

"57 Bel Air (8) conv., 
$1,695*; sport coupe, $1,760* (ps), 
$1,675* (ps), $1,665* (ps); sedan, 
$1,625*; Two-ten (8) sport coupe, 
$1,560*; station wagon, $1,510*; 
2-dr., $1,340°; One-fifty (6) 2-dr., 
$1,150°. 

’56 Bel Air conv., $1,335* (ps); club 
coupe, $1,250°; 2-dr., $1,215*; Two- 
ten (8) station wagon, $1,125*; 
sedan, $980*, $875*, $860*° $840*. 

"55 Two-ten (8) coupe, $1,125*; se- 
dan, $860*°, $715*, $700*, $625. 

’54 Two-ten sedan, $740°, $670*, 
$450*; Delray, $625*; station wag- 
on, $590*; Bel Air 2-dr., $535*. 

CHRYSLER — '55 NY sedan, $1,175* 


(ps); 


sport 
$1,840° (ps), 


DeSOTO—’58 station wagon, 
(ps). 
"57 


$3,100° 


$1,830* 
Firesweep sedan, 
Fireflite 


Firedome Sportsman, 
(ps), $1,800*; 
$1,740* (ps); 
$1,725°. 

’56 Firedome 2-dr., $1,275°*. 
’55 Firedome coupe, $1,155*, $915*; 
sedan, $870*. 

DODGE—’57 Royal (8) 2-dr., 
(ps), $1,575*. 

’56 Sierra station wagon, 
Coronet sedan, $975*. 

"55 Royal sedan, $875*. 

"54 Coronet sedan, $550*; club coupe, 
$440*. 

EDSEL — 


Sportsman, 


$1,750° 
$1,335° ; 


‘58 Pacer sedan, $2,060*; 
Ranger 2-dr., $1,930*. 

FORD—’'58 Thunderbird, $3,760* (ps); 

Fairlane (8) 500 Hardtop, $2,150*. 

‘57 Fairlane (8) 500 sedan, $1,705*; 





year moves along, despite the 
recession. 

Observers note that buyers in the 
high-price field are not often 
directly affected by economic ad- 
justments. 

Contributing to the strong show- 
ing of the low-price field have been 
strong performances by Rambler 
and Chevrolet. Chevrolet is holding 
within 94 percent of its year-ago 
unit total, while Rambler is up 71 
percent. Rambler is the only do- 
mestic make selling more units 
than it did last year. 

+ * * 
E market trend toward the 
low-price field has been matched 
by increased preference of sixes to 
V-8s. 

Projecting reports from key 
marketing areas shows that 20 
percent of buyers of domestic 
models are ordering sixes so far 
this year, compared with 16 per- 
cent a year ago. The preference 
for V-8s, amounting to 80 percent 
now, was 84 percent a year ago. 

Of combined domestic and for- 
eign registrations, about 5 percent 
represent cars with fewer than six 
cylinders (four, three, two and one), 
compared with about 2 percent in 
the corresponding 1957 period. 

Dealers report that while more 
buyers are switching to sixes, they 
are reluctant to give up automatic 
transmissions and power assists. 
Nearly 80 percent of cars in 1957 
were sold with automatic trans- 
missions. So far, dealers report, 
that percentage has not been re- 
duced appreciably. 

—Rosert M. Lienert. 


Lowery Cleared 
Of Tax Charges 


SAN FRANCISCO.—A Federal 


|Court jury has acquitted Edward 
owner of Van Etta) 


Motors (Lincoln-Mercury), on all 
six counts of an indictment charg- 
ing an attempt to evade $83,129 in 
personal and corporate taxes. 
Following the verdict, a district 


|} attorney’s spokesman said a simi- 


lar charge involving state income 
tax probably will be dropped. Low- 
ery was tried three times on the 
state case with the jury deadlock- 
ing each time. 


Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


1958, by Automotive News) 


Sale 


every Wednesday. 

Hardtop, $1,725* (ps), $1.665°; 
Fairlane (8) Hardtop, $1.520*°, $1.- 
350°; sedan, $1.445°, $1,415*, $1,- 
275°; Custom 300 sedan, 2 at $1,- 
380°, $1,305. 

"56 Country sedan, $1,335°, $1,300°; 
Fairlane (8) conv., $1,285° (ps); 
Fairlane (6) Victoria, $1,130°; se- 
dan, $1,065*, $1,030°, $960°; Cus- 
tom station wagon, $1,255*. $1,200. 
$1,100*; sedan, $835*, $800, 2 at 
$775. 

"55 Country sedan, 
$1,010; Fairlane (8) Victoria, $1,- 
005; conv., $1,040°, $890°; sedan, 
$825°*; Custom Ranch Wagon, 
$905; sedan, $815, $780*, $700. 

54 Custom station wagon, $620; se- 
dan, $510*. 

"53 Crest Hardtop, $500; Main 2-dr., 
$250. 

"51 Custom 2-dr., $225. 

LINCOLN —'56 Capri sedan, $1,650* 


(ps). 
MERCURY—'55 Montclair conv., $1,- 
165° (ps). 

"54 Custom sport coupe, $460*. 
OLDSMOBILE—'58 (98) Holiday, §$2,- 
940° (ps). 
"57 (98) conv., 

day, $2,250*° 


$1,135°, $1,025, 


$2,500* (ps); Holi- 

(ps), $2,160° (ps); 
(88) Holiday, $1,950* (ps); sedan, 
$1,790° (ps). 

"56 (88) Holiday, $1,605*; (88) Super 
club coupe, $1,550* (ps), $1,475°. 

"55 (98) coupe, $1,100*, $1,090* (ps). 

"54 (88) club coupe, $820* (ps). 

"53 sedan, $275*. 

PLYMOUTH—'57 Belvedere (8) conv., 
$1,750*; sedan, $1,650*; Belvedere 
(6) 2-dr., $1,420*. 

’56 Savoy sedan, $855°. 

"55 Plaza station wagon, $880; sedan, 
$750*; Belvedere sedan, $800*, 
$680*. 

"54 Belvedere sedan, $455*, $410°. 

*53 Cranbrook sedan, $250*. 

PONTIAC—'57 Chieftain Catalina, $1,- 
695*. 

*56 Star Chief club coupe, $1,200°*. 

’55 Chieftain sedan, 2 at $725*, $710*. 

’53 Chieftain club coupe, $425*, $230. 

’52 Chieftain sedan, $310*. 

RAMBLER—’'56 sedan, $1,095. 

MISCELLANEOUS — '58 Metropolitan 
sedan, $1,350. 

’57 Hillman station wagon, $1,100. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions Are on Pages 54, 55, 56, 57, 59. 














Ford Unveils Thunderbird Convertible— 


Ford division's 1958 four-passenger Thunderbird convertible employs a new principle 
in soft-top design and operation. The car uses the basic principle of Ford's retractable 
hardtop, in which the top is tucked away in the luggage compartment. The Thunder. 9 
bird soft top folds into the trunk space, and the deck lid is lowered manvally, con. ; 
cealing the top. This design eliminates the need to button down a “boot,” present; 
a low silhouette and provides a full-width rear seat. With conventional design, the 


soft top folds into a “well” behind the rear seat, and the well takes up shoulder 


room inside. 


By William Uliman 
Washington Bureau Chief 


ASHINGTON.—The Monroney- 

Thurmond price-disclosure bill 
is ready to roll. The oral hearings, 
telescoped into one week, have 
been completed and Senator A. 5. 
Mike Monroney indicated the auto 
marketing subcommittee would not 
tarry in sitting down to rewrite 
the legislation and get it before the 
full committee for consideration 
and action. 

Monroney wants the legislation 
to be operative by the time the 
new model year begins next fall. 
He also said he wants fast action 
because of the bill’s “antireces- 
sion possibilities” in spurring 
sales by increasing public confi- 
dence in the industry’s market- 
ing practices. 


Some observers who favor the) 
| legislation feel it is not too good 


an idea to place undue emphasis 
on the bill as an “antirecession” 
device. 

They say that putting an “anti- 
recession” tag on the legislation 
implies it is a short-term expedi- 
ent with transient objectives. Ac- 
tually, it is said, the bill aims at 
being a long-term solution to some 
of the industry's marketing ills, 


something that will be of perma-| 


New Sales Posts’ = 
Created at Buick: 


nent benefit in good times and bad. 


> > * 


7 subcommittee, in redrafting 
the bill in accordance with the 


numerous suggestions put forth by) 


the witnesses, faces no easy task. 
It must come up with legislation 


that preserves the basic intent of} 


giving the public guidance on what 
a car costs and yet conforms with 
the day-by-day operating practi- 
calities in the industry. 


be itemized on the windshield 
sticker and how it is to be done 
without forcing the procedure to 
hire a battery of extra accountants 
and mathematicians. 


Indications are the bill will in- | 


clude a requirement that the 
Federal excise tax be included 
among the items disclosed on the 
windshield and that the bill’s ap- 
plication will be limited to auto- 
mobiles and station wagons, 


Monroney has suggested that 
prices of trucks and buses simply 
be posted in the seller’s establish- 
ment. 


The weight of industry and other 
a is strongly on the side 
of the bill, although Chrysler indi- 
cated it wasn’t enthusiastic. Main 
holdout in the industry family is 
the National Independent Auto- 
mobile Dealers Assn., and its ob- 
jection to the bill is not related to 
its price-disclosure features. 

* * * 

Tas biggest “Factor X” in the 

situation is the Justice Depart- 
ment, the agency that would en- 
force the bill. The department has 
remained mum in the face of in- 
sistent efforts to get it to state its 
position on the legislation. This 
silence has been construed to mean 
it objects to the bill, but just how 
strongly it objects and to what fea- 
tures is unknown at this writing. 

The Commerce Department, 
which frequently takes its cue from 


Monroney Speeds Action 
On Price-Sticker Bill 


Justice on pending legislation, has 


|} tee counsel 





turned thumbs down on the bill. 

Secretary Sinclair Weeks, in a © 
report to the subcommitte, said ~ 
he is “very sympathetic to ap- 
propriate action which might be 
taken to assure consumer confi- 
dence in the pricing of motor 
vehicles and otherwise assist in 
sales.” Neverthless, he added, 
Commerce is against enactment 
of the legislation “at this time.” 
He said he was opposed because 
he had been advised that Justice 
is currently investigating dealer 
pricing practices. He apparently 
referred to the grand jury probe 
in Washington and reportedly 
pending cases on the West Coast 
and elsewhere. 

> . > 


ENATOR FREDERICK PAYNE, 
Maine Republican and a sub 
committee member, felt the Jus- 
tice Department's official silence 
might be broken if it read the) 
favorable testimony of Earl W. — 


| Kintner, of the Federal Trade Com-/ ~ 


He directed subcommit- 
Dave Busby to dis-| 


patch it to the department. | 
Payne, who initially said he had 
some reservations about the bill 
apparently has joined Monroney 
(Continued on Page 67, Col. 1) 


mission. 


Field Men Shifted 


FLINT. — Creation of two new 


| Sales department posts, a promo- 
| tion in merchandising, appointment 
|of two new regional managers and 


It must decide just what is to| transfer of a third were announced 


last week by Buick. 

Grover C. Durham, Eastern 
region manager at New York, was 
named to the newly created post of 
manager of market research. 

Glenn D. Wilson, director of mer- 
chandising, was appointed manager 













G. D. Wilson R. B. Cogswell 
of retail operations, also a new 
position. 


He will be succeeded as head of 
the merchandising department by 
Richard B. Cogswell, assistant zone 
manager at Chicago. 

Arthur J. Kemp, manager of the 
Southwest region at Dallas, will 
succeed Durham, with John H 
Scudder, San Francisco zone manh- 
ager, replacing him in Dallas. 

E. A. Zimmerman, Atlanta zone 
manager, will become manager of 
the Southeast region, succeeding 
Clyde C. Darby, who has retired 
Southeast region headquarters will 
be transferred to Atlanta from 
Memphis. 















stomer in the driver’s 
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“Controllability.” Big word ... big advantage...and yours with Associates 


4 | PLEASANT PURCHASE PROGRAM! From contact to sales contract... YOU control the deal. 
no YOU obtain the credit information, and keep the deal under YOUR 

need roof until your customer’s tail lights disappear in the distance. Our local office has 
wa only one objective: to work “hand-in-glove” with you—speed your deal 

ager through, help you close that deal in any way we can—and as quickly as possible. 


Why not ask the “man from Associates” for all the facts today? 





ssociates 


SOUTH BEND, INDIANA 
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ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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Convention Told... 


Work Reaps Profits, 
Rude Tells Dealers 


BILOXI, Miss.—New-car pros- 
pects are plentiful, but there is a 
shortage of salesmen who can con- 
vert them into buyers, Alan G. 
Rude, president of Universal CIT 
Credit Corp., said last week. 


“Consumers have the money 


50 Chevy Dealers, Wives 
Get Las Vegas Holiday 


DENVER.—More than 50 Chev- 
rolet dealers and their wives from 
the Rocky Mountain region were 
guests of Chevrolet for a three-day 
holiday in Las Vegas, Nev. 

A. W. Strong, Chevrolet’s Rocky 
Mountain regional manager, said 
“Chevrolet dealers in the Denver 
area have sold more cars and 
trucks in 1958 than in the same 
period of last year.” He said sales 
were up 15.8 percent. 










You 
Get 






Extra 


. « . but they’ve become more 
conservative, more cautious, more 
inclined to go another year with 
the old car,” he told members of 
the Automobile Dealers Assn. of 
Alabama in convention here. 


“In this kind of market,” Rude 
said, “the handsome rewards will 
be reaped only by the dealer and 
the sales staff who will get out and 
sell and sell and sell.” 

The dealers elected Mel B. Casler 
president for 1958; O. B. Miley, first 
vice-president; Roland Cooper, sec- 
ond vice-president; T. J. Kirven, 
third vice-president, and Forrest 
McConnell, secretary-treasurer. 

Another convention speaker, R. 
J. Alander, advertising director 
of the Charlotte (N.C.) Observer, 
told the assembled dealers that 


“lasting public relations start in 
your service department.” 
Alander continued, “After an au- 
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SEND FOR COMPLETE DETAILS NOW! 


LION Oil COMPANY 
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A Division of Monsanto Chemical Company 


Dept. AN-E 
El Dorado, Arkansas 


Please send me complete information about Lion Nokorode, 


and how it can increase underbody coating profits. No 


obligation, of course. 
Name 


a cei 


City. 





State. 


— ————FESeSOMGIO__ 


Nokorode 


UNDER-CAR SEALER AND SILENCER 


Undercoat each new car with Nokorode and reduce costly servicing 
of break-in period squeaks and rattles. The job costs you little, 
adds profit dollars where they count most. Undercoating, in your 
shop, builds profits both directly and indirectly. Many dealers 
“do it for free, 
keeping service shops relatively free of customers who tie up 
expensive personnel on non-profit body complaints. 


A Division of Monsanto 
Chemical Company 





Alabama Dealers Honor Past Presidents— 


At a recent special meeting of officers, directors and past presidents in Montgomery, 
the Automobile Dealers Assn. of Alabama honored its past presidents by awarding 
a certificate to each. Seated, from left, are George W. Cox, Boaz; Joe B. Edwards, 
Tuskegee; Ben G. DeVan, Mobile; Don Drennen, Birmingham; John Thomas sr., Gads- 
den. Standing: A. C. Freeman, Dothan; Frank M. Davidson, Demopolis; R. S. Hicks, 
Decatur; H. C. Christopher, Ft. Payne; Rush Stallings, Montgomery, and W. S. Brew- 
baker, Montgomery. 

a aa 2 «£. & 


tomobile is sold, the contacts from 
then on, in most instances, are 
with your service manager and 
your mechanics. ‘ . 
situation. 


“It is to your advantage to have| “jn a free economy such as ours,” 
these men trained to be patient | he said, “it is inevitable that there 


and courteous enough to overcome 
customer irritations.” 

Rude, in his remarks, also 
touched on the general economic 
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reporting they save many times their cost by 


You need undercoating profits in your shop—but make sure your 
brand is Nokorode Under-Car Sealer and Silencer. Nokorode’s 
patented process results in a coating of greater density...a 
coating uniquely tough. Heavy wet film thickness, such as is 
recommended for other nationally advertised brands, is abso- 
lutely unnecessary. Nokorode’s low-shrinkage actually gives equal 
or heavier dry-film thickness, added protection and higher 
sound-deadening efficiency with outstanding abrasive resistance. 
This gives you nine perfect jobs at the cost of six! 


MAKE MORE MONEY ON USED CARS, TOO 


Undercoating with Nokorode gives them new-car comfort and 
quiet— increases re-sale value. 


MADE UNDER THE PROCESS OF U.S. PATENT NO. 2,393,774 








COMPANY 


EL DORADO, ARKANSAS 


* TRADEMARK OF MONSANTO CHEMICAL COMPANY 


———, 


must be temporarily higher ang 
lower levels of business activity,” 

Rude said that the typical Ameri. 
can will always have an ins::tiab) 
demand for automobiles. He added: 

“The end of this recession un. 
doubtedly will be felt first in the 
auto industry. When we consider 
the percentage of steel, rubber, 
glass, oil, fibre and other prod. 
ucts used by the auto industry, it 
is immediately apparent that it 
must be the first to lead us out 
of the recession.” 

The convention nominated Spence 
Hicks, Chevrolet dealer in Decatur, 
and past president of the associa. 
tion, as “Mr. Alabama Automobile 
Dealer of 1958.” 


Cleveland Dealers 
To Post Prices 


BBB to Judge Deals; 
Legality Defended 


LEVELAND. — 
4 post factory-suggested retail 
auto prices in showrooms has been 
adopted by the Cleveland Automo- 
bile Dealers Assn. 

CADA President David L. 
Blaushild said the prices would 
include delivery and handling 
charges and the excise tax but 
not the State levy. May 8 has 
been set for launching the pro- 


gram. 

Under the plan, Blaushild said, 
each dealer will bond himself for 
$5,000 on each transaction. If the 
customer is overcharged, he can 
sue and collect the overcharge 
from a Boston insurance company 
which will handle the bonding, 
Blaushild added. 

> > a 

LAUSHILD said the Better 

Business Bureau would be 
“judge and jury” in any price dis- 
pute. Neither the dealer nor the 
CADA would participate in han- 
dling any complaint. 

“We're not controlling prices 
at all,” Blaushild said. “The deal- 
ers still can set any price they 
want below the agreed-on maxi- 
mum. We felt we wanted to do 
this because we had to restore 
buyer confidence.” 

He said the CADA would go 
ahead with the program in spite 
of an opinion by a Justice Depart- 
ment official that the plan “would 
be a clear-cut violation of the anti- 
trust laws.” 

> > > 

LAUSHILD said CADA'’s at- 

torney had advised him it 

would not be illegal for dealers to 
post prices. The program’s slogan 
is “Honor Bound—Honor Bonded.” 

The uniform-pricing program 
was praised by President Eisen- 
hower at a press conference in 
Washington after he had talked 
with Blaushild and Leo J. Con- 
way, a Cleveland dealer. 

In Dallas, dealers placed price 
tags on each car in connection 
with their Auto Buy Now cam- 
paign. The tag listed the price of 
the car and all equipment. Most 
dealers called the idea a boon to 
sales and two said they would 
continue the policy after the drive. 


Referral Scheme 





Imprisons Four 


SAN RAFAEL, Calif. Four 
salesmen involved in a _ referral 
plan for the now defunct Towne- 
Martin dealership here have been 
sentenced to jail for conspiracy to 
commit grand theft and forgery. 

William S. Richards, 46, and 
Louis D. Remenandt jr., 42, ex- 
ecutive for the plan, each drew 
nine-month terms and five years’ 
probation. Two salesmen, Sheldon 
G. Winning, 42, and Lyle Johnston, 
37, got 90 days each and one year 
probation. 

The four were convicted after 4 
nine-week jury trial during which 
auto buyers claimed they had been 
bilked after being promised cash 
discounts for supplying customers. 
Remenandt and Richards filed 
notice of appeal. 


Yarn Prices Reduced 

NEW YORK.—Dobeckmun divi- 
sion of Dow Chemical Co. has an- 
nounced reductions of from 5 to 2 
cents per pound on four sizes only 
in the gold and silver Mylar and 
foil-type yarns sold under the 
trademark Lurex-MF. 


A program tof 
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ICK OF THE PROS 


IS PLYMOUTH! 


It’s unanimous! Experts of nine leading auto publications all rave about the ’58 Plymouth! 


MOTOR LIFE: “...Plymouth is the best-handling 
sedan on the road today...” 


MOTOR TREND: “...truly a high-performance, 
safe, sports-type family car...”’ 

DELL 1958 CARS: “‘...Plymouth’s still the newest, 
cleanest design...”’ 

AUTO SHOW: “...refinements have improved the 
award-winning styling, economy and roadability.”’ 


CAR LIFE: ‘‘Anyone considering a low-priced car 
in 1958 is making a serious mistake if he overlooks 
Plymouth...” 


SPORTS CARS ILLUSTRATED: “...probably 
the most roadable automobile made in America...” 
“extremely fast and responsive...moves with 
authority and grace...” 


SPEED AGE: “...with its new engine options, out- 
standing performance...” 


HOT ROD: “...the number one full-size road car 
in this country...” 


TRUE’S AUTOMOBILE YEARBOOK: “...wild- 
cat performance...comfort for Grandmother’s trip 
home...” 


These impartial experts leave small doubt which 1958 
low-price car they rank first. They really know value 
when they see it! So do thousands of shrewd Plymouth 
buyers this year. And the pleasant prospect for Plym- 
outh dealers: profitable repeat sales the next time these 
satisfied owners are ready to trade! 


Today’s Best Buy... 
Tomorrow's Best Trade... 


THOU 
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s Boost Sales Around U. S.... 





‘Auto Buy’ Promotions Extended | 


By John E, Walsh 
Staff Writer 

HE success of ‘Auto Buy’ cam- 

paigns in a number of cities 
has caused dealer groups to ex- 
tend their promotions, some for 
an indefinite period. 

Extensions were announced 
last week for Minneapolis and 
St. Paul, Milwaukee, Buffalo, 
San Francisco, Oakland and a 
number of other communities in 
Northern California. 

Theodore C. Larson, executive 
director of the Milwaukee County 
Automobile Dealers Assn., said 
sales appeared to be up about 25 
percent since the start of the cam- 
paign Apr. 18. 

O. Fred Yando, Ford division 
sales manager in the Buffalo dis- 
trict, reported Ford sales in April 
were up 39 percent, and credited 
“much of the sales upswing” to 
Buy Now campaigns. 

* i. = 


ig emg reports from 
dealers indicated “vastly in- 





creased sales,’ said Charles A. 
Bott, president of the Philadelphia 
Automobile Trade Assn. He said 
one Ford dealer announced an in- 
crease of 233 percent in new-car 
sales and 16 percent in used-car 
volume. 

Edward L. Cleary, executive 
vice-president of the Chicago 
Automobile Trade Assn. said 
results of the Chicago promotion 
surpassed those of any similar 


Graul Elected President 


Of Marietta (O.) Dealers 


MARIETTA, O.—Joseph W. 
Graul, Griffiths Brothers, Inc. 
(Chrysler - Plymouth), has been 
elected president of the Marietta 
Automobile Dealers Assn. Other 
officers are: . 

Frank E. Williamson, William- 
son Chevrolet Co. (Chevrolet- 
Cadillac), vice-president and George 
F. Cranston, Williamson Chevrolet, 
secretary-treasurer. 


WAGNER AIR BRAKE 
FIELD INSTALLATION KITS 


permit low-cost 
conversion to air brakes 





WAGNER FIELD KITS FOR TRUCK OR TRACTOR AIR BRAKES 


Complete installation kits provide all of the units and 
material necessary to economically install air brakes on 
specific vehicle makes and models. Each kit includes 
the famous 9 C.F.M. Wagner Rotary Air Compressor 
which operates at uniform torque load and assures a 
sufficient quantity of air at all times for safe, sure 


braking power. 


WAGNER FIELD KITS FOR TRAILERS 


Each Wagner Trailer Air Brake Kit contains a com- 
plete trailer brake system all in one package. All needed 









LOCKHEED BRAKE PARTS, FLUID, EXCHANGE SHOES and LINING © AIR HORNS © AIR BRAKES © TACHOGRAPHS © ELECTRIC MOTORS © TRANSFORMERS © INDUSTRIAL BRAKES 


the many types and kinds of equipment that make up the complete 
Wagner Air Brake line. 
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drive since Cleveland dealers 
originated the idea. 


“New-car registrations averaged | 
about 400 a day in Cook County 
for the 12 days preceding the 
drive,” he said. “The daily average | 
for the 16-day promotion probably 
| will be about 2,000 new and — 
cars.” 


He said the final tally likely will | 
show that new-car dealers sold| 
14,000 new and used cars and that| 
used-car dealers sold 17,000 ve-|A ‘Buy Now’ Proclamation— 
hicles. San Leandro (Calif.) auto dealers, together with the San Leandro Chamber of 
Commerce, launched an “You Auto Buy Now" campaign at the chamber's boord of 

EALERS in Elkhart, Ind., sold directors meeting. W. L. Martin, third from left, Chrysler Corp. representative, delivered 
167 new and 232 used cars in| the drive's keynote speech. Joining with Martin in issuing a “Buy Now" proclamation 
two weeks, far above the April|are, from left, Paul Shepherd, head of the chamber's retail division; San Leandro 
average, according to Howard}! Mayor Jack D. Maltester; Martin; Chamber of Commerce President John D. Alexander, 
Weckel, president of the Elkhart! Cc of C president; Eric Wolf, dealer association chairman, and dealers Paul Mennenga 
New Car Dealers Assn. land L. C. McKissick. 

A Richmond (Calif.) dealer re- | = = 2 2 2 3} ~——” 
ported the sale of a $14,000 
Cadillac Eldorado Brougham to 
a Mexican couple who read about 
the campaign on a visit to the 
city. 

J. Cavendish Darrell, general) 





* * * 





| manager of the Automobile Trade| campaign May 1, emphasizing the 

Assn. of Maryland, said most| auto industry’s reliance on Pitts- 
Baltimore dealers reported a con-| burgh products—steel, glass, alu- 
siderable increase in sales and| minum and paints. 
| inquiries. = ©. 2 
Pittsburgh dealers launched their; JN ST. LOUIS, Cadillac dealers 

= offered every buyer who took 
delivery during the campaign a 
one-year or 10,000-mile mechani- 
cal service contract. 

Used-car buyers were given 
checks ranging from $10 to $15, 
payable jointly to the purchaser 
and store of his choice in order 
to circulate more money in the 
city during the drive. 

A sales barometer was run daily 
in the San Fernando (Calif.) Valley 
Times, showing the dollar volume 
of sales and tabulating each deal 
closed by every salesman. Valley 


There's no reason for trucks and tractors to lack | dealers reported business was rem- 
modern, safe air brakes. Wagner Air Brake Field ee ee 

a : oe : Dealers in Kinsman, O., said 
Installation Kits contain original equipment type they sold eight cars in one hour 
Wagner Air Brake Components that permit low- after the close of a parade launch- 

. f ical cecti ing their promotion. A 50 percent 

cost conversion to a safe, economical protective increase was the sales target in 
system. All needed parts, connections, fittings and Toledo. 
brackets are included, along with easy-to-follow 
detailed instructions. 
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—S— dealers reported 
registrations during the first 
|week of their drive were up 126 
percent over the previous week. 
| Delaware dealers staged a mile- 
| long parade of 1958 models through 
Wilmington, New Castle and 
| Newark. 

Al Parker, president of the 
Houston Automobile Dealers 
Assn., said more than 3,000 cars 
| were sold during the city’s two- 

week campaign. In Dallas 100 

new autos were reported sold 
on the first day. 

In Buffalo, Joseph W. Snider 
(Dodge) reported that a woman 
employed in a department store 
decided to postpone a trip to 
| Europe this year and buy her first 
auto—a $4,800 convertible. 

Dealers in Jacksonville, IL, 
reported auto and truck sales 
tripled on the first three-days of 
their 10-day drive. Portland (Ore.) 
dealers staged a 10-day open-air 
auto show to stimulate sales. They 
called their promotion a “car-nival.” 

Feeling that their community 
was too small to conduct an effec- 
tive drive, dealers in Hartford 
City, Ind. asked heads of the 
city’s four largest industries to 
express their views on the com- 





parts and connections fit easily into proper position 
with little or no drilling or tapping. This saves you 
money because time and labor required for installation 
is kept to a minimum. Kits are available for both single 
axle and tandem axle trailers. 





WAGNER COMPRESSOR KITS 


and 106 percent above the corres- 
ponding week a year ago, dealers 
reported. 

Drives opened last week in 
New Castle, Pa.; El Paso, Tex., 
and York, Pa, Others were under 
way in Helena, Mont.; Parkers- 
burg, Va.; Charleston, W. Va.; 
Cleveland, Miss., and Joplin, Mo. 
Miami dealers will open their 

promotion Friday (May 9), and 
campaign plans are being drafted 
by the Hartford Automobile Deal- 
ers Assn. 


Specifically designed for the installation of Wagner's munity’s economic outlook. The A 
; dealers said the idea provid a 

famous Rotary Air Compressor on many bus and truck “good door-opener in many sales.” 7 

engines. Kit is well suited for use on either new engines , es 

or for conversions which replace other of air N BOULDER, Colo., sales during 

P ‘yPes I Auto Buy week were up 127 T 

compressors. percent over the previous week t 

T 





Send for your copy of Catalog KU-201 ... it fully describes 
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Wagner Electric @rporation 


6363 PLYMOUTH AVENUE, ST. LOUIS 14, MO., U.S. A. 





S-P Dealer’s Bid OK’d 

CAMBRIDGE, Minn. — Farmers 
Supply, a Studebaker - Packard 
dealership, has been declared low 
bidder and will supply Isanti 
County with a 1958 Studebaker 
pickup truck. A 1955 Studebaker 
truck was taken in trade. 
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| ALEXANDER FILM CO. ANNOUNCES 


13 IMPORTANT NEW AUTO SHOWROOM 
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Movie attendance is increasing week by week. Just as radio was 
rediscovered, your buying public is rediscovering the fun of going 
to the movies. Lines are forming at the box office! Theatres are 
packing them in! 


At the same time, new hard-hitting sales impact has been added 
to automotive advertising on the theatre screen. Imagine! A 
weekly audience of 40,000,000 car buying adults can be exposed 
simultaneously to a dramatic CinemaScopic image of your auto- 


MERCHANDISING TIE-INS WITH 
THEATRE SCREEN ADVERTISING! 





mobile in true living colors—with or without local dealer identifi- 
cation! This unique impact of sight, sound and size is yours at 
a cost per thousand prospects that makes it today’s great ad- 
vertising bargain! 


In the Theatre Screen medium total circulation equals total 
viewers as opposed to other media where circulation is no guar- 
antee of readership or viewing. Its reach-all factor can be de- 
livered by no other screen medium. 


New merchandising techniques deliver prospects to your showrooms! 


COUPONS HANDED TO PROSPECTS IN THEATRES! 


Your coupons, printed invitations, contest entry blanks, etc., etc., now will be handed 
to each adult entering the indoor or drive-in theatre. Your prospect sees your Theatre 
Screen commercial while he holds your invitation in his hand! This is sales impact with 
follow-through! It produces results in increased showroom traffic . . . increased sales 
.. . sales directly traceable to your theatre screen commercial. 


NEW FORMAT MAKES DEALER IDENTIFICATION EVEN SHARPER! 


Alexander has perfected a new type of Theatre Screen commercial—Cine-Ads. Cine-Ads 
provide a new method of combining manufacturers’ product demonstration and dealers’ 


local identification. 


NEW SCREEN MATS PROVIDE FLEXIBILITY AND CONTROL! 


Price information, special offers, etc. can be inserted into your Theatre Screen commer- 
cials with a closing date of only seven days. The nature and speed of this service is an 
Alexander exclusive designed to fit your fast moving merchandising requirements. 


New coverage, new impact, new flexibility, new merchandising techniques, and new economy in 
Theatre Screen Advertising to increase automobile sales! 


The tempo of the new Theatre Screen Advertising is fast . . . keyed 
to get action, showroom traffic and sales results now, today! The new 
Theatre Screen medium is tailor-made for the automotive industry. 







A personal invitation to you... 


Learn all the amazing facts about the new concept 
in Theatre Screen Advertising. Dramatic demonstra- 
tions of the astonishing sales effectiveness of the 
theatre screen are to be held in the Detroit area soon. 
To make sure that you are notified of the time and 
place—or for complete information in advance— phone 
Don Ringsred, Resident Vice President, Alexander 
Film Co., MIdwest 4-1212, Birmingham, Michigan. 


AN INTERNATIONAL MARKETING ORGANIZATION 


x 






Low-cost, mass coverage, impact, flexibility, control, and merchan- 
dising for sales, are characteristics which assure you of profitable use 
of this powerful new selling medium in 1958-59! 


VCD CHE 


COLORADO SPRINGS, COLORADO 








SPECIALIZING IN THE FILM MEDIUM 
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x * The Newspaper of the Industry 


(Established in 1925) 
Published Every Monday by 
SLOCUM PUBLISHING COMPANY, INC. 
DETROIT 26, MICH. 

Cable Address—AUTNEW, Detroit 
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Capsule Comment 


Price tags on 1959 models will be higher “if labor succeeds 
in obtaining a bigger wage increase than that provided for 
in its present contract,” declares Edward T. Ragsdale, Buick 
general manager. 


The industry needs higher prices about as much as 
Eskimos need snowballs. 


Auto parts sales are up 16 to 20 percent over last year, 
wholesalers report, with exhaust-system and brake parts 
leading the way. 


At least one silver lining in the auto business. 
* . * 
A growing shortage of mechanics is “slowly crippling our 
industry,’”’ NSPA’s Mel Turner asserts, pointing out that 


today’s ratio is 87 cars to one mechanic compared with a 
“healthy” ratio of 60 to one. 


And the quality is far from satisfactory, too. 
* + * 
With most segments of the industry giving support, the 


Monroney-Thurmond price-disclosure bill sailed through 
early hearings in a Senate subcommittee. 


What its ultimate fate will be, no one knows as yet. 


Floor-plan financing rates have been reduced a full per- 
centage point in the wake of renewed easing of the money 
market. It is the second reduction since last November. 


One break for auto dealers. 


Reports of increased sales continue to pour in from dealer 
groups sponsoring Auto Buy Now campaigns. 


Is your city or community planning one? 





Coming 
Events 


Dealer Conventions 


May 4-5—South Dakota Automobile Deal- 
ers Assn. Alonzo-Ward Hotel, Aberdeen. 
May 5-7 — Joint Convention, Washington 
State Automobile Dealers Assn. and 
the Motor Dealers Assn. of British 
Columbia, Empress Hotel, Victoria, B. C. 
May 89—Oregon Automobile Dealers 
Assn., Eugene Hotel, Eugene, Ore. 
May I!-13—Idaho Automobile Dealers 
Assn., Lewiston, Ida. 
May I1-13 — lowa Automobile Dealers 
Assn., Ft. Des Moines Hotel, Des Moines. 
May 1!1-14—3é6th annual convention, Auto- 
motive Engine Rebuilders Assn., Shera- 
ton-Park Hotel, Washington, D. C. 
May 12-13—Pennsylvania Automotive Assn., 
Hadden Halli Hotel, Atlantic City, N. J. 
May 13-14—Massachusetts State Automo- 
bile Dealers Assn., Statler Hotel, Bos- 


ton. 

May 17-19—South Carolina Automobile 
Dealers Assn., Ocean Forest Hotel, 
Myrtle Beach, S. C, 

May 18-20— Texas Automotive 
Assn., Galvez Hotel, Galveston. 

May 21-22—Missouri Automobile Dealers 
Assn.. Hotel Muehlebach, Kansas City. 

May 28-29—Kansas Motor Car Dealers 
Assn.. Town House Hotel, Kansas City, 
Kans. 

June 2—Delaware Automobile Dealers 
Assn., Henlopen Hotel, Rehoboth Beach. 

June 3-5—Spring Meeting, New York 
State Automobile Dealers Gros- 
singer's, Grossinger, N. Y. 

June 6-7—New Mexico Automobile Deal- 
ers Assn., Ruidoso, N. M 

June 8-9—Automobile Dealers Assn. 
Indiana, Mirott Hotel, Indianapolis. 

June 13-15—Annual Summer Meeting, 
Automobile Trade Assn. of Maryland, 
Commander Hotel, Ocean City. 

June 15-17—Tennessee Automotive Assn., 
Noel Hotel, Nashville. 

Aug. 89—Montana Automobile Dealers 
Assn., East Glacier Hotel, Glacier Park, 
Mont. 

Aug. 13-15—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs. 

Aug. 17-18—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah. 

Sept. 5-7—Maine Automobile 
Assn., Eastland Hotel, Portland. 

Sept. 7-9—Colorado Automobile 
Assn., Antlers Hotel, Colorado 

Sept. 7-9—Wyoming Automobile 
Assn.. Lander, Wyo. 

Sept. 8-9—Minnesota Automobile Dealers 
Assn Leamington Hotel, Minneapolis. 
Sept. 14-16—Michigan Automobile Dealers 
Assn., Pantlind Hotel, Grand Rapids. 
Sept. 18-20—Arkansas Automobile Deal- 
ers Assn.. Hotel Marion. Little Rock. 
Sept. 21-22—Kentucky Automobile Dealers 
Assn Inc., Sheraton-Seelbach Hotel, 

Louisville. 

Sept. 21-23—Ohio Automobile Dealers 
Assn. The Neil House. Columbus. 

Sept. 21-23—New York State Automobile 
ealers, Lake Placid Club, Lake Placid. 

Sept. 21-23—Automotive Trade Assn. of 
Virginia, Cavalier Hotel, Virginia Beach. 

Sept. 21-23—New York State Automobile 
Dealers, Inc. 35th Annual Convention, 
Lake Placid Club, Essex County, N. Y. 

Sept. 22-23—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee. 

Sept. 30-Oct. 2—New Jersey Automotive 
rade Assn.. Chalfonte-Haddon Hall 
Hotel, Atlantic City. 

Oct. 19-2i—Florida Automobile Dealers 
Assn., Eden Roc Hotel, Miami Beach. 

Nov. 8-10—Texas Independent Automobile 
Dealers Assn., Texas Hotel, Fort Worth. 

Nov. 12—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Nov. 16-18—Mississipp: Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 
Dec. 3—Utah Automobile Dealers Assn., 

Newhouse Hotel, Salt Lake City. 

Dec. %—Milwaukee County Automobile 
Dealers Assn., Milwaukee Athletic Club, 
Milwaukee. 

Jan. 31-Feb. 4—Nationa! Automobile 
Dealers Assn » chicago 

* 


Auto Shows 


Nov. 5-16—Turin Auto Show, Turin, Italy. 
Jan. 10-17—Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 
Jan. 17-25—Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 
Jan. 22-27—Tampa Auto Show, 
Hesterly Armory, Tampa. 

> > aa 


Dealers 


Inc., 


of 


Dealers 


Dealers 
Springs. 
Dealers 


Fort 


General 

May 1!-8—American Society of Tool En- 
ineers, 26th Annual Meeting and Tool 
how, Convention Center, Philadelphia. 

May i1-!4—Annual Convention, Automo- 
tive Engine Rebuilders Assn., Sheraton- 
Park Hotel, Washington, D. C. 

May 15-18—National Truck, Trailer and 
Equipment Show, Great Western Exhibit 
Bidg., Los Angeles. 

May 26-27—N-A-P-A National Business 
Conference, Sheraton-Fontenelle Hotel, 

Omaha. 

Aug. 13-17—Rod and Custom World's 
Fair, Industrial Arts Bldg., Eastern 
seetee Exposition, West Uringheld, 

ass. 


20 Years 


Owen 


The Big Stories 


Automobiles running on electrical energy transmitted by ethereal 
waves were predicted by William A. Van Duzer, Washington traffic 
director. The cars will have three wheels, permitting 90-degree turns; 
sharp blades that may be dropped to the pavement to prevent skid- 
ding, and photoelectric cells to prevent running red lights and to 
control speed, Van Duzer predicted. 


In an address before the NADA convention in Detroit in 1938, Alfred 
P. Sloan jr., chairman, General Motors Corp., warned dealers against 
attempts to remedy the industry’s problems by means of government 
edict, declaring that the solution should be sought through coopera- 
tion from within the industry. Total car and truck production in the 
U. S. and Canada during March, 1938, reached 238,753 units, accord- 
ing to U. S. Bureau of Census figures. 


|The most 


|a business with production exceed- 


| 
| 


| factory that will produce the most | 
|economical cost to manufacture a 
lear, as explained by Mr. Romney 
|of American Motors before the 
| Senate. Let this figure be a guide 
|as to who will manufacture and 
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Automotive Cartoon 


Of the Week 
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Letterbox 


‘Industry Deplorable . . . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
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Federal Auto Control Urged 2. A reasonable profit by the 


How many fatalities must there ~~ bli ill . 
be, and how serious must a situa- » ne pues Wi receive Dette 


tion become before the people in- service of its cars. 


volved and the Government take| * A constant production of cars, 
action? 5. Steady employment by labor. 
The automobile industry is just oh ee Sa 
about as deplorable as it possibly at similar in 
could become. There are very few a could become out 
dealers who can claim a fair return | é ery 1 with demand. This in- 
on the money they have invested. a y is controlled by allowing 
I have been in this business since ae so many barrels of crude to 
1937, and it has been either feast or producers from the fields. 


famine, and there is absolutely no ee began importing 
seamen Gor auch eendiitens. crude, but were told to either dis- 


The factories have made very continue this practice or be refused 
handsome profits, and the public Government contracts. You see it 
has purchased cars at exceedingly = Gone. 
low prices. As a matter of fact, bP ae yon yaw! — of an 

uncontro auto industry: 

great man 
a one ee 1. Tremendous variations in de- 
pletely out of their price bracket. |™®"4s for labor, not only in the 
This is due to a false economy. main manufacturing plants, but in 

Let us consider the prospects of the smaller vendors who supply 
entering the automotive business. | P@Tts, tools, accessories, etc. 
important factors are| 2. Chaotic condition among the 
supply and demand. The present a of the product. __ 
demand for motor cars is approxi-| 3: A Public that is not receiving 
mately five million cars per year. the service to which it is entitled. 
Now consider the productive ca- 4. One of the largest factors that 
pacity of the industry: Should) °#US¢ 4 depression in business. 
orders be placed on the factories; , 5. A contributing factor to the 


I believe the total manufacturing | struction of our railroads. 
volume could reach 10 million cars. It appears to me that this great 


: country of ours must come under 
Now how would you like to enter | cual quuitain te ener te 
a smoother-running economy. As 
automation continues to grow in 
industry and production becomes 
out of line with demands, failures 
will become prevalent and this we 
cannot afford. 

A plan of control by the Govern- 

| ment could be as follows: 

1. An appointed committee to 
represent the public, new and used- 
ear dealers and the factory. 

2. This committee to establish a 
maximum yearly production figure 
for new cars, both domestic and 
imports. 

3. This figure be allotted to each 
automobile manufacturer in a fair 
and equitable manner. 

4. The production figure of each 
producer shall be reviewed every 
three months for adjustment. This 
adjustment shall be based on the 
unsold inventory of each make of 
car. 

Let us consider the effect on 
the manufacturer. There would 
be an incentive to produce cars 
at the most economical figure, do 
a better job of quality control, 
improve their public relations and 
advertise their merchandise. By 
promoting the above facts dili- 
gently, the producers would re- 
ceive a larger portion of the 
allotments. 

This article is not based on the 
fact that we are overproduced, as 
there are many people who have 
no car. What we -must do is keep 
production in line with demand, and 


ing demand by 100 percent? You 
must go broke. 

The solution to this problem 
is one that few people are willing 
to admit because we must, at 
least, partially plan this economy 
before it is too late. The produc- 
tion of automobiles must be con- 
trolled by the U. S, Government | 
at the factory level. | 

There is a production figure per) 


how many. The effect of such a 
control will be: 

1. Cars produced at the most 
economical figure. 


greater number of people can buy 
motor cars.—CarveL Sparks (Dodge- 
Plymouth), Riverton, N. J. 


—From the files of Automotive News. 





reduce prices in order that a @ 





—again the nation’s 
top automotive- 
advertising vehicle 


Tops LIFE by 177.25 pages! 
Tops TIME by 395.57 pages! 
Tops LOOK by 488.37 pages! 





Up there in passenger-car, truck 
and other vehicle advertising. 


[time | 24693 


P18 AN.-DEC. 1957 T1110 @ T12 
Post influence works fastest because 
it moves sideways — on every spend- 
inglevel —sellsmore carsand trucks! 





Soars above them all in acces- 
sories and equipment advertising 
and in tire and tube advertising. 


ed 
post | 11425 | 15867 | 
Time | 61.08 | 1865 
jLooK | 49.00 | 39:14 | 


Post influence works fastest because 
it moves sideways—on every spend- 
ing level—sells more tires, acces- 


sories and equipment! 





High above the field in gasoline, 


lubricant and other fuel advertising. 


Post infuence works fastest because 
it moves sideways—on every spend- 
ing level—selis more gasoline lubri- 
cants and fuel! 


ane ic \ eee 3 | 


” 


CO 
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Over all again in over-all auto- 


motive advertising. 


772.51 


Post influence works fastest because 
it moves sideways— on every spend- 
ing level—sells all automotive prod- 


ucts best! 





The Post gives sales the big lift because 
POST-INFLUENTIALS are better customers 


And these Influentials sell your auto- 
motive products best too, by talking 
about and recommending the things 
they read in the Post — and the prod- 
ucts they buy through the 
Post - 


them. 


to others around 


Their influence works 


on every spending level. Across the 


nation, executive tells executive. 


housewife tells housewife. multiply- 


ing your sales force by millions! This 
is the selling power that has made it- 
self felt 


Be sure the power of the Post- 


with auto-industry leaders. 


Influentials is working for you in 58! 


Post influence works fastest because it moves side- 
ways— makes the key sales on every spending level! 





The Post rates sky-high 
with the automotive trade 


Leading car dealers, service stations and indepen- 
dent repair shops rate The Saturday Evening Post 
number one as the magazine in which they would 
like to see the advertising of the products they sell. 
Leading automotive jobbers rate the Post tops 
for making their selling job easier. 

Watch for the statements of leading car dealers 


which will appear regularly in Automotive News. 


Post influence works fastest because it 
moves sideways—on every spending level 
—helps ‘‘manufacture”’’ customers! 


Py 


7 
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And, above all, you get top value 
from each dollar in today’s Post 


In averaging over 5,700,000 copies a week. The 
Saturday Evening Post has hit an all-time circu- 
lation high! In newsstand sales alone, it sells a 
half million more copies each week than Life or 
Look. 

And the real topper is the Post's average weekly 
bonus to advertisers of over 500,000 copies! 

These are the figures that help show why adver- 


tisers are turning to the Post! 


The Saturday Evening 


| 24 GO Mi Sells the POST FV INFLUENTIALS -they tell the others! 


A CURTIS MAGAZINE 
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rice Now a Secondary Issue... 


What Role Can Small Car Play? 


(Continued from Page 1) 


yhich proved insurmountable has 
wen price. The makers have had 
ron-clad facts to show that it 


t 


osts just about as much to build | ™0°¢ed. 


small car as a big car. 


ives. There are certain indications 


cd * * 


As GM President Harlow H.| Still Unconvinced 


urtice put it upon one occasion, 
rou take out the value faster 
an you take out the cost.” 


UTO executives still are not 
convinced that the public wants 


anything besides a big, high- 


Opponents of the small car within | powered, luxurious vehicle. 


e industry have also been able to 

int out dismal failures which 

we terminated past efforts to 

arket a small-car in the U. S. 
* * * 


rice Barrier Cleared? t 


At Senate antitrust hearings 
last winter, GM’s Curtice said 
there is “very little demand for 
bare transportation.” 

Curtice also said he thought that 
he current U. S. cars were not too 


WHERE are indications that the| big, and that they had attained 
price barrier may no longer be| present dimensions “as a result of 
formidable as it has been in| popular demand.” 


e past. 

he small car has undergone a 
ort of psychological metamor- 
hosis in the past decade. 

Ten years ago, the small car was 


ndly labelled in most quarters as half 


e “$1,000 car.” Public and auto- 
m alike were inclined to think of 
sp small car in terms of that 
gic price tag. 

Today, the small car has become 
s “economy car,” with economy 
fuel, maintenance, effort, space 


Aa the public has 


His point of view was pretty|GM, explained the dropping of the 
Most important factor is that | we]] reiterated by other auto-|Small-car project in folksy fashion: 


industry witnesses at the hearings. 


been particularly vocal on 
of the small car, the increas- 


ing number of owners of small 
imported autos is construed as a 
strong small-car vote 
headquarters. t 

Sales executives are not particu- fi 
larly impressed by surveys which 


in factory 


d time the predominant factors|Show 60 to 70 percent of persons 
small-car thinking. While econ-|Polled saying they would buy a 
y of original price remains a|*™all car. 


rt of the overall package, it no 
wer is a dominant factor. 

In this respect, the last barrier 
introduction of a small car may 
ve been lowered? 

- > 

‘EEN insight into this psycho- 
‘logical problem of small-car 


+ 


They are impressed, however, 
when 200,000 Americans per year 


go out and put down the hard 
cash to buy a small car—at about 
the same price they would pay 
for a 
big, U. S.-built auto. 


This is also considered as an in-| 


“standard” version of a 


ice was voiced nearly seven years | dication that price alone no longer 
> at a meeting of the American|is a determining factor in the fate 


tiety of Body Engineers when/|0 
arles Davison presented a paper 

ich said, in part: h 
“Unfortunately, our few at- 
mpts at small-car production 
sve been mostly christened with 
e label cheap. Such cars have 
%t been cheap enough to make 
em serious competition . 
erefore, they have never been 


° 


ypular. 

If we were to incorporate the/h 
t foreign ideas for small-car| p 
wtruction and apply our produc- 
n know-how to produce a small 
‘of top quality and performance, 
a class with our most expensive 
s, the small car might enjoy the 
he success in this country. 

It would be an interesting ex- 
iment though a somewhat ex- 
sive gamble. Who knows, it) 
tht provoke the slogan, ‘As small 
a Cadillac,’ and all our porthole 
| tail-fin exponents would be 


U.S 


getting a Big Three small car in 
the immediate postwar years. 


f the U. S.-built small car. 
In thé@ past, the question of price 
as almost always led to the ulti- 


mate decision against the small car 


n the part of the Big Three. 
> > = 
BUYERS probably came 
* closer than they realized to 


Both Ford and Chevrolet worked 

ammer-and-tongs on small-car 

lans immediately after the war. 
Although the Chevrolet project 


was extremely “hush-hush,” it is 
generally accepted that the car 
was to be called the Cadet and 
that it was slated to go into pro- 
duction in the fall of 1947 at two 
specially constructed plants near 
Cleveland. Chevrolet reportedly 
was going to make its own bodies 
for the car, rather than buy them 
from Fisher Body. 


GM completed its engineering 


not | "ew models and have lost sight of 
be-| the fact that we have to produce 


| uct, 


to re-examination of the above| Australian Holden introduced in 
points by a good many auto execu-| 1948. 


* * * 


that such thinking may be out-| Shorter Life at Ford 


fem small-car project at Ford 
was not allowed to advance 
quite as far as it did at Chevrolet. 
Ford set up its small-car division 
in April, 1946, under Alan B. Pease, 
and wiped it out in mid-August, al- 
though its termination was not 
announced until September. 

GM _ officially abandoned its 
small-car project in early May, 
1947. It cited “material shortages” 
and “public demand for the es- 
tablished line.” There were off- 
the-record hints, however, that 
Chevrolet officials were not overly 
enthusiastic about a small car. 
C. E. Wilson, then president of 


“A man has to eat every day. We 
have been worrying too much about 


cars now. We intend to eat every 
day from now on.” 

Some industry sources now say 
privately that the necessity of eat- 
ing every day may eventually drive 
he Big Three into the small-car| 
eld. } 


> . > 

— years later, Curtice, who 

then was executive vice- 
president of GM, added a footnote 
to GM's small-car thinking when 
he said GM had never thought of 
a small car except in terms of one 
which would be full-sized inside 
and seat six. 

“We could not take enough out 
of such a car to bring it low 
enough in cost below the Chev- | 
rolet to warrant production so 
we discarded our , 

Wilson, in his inimitable fashion, | 
said at the 1950 Motorama that 
GM's objective in designing a car 
“is to obtain a blonde who can 
cook.” 

Alfred P. Sloan jr., then chairman | 





cost problem during the 1950 Motor- 
ama. Said Sloan: 

“Developing a car that will have) 
reasonable consumer appeal at a 
price differential sufficiently great, 
as compared with the existing prod- 
to insure acceptance, is the| 
problem.” ‘ | 

> > 


‘Maximum Acceptance’ 

‘T PERSONALLY believe that) 
through the process of evolu-| 

tion our industry has reached a car} 

type in the low-price range that 


|insures maximum mass acceptance. | 


Perhaps it’s a little on the luxury | 


side. 
“However, any decrease in size | 





Mexico to Build Auto 
Similar to Italy’s Fiat 

MEXICO CITY.—-Diesel Na- 
cional expects to be turning out 
Mexico’s own low-cost auto by 
the end of the year, according to 
Government officials, The car 
will be similar to the Italian Fiat 
1100, they said. 

The Mexican market now is 
dominated by U. S. cars, mainly 
Ford and Chevrolet. Volkswagen, 
Fiat, Porsche, Austin and MG 
have been making strong in- 
roads. 





a small car which it dubbed 
“Desire” and which it said repre- 
sented the kind of automobile De- 
troit ought to be building. 

The Desire was a four or six- 
cylinder vehicle, with 80 horse- 
power. It had a 105-inch wheelbase 
and weighed 2,000 pounds. Accord- 
ing to UAW calculations, it should 
have delivered better than 25 miles 
to the gallon. 

But what of the small-car situa- 
tion at the moment? Auto execu- 
tives have said little for publication 
since their 58 models were intro- 
duced last fall. 


= + = 

500,000 Is Sales Mark 
At A press conference during a 

preview of Ford’s 1958 models, 
J. O. Wright, general manager, re- 
vealed that Ford had set up a 
“special unit” to study the small 
car, although he emphasized that 


Ford had no “immediate” plans| 


to enter the market. 

He implied that Ford would 
make no move in the small-car 
field until sales of such vehicles 
passed 500,000 a year. 

E. N. Cole, general manager of 
Chevrolet, also mentioned the 500,- 
000 figure in discussing small cars 


during Chevrolet's showing of its| 


58 models. 
He said flatly that Chevrolet had 
no plans for producing a small 


car, then commented on the import | 


of Vauxhall and Opel: 
“I think that General Motors is 


making the right kind of test to! 


determine whether the increasing 


| of GM, also discussed the small-car| popularity of small cars is a fad, 


and it will be some time before we 
are in a position to make a deter- 
mination of whether to go into 


domestic production.” 
> > 


FEW months 
that the present type of foreign 


car would never have sufficient | 


demand to warrant its production 
in the U. S. 

Small-car sales, he said, prob- 
ably would not top 300,000 this 
year, adding that there are indi- 
cations that “the demand is 
flattening off.” 

James J. Nance, general man- 
ager of Ford’s M-E-L division, went 

a bit further than Wright in dis- 
cussing small cars during the 1958 


> 
later, Cole said | 


ng to work with the cutting 
th.” 


e Affluent Look 
HE question of “cheapness” has 
alse been discussed by George 





mney, president of American 
tors, who explains that a small 
must look as if the owner 
ld afford any size auto but had 
chased a small one because he 
ferred it. 
Too many small cars have been 
reduced, Romney contends, 
lich look as if the buyer 
uldn’t afford a more expensive 
; 
omney, of course, is the nation’s 
ling exponent of the small or 
ipact car. AMC’s Rambler, how- 
t, which was introduced under 
Nash flag in April, 1950, did 
really come into its own until 
current model year. 
x * x 
TE factories have always had 
what they considered sound 
ions for not producing a small 
Thinking of auto executives 
s along these lines: 
. The public won’t buy light 
'S in large quantities, 
There is no way to reduce 
juction costs in proportion to 
decrease in size. 
Small new cars would be in 
ct competition to large used 
. 
Volume would not be high 
ugh to justify the development 
new car. 


model of the small car in October. 
1945. According to men who worked 
on the Cadet project, the car had 
many features which showed up 
several years later on other GM 
cars. It had tail fins, wraparound 
bumpers, an “airplane” nose and 


the long fenders of the 1949 and 
1950 models. 

There have been hints that if one 
wants to know what the Cadet 
looked like, one could do worse 
than look up old pictures of GM's 






x 


L-M Sales Leader— 


Robert J. Mcloud, left, Lincoln-Mercury 
Boston zone manager, congratulates Dom- 
inick Morley sr. as he and Mrs. Morley 
depart for the West Coast from Boston, 
Morley's reward for retail car sales. Mar- 
ley, who is celebrating his golden anni- 
versary as a car salesman, is the top 
salesman at Clark & White, Inc. (Lincoin- 
Mercury), Boston. He has been a member 


Tooling costs are prohibitive.|of the L-M Inner Circle every since its 


Why build a small car when 
can sell big ones? 
Irrent market trends have led 


formation in 1950. Morley has been the 


top Lincoln salesman in the country four 


or any standard of luxury is 
measured by a surprisingly small 
number of dollars in cost and 


remembered, too, that the small 
car has to meet the intense com- 
petition of the one and two-year- 
old used car.” 

Earlier, when the Cadet was 
killed, Sloan said that the cus- 
tomers wanted a car comparable 
to Chevrolet at a price differential 
of $300 and a gas saving of 50 
percent or more. 

This was not possible, he said. 

As was pointed out above, this 
severely critical price problem no 
longer looms so large in any small- 


car decision. 
af 
paca encountered in 
“cheapening” a car were pretty 
well laid bare by James C. Zeder, 
director of engineering and re- 
search of Chrysler Corp., at a 
speech in Tulsa on Dec, 11, 1952. 
Zeder recounted how Chrysler 
engineers were told to take “all 
the frills” off a car, but leave 
basic elements intact. 

Said Zeder: “We had the worst, 
noisy, uncomfortable, ugly automo- 
bile you ever saw. One ride in it, 
and we couldn’t get anyone but 
test engineers to ride in it or drive 
it again. But it was basic transpor- 
tation.” 

The savings? About $150, Zeder 
said. 


. - 7 
ALTER P. REUTHER, UAW 
president, actually was raking 
up old union coals when he re- 
cently called on manufacturers to 
get to work on a small car. 
Back in 1949, the UAW designed 





* > 


hence in selling price. It must be | 


| preview season. 

| At the Lincoln-Mercury showing, 
| Nance said Ford was “seriously 
studying” foreign-car sales in the 
U. S. with the intention of turning 
out a small economy car in the 
U. 8. 


5 Pct. Goal Reached 


ANCE said Ford was not inter- 
ested in a “stripped-down” ver- 





"Auto Buy’ Purchase— 


Bob Bedison, of Sahli Motors, Beaver 
Falls, Pa., delivers a car to Mrs. Richard 
L. Liller, New Galilee, Pa., during recent 
“You Auto Buy Now" campaign. The 
Lillers were the first persons to buy a 
car at Sohli as the Beaver Falls dealers 
kicked off their sales drive. {Beaver Falls 
News-Tribune photo.) 
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sion, but was “thinking along lines 
of building a little car in the U. 8.” 
He said economy-car sales 
would have to hit 5 percent of 
the overall U. S, total before Ford 
would “think” of putting a small 
car on the market. (On that basis, 
Ford should now be doing some 
serious thinking.) 


Ford surveys, he added, had 
found “only a limited place for the 
little car and no evidence that the 
American public is interested in 
lowering its standard of living by 
buying an economy car on a large 
scale.” 

Since then, Ford has prepared 
sort of a standard denial of rumors 
that it will build a small car. The 
Ford denial notes that “since 1946 
Ford Motor Co. has given regular 
and careful consideration to the 
question of producing a small car.” 


The statement adds that it is 
continuing studies in this field al- 
though “in the past we have con- 
cluded that it is neither practical 
nor necessary for us to enter the 
market with a small U. S.-made 
vehicle. 


“When and if consumer demand 
for an American small car reaches 
levels sufficient to justify high- 
volume production, Ford Motor Co. 
will be ready to supply the de- 
mand.” 

* = = 
MC’s ROMNEY last fall pre- 
dicted that small cars would 
take 7 to 8 percent of the new-car 
market in 1958. By the 1960s, he 
added, half of all new-car sales 
would involve small cars. 

“Common sense has dictated the 
revolution that is taking place,” 
said Romney. He charged that 
the Big Three had “vacated the 
very fields in which they initially 
excelled—when wheelbases of the 
low-priced Big Three cars ranged 
from 100 to 110 inches.” 

Chrysler Corp., which has been 
“studying” the small-car market for 
| some months, is still marking time, 
according to President L. L. Col- 
bert. 


At the recent annual stockholders 
meeting, Colbert predicted that no 
U. S. manufacturer could tool up 
for a small car, although he said 
a smaller, more economical Ford, 
Chevrolet or Plymouth might loom 
in the future. 
| * 
Seen as Inevitable 


HE small car, however, may yet 

be born out of economic neces- 

sity. 

Nearly 11 years ago, Walter D. 
Appel, then chief engineer of 
Willys, assessed the small car in 
terms which seem particularly ap- 
plicable today. He said: 

“It is not my opinion that we 
should necessarily have smaller 
cars, but it would be better for 
| our pocketbooks if we had lighter 
| cars. 

“The strain on our pocketbooks 
will eventually force us to accept 
this compromise regardless of 
| whether we like it or not. 

“A smaller car will inevitably 
replace the large car in the same 
manner and for the same reason 
that the bungalow and efficiency 
apartment have replaced the large, 
14-room house.” 

. . > 
Cr. IS interesting to recall that 
in the interim, Willys entered 
—and was forced out of—the small- 
car market (the '52-’55 Aero 
models). 

Other makes—the Hudson Jet, 
Henry J and Crosley—also found 
the small-car market a will-o-the- 
wisp that led to ruin. Chrysler 
Corp. tried shorter-wheelbase Plym- 
outh and Dodge cars in the early 
650s and ran aground. 

At least 20 other “small cars” 
were also announced in the U.S. 
in the years after World War II. 
Among the better known were 
the Davis, Playboy, Keller, Pup, 
Towne Shopper, Del Mar, Airway 
and Gordon. 

The recession may yet swing 
buyers toward a small-car econ- 
omy. But the auto makers are 
smart enough to know that the 
American public has the habit of 
buying the biggest package it can. 

Furthermore, it does not change 
its buying habits because anyone 
thinks it ought to. 

Must Americans turn to smaller 
cars? Get the answer to that and 
you have the key to the fate of 
the small car in America. 


= > 
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Sales Conditions in Various Areas... 


Auto Market Reports 


Cincinnati 


New-car registrations in Hamil- 
ton County (Cincinnati), O., totalled 
2,790 units in March, compared 
with 3,800 in the like month of 1957. 
New-car registrations in the first 
three months of this year amounted 
to 7,183, as against 10,058 in the 
first quarter of 1957. 

Registrations by make were: 
Chevrolet, 861; Ford, 639; Oldsmo- 
bile, 264; Plymouth, 210; Buick, 
183; Pontiac, 132; Rambler, 93; 
Mercury, 91; Cadillac, 57; Dodge, 
51; Lincoln, 32; Chrysler, 31; Volks- 
wagen, 28; Edsel, 21; DeSoto, 19; 
Studebaker, 15; Metropolitan, 12; 
Packard, 8; Imperial, 6; Triumph, 
6; MG, 5; Vauxhall, 5; English 
Ford, 4; Volvo, 3; Renault, 3, and 
miscellaneous, 11. 

New-truck registrations in March 
amounted to 287 units, an increase 
of 42 units over the 245 registered 
in the like month of 1957. New- 
truck registrations 
quarter totalled 628, compared with 
696 in 1957. 


New-truck registrations by make 
were: Chevrolet, 84; White, 59; 
Ford, 57; International, 36; GMC, 
27; Dodge, 13; Mack, 6; Willys, 4, 
and Studebaker, 1. 


Used-car sales in March totalled 
3,731, compared with 4,517 in 
March, 1957. In the first quarter, 
used-car sales amounted to 9,590 
units, as against 11,163 in the like 
— a@ year ago—(Frank Kap- 
pel. 


Philadel phia 

Three out of four dealers in Phil- 
adelphia say business at this time 
is slower than last year, according 
to a survey conducted by the Fed- 
eral Reserve Bank. 

Dealers said the winter weather 
and the recession were largely to 
blame, but that unemployment and 
pay cuts were not directly respon- 
sible. They feel that “people have 
the money for a new car—they just 
don’t want to spend it now.” 


Some prospective customers 
are waiting for a definite sign 


for an excise tax cut. Another 
factor is higher prices. 

The bank’s survey also disclosed 
that dealers in Philadelphia have 
been doing more business than 
those in other parts of the district; 
used cars have been moving better 
than new cars; foreign cars have 
not hurt sales of other cars, and 
medium-price cars are moving up. 


Dealers were unhappy over the 
fact that banks have cut interest 
rates on direct auto loans. Thus, 
an increasing number of auto buy- 
ers are financing directly with the 
bank and dealers have been losing 
the interest they get on loans orig- 
inated with them.— (Allen Som- 
mers.) 

* > 


San Francisco 


“Things are looking up,” is the 
consensus of dealers in San Fran- 


The improved sales picture re- 
sults from a break in the long 
rainy season, the advent of spring 
and harder pushing on the part of 
dealers. 


There was much optimism that 
“You Auto Buy Now Weeks” and 
other promotions planned through- 
out the northern part of the state 
will be just the stimulant required 
to kill the doldrums. 

The campaigns are scheduled in 
San Francisco, Oakland, Rich- 
mond, Alameda County, Fresno, 
Tulare, Visalia, Merced, Modesto, 
Marin County, Santa Rose, San 
Jose, Palo Alto, Burlingame, Stock- 
ton, Manteca and Lodi. 

The used-car market also has 
turned firmer.—(Steve Still.) 


Salt Lake City 
A total of 896 new cars were reg- 
istered in Salt Lake County (Salt 
Lake City) during March, com- 
pared with 904 in February. 
The first-quarter total was 2,403, 


in the first) 





compared with 2,818 in the 1957 
quarter. 

By makes, new-car registra- 
tions in March were: Chevrolet, 
241; Ford, 178; Plymouth, 90; 
Oldsmobile, 60; Buick, 57; Mer- 
cury, 37; Pontiac, 32; Cadillac, 
22; Rambler, 22; Edsel, 19; Dodge, 
14; DeSoto, 13; Chrysler, 10; Im- 
perial, 5; Lincoln, 5; Studebaker, 
1, and miscellaneous, 90. 
New-truck registrations in March 

numbered 143, compared with 129 
in February. The first-quarter total 
was 379, compared with 460 a year 
ago. 

Truck registrations by makes 
were: Ford, 46; Chevrolet, 43; 
Dodge, 14; International, 13; GMC, 
9; Willys, 5; Mack, 3; White, 2; 


Diamond T, 1, and Studebaker, 1.—}| 


(W. F. Smiley.) 
= 


* . 


Denver 
New-car sales in Denver during 


March totalled 1,374, compared with' Chevrolet, 48; 








1,240 in Febraury and 1,806 in 
March a year ago. 

New-truck sales numbered 198, 
compared with 141 in the previous 
month and 203 in the year-ago 
month. 

In the first quarter, dealers re- 
tailed 4,330 new cars and 562 new 
trucks, compared with 4,905 new 
cars and 548 new trucks in the 
year-ago quarter. 


March new-car sales by makes 
were: Chevrolet, 411; Ford, 282; 
Plymouth, 139; Oldsmobile, 81; 
Rambler, 69; Buick, 57; Mercury, 
50; Dodge, 47; Pontiac, 46; 
Cadillac, 31; Chrysler, 20; English 
Ford, 17; Lincoln, 14; Volkswagen, 
14; Borgward, 11; Renault, 11; 
Hillman, 10; DeSoto, 9; Edsel, 9; 
Volvo, 9; Imperial, 6; Stude- 
baker, 6; Checker, 2; Metropoli- 
tan, 1; Packard, 1, and miscel- 
laneous, 21. 


New-truck sales were: Ford, 68; 
International, 24; 


Dodge, 10; GMC, 5; Volkswagen, 
5; Peterbilt, 3; Willys, 3; English 
Ford, 1; Goliath, 1; Kenworth, 1; 
Studebaker, 1, and miscellaneous, 
28.—(Ira Alexander.) 


* * * 


Milwaukee 


March found 2,589 new cars 
registered in Milwaukee, compared 
with 2,430 in the previous month. 
Rambler continued to push hard for 
third place. 

By makes, March registrations 
were: Chevrolet, 648; Ford, 569; 
Oldsmobile, 249; Rambler, 209; 
Plymouth, 179; Pontiac, 161; Buick, 
141; Dodge, 82; Cadillac, 72; Mer- 
cury, 72; Chrysler, 46; Volkswagen, | 
33; Edsel, 27; DeSoto, 26; Lincoln, | 
11; Studebaker, 11; Imperial, 10; | 
Willys, 2; Packard, 1, and miscel- 
laneous, 40.—(John E. Hubel.) 


* * * 


Billings, Mont. 
New-car registrations in Billings | 
and Yellowstone County, Mont., de- | 
clined slightly during March, to 
total 211, as compared with 217 in| 
the previous month. 


New-truck registrations 


also 


 —_—a 
Oldsmobile, 12; Pontiac, 10; Cadi. 
lac, 9; Rambler, 9; Edsel, 8; Stude 
baker, 5; Volkswagen, 5; Renault 
4; Hillman, 3; Mercury, 3; Chrysler, 
2; Dodge, 2; Mercedes-Benz, 2. 
DeSoto, 1, and Simca, 1. 

Truck sales were: Chevrolet, 29; 
International, 16; Ford, 10; GMC 
3; Mack, 2; Autocar, 1; Dodge, 1; 
Kenworth, 1; Studebaker, 1 and 
Volkswagen, 1. 

= 
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Cleveland 


Sales of both new and used cars 
in the Cleveland area reflect con. 
tinuing reaction from Auto Week 
promotions. 

Early sales reports indicate that 


April may compare rather favor. § 


ably with March. 


In March, according to figures t 
compiled by the clerk of courts, 7 


5,930 new cars and 385 new trucks 
were sold, compared with 3,891 
new cars and 248 new trucks in 
the previous month. 

March new-car sales by makes 
were: Chevrolet, 1,387; Ford, 1, 
198; Plymouth, 549; Oldsmobile, 496; 


Buick, 457; Pontiac, 348; Mercury, 


dropped moderately, from 60 to 56.| 275; Dodge, 273; Cadillac, 168; 


By makes, March new-car reg-| Rambler, 144; DeSoto, 101; Chrys- 
Chevrolet, 50;|ler, 98; Volkswagen, 85; Edsel, 67; 


istrations were: 
Ford, 49; Buick, 22; Plymouth, 14; 


(Continued on Page 64, Col. 1) 
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Greatest Ttuck!’ 


I 


Advancéti 
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Now available in Ford, GMC, Chevroleiane 


... Allison “Automatic Brain bri 


t’s the greatest truck transmission advance 


in 30 years. 


A Rocky 


Mountain trucker 


cuts engine maintenance 50% 


It’s the Allison fully automatic transmission 
—now available in leading trucks, school 


buses and other commercial vehicles. 


No longer must the flow of power be discon- 


nected from the wheels every time the driver 
changes gears. No longer must the whole drive 


line take a costly jolt with every shift. With 
the Allison Automatic, engine power is de- 


livered to the wheels smoothly and continu- 
ously. This saves fuel on every shift. And it 


eliminates engine lugging and overspeeding. 


It’s a whole new idea in transmissions. It’s 


drives 100 


actually more than a transmission—it’s an 
“Automatic Brain.” 


What can it do for your trucks? Take your 


cue from what it is doing today: 


A West Coast contractor hauls 
33%% more payload per trip 


A Utah ore hauler 
cuts brake maintenance 75% 


A Michigan car-haul 


extra miles per day 
ae 


An Eastern sand hauler 


makes 3 trucks do the work of 4 
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TURNINGS 


by 


Joseph M. Callahan 


Engineering Editor 





There’s a ‘Small-Car’ Invasion in Europe, Too 


— many U. S. auto engineers are grappling with 
plans and prototypes of small cars to compete against 
the invading small European models, British and Continen- 
tal engineers are confronted with a similar invasion of mini- 


ature cars. 

These midgets, ordinarily 
defined as any non-sports pro- 
duction car with an engine of 
less than 40-cubic-inch displace- 
ment, frequently are the natural 
outgrowth of the motorcycle, long 
the most economical form of mo- 
torized transport in Europe. 

The engines in the miniatures 
are approximately half the size 


of the Volkswagen engine, which 
has a displacement of 72.7 inches. 

The principal midgets are Citroen 
2CV, BMW Isetta 300 and 600, Fiat 
500 and 600, Goggombil T300 and 
T600, Lioyd, Heinkel, Steyr-Puch, 
Messerschmitt, NSU Prince and 
Meadows Frisky. 

An interesting point is that both 
the American and European 
smaller-car invasions originated in 
economically resurgent Germany. 
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Volkswagen spearheaded the Amer- 
ican invasion, and six of the 10 
European miniatures—Isetta, Gog- 
gomobil, Lloyd, Heinkel, Messer- 
schmitt and NSU Prince—also are 
produced in Germany. 

= 


* * 


7 other miniatures are from 
Italy (Fiat), France (Citroen), 
Austria (Steyr-Puch) and England 
(Frisky). 


Although these cars differ 
greatly, they have one feature in 
common. There is no driveline tun- 
nel in the passenger area. 

Seven of the cars—lIsetta, Fiat, 
Goggomobil, Steyr-Puch, Messer- 
schmitt, Frisky and NSU Prince— 
have rear engines. The other three 
have front engines. Those with rear 
engines have rear-wheel drive and 
those with front engines have 
front-wheel drive. 

The miniatures have an aver- 
age rated horsepower of 16.5 and 
an average engine displacement 
of 25.6 cubic inches. 

Horsepowers are as follows: Cit- 
roen 2CV, 12; Isetta 300, 13; Isetta 

600, 26; Fiat 500, 13; Fiat 600, 22; 
Goggomobil T300, 17; Lloyd, 24; 
Heinkel, 10; Frisky, 17; Steyr-Puch, 
16; Messerschmitt, 9.5, and NSU 
Prince, 20. By comparison, the 
Volkswagen has 36 horsepower. 

The engine displacements are: 


i 






Fiat—Pioneer of the Midget Invaders— 


The Fiat 600 standard sedan is the first of the 10 principal midget cars that are 
invading European countries just as the European small cars are invading the U.S. 
* + ak 


Citroen 2CV, 25.9 cubic inches; 
Isetta 300, 18.3 cubic inches; Isetta 
600, 29.8; Fiat 500, 29.8; Fiat 600, 
38.6; Goggomobil T300, 17.8; Hein- 
kel, 12.4; Steyr-Puch, 30; Messer- 
schmitt, 10.7; Frisky, 20, and NSU 
Prince, 36.4. 


+ ? . 
Most Have 2 Cylinders 
A but four of the 13 midget 
models have two-cylinder en- 


! lransmission 





in 30 Years 


and Dodge 


ni brings America A NEW KIND OF TRUCK 


It can do the same for you. 


Your driver merely selects the range—then 
the Allison ‘Automatic Brain” takes over. 


It multiplies engine torque 15 times. It 
delivers maximum power right from a dead 
stop. It cushions the engine and drive line 
against costly shock damage. 


Shifting is automatic, so engines can’t lug 
or race. Engine life is increased 35%. It 
shifts instantly, even under full power. 


Its direct-drive lockup engages in every for- 
ward gear for maximum fuel economy. 


Its built-in Hydraulic Retarder permits 
faster—yet safer—descents on even the 
steepest grades—saves you 50% or more on 
brake maintenance. 


The Allison Automatic was developed from 
more than 10 years’ service in the heaviest 
military and off-highway vehicles. 


Four leading truck makes—Ford, GMC, 
Chevrolet and Dodge—have engineered 
the Allison Automatic into their newest 
medium and heavy-duty trucks, school 
buses and other commercial vehicles. It is also 
available as an integral engine-transmission 
power plant from Chrysler and Ford Indus- 
trial Engine Divisions. 

Before you buy another truck, find out how 
an Allison Fully Automatic Truck Trans- 
mission can repay its modest cost many 
times over in your trucking operation. See 
your dealer in Ford, GMC, Chevrolet and 
Dodge. Or write: 


ALLISON DIVISION OF GENERAL MOTORS, Indianapolis 6, indiana 








Wlisl0nts 


gines. The exceptions are Fiat 600, 
which has a four-cylinder engine, 
and Isetta 300, Heinkel and Messer- 
schmitt, which are one-cylinder 
vehicles, 


Generally, the power-to-weight 
ratio is very low in the midgets. 
They are popular with persons who 
place high priority on economy and 
little on performance. 


The Meadows Frisky, which 
gives about 50 miles to the U. S. 
gallon and sells for about $1,200 
here, was introduced last fall as 
England’s reply to the German 
midget invasion. 

The Citroen 2CV is rather large 
for a midget but falls into this 
category because of its small en- 
gine. Considered an ugly duckling 
by many, this car is very popular 
in France and is the only midget 
among Europe's 10 best sellers. 

The pioneer in the midget class 
is Fiat, and the latest Fiat 500 is 
considered by many engineers to 
be the finest vehicle in this cate- 
gory. The low-volume Vespa, also 
of Italian design but manufac- 
tured in France, is smaller than 
the Fiat but very similar to it in 
appearance. 

Despite the growing popularity 
of these little cars, there has been 
a tendency for some of them to 
grow and to improve their per- 
formance and quality. 

For example, the Lloyd was in- 
troduced in 1950 with a steel frame 
and floor, a plywood body and an 
18-cubic-inch engine. In 1953 the 
hood and fenders were made of 
steel and a 24-cubic-inch engine 
was installed. | 


Tariff Is Big Factor 


B* 1954, the Lloyd body was made 
entirely of steel except for the 
top, and a steel roof was added in 
1955. The 36.4-cubic-inch engine 
was made an option for 1955 and it 
became the only engine available 
for 1958. Some 50,000 of these cars 
were built in 1957. 

The tendency to grow also is ap- 
parent in the Goggomobil which 
gained considerable attention re- 
cently when it was rumored widely 
that Studebaker-Packard would 
import it for its dealers. This rumor 
proved untrue. 

A new Goggomobil with a re- 
styled body and panoramic wind- 
shield has appeared at recent 
European shows and will be pro- 
| duced in volume this summer. 

One of the more 


passengers 

has a side door as well as a front 
door. 

Further competition to oppose 
the continental invaders will prob- 
ably be provided by Morris and 
Rootes, two of the larger British 
auto makers, who will introduce 
midget cars later this year or early 
next year. 

Slowing down the foreign-car in- 
vasion in England and the other 
European countries are stiff tar- 
iffs. For example, the British 
import duty is about 50 percent, 
compared with 9 percent in this 
country. 


Tidewater Buys Gould 


NEW YORK.—Tidewater Oil Co. 
has purchased Gould Oil Co., Inc., 
Hyannis, Mass., a Tidewater dis- 
tributor covering the Cape Cod 
area. With the purchase, Tide- 
water acquires nine service sta- 
tions and other facilities. 
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Bay Area Kicks Off Drive— 


This is part of the gathering of 1,500 dealers, sales personnel and other guests who 
attended a banquet in Oakland, Calif., kicking off Auto Buy Now campaigns in the 
San Francisco Bay area. Roger Welch, director of promotions programming for 
Chrysler Corp., was the principal speaker. 





How Nation's Salesmen Meet... 





Practical Problems of Selling 


A SALES manager who con- 
siders everyone a prospect 
until proved otherwise has this 

story to tell: 
I became acquainted with a 
business man who 


Sales had bought a com- 
petitive make in 

Case the same price 
Histories class for more than 


15 years. I immedi- 
ately classified him as a prospect 
and a challenge. 

Meeting him at a coffee coun- 
ter, I asked what model he was 
driving and learned it was a ’51. 
This indicated the time was 
ripe. 

I gave him a good sales talk 
and got the answer that he was 
interested in a new car, but that 
he wanted to look around and 
probably would end up buying 
the make he had used for the 
past 15 years. 

It developed that he did look 
around—at both higher and lower 
priced cars. About that time, I 








World’s No.1 


Economy Car by 


AY 


Heinkel Aircraft now brings you 
economy bombsbhells on wheels! West 
German engineering, craftsmanship 
give you all the answers for economy- 
car prospects—wrapped up in one 
sweet little, go-getting machine! 


95 MILES PER GALLON! 
You get unbelievable mileage at 50- 
plus! Penny-a-mile motoring is here 
now. Anybody can buy and drive for 
$10 a week including gas! 


SWIFT, SAFE, RUGGED! 
Off the mark like a rabbit, the Hein- 
kel has ing reserve for all regu- 
lated highways. Stops on a dime! 
Rugged mono-construction for extra 
protection and durability. 





TOP VISION ALL ROUND! 
Braced bubble-top construction gives 
you full vision all round — front, 
sides, rear. The women love it! 


INCREDIBLY COMFORTABLE! 
Independent front wheel suspension, 
hydraulic shocks all round, scientific 
weight distribution give you a fatigue- 
less ride even on longest trips. 


AIR-COOLED, TROUBLE-FREE! 
Can’t freeze; can’t overheat. 4-cycle 
motor gives you torque when you 
need it; starts instantly. The Heinkel 
takes 28% grades like a mountain 
goat! 


For open territory in Florida; Louisiana; Texas; Oklahoma; Arkan- 
sas; Arizona; Nevada, write or wire GLEMASA CORPORATION, 
89 Broad St., New York 4, N. Y., TODAY! 


pump 
Hydraulic 


cator 
kids 


colors 


FINE-CAR SPECS! 


Superb Rack and Pinion steering 
4 speeds forward plus reverse 
Needle carburetor with accelerating 


internal 
parking brakes 
Disc wheels; 4.40 x 10’ tires 


Hinged sun roof, swivel windows 
Horn, lights, dipper, direction indi- 


Big luggage space and extra seat for 


Handsomely finished in sports car 


Get your franchise now! 


decided that he needed the VIP 
treatment—and a lot of it. 
+ + * 


r- HAPPENED that I passed 
his place of business every day, 
so I made it a point to call on him 
twice or three times a week to 
give him further pointers on my 
car and to ask him to buy. I 
made the visits short—no more 
than 15 minutes—and emphasized 
just one point at a time. 
This went on for about three 


Million DeSotos 
In Use in America 


DETROIT. — DeSoto has 
reached an important milestone 
in its 29-year history, according 
to J. B. Wagstaff, DeSoto sales 
vice-president, who revealed that 
for the first time a million De- 
Sotos are in used in the U. S. 

The actual figure of 1,001,714 
represents 2 percent of all pas- 
senger cars in operation, he said. 








expanding and 








weeks. I had given a lot o/ an- 
swers to a lot of questions and 
then I asked him to try the 
demonstrator and see if what I 
had been telling him wzesn't 
true when viewed from the best 
place—behind the wheel. 

I closed the deal that 
afternoon. 


same 


years 


Now I have two or three other [ 


prospects from the same family 
and they, too, have used a com. 
petitive make for many years. 

> * cd 


THINK [I'l sell several other 
members of the family be. 
cause they have never before been 
given the attention they deserve 
when making a purchase of an 
auto. Two of the largest pur- 
chases the average person ever 
makes is a home and a car. 

It so happened that these peo- 
ple had purchased many large 
pieces of machinery for their 
business and these salesmen 
gave them the attention that 
the purchase deserved. 

When this same attention is 
given them by an automobile 
salesman it brings results. 

This sale was closed as the re- 
sult of persistence and attention 
to a prospective purchaser. 


Big Sales Drives 


In Canada Slated 


By Fiat, Renault 





TORONTO.—Encouraged by the 


| growing sales of European small 


| 


| 








cars in Canada, which last year 
accounted for about 12 percent of 
all auto sales, Renault and Fiat 
have set up marketing organiza- 
tions in Canada and plan to start 
big sales campaigns in May. 

Fiat has formed Fiat Motors of 
Canada, Ltd., in Toronto and plans 
to spend about $200,000 on market 
organization. Distributors have been 
named in Ontario and Quebec. 

Further expansion is planned 
soon in Western Canada, a company 
spokesman said, with some 20 out- 
lets slated to be in operation by 
year’s end. 

Sales of 2,000 cars this year and 





5,000 next year are anticipated > 


Three Fiat models are planned for 
sale in Canada, at $1,400, under 
$2,000, and at $3,000. 


Renault has appointed distribu- | 


tors throughout Eastern Canada 
The French firm hopes to sell be 
tween 3,000 and 4,000 cars this year, 
and move into Western Canada 
next year. 

Renault has produced a special 


|Canadian model of the Dauphine, 


with heavy-duty electrical equip- 
ment, air conditioning and two- 
speed heater. It will sell for about 
$1,825. Renault sold 200 cars in 
Canada last year, compared with 
27,000 in the U. S. 


Driver Classes 
Get 625 Pontiacs 


PONTIAC. — Pontiac dealer sup 
port of high school driver education 
programs reached a new peak dur 
ing the 1956-57 school term with 
the loan of more than 625 automo 
biles to driver training departments 
throughout the U.S., according to 
S. E. Knudsen, Pontiac general 
manager. 

Knudsen pointed out that Pon- 
tiac and its dealers have been 
strong backers of driver training 
programs since their founding in 
1936 by Pontiac and the American 
Automobile Assn. “An estimated 
500,000 students have been trained 
in Pontiacs,” he declared. 

“We consider it a privilege to 
participate in these truly worth- 
while programs,” Knudsen con- 
tinued. “Their far-reaching benefits 
are borne out by surveys which 
clearly indicate that properly 
trained teen-age drivers are in- 
volved in less than half as many 
traffic accidents and violations 45 
the nontrained.” 


Smith Brothers Moves 
Smith Brothers (Imperial- 
Chrysler-Plymouth), has moved 
into a new sales and service build- 
= at 841 W. Sixth St. Austin, 
‘ex. 


> 
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New 1958 Facts 
on Automotive Buying Habits 


pomes Kua 


Here are new facts about the market for automobiles 
and allied products in the Milwaukee area. . . just 
put together from information obtained since Janu- 
ary |, from car owners themselves. 


The Milwaukee Journal 1958 Consumer Analysis 
reports on: 


Automobile Ownership 
Number and per cent of families owning cars. 
Make and model of car 
Bought new or used. 
Number of families owning more than one car. 
Make and model of second car owned. 
Families planning to buy a car in 1958, and 
whether new or used. 


Brand Preference 


For tires, gasoline, motor oil, antifreeze. 


If you have anything to do with the sales or adver- 
tising of automobiles or any of the allied products 
mentioned above, the Consumer Analysis can be 
valuable in your planning. 


Copies are available from the National Advertising 
Department, or our national representatives 


THE MILWAUKEE JOURNAL 


Vational Representatives: O'Mara & Ormsbee, Inc. 


New York Chicago Detroit Los Angeles San Francisco 


s 
‘oe 


ot See 


Why Milwaukee Is a BETTER 
Automobile Market 


INCOME per family in Milwaukee tops all 
but four of the 25 largest United States 
metropolitan areas, according to the 
United States census 


EGO i BE LE: 


4 


ADVERTISING RESPONSE: For nine years 
in a row The Milwaukee Journal has pub- 
lished more advertising than any other 
evening and Sunday newspaper in the 
nation. 


COVERAGE: The Journal is read by 9 out 
of 10 new car buyers in the Milwaukee 
metropolitan area, and by most of the 
buyers throughout Wisconsin. 


LOW COST SELLING: In addition to thor- 
ough one paper coverage, The Journal 
offers an advertising rate per 1,000 circu- 
lation which is 20% lower than the average 
for newspapers of comparable size. 
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Scattered Bright Spots 
Appear Across Nation 


By Kenneth C. Kelley Jr. 
Staff Writer 


A NUMBER of strong spots have 

begun to show up in the econ- 
omy. It’s an open question as to 
just what these improvements 
mean. 

An upturn that is more than the 
normal spring upswing may be 
under way, unless the soft spots are 
still holding the economy down too 


well, There are no 

News clear signs of a real 

oft boom in the near 
future. 

Finance Machine-tool or- 


ders were ahead of 
the year-earlier totals in each of 
the first three months of this year. 
Paperboard production, while some- 
what below last year’s level, has 
held up well so far this year. 
Machine tools and paperboard 
sre ordered for future use. Steadi- 
ness and improvement in these 





indicators are considered as signs 
of better times ahead. 

Reports of gasoline price in- 
creases in various areas of the 
U. 8S. indicate that the petroleum 
industry has worked off the bulk 
of the inventory excess that brought 
price cuts early in the recession. 

There are reports of increased 
strength in the home-appliance 
field, Westinghouse shelved plans 
for layoffs at its major appliance 
plant because of better sales re- 
ports. A number of other pro- 
ducers have had the same en- 
couraging reports and some 
laid-off workers have been re- 
called. 

The number of reports on recall- 
ing laid-off workers to other indus- 
tries has shown an increase al- 
though notes on additional layoffs 
are still seen. It is difficult to get 
up-to-date figures on unemployment 
but it appears, at least, to be get- 
ting no worse. In all probability the 


| 
number unemployed is falling as 
it normally does in the spring. 


* * * 


Big Farm Improvement 


—- are doing decidedly 
better this spring than they 
did last, largely on higher prices 
on fresh fruits and vegetables and 
livestock. Net income of farmers 
was at the rate of $12.8 billion a 
year in the first quarter of this 
year, compared with $12.0 billion 
in the like period of 1957. 

Another strong spot in the 
economy is the stock market. 
Stock prices dropped last summer 
and fall before most of the rest 
of the economy noticed the reces- 
sion. Since the beginning of the 
year, stock prices have been on 
the rise, despite reports of lower 
earnings, decreased sales, reduced 
dividends and other items which 
would normally discourage stock- 
holders. 

At the beginning of this year, 
many economists pointed to two 
factors which were supposed to 
push up the economy this year— 
increased Government spending and 
more home building. 

o > * 


Little Help So Far 


O FAR, these items have not 
helped much. U. S. Government 


TV GUIDE 


LANDS 


YOU A WHALE 


OF A 








“We're not looking for some- 


thing cheap .. 
inexpensive.” 


. just something 





spending is actually going forward 
at a slower rate than it was in 
the latter part of 1957. Home starts 
have not been booming. 

Both of these segments of the 
economy will come to life later 
in the year. Better weather always 
means more housing starts. With 


FEMALE AUDIENCE 


The vital statistics: 7/2 million women read 


TV GUIDE five times a day seven days a week. 
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GUIDE CIRCULATION NOW OVER 6,000,000 


ae 
the recent easing of mort 
credit terms, some home-bu Iding 
pickup is assured. 

The antirecession programs be 
pushed through Congress wil! soo; 
begin to make themselves felt. Goy. 
ernment spending, particularly for 
road building, should be on the 
upswing for the next few months, 

* + + 


Banking Change Urged 
_— Federal Reserve Board's 
power to alter the discount rate 
may be “more of a hindrance than 
a help” in the battle against infia. 
tion and recession, according to 
Warren L. Smith, a University of 
Michigan economics professor 


the interest charged bankers whey 
they borrow from the Federal Re. 


pegged above the open-market in. 
terest rate and fluctuate along with 
open-market rate. 


The impression that changes in 
the discount rate seem to have a 
reverse psychological effect on the 
business community was offered by 
Smith as one reason for the change, 

In boom periods, the discount 
rate may be raised to slow down 
inflationary forces. However, it 
appears that some take the in- 
creased rate to mean that good 
times lie ahead, thereby blunting 
the effect of the increase. 

On the other hand, the discount 
rate may be cut in recessions to 
start the economy back toward 
prosperity. At times, these cuts are 
taken to mean that the recession 
is getting worse — the opposite of 
| the effect the FRB sought to obtain. 

a7 * . 


Stewart-Warner 
Reports Decline 


In Sales, Earnings 








Stewart-Warner Corp. 


serve System, might just as well be | 


He feels that the discount rate 


ee 


first-quarter earnings after taxes 7 


of $1,173,589 and net sales of $23,- 


356,946. In the comparable period f 


a year ago, net earnings totalled 
$1,861,212 and sales $31,236,223. 


said “sales and earnings during 
| the period were adversely affected 


L 
Bennett Archambault, president, [ 


both by the sharp declines in ac- f 
tivity which have occurred in most f 


durable goods industries and by the 
major cut-backs and stretch-outs, 
|which were initiated several 
months ago, in important segments 
of the national defense program. 

“Although general conditions pre- 
vented our achieving a volume of 
|sales during the first quarter of 
| this year consistent with that of 
| recent years, we derive some satis- 
faction from the corporation's 
profit performance at this sharply 
lower sales level,” he added. 

“Despite the fact that our sales 
| volume was lower than for any 
| first quarter since 1950, our total 
|earnings for the first quarter of 
1958 compare favorably with those 
of all similar periods during recent 
|years, excepting only the record 
| years 1956 and 1957,” Archambault 
said. 


Pittsburgh Plate’s 
Sales, Profits Fall 


Pittsburgh Plate Glass Co. re 
ported first-quarter sales were 
$117,306,151, down 22 percent from 
the $150,900,654 for the comparable 
quarter of 1957. 

Net earnings were $5,068,336, 
compared with $13,226,292 for the 
first three months of 1957. 

Edwin T. Asplundh, chairman, 
said management believes the com- 
pany’s business will improve as the 
year progresses, and is proceeding 
with its authorized expansion pro- 
— despite the business reces- 
sion. 





* + 


Robertshaw-Fulton 


Robertshaw-Fulton Controls Co. 
first-quarter report, 1958 vs, 1957: 
Sales, $16,574,093 and $19,620,019; 
earnings, $674,432 and $1,384,037. 

+. 


+ ” 
Gould-National Batteries 
Gould-National Batteries, Inc., St. 
Paul, nine-month report, 1957 vs. 
1956: Sales, $53,448,542 and $56,359,- 
854; profits, $2,443,561 and $2,398,122. 


* ea * 
W oodall Industries 
Woodall Industries, Inc., Detroit, 
fiscal first half ended Feb. 28, 1958 
vs. 1957: Profit after taxes, $546,- 
309 and $476,321; sales, $11,889,957 
and $16,362,667. 
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| Shoot Production Schedules Up... 
| Create Dealer Profit Opportunities! 


Yes—Rambler sales are smashing 
all records, week after week ... now 
up more than 70 per cent this model 
year over last. 


ss 
a 
Made 


° 
Cal 


This means that Rambler dealers 
are volume sellers. They offer the car 
that modern-day Americans want. 


e—— 7 + eee I ee re 
ee ld © ‘ 3 an : 


Wouldn’t you like to sell the one 
American-built car that is constantly 
zooming upward in sales? Then you 
should be selling Rambler! 


Rambler Dealers 10° 
—__ Gan Sell A Car 5 4 (ye 
ef For As Little As... ak 


*Yes! You can sell a Rambler American DeLuxe Sedan at the suggested factory delivered price, equipped with Directional 
Signals, Reclining Seats and White Sidewall Tires—including finance charges at 6% on a 36-month contract, 
1/3 down, for $40.10 a month. This, of course, does not include freight, insurance or state and local taxes. 
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MAIL THIS COUPON TODAY! 





CMF) am Ue Uta CT 
Expanding Compact Car Market . . . 
CUVEE FY Cem Ue i Lae 


Rambler Franchises Also Available In Canada and Important export markets. 
In Canada write to: American Motors (Canada) Ltd., 2951 Danforth Ave., Toronto. 


Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 

Gentlemen: Will you please provide me with more complete information 


about the Rambler franchise. | understand that | am under no obligation 
and my inquiry will be held in the strictest confidence. 


ADDRESS 
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Hig hways & Safety ie: 0 
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‘Other Driver’ Blamed 
In Most Auto Mishaps 


Eighty-two percent of drivers in- 
volved in auto accidents blame the 
other motorist; 80 percent consider 
themselves good or excellent driv- 
ers, and only one in 100 admits he 
is a poor driver. 

These were among survey results 
revealed by Bruce D. Greenshields, 
traffic engineer with the Univer- 
sity of Michigan Transportation 
Institute, in a talk at the Michigan 
Safety Conference. 


“Only 5 percent of motorists 
think their driving could be im- 
proved through a refresher 
course, While 38 percent state 
flatly it would not help at all,” 
he said. 

However, he pointed out, 32 per- 
cent of drivers involved in acci- 


dents believe they could have pre-| highway engineer should build 
vented the accidents, mainly by 





being either more careful, using 
better judgment or by paying more 
attention. 

Greenshields has been conduct- 
ing a study on the effect of emo-| 
tions on traffic accidents under a 
grant from the Michigan Legisla- 
ture to the U-M for research in| 
human resources. Findings are| 
based on more than 800 replies to| 
3,000 questionnaires, he said. 

“Understanding the _ collective 
personality of the driver is the first 
step in designing highways to fit} 
the driver and in improving his 
attitude in order that he may be-| 
come more safety conscious,” he 
said. 

“The driver recognizes the dan- 
ger of emotional tension, and the 


tensions as much as possible, but 
also keep in mind the soporific 
effect of the long, straight, un- 
eventful roadway. 

“Highways apparently should be 
curving enough to be interesting 
but not curving enough to be dis- 
tracting. Signs should be informa- 
tive, not confusing; the scenery 
should be interesting, but not com- 
pelling. The driver should not be 
lulled to sleep with monotony, but 
neither should he be required to 
make sudden, unexpected deci- 
sions.” 

Greenshields said the survey also 
revealed that 53 percent feel there 
is nothing they can do to avoid an- 
other accident; 8 percent were wor- 
ried or disturbed by something that 
had happened previous to the acci- 
dent; about 15 percent were sick, 
tired, intoxicated or otherwise dis- 
tressed, and about 9 percent said 
they were being distracted by some- 
thing at the time of the accident. 

Thirty-seven percent admitted 
they were apprehensive when 
driving on certain roads, he 
added, and more than one driver 
in five said he was fearful of ex- 





highways that will relax nervous 


CONVENTIONAL TRANSMISSION 


pressways, one in six was both- 


EATON 2-SPEED AXLE 








“Boy, these sales meetings are 
lasting longer each time.” 





ered by three-lane roads and one 
in nine by winding roads, 

“It is surprising that drivers fear 
the expressway, for the fatal acci- 
dent rate on such a highway is 
about one-third that on other 
roads,” Greenshields commented. 

Some 75 percent of those answer- 
ing the survey believed newspaper, 





This Combination can Save Hundreds of 
Dollars on Investment and Hauling Costs! 


it’s the BEST and LOWEST COST Combination 
Providing 8 or 10 Forward Speeds 








More than Two Million 


Eaton Axles in Trucks Today. 
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e Lower total weight—permits handling as much 
as 200 pounds additional payload 


e Permits shorter tractor wheel base 


e Simple, easier shifting 
e Lower maintenance cost 


e Lower original cost 
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AXLE DIVISION 
MANUFACTURING COMPANY 
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ae 
radio, TV and other types of safety ‘ 


programs really make person 
drive more safely, he said. & 


Tema Terme 
Decisive in Drive 
For Traffic Safety : 


The president of the Automobik [7 
Club of New York told a gathering [§ 
of women that they could “speed fy 
the day when traffic accidents wij 7 
be among the minor problems of) 
20th century America.” e 

William J. Gottlieb said that 
women, through their influence on [7 
public opinion, could hasten thel® 
building of safer cars and safer) 
highways and bring about a “sound 
reasonable approach” to the prob. | 
lem of traffic safety to replace “ay ‘ 
atmosphere that is frequently) 
touched with hysteria.” 

Gottlieb addressed the “women in 
industry” session of the Greater 
New York Safety Council’s 28th 
annual convention. He criticized f 
the “get tough” policy of counting 
minor traffic infractions in the? 
point system leading to license sus- 
pension and urged the women to 
rally support for a state constitu- 
tional amendment that would re- 
| quire all auto-user taxes to be used 
“for more and safer toll-free high- 
| Ways.” 

Despite what he termed “horse 
and buggy era thinking,” said 
| Gottlieb, “prospects are brighter 
than ever for a major breakthrough 
in the problem of traffic safety 
work.” 


Gottlieb described the “electronic 
car of tomorrow”—already in the 
test stage—as one “that can not 
have a collision, that steers itself 
down the center of the lane and 
| Slows itself down to take curves 
more skillfully than you can.” 


$153,600 Donated 
For Safety Study 


The National Safety Council has 
|}announced receipt of a $153,600 
grant from the Automotive Safety 
Foundation to finance the annual | 
Inventory of Traffic Safety Activi- J) 
ties and other projects during 1958. 
The inventory measures the traf- 
fic management and accident pre- 
vention work of the 48 states and 
more than 1,200 cities against na- 
tional standards and determines 
where improvements are needed. 
Related to the inventory and sup- > 
ported by the foundation grant is a 
statistical analysis of certain items 
of the inventory reports. In addi- 
tion, the foundation grant helps 
finance the council’s research corre- 
lation service, which collects and 
maintains information on highway 
traffic research. 
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Safety Foundation Aids 


Traffic Court Program 


The American Bar Assn. has f 
received a $12,500 grant from the 
Automotive Safety Foundation to 
finance traffic court improvement 
activities during 1958. 

A check for the grant was pre- 
sented by Foundation Trustee 
Edward J. Thomas, president of 
Goodyear Tire & Rubber Co., to 
James P. Economos, director, ABA 
Traffic Court Improvement Pro- 
gram. The program is conducted 


nationally. 
* * x 


James Retires as Director 
Of Safety Foundation Unit 

Stephen James has retired as 
director of the Education and Rural 
division of the Automotive Safety 
Foundation. Ira B. Rogers jr. 
James’ assistant, has been named 
acting director of the division. 

James joined the Foundation in 
1943 after serving as executive di- 
rector of the Highway Education 
Board and director general of the 
Pan-American Highway Confedera- 
tion. He is a member of the board 
of governors and a former pres- 
ident of the American Public Rela- 
tions Assn. 





* * * 


Big Parking Area Slated 

A million-dollar, 2,500-car park- 
ing area will be built with Federal 
aid on the site of what now is @ 
Revere (Mass.), slum, the U. S. 
Urban Renewal Administration an- 
nounced. A six-block area will be 
cleared for the project. 
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The Revolutionary New 


HUB-O-MATIC 


Gyroscopic Stabilizer and Wheel Balancer 
Now Available Throughout The Country Through 


General Supply Company 















(National Distributor) 


Automobile Agency Service 
Departments can now offer 
their customers the new 
HUB-O-MATIC, the first and only 
permanent-type gyroscopic wheel 
balancer on the market! This 
vastly improved method gives 
greater automobile stability, 
dampens out nearly all road 
vibrations and noises to assure a 
smoother, quieter ride. The 
gyroscopic action of 
HUB-O-MATIC causes the tires 


Keep Your Wheel 
Balancing Department \ 
Humming All Day Long. 


Display and Sell 
HUB-O-MATIC, 
The Revolutionary 
New Concept of Gyroscopic 
Stabilization and Wheel 


ae, 


to grip the road surface and 
forces them to absorb the road 
shock instead of transmitting it 
throughout the automobile. 
HUB-O-MATIC also gives more 
positive control, makes the car 
corner better and reduces road 
weave, wandering and chopping 
or skidding. 


Customers Buy On Sight! Simply 
show them how balancing weights 
no longer need to mar the 
appearance of their car... how 


Balance 


General Supply Company 


Specialized Equipment For Every Tire Dealer 


1820 “D” Street 
Sacramento, California 
Gilbert 3-5928 @ TWX: SC 65 


1920 McGee Trafficway 
Kansas City, Missouri 
HArrison 1-5477 @ TWX: KC 255 


General Supply Company 


1920 McGee Trafficway 1820 “D” Street 
Kansas City, Missouri Sacramento, California 


I want to bring my balancing department up-to-date. Rush me 
complete Hub-O-Matic information including installation sheets, 
specs., dealer costs and suggested retail prices. 


NAME 
COMPANY. 
ADDRESS. 


CITY. 





TATE 


ee 








once they buy HUB-O-MATIC 
they never have to buy balancing 
weights again. Show them how 
HUB-O-MATIC is superior to 
other methods. It’s a SURE 
SALE everytime! 


HUB-O-MATICS eliminate 
unsightly rim weights. They 
cannot spin or fly off at high 
speeds and will not scrape off 
against curbs. HUB-O-MATICS 
will outlast the life of the car. 


HUB-O-MATICS are easily installed directly to the hub 
of the wheels, under the hub caps... completely out 
of sight. No additional equipment is necessary — just 
your regular balancing equipment. 


eee ene eee ee Re ep 








Tested and Approved 

by State Highway Patrols and 
City Police Departments. Sold 
on a Money Back Guarantee! 


For full information 
get this coupon in the mail 
today! General Supply 
Company will send you 
complete information 
including instruction sheets, 
specification sheets, dealer 
costs and suggested 

retail prices. 








= Commereial Car N 


A Monthly Section for those who make, sell and service America’s Trucks, 





AUTOMOTIVE NEWS, MAY 5, 1958 


TR ee 





Truckin’ 


EPORTS continue to come in 
from the field that the truck 
business is at least as good as it 


was last year at this time and 


prospects for the balance of the 


year look very good. 


Dealers 
business and work at it intelli- 
gently are in a happy frame of 
mind and are looking forward to 
a very profitable year, these reports 
hint. 

I ran into Phil Monaghan and 
Dick Woodhouse, of GMC, down 
in Texas after the Economy Run. 
They were touring the country 
with their sales “master minders” 
and both were all smiles over 
the way their meetings with 
dealers had progressed up to that 
time. 

“Woody” told me he had been a 
little inclined to doubt the dealer 
reaction we had obtained in our 
survey of a month ago as to the 
condition of the market and the 
prospects for sales. But after hold- 
ing a couple of these dealer meet- 
ings, he found that his dealers 
were all reasonably happy over 
present sales and felt that this 
year was going to be a profitable 
one for them. 

Up to the time I caught up with 
him he said there had not been 
even one “dissenter” among all the 
dealers they had talked to—and 

(Continued on Page 30, Col. 1) 


ICC Draws Fire 


For ‘Inconsistent’ 


Trucking Policies 


ASHINGTON. — Senator John 

Sparkman, Alabama Democrat, 
chairman of the Senate Small Bus- 
iness Committee, said a study of 
Interstate Commerce Commission 
records showed there has been an 
increase in the “concentration of 
control of the total trucking busi- 
ness between 1950 and 1956.” 

A committee report, filed with 
the Senate, was based on public 
hearings and a staff study. 
Sparkman said the report also 

revealed that “the ICC did not have 
a considered and consistent policy 
toward mergers in the trucking 
industry, and the mergers of large 
carriers were more readily ap- 
proved than were mergers of small 
truckers.” 

The report recommended that: 

The ICC record results of appli- 
cations for mergers, evaluate the 
level of concentration in the in- 
dustry and consider the impact of 
mergers and acquisitions upon 
competition. 

The same standards be applied 
in considering merger applica- 
tions from both large and small 
carriers and recommended to 
Congress desirable changes in the 
ICC’s regulatory authority. 

The Department of Justice con- 
tinue to intervene in cases before 
the ICC when such action is neces- 
sary in the public interest. 

In a minority report, Senators 
Andrew F. Schoeppel and Barry 
Goldwater said “we must conclude 
that none of the recommendations 
listed justify this staff study.” 





who know the truck |f 
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‘Idea Trucks’ Hold Remedy in Soft Market .. . 


gives the alert truck salesman an 
opportunity to sell an idea and a 
larger “package” and at the same 
time convert many “shoppers” to 
buyers, thereby enabling the 
dealer to make a legitimate profit 


7 business taking a much 
closer look at costs this year, 
the forward-control unit is solving 
|the efficiency problem for many 
jlines of business which until re- 
cently had not given this type of 


truck much attention. on the deal. 
The forward-control unit also Where forward-control units are 
* * * > + . 


Travelling Brake School— 


Here is the interior of a forward-control unit used by Ammco Tools, Inc., to take 
|}a@ complete brake school to dealers and distributor salesmen. Ammco has 28 units 
like this on the road in the U. S. and one in Canada. Each unit provides standup 
height, builtin work bench, cabinet space, wall-mounted tool display and a bulletin 
board. Each has a space heater and cooling unit. 








Mobile Farm Store— 


Simmers, of Boyertown, Pa., uses this Dodge-Boyertown unit as a mobile store to 
take its feed, grain, seed, farmers’ supplies and farm medications right to the 
“doorstep" of some 200 farmers within a 15-mile radius of its home store. Business 
has increased materially since this “store” was put in service. Zimmers switched from 
a station wagon, which could hold only 30 to 40 items, to this merchandiser, which 
can handle about 150 items. 
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One Operation: Sell and Deliver— 


Holtzman Petroleum Co., Emmaus, Pa., sells and delivers tires, batteries and acces- 
sories direct to dealers within a 25-mile radius of its main store with two merchan- 
disers like this. Don Holtzman claims these Chevrolet-Boyertown units can carry three 
times as many types of accessories as the delivery-type truck used formerly, that 
they give good stock display and enable tires to be rolled into the aisle for in- 
spection. 








Walk-Ins Handle Myriad Jobs 


| intelligently promoted they invari- 
| ably replace pickups, panels, station 
| wagons and, in some cases, stake 
trucks. 

| They have a cost-of-operating ad- 
| vantage even though they may cost 
|a little more on the initial pur- 
chase. 

Selling these jobs, however, takes 
not only salesmanship but, in many | 
cases, some digging into the pur- 
chaser’s delivery or use problems. 

* + o 


narily wouldn’t think of asking 
for out of the old truck,” Zim- 
mers says. “In the old wagon 
we might ask a farmer about seed 
and chances are he’d need some, 
But if we didn’t have it right on 
the wagon he’d say, ‘oh, I'll pick 
it up myself later,’ rather than 
order for future delivery. Being 
able to stock a wide variety of 
merchandise in the field has in- 
creased our sales a lot.” 

Special equipment and supplies 
“how-much-will-you- | have become profitable items in the 
new mobile store—items that they 
couldn't carry in the station wagon. 
For instance, each week the store 
moves five to six egg washers and 

(Continued on Page 29, Col. 1) 


ANY a 
give-me-for-my-truck-against- 
|a-pickup” has been turned into a 
|money-making sale and a really 
satisfied customer by the salesman 
asking the counter question, “What 
j}are you planning to use the new 
truck for?” 

Salesmen who strive to sell the 
forward-control unit find that it 
can be a stimulating experience 
as well as a profitable deal for 
both themselves and the dealer. 
Many times they can move the 
| customer out of the “shopper” 

class into that of a satisfied cus- 
tomer who leans on the sales- 
man and the dealer for advice in 
| solving his transportation prob- 
lems. 
| Successful conversions of trucks 
|to forward control run the gamut 
from mobile homes and churches 
| for missionaries in foreign lands to 
shoe repair men who take their 
|shop around to their customers’| tions of the country. 
|doors on regular schedules, and | While few dealers would go to 
from solving altercations with help| the trouble or expense of trans- 
and unions to extending the length| porting used trucks that far, no 
of salesman’s routes. | doubt there are many who need 
One excellent “graduation” sale | additional used-truck stocks and 
is that of Zimmer’s Farm Store,| would transport them 200 or 300 
Boyertown, Pa. which formerly | miles to their place of business. 
had its salesman calling on some; [Len Pollak, manager of the Dyer 
200 farmers within a 15-mile radius | auction, says that they sold 58 or 
of Boyertown in a station Wagon. | about 87 percent of the 67 trucks 

° ° consigned for this sale. In a two- 
7am said they could carry | week period, they have sold 84 of 

only 30 to 40 items in the station | the 120 trucks consigned. 

wagon and the salesman always had a 
difficulty locating the particular HAT there is a_ considerable 
jitem he wanted to show his cus-| shortage of used trucks in vari- 
tomer. Now, in the forward-control | ous sections was also indicated by 
unit, which they started using last), national survey of truck-dealer 
fall, the salesman can carry 150) conditions which Automotive News 
items but is able to have the farmer! made about one month ago. 
come inside the unit where every-| ‘This survey also pointed up that, 
thing is on display and the farmer | in the opinion of the dealers inter- 
can see and feel the product. The | viewed, the demand for good used 
truck is equipped with dome ligths | trucks was going to increase as the 
and a heater for use in the cold| weather improved and as farmers 
weather. came into the market. 

“In this unit the customer sees Most of the trucks consigned 
a lot of things he needs but ordi- to the Dyer auction came from 
the Chicago metropolitan area 
and all came from truck dealers. 

As this auction progresses, and 
the people at Dyer say that it is 
(Continued on Page 32, Col. 2) a 





Successful Tests 
Hint at Spread of 
Truck Auctions 


HE success of the truck auction 
held at the Dyer Auto Auction 
|}in Dyer, Ind., two weeks ago ap- 
| pears to point up the need for simi- 
|lar auctions in various parts of the 
country. 

One sale made to a Denver 
dealer at Dyer, which the dealer 
took home “piggy-back,” indi- 
cates that there is a waiting mar- 
ket for used trucks in many sec- 
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NEW PRODUCTS 


Page 44 











Emergency Relief Unit— 


The fire department in Madison, Ill., uses this Ford-Andrews forward-control unit 
Gs an emergency relief vehicle. Roominess and ease of access makes the unit ideal 
for such work. Wide dispersal of load stress and lightness of the aluminum body 
provide safety and ease of operation found essential in such use. Any damage is 
easily repaired at moderate cost. 
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extra work because of the con- 
venience. 


An accounting service takes its 
full accounting machinery out to 
the job in a forward-control job. 
A firm serving automobile dealers 
with a service followup system has 
several units in which they have 
installed complete IDM equipment 
for addressing the dealer’s followup 
mail right on the premises. 

There are many jobs for which 
these trucks can be utilized in ad- 
dition to the more commonly 
known uses like the delivery of 








dea Trucks’ Hold Sales Remedy... 


Versatile Walk-Ins 
Fit Myriad Jobs 


(Continued from Page 28) 






a full case of filter disks for strain- 
ing milk. 
On Saturday the store sets up 


unit. This job also eliminated con- 
stant difficulties with its drivers 
;}and their union, who disliked the| 

























+n shop at the Gilbertsville Auction, | idea of the drivers having to work | baked goods, dry cleaning, parcels 
ie where it gets a play from approx- | out of panel trucks. : and milk. The salesman with his 
ie imately 50,000 people who attend| A repair man looking to the | eyes open and with a little imagi- 
x the auction each week-end. farmers in his area for most of | nation and knowledge of the cus- 
‘ ae oe = —_— — — ~, Se i problems can fit one of 
g : s repair shop in a forward- | these forward-control jobs into the 
; — - >a a aaa control truck he could get more | prospect’s work and save him 
= ora vow ain it ae work accomplished and make |money or enable him to produce 
= problem o! an . ws ae deal | more money, while the farmers | more work with his unit and at the 
= ing job with distri id th y di this patronized him more because of | same time take the prospect out ee 
= ted i. semaine od union the convenience of his mobile |of the “bargain hunting” class. - - 
ng py jo - : ; | shop. With the space available “Buy Now” weeks have shown 
> | brake shop on wheels in which aed in the unit, he is able to carry | that a little additional application Diamond T Lightweight— 
on could do actual brake repair work) 4 portable welding unit that en- |to the job of selling cars has paid| This is one of 10 new lightweight Diamond T diesels now being operated by a 
ed [and which would act as a base for) abies him to get many jobs he | off handsomely. The same applies| major carrier hauling freight up and down the West Coast. The tractors are the 
— holding clinics ? Now 28 of these | might otherwise miss. to the truck business. The sales-| 922FNT-SQW. Development of the lightweight 922 series by Diamond T entailed a 
on [_ “show how” brake shops roam the| 4 "inife sharpener set up a com-| man who calls and works with the| major engineering effort, for chassis weight was held to a minimum while ample 
ok United States and one is on the) piete grinding shop in a forward-| prospect on trying to find the best | strength was maintained. The light weight is the result of the liberal use of aluminum. 
an |) job in Canada. control truck and now goes from| job for the prospect’s work is the|A completely equipped 922 chassis, with all standard equipment including trailer 
“ | Holtzman Petroleum Co,, Em- | butcher shop to butcher shop doing| salesman who hasn’t learned yet| connections, ranges in weight from approximately 10,300 pounds for single rear-axle 
of maus, Pa., wanted to sell more | their work “while they wait.” He| that this country has been through | vehicles to around 12,500 pounds for six-wheelers. All weights include the 220 horse- 
n- & oe a —— = | finds that butchers also give him|a “recession.” power Cummins NH-6 diesel engine. 
; variety of merchandise and cut | ——_—__—— 
ies operating expenses at the same | 
‘he time. This company is a distrib- | 
- utor of fires, batteries and auto- | 
y motive accessories and sells di- e a W a 
~ rectly in the field from two | 
a trucks that cover a 25-mile | 
” radius around Emmaus. : } P 
Holtzman’s answer to the prob- it fe A iL 0 U n S$ 0 fi e 
lem was a forward-control job that 
enables drivers to carry three times | | 
Sioa sata CHEVROLET TRUCK 
trucks formerly used and to carry a 
approximately 100 different varie-| 
ties of merchandise. 
Wide aisles permit the customer | 
on to see everything on display in the 
on truck easily and conveniently and 
> provide ample and easy-to-get-at | 
ni- space for tires. Tires can be rolled| 
he into the aisle for inspection. 
a. > : 
aj E Merchantvan can carry be-| 
J tween $6,000 and $7,000 worth 
e of tires, batteries, oil filter cart-| 
a ridges, fan belts, spark plugs and 
m other items,” Holtzman explains, 
; “We could never get more than! 
to $2,000 worth on the small trucks we 
s- formerly used.” 
10 So Holtzman realized two ad- 
od vantages in the switch to the 
id forward-control unit. First, driv- 
” ers sell much more merchandise 
on each trip. Fewer trips mean | 
+ me savings in gas, maintenance, | 
or tires, Second, the needs of the | 
so - customers may be anticipated 
a better. Many items that would 
of require another trip now are 
filled right from the increased L 
stock carried in the unit. a 
le The fire department of Madison, 
i- Il, wanted an emergency vehicle 
y that could be used as an ambulance 
r and first aid station and also carry 
3 other items that might be needed 
in large fires. Their answer to this 
t, need proved to be an aluminum-| 
r bodied forward-control unit. 
d Kanners & Patrize, a Detroit 
e wholesale shoe and shoe repair| i 
‘3 supply company wanted a truck} WITH iW iM RT eo 


eS Oe 














that would relieve its driver from) 

the continuous bending over made} 

necessary by the conventional 

panel truck as well as a vehicle 

that could be more easily parked 

and maneuvered in heavy traffic. 
> > > 


EN a bakery palletized its op- 
eration it found that the most 
efficient and economical job for the 
delivery was a forward-control 





Top Trucks 


New truck registrations for two 
months, plus 35 states for march: 
1958 












@ Digs 12% feet deep @ Has 190° continuous swing @ Turret-type seat pivots 
with boom e@ Reverse-mounted cylinders place rods up safely from rocks and 
dirt @ Rod-fed cylinders do away with exposed hydraulic lines @ “Bite” has 
7,000 Ib. force at bucket edge @ Two levers (dual “One-Trols”) control all 


backhoe actions @ Ejector bucket automatically forces all wet sticky material 
from bucket @ Hydraulic laydown shifts backhoe up and over rear axle for 


perfect roadability @ 


Quick on-and-off frees truck for other work in minutes! 


WORK MANY JOBS — IN DIFFERENT AREAS — THE SAME DAY! 
The Ottawa Truck-Mounted Backhoe is designed to meet the need of public 
utilities, plumbers and contractors for a COMPLETELY MOBILE DIGGER! 
It’s an UNBEATABLE COMBINATION for 
MUSCLE! The powerful hydraulic system of the Ottawa “Big Muscle” Backhoe 
provides EXTRA POWER for fast, smooth, economical operation! 


1957 
Wes. Make Pos. MOBILITY! Use it anywhere, anytime . . . one job or several jobs at different 
ae a os locations during one day! The Ottawa WORKING UNIT is also the MOBILE 
3— 17,850 Intern’l 18,541— 3 UNIT ready to move anywhere with great roadability, ready for operation 
= oom GMC — > seconds after arrival at a new jobsite! 

7 Dodge : ; — 

‘ "658 VERSATILITY! Dig trenches and ditches faster . . . load dirt direct from trench 
= 2810 White S17 7 OTTAWA STEEL DIVISION to truck . . . dig square graves that need no hand finishing . . . dig and 
&— 2,037 Mack 2,512— 8 Veung tpstag & Wike Cosp. maintain irrigation channels . . . clean roadside drainage ditches . . . dig 
._ 4 ae re ——— building footings and septic tanks . . . use as a boom to lay lightweight pipe 
li— 137 Brockway 116—I11 . .. the Ottawa Backhoe is COMPLETELY MOBILE to your needs! 

5,025 Misc. 2,962 
Total All Makes BUY the Ottawa BACKHOE and the Chevrolet TRUCK! GET the BEST BENEFITS of each . . . PLUS 
132,587 160,201 


Further details on Page 52. 


PN 


. ++ the NEW, DYNAMIC ADVANTAGES of the COMBINATION TRUCK-BACKHOE! 
AVAILABLE ONLY AT YOUR CHEVROLET TRUCK DEALERS! 








By Jack Weed 


Truckin’... 


(Continued from Page 28) 


that is practically an unknown| has turned into an endurance 
happening even in acknowledged| contest for the drivers and those 
good years. who “ride” the run. 


* 


Caravan to Denver 


—— questioned in some factory 
spots were the statements in 
our survey that the used-truck bus- 
iness was good, that dealers were 
making money on their used stuff 
in most sections and that used 
stocks in many sections were too 
low to give the dealer the assort- 
ment he should have. 

But when a dealer comes to 
Dyer, Ind., from Denver, as Len 
Pollak reported, and buys 15 pieces 
and “piggybacks” them overland 
back to his deal, there must be a 
demand for used stuff and dealers 
must be getting good prices for it. 
No dealer in his right mind is go- 
ing to caravan 15 trucks that far 
unless he’s certain he is going to 
profit by it. 


Incidentally, this Economy Run 


* od 


The guy who mapped out this 
year’s Mobilgas “cross-country pa- 
rade” claimed he travelled the en- 
tire route both ways four times and 
timed each section of the run to 
make certain that the timing be- 
tween controls was realistic, but he 
evidently didn’t run into the road 
repairs and other roadblocks that 
were in evidence when we came 
through. 


Several times during the run, 


their control points on time and 


state we went through. 
+ > a 
A Texas Welcome 


N THE “tip-the-hat” department, 
I want to bow low to the fran- 
chised automobile dealers of Dallas 





drivers were hard put to get to) 


stay within top legal speeds. And| 
you could drive 60 miles per hour) 
during the day in practically every | 
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for the nice gesture they made to 
the run. As we entered the city we 
were on a thruway, and on every 
bridge carrying a street over this 
depressed expressway there stood 
one or more men with a big sign 
reading, “The motor car dealers of 
Dallas welcome the Economy Run.” 
Every one of those guys waved 
enthusiastically to every car in the 
parade. 

Also feel inclined to tip the 
chapeau to Socony’s Texas affili-| 
ate, Magnolia Oil Co. The first two 
days out of Los Angeles, I missed 
the color that usually accompanied 
former runs, but the minute we 
entered Magnolia’s zone of influ- 
ence high school and college bands 
| began to meet the run at brunch 
|}and refill stops. School children 
lined the streets of the small towns 
and townspeople turned out to see 
the show. 

It’s little touches like these 
that help take the cramps out of 
leg muscles and the kinks out of 
old necks, especially if you are 
“pushing” the buggy you're rid- 
ing in, as I did more than my 
fair share of the time. 

I also got quite a kick out of a 
big sign hung on a fence as we hit 
the western line of Texas. It read, 
“Entering Texas, You Lucky Peo- 





ple! Mobilgas Economy Run.” 
Lined up on each side of the sign 
were cowboys and cowgirls on 
ponies, and in the field was quite 
a herd of Black Angus steers—at 
least I think they were steers, they 
were so heavy. 

But if those Texans—and others 
who kept whooping up the glories 
of their state from El Paso to Gal- 
veston— knew what most of us 
thought about Texas food, they 
would have been a little red in the 
face. 

I doubt that even a Mexican cook 
could spoil as much food as was 
set before me noon, night and pre- 
dawn. Even the steaks were cold, 
stringy and tough, and I never 
nibbled on so much charcoal in my 
life during such a short span. 

* = * 
Riding with the Elite 
I RODE among the “elite” this 
year. My travelling companion 
for the entire trip was Earl Cooper, 
that dean of racing who, I believe, 


| has more records to his credit than 


any other living driver. 

Our chauffeurs, when they were 
working at their jobs—which 
wasn’t often enough to suit me, 
thank you—were Tom Binford, 
president, and Duane Carter, gen- 
eral manager of the United States 
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DISTRIBUTOR 


GLOBE SPINNING POWER 


BATTERIES. 


Distributors, key dealers and dealers are now being 
appointed. You can still be among the early birds in 
your area to sell the Globe Spinning Power battery 
with the unique M.O.S.T. system features — the 
potent display power — and the dry-charged unit 
package (everything compactly cartoned together for 
easiest, swiftest activation with factory-fresh power). 
For the MOST in battery profits, send the coupon 
below today! 


UNIQUE DESIGN* key to M.O.S.T. system flexibility 


With just a 4-size battery inventory you service any 
car on the road. GRIP-RIDGE* design, SURE-GRIP* 
Hold-Downs and SURE-LOK * channels fit a M.O.S.T. 
battery rigidly into any size battery carrier. Unitized- 
cover cases ruggedly built of tough, thin-wall plastic 
for broader power range and longer battery life. 
Dynamic styling and vivid colors give you tremendous 
up-front eye-and-buy appeal display — help you sell 
up to the highest profit level! 





*U. S. Design Pat. 182109 and other patents pending 


Mail the coupon and reap the profits 
(the sooner the bigger!) 


STUDEBAKER-PACKARD, P&A 
Spinning Power Battery Div., Plant 8, South Bend, Ind. 


Gentlemen: | am interested in becoming a 
() Distributor () Key Dealer (0 Decter 

for Spinning Power batteries using the M O.S.T. system. 

Please send complete details at once, without obligation. 
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SYSTEM 
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Insulated SURE-GRIP* Hold -Downs 
clamp onto GRIP-RIDGE® to anchor 
M.O.5S.T. battery down solid! 


M.O 


SPINNING POWs, 





SPLiT-seconD STARTING 


Giose-Union Inc. 


MILWAUKEE 1, WISCONSIN 


Lengthwise SURE-LOK* channels make 


S.T. battery case self-locking 


in narrow carriers. 





If it's Petroleum-powered there’s a GLOBE-BUILT BATTERY right from the start! 








Auto Club, which has taken over 
the technical supervision that 
formerly was done by the AAA, 

In the advance guard of four 
cars—we added a fifth when Bine 
ford picked up a Porsche in Phoe 
nix—were Tom Frost, the rollicke 
ing Ford dealer from Warrenton, 
Va., who is known throughout th 
industry for his penchant for caps; 
Art Pillsbury, the dean of race cor 
test officials, who can’t help won-s 
dering what new suggestion I 
come up with after each run ‘I’ 
got one for you this year, too, Art); 
Van Ranst, of Detroit, who’s de 
signed three Indianapolis winners; 
Freddy Agabashian, who is stil} 
pushing them around the Indian. 
apolis bricks; Gordon Betz, whe 
does Art’s work for him on the run, 
and F. B. Verbeck, who has quicted 
down to running a parts jobbi 
business in Pasadena. 

We made up the “skirmish line” 
of the invasion. We preceded th 
contestants by one hour, checke¢ 
all eating and refuelling stops an¢ 
looked out for changes in the roads, 
etc. I guess I finally am getting toe 
soft to enjoy having breakfast at 
midnight, lunch just before dawn 
and supper at noon, even with all 
the excitement and good fellowship 
that goes along with it. 


* * * 


Flying Red Horse Grounded 


Gas back to Texas though, 
they have a law down there 
that forbids any advertising on 
| signs along the highways, so Gen- 
}eral Petroleum had to block out) 
the word Mobilgas and the picture 
of the flying red horse on every 












































































| direction sign that was put up to 
| guide the contestants through the 

state—famous, to me at least, for 
| its lousy food. ’ 

Must tip my hat to Bill Stroppe, 
who drove the Mercury Turnpike 
Cruiser. I understand that when 
one of the gals driving a Dodge 
| burned out the solenoid in the 
| starting switch, Bill broke the seal 
|of the car and wired around it so 
she could get in the compound that 
night and have it replaced. 

Incidentally, lack of adequate 
quality control at the factory 

level—or buyers trying to save a 
penny here and there—showed 
up on this run more than any 
other I have been on. 

My notes tell me that at least 
four drivers had trouble. Also, the 
speedometer cable in our car went 
out before we got out of Los An- 
geles, and when we turned on the 
| heater we got hot air on one side 
of the car and ice-cold blasts from 
the other. Evidently we turned on 
the heater on one side and the air 
| conditioning on the other with one 
turn of the switch. 

> > > 


A First-Class Sales Job 


A CASE of good truck selling 
and persistence came to my 
attention this week. O. H. Barnhill, 
a salesman for O’Rielly Truck 
|Center (Chevrolet), Tucson, Ariz. 
|was given Tucson Newspapers, 
Inc., as a prospect about five years 
ago. At that time the company had 

a complete fleet of another make 
of truck and was sold up to the 
hilt on them. 

But even though Barnhill got 
the cold shoulder on each call, he 
kept at it and eventually the buyer 
became a friend. 

Two years ago, Barnhill, the 
friend, was given a “tryout” order 
for one truck. 

A little later an emergency 
need for two more units came up 
and, although the buyer hadn’t 
had the Chevrolet in service long 
enough to evaluate it against the 
rest of the fleet, Barnhill got the 
order for these two jobs. 

Again the next year, he was given 
an order for two additional units 
and the three original units were 
replaced. Finally, late in 1957, Barn- 
hill got the replacement order for 
the entire fleet of 14 jobs. The only 
assist he got was in the appraising | 
of the trucks taken in on trade. — 

Barnhill made a nice profit, the 
dealer made a good profit and both 
Barnhill and the dealer have a cus- 
tomer who will be as hard, they 
believe, for some other dealer to 
sell as it was for Barnhill to get 
his toe in the door in the first 
place. 

But that’s the type of selling that 7 
builds customers who will order 
their new trucks by phone. 








Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story, © 
Plus many other pertinent facts concerning 
the automotive industry, every week | 
throughout the year. 
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DIESEL AND GASOLINE POWERED 


BROCKWAY MOTOR TRUCKS, CORTLAND, NEW YORK Division of Mack Trucks, Inc. 





Color in Cabs— 


Diamond T has announced a new color | 


scheme for the interior of its cabs. De- 
signed to add to driver comfort, the 


scheme features a basic silver-grey color. | 


A harmonizing gray is used for the re- 
movable roof panel, the sun visors and 


the lower half of the orm rests. The seats,| known 


steering wheel and upper half of the 
arm rests Gre finished in a lively green to 
avoid monotony. 





| great faith in the success of the 


AUTOMOTIVE NEWS, MAY 5, 1958 


Spread of Idea Hinted ... 


now established, no doubt they will 
be getting trucks from large fleet 
users, rental and leasing com- 
panies and from truck dealers in 
the smaller cities and towns where 
the dealer may have difficulty in| 
disposing of some heavy or 


taken in on trade. 
* * « 


Boon to Small-Town Deals 


ASS of the type run by} 
Pollak and John Kerr at Dyer | 
|may be of great aid in enabling | 
| many dealers in smaller communi- | 
| ties to get a much better foothold | 
in the truck business as they would 
provide an outlet for used vehicles 
| that either is not available or not 
to the dealers in these 
smaller cities, 
Consignors are demonstrating 
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Truck Auction Passes 


Acid Test at Dyer 


(Continued from Page 28) 


Dyer auction. One consignor, who 
sent three trucks to the first auc- 
tion and did not happen to get a 
buyer, told the Dyer people that 
he is sending six more for their 
next auction. 


Kerr claims that, as of Monday 
medium-duty vehicles that he has|of last week, they had 25 trucks| 





Kentucky Extends Surtax 


On Heavy-Truck Fuel 


FRANKFURT, Ky.—Gov. A. B. 
Chandler has signed a truck tax 
program which is expected to 
produce nearly $2 million a year. 

The measure reenacts a present 
surtax of two cents a gallon on 
fuels used by heavy trucks and 
extends the surtax to cover three- 
axle trucks not previously subject 
to the levies. 








| Littleton, 
| truck sale last week. The results of 


|ability of holding truck auctions} 


| basis. 





already on the lot, awaiting the 
next sale which was not to be held 
until Friday of that week. 

The only problem facing the 
Dyer people is that of getting more 
trucks consigned so that buyers 
would have a larger selection. 

* cd * 

OLLAK in a letter regarding 

the results of this first sale 

said, “This percentage figure of 87 
percent sale of the trucks con- 
signed in itself probably sets some 
sort of a record, or at least is prac- 
tically unheard of these days in the 
auction business. The significance 
of this high percentage to me is 
the’ fact that there is a definite 
demand for trucks of all types in- 
dicating a strong market. 

“I definitely have plans now to 
put this truck auction on a 
weekly basis.” 

The Colorado Auto Auction of 
Colo. held a one-time 


that sale may indicate the advis- 


from time to time, although they | 
are not now planned on a regular| 


* * o | 





Auction Price List 


PRICES obtained at the 
Dyer truck auction were: 


first | 


No matter whom you sell to— 


what they haul—or where they haul it— 


you've got more of what they’re after — 
in GMC —America’s Ablest Trucks! 


GMC Truck & Coach 
A GENERAL MOTORS DIVISION 





CHEVROLET —’55 6100 tractor 
panel, $595, $570. 

'54 %-ton stake, $480, $465; ¢ 

$455, $450; %-ton pickup, $42( 

"52 %-ton panel, $240. 

51 %-ton utility, $310; 

$260; 1%-ton van, $250, 

’50 panel, $135. 

*46 wrecker, $135. 
DIAMOND T 
DODGE—’ 55 1-ton van, $560. 

"53 %-ton, $345, $325. 

*52 Walkin, $260. 

’51 %-ton, $240. 
FORD—’58 (6) panel, $1,875. 

’°56 %-ton, $760; panel, 

$650. 

’55 1-ton, $595; 
4 \%-ton, $525, $490, $350*. 
3 %-ton wrecker, $1,900; 
1 %-ton panel, $185. 

0 %-ton, $275, $270, $250; 1'.-ton, 
$200; 1%-ton stake, $100. 

49 %-ton utility, $380. 


$805; 


1% -ton 


ckup, 
$230. ’ 


$720*, $680, 
%-ton, $575. 


%%-ton, $345, 


GMC—’54 %-ton, $575; %-ton stake, $495 
'53 tractor cab over, $380; ‘%-ton, $239 
$210 ; 
"52 %-ton, $205; %-ton panel, $15 
"51 1%-ton, $300, $265; box, $30 
| INTERNATIONAL—’56 ‘%-ton panel, $900, 
i "54 %-ton, $480 
"52 %-ton, $340, $320. 
"50 Metro, $200. 
*47 1-ton stake, $155. 
"46 %-ton, $140. 
MACK—'57 Deisel tractor, $5,790 
STUDEBAKER—'55 ‘%-ton, $545, $525 
"54 %-ton, $395. 
"53 “%-ton, $220; %-ton, $150 
"47 \%-ton, $180. 
"46 %-ton, $140. 


WILLYS—'45 four-wheel-drive, $21) 


9 States Consider 
Increased Limits 


On Size, Weight 


WASHINGTON.—-Proposals to in- 
crease vehicle size and weight limits 
have been introduced in five states, 
according to a survey by the Na- 
tional Highway Users Conference. 

A Mississippi bill, approved in 
one house of the Legislature, would 
boost the maximum gross weight 
limits to 59,000 pounds on desig- 
nated highways and 55,650 pounds 
on other routes. It would also 
increase the list of routes on which 
the higher limit is permissibl 

A proposal to raise weight limits 
by 10 percent for a two-year trial 
has been introduced in Massachu- 
setts. 

The Kentucky Legislature is con- 
sidering plans to boost the permis- 
sible weight on single axles to 
either 19,000 or 20,000 pounds. In 
New York, it has been proposed 
that any two consecutive axles of 
a three-axle vehicle be permitted 
to carry 40,000 pounds. 

Plans to increase allowable height 
to 13% feet have been passed by 
one house in both Kentucky and 
Michigan. 

Increases in allowable length 
have passed one house in Kentucky, 
Mississippi and Michigan. The first 
two states would permit 50-foot 
combinations while Michigan is 
working on a 40-foot limit on trail- 
ers and semitrailers. 

Another Michigan proposal would 
permit all single units a length of 
40 feet. A Massachusetts bill would 
approve 40-foot semitrailers. New 
| York has made permanent the 50- 
foot limit on vehicle combinations, 
a limit which had been scheduled 
to revert to 45 feet in 1960. 


| Reading Body 
| Adds 9 Outlets 


READING, Pa.—Nine new dis- 
tributors have been appointed by 
Reading Body Works, Inc., to 
| handle the manufacturer's line of 
| service and utility truck bodies 

They include Carnegie Body Co., 
Cleveland; Customcraft Mfg. Co. 
Dallas; Dues Commercial Equip- 
}ment Co., Dayton, O.; Ill-Mo Bus 
and Equipment Co., St. Louis. 

L. & P. Equipment Co., Buffalo; 
Owensboro Welding and Construc- 
| tion Co., Owensboro, Ky.; Reiser 
| Body and Paint Shop, Columbus, 
O.; Utilities Equipment Co., Mem- 
|phis, and Western Truck Equip- 
|ment Co., Phoenix, Ariz. 





| Buffalo GMC Deal Protests 


Losing Out on Low Bid 


BUFFALO.—Maier-Schule GMC, 
Inc., is protesting the awarding of 
$150,000 worth of contracts for 
| equipment for the City to competi- 
|tors who submitted higher bids 
than did the GMC outlet. The 
|Board of Review is hearing the 
| appeal. 
| Involved are three contracts 
| totalling 29 units. Maier-Schule was 
the low bidder in each case. The 
| City purchasing director contends 
that Maier-Schule was disqualified 
for not meeting specifications, but 
the company says the trucks it 
offered the City meet the specifica- 
tion requirements. 
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'| Each Truck Maker’s Share... 


7 -3-Month Truck Output Dips I 8% | First Quarter Output —'58 vs. '57 
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Second-Lowest Total in Postwar Area... 
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ty Martin L. Whitmyer | semblies, and White declined 7.4; 150,100 trucks, compared with 202,-)| oun, + ‘oan ios Genser — 
a Staff Writer | percent from 5,151 to 4,768 units. |836 units a year ago. This group's | 1958 Total 1957 Total 
U s. TRUCK manufacturers | » = «= | decline in numerical output from a|| CHEVROLET 33.20 93,008 33.74 —0.54 
ta e assembled a a aa ae Ore first-quarter highlight was | year ago was 26 percent. || DIAMOND T a 0.62 1,048 0.38 +0.24 
680, © the first quarter o is year for| a gain in both percent-of-| . - 0.33 1,005 0.36 —0.03 
f the second lowest January-March! industry totals and numerical as-| “at ae oe _ 591 22,560 8.18 —227 
* output in the postwar era. semblies by those manufacturers | , P 26.50 84,109 30.51 —4.01 
45. Only first-quarter period since | not in the auto business. tween Dodge and Willys, and 7.32 19,439 7.05 +-0.27 
a the end of World War II that | This group, com 4 of Dia- | Diveco and the miscellaneous INTERNATION 12.39 22,372 8.12 +4.27 
’ ee 
saw fewer trucks produced was mond T, Divco, GMC, Interna- group. Dodge dropped from MACK eekaneuipiantverscserbieete 1.69 4,313 1.75 —0.06 
in 1946, when manufacturers built tional, Mack. White, Will 4 fourth place a year ago to sixth STUDEBAKER 0.77 3,159 1.15 —0.38 
+4 22915 units, Only other year in | “0m8l Mack, , ys and | place this year, while Willys || WHITE*** 2.11 5,151 187 40.24 
- the last 18 that saw fewer trucks | the miscellaneous group, turned | moved from sixth to fourth posi- || WILLYS 8.81 18,068 6.55 2.26 
roduced was 1940, when 155,957 | out 76,018 trucks for 33.6 percent tion in the standings. The miscel- MISCELLANEOUS ** .... 0.35 944 0.34 0.01 
0, & mathe were built during the first | Of total industry assemblies dur- | laneous group, composed of Cor- —_ — 
three months. | ing the first three months of this | bitt, Federal, Four-Wheel Drive, Total Trucks, U. S. ...226,118 100.00 275,676 100.00 
During 1957, the industry pro-| Year, as against 264 percent com- a an a oe = —_— **Miscellaneous includes Corbitt, Marmon-Herrington, Federal, Four Wheel Drive, ete. 
eased 975,676 trucks during the piled on 72,840 trucks during the ar» Qnished tact’ acing ivco — tee Reo, Sterling are included in White totals; Brockway in 
January-March eho “_ per-| January-March period a year ago. Final standings in numerical out 
’ nt more than were bui uring " in i 6. F . ° . : 
T) the first quarter of this year. cal output "also gave the non-car| Pt ,cof (he, Szst, quarter showed | Firm Buys 55 Trailers aaa 
* * ¢ ilding makers a 7.2 percentage- : ‘ ted: Willve |For Pi back Operation . ee 
: building makers P €€- | second; International, third; Willys, &8yY Pp The trailers, which expand the 
LTHOl GH only three makers—| point gain over a year ago. fourth; GMC, fifth; Dodge, sixth;; BOSTON.—New England Trans-| company’s fleet to 262 units, were 
Diamond T, Willys and Inter- a ae White, seventh; Mack, eighth; | portation Co., a subsidiary of New| purchased from Highway Trailer 
national—showed numerical output ANUFACTURERS that also/ Studebaker, ninth; Diamond T,| York, New Haven & Hartford|Co., Edgerton, Wis. a subsidiary 
gains over @ year ago, five truck build cars— Chevrolet, Dodge, | 10th; the miscellaneous group, 11th,| Railroad, has purchased 50 tandem of Trans Continental Industries, 
makers plus the miscellaneous| rorq and Studebaker—turned out! and Divco, 12th. trailers for piggyback operations, | Inc. 


group upped their percent-of- neeaia : 
industry totals over the first quar- 


. P cewccmmtetscet | EXPAND YOUR HEAVY-DUTY SERVICE PROFITS WITH 


ts year ago were International, up | 
-S, from 8.12 to 12.39 percent; Willys, | 
= |) Seep," SE pe TOP MONEY-MAKING TRUCK SERVICES 
e. GMC, up from 7.05 to 7.32 per- | 
in = cent; White, up from 1.87 to 2.11 | 
ld @ percent, and Diamond T, up from - 
nt = 38 to .62 percent. The miscellane- | , 
z- @ ous group upped its percent-of- | 
is & industry totals from .34 to .35 | 
° percent. 
h @ International gained 4.27 percent- 
age points over the first quarter of | 
Ss 1957, Willys climbed 2.26 points, | 
al GMC, .27 of a point, Diamond T| 
- and White each .24 of a point, and| 


| 


the miscellaneous group .01 point. 
i Percent-of-industry losses were 
e suffered by Ford, off from 30.51 to! 


o 2650 percent; Dodge, 8.18 to 5.91) 
n | percent; Chevrolet, 33.74 to 33.20 
d percent; Studebaker, 1.15 percent | 
f | to .77 percent; Mack, 1.75 percent) 
d to 1.69 percent, and Divco, .36 per- | 
cent to .33 percent. 

t 4 * * > | 
; ; — lost 4.01 percentage points | 
from the first three months of | 


1957; Dodge, 2.27 points; Chevrolet, 
. ‘ 54 of a point; Studebaker, .38; | 
? Mack, .06, and Divco, .03. | 
From a numerical standpoint, | 
Diamond T showed the biggest 
gain as it upped its output 33.5 
percent on the basis of 1,399 | 
assemblies this year, compared | 
with 1,048 units during the first | 
three months of last year; while | 
International was up 25.2 percent 
from 22,372 to 28,006 units, and 
Willys climbed 10.2 percent from 
18,068 to 19,914 assemblies. 


Studebaker showed the largest} 
percentage decline in numerical 
output as it dropped 45 percent on 
1,737 assemblies during the first 
quarter of this year, compared with 
3159 units during the January- 
March period a year ago. 


, In other numerical output de-| 
, clines, Dodge assemblies dropped 
: 40.7 percent on 13,369 units this) 
year, compared with 22,560 a year) 
ago; Ford was down 28.8 percent | 
from 84,109 to 59,923 units; Divco 
dipped 25.8 percent from 1,005 to 
746 units; Mack was off 20.5 percent 
from 4,813 to 3,827 assemblies; 
Chevrolet dropped 19.3 percent from 
93,008 to 75,071 units; the miscel- 
laneous group skidded 15.7 percent 
from 944 to 796; GMC skidded 14.8| 
percent from 19,439 to 16,562 as-| 


* * * | 


Ist Quarter Output! 
‘58 vs.'57 
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CHECK these TOP MONEY-MAKING ' 
HEAVY-DUTY SERVICES! ; 


fs 





SERVICE provides complete equip- 
ment for inspection and correction of 
=~ front axles, rear housings and wheel 
—_ alinement for heavy, medium, light 
commercial vehicles. 









f 3840-8300 HEAVY-DUTY FRONT-END 
: 

















9000-8300 SUPER EXTRA HEAVY- 
DUTY SERVICE for fast, accurate 
wheel alinement and frame straight- 
ening operations on heaviest trucks, 
buses, tractors and trailers. 30’ ma- 
chine features 3 press stands at cen- 
ter, front, rear. 


Wheel Alinement and Balancing rank with 
today’s top money-making services. Over $164 
Million net profit a year! Get your operation lined 
up to cash in on this big market by sending for 
a free copy of the new International Edition Bear 
Catalog. It contains the most complete line of 
heavy-duty Safety Service equipment, all ready 
to operate anywhere in the world. No conver- 
sions required! No extra tools to buy! No electri- 


cal change-overs! 
sent agra giagrinmtecaguaimirctaytentemteai, 














8300 AXLE PRESS develops forces up 
to 200 tons of power! Straightens 
heaviest axles cold on the vehicle. 
No dismantling, no reassembly. Re- 
moves twists in heaviest axles with 
ease, even corrects bent rear housings. 

















3166 ON-A-TRUCK BALANCER is built 




















ies 1957 | to balance heaviest wheels right on t SEND FOR FREE CATALOG... i 
os, Make Pos. | the vehicle under actual road condi- 

l— 75,071 Chevrolet 93,008— 1 tions. Easily adjustable for all types a GET ALL THE FACTS ABOUT 5 
2— 59,923 Ford 84,109— 2 of Budd-type, cast spoke or car and 

3— 28,006 Int'l 22,372— 3 | light truck wheels. 

4— 19,914 Willys 18,068— 6 

_ a Sete oy 230 HEAVY-DUTY ALINEMENT Bear Mfg. Co., Dept. A-14, Rock Island, Ill. 

1— 4768 White 5151— 7 | TESTER checks side slippage Without obligation, please send me free copy of 

8— 3897 Mack 4.813— 8 per mile—toe-in and toe-out con- your latest catalog of heavy-duty equipment. 

9— 1727 Studebaker 3,159— 9 ditions of wheels—automati- 


cally, as truck is driven over 
sensitive detector blades. Tests 






10— 1,399 Diamond T 1,048—10 












. = — oo 3 ma = heaviest trucks and buses. 
veg rott All Makes | DEPEND on BEAR for PROMPT DELIVERY 5 i : 
226,118 275,676 of! Mas cs come ee on ee 
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News to Note... 


Truck World in Brief 


PORTLAND, Ore.—Interstate | 





played at the 1958 National Truck, 
Motor Lines, Inc. and Eastern! Trailer & Equipment Show in Los 
Express, Inc, have launched a| Angeles, May 15-18. 

seven-day coast-to-coast through; It will be shown by FWD and 
trailer service. Calavar Corp., Los Angeles, FWD’s 


. . -,| Southern California dealer. The 
No unloading and reloading will | display model features a 59-inch 
be necessary on the regularly! standard COE cab and 115-inch 
scheduled daily service. Power units | wheelbase and weighs under 11,000 
and drivers will be changed at|pounds with its 220-horsepower 


Chicago. | diesel engine. The tractor can pull 





| 
* * * 


FWD to Show ‘Tractioneer’ | 
At Los Angeles Exposition 


CLINTONVILLE, Wis.—The new | 
FWD “Tractioneer,” a _ two-axle, | 
four-wheel-drive transport tractor} 
recently announced by Four Wheel | 
Drive Auto Co. for pulling double | 
bottoms and other trailer combina- 
tions in rugged mountain and 
weather conditions, will be dis- 








two 25-foot trailers within 60-foot 
overall length, FWD said. 


> * * 


Brazil Slated to Begin 


| Simea Output This Year 


RIO DE JANEIRO, Brazil.— 
Simca-Vedette Corp. of Brazil has 
announced that it will produce its 
first car this year. Annual produc- 
tion is expected to reach 12,000. 
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Brazil’s efforts to build up a do- 
mestic auto industry. The country 
expects production to reach 115,000 
this year, compared with 37,000 in 
1957. 


* * * 


Distributor Appointed 

SEATTLE.—S. L, Savidge Equip- 
ment Co., Inc., has been assigned 
the territory of Washington, Ore- 
gon, Northern Idaho and Alaska 
for Dodge truck distribution. The 
firm will do business as Northwest 
Dodge Truck Center, 1020 Airport 
Way, and Ralph Boyes will be 


wholesale manager. 
* * * 


ICC Proposes Regulations 
On Warning Devices, Gauges 
WASHINGTON. — The Interstate 
Commerce Commission has pro- 
posed an amendment to the section 
governing vehicle warning devices 
and gauges in the Motor Carrier 
Safety Regulations. It follows: 
“Every powered motor vehicle 
using compressed air or vacuum 
for the operation of its own brakes 











Trucking Message— 


More than 20,000 reminders that 


| "Trucks Bring You Better Living” will 


appear this spring on America’s over-the- 
road haulers. Supervising shipping of the 
first of these “reflectorized" signs, a 
presentation to the industry by Aluminum 
Co. of America, are Milton E. Harris, 
left, president, Pennsylvania Motor Truck 
Assn., and George Herrman, Alcoa's com- 
mercial automotive sales manager. Alcoa 
offered the signs for the second year as 
a reminder to motorists that trucks serve 
the nation in many ways. 


shall be equipped with a warning 
signal, readily audible or visible to 
the driver, which will operate at 
and below one-half the compressor 


The venture is another step in| or the brakes of any towed vehicle| governor cutout pressure for air 





Hydro E-Z Packs cost less to buy, 
operate, maintain... 


Compact Shape uses space to best advantage, permits mount- 


ing on smaller trucks, cuts initial cost to a minimum. 


Faster Collection and fewer trips to the dump cut man-hours, ° 
reduce truck operating costs because load is packed en route. 


Simplified Design and accessibility mean lower maintenance ° 


costs. 


Less Maintenance means less strain on parts because hydrau- ° 
lics do not have to operate continuously resulting in less servic- 


ing of truck engine and transmission. 


LOOK AT THESE FEATURES: 


e Greater Capacity 


sides and top 


® No-Drip Body 


System 


Large Openings on both 


Powerful Compaction 


Simplified Hydraulic 


e Fully Enclosed Load 


HYDRO E-Z PACK—THE MODERN DISPOSAL METHOD —W/rite Today for Full Details 





HYDRO E-Z 


HYDRO E-Z PACK 


‘ 


PACK DIVISION~ HERCULES GALION PRODUCTS, INC., GALION, OHIO 








—. 


brakes, and a warning signal read. 
ily audible or visible to the driver, 
which will be operated at anc be. 
low 10 inches of mercury for vac. 
uum brakes provided that a single 


signal may be arranged to serve 
both purposes where desired. 

“In addition, each such vehicle 
shall be equipped with a pressure 
gauge arranged to indicate the 
pressure available for braking in 
pounds per square inch for air 
brakes and with a vacuum gxuge 
arranged to indicate the vacuum 
available for braking in inches of 


mercury for vacuum brakes, which 
gauges shall be maintained in oper- 
ative condition.” 

+ a ed 


Polyurethane Foam Used 
In Bostrom Truck Seating 


MILWAUKEE. — Production of 
molded polyurethane foam of the 
polyether type as an _ integrated 
plant operation has been announced 
by Bostrom Mfg. Co. 

The relatively new variety of 
man-made cushioning material will 
be used by Bostrom in the manu- 
facture of knee action and stand- 
ard seating for trucks, tractors and 
construction machinery. 

* * + 


Reo Receives Contract 


For 900 Army Trucks 


LANSING. — Reo division, 
White Motor Co. has been 
awarded a $5,345,100 contract for 
900 more of the 2%-ton 6 by 6 
“Eager Beaver” trucks for the 
U. S. Army, according to J. N. 
Bauman, White president. 

Production will be at the com- 
pany’s Lansing plant and will be- 
gin upon completion of present 
production of the same type truck 
which Reo has been building for 
the Army. 


* = 


Heavy Truck Tire Offered 


AKRON.—A special-purpose nylon 
truck tire, designed to give im- 
proved service in heavy truck 
usage, is announced by Goodyear 
Tire & Rubber Co. Named the 
FWT-2, the tire is adapted for use 


|on front wheels of concrete ready- 


mix trucks and high volume stone 

and gravel haulers, where the axle 

is heavily loaded and short turns 

with power steering are common. 
* ” + 


Savidge Equipment Named 


Dodge Truck Distributor 


SEATTLE.—S. L. Savidge Equip- 
ment Co., Inc., has been named 
Dodge truck distributor for Wash- 
ington, Oregon, Northern Idaho 
and Alaska. The firm is doing busi- 
ness as Northwest Dodge Truck 
Center, 1020 Airport Way. 

President of the truck business 
is S. L. Savidge jr., who also is 
president of S. L. Savidge, Inc. 
Dodge-Plymouth dealership. Her- 
bert F. Wheatman is in charge of 
the truck operation. 

> > +. 


Firm’s Trucks Double 


As ‘Travelling Salesmen’ 

LOUISVILLE. — Thomas _ Indus- 
tries, Inc., Louisville, manufacturers 
of lighting fixtures, power saws and 
paint-spraying equipment, has 4 
40-truck fleet of “travelling sales- 
men” between Denver and the East 
Coast, according to T. R. Fuller, 
general sales manager. 

Fuller said the trailer bodies 
have been equipped with inter- 
changeable four-color outdoor dis- 
play signs. “We're using our trucks 
to merchandise our product lines to 
the man-on-the-street as well as to 
our distributors and customers, 
simply by letting the fleet tell the 
story while it carries the goods.” 

. - . 


Pettibone-GM Unit Removes 


Snow from Mountain Roads 


DETROIT.—Aiding in snow re- 
moval on highways in the Donner 
Pass of California’s Sierra Nevada 
Mountains are three specially built 
graders manufactured by Pettibone 
New York Corp., a division of Pet- 
tibone-Mulliken, 

The graders are four-wheel-drive, 
six-speed units and are equipped 
with auger-type rotary snow plows 
driven independently of the grad- 
er’s traction power by two 145- 
horsepower, four-cylinder diescls 
built by Detroit Diesel Engine di- 
vision of General Motors. A third 
GM diesel provides traction power 
for the grader. 
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_~ producers and their sales| 
for this February and last are: 


| 
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Siw Year-Ago Totals... 


AUTOMOTIVE NEWS, MAY 5, 1958 


- Truck Sales Decline 15 Percent 


By Kenneth C. Kelley Jr. | 
Staff Writer 
EW-TRUCK registrations in| 
February fell below those of 
the previous month and the like 
month iast year, leaving the in- 
dustry with a 15-percent drop in 
sales for the year to date. 

February sales totalled 49,136 
units, according to data supplied 
by R. L. Polk & Co, The figure is 
20.91 percent below the 62,129 
units sold in February, 1957, and | 
6.17 percent under the 52,368 units | 
registered in January of this 
year. 

For the first two months of this 
year, registrations were 101,504, 
down 14.78 percent from the 119,108 
sales for the like period of last| 
year. 

Although its February sales were | 
off by almost 6,000 units, Chevrolet 
was able to maintain its sales lead 
for the month. All other producers 
shared in the falling sales for the 
month with two exceptions—Brock- 
way and the miscellaneous group 
of manufacturers. 


| 





1958 
16,885 
14,045 


1957 
22,769 
18,244 

6,769 
5,101 
3,320 
1,802 
1,178 
866 
591 
253 
37 
1,199 





1,891 


Miscellaneous ...... 








Total vevveeee 49,136 62,129 | 


For the first two months of this 
year, only Brockway and the mis- 
cellaneous group showed sales) 
gains. Brockway pushed registra-| 
tions from 88 to 113, good for 0.11) 
percent of the market and a gain} 
of 0.04 percentage points over its! 
share of the January-February 
market in 1957. 

The miscellaneous group had| 
sales of 3,821 units, which was) 
3.77 percent of the market. That) 
was 187 percentage points more) 
of the market than the group my 





tained last year. 
>: > . 


RD and International were 

able to increase their shares of | 
the market despite falling sales. 
Ford sales amounted to 28,661) 
units, good for 28.24 percent of the) 
market and a gain of 1.76 percent-| 
age points. 

International registrations total-| 
led 13,925 which was 13.72 percent} 
of all sales and a gain of 1.71 per-| 
centage points for the company. 

Chevrolet and GMC have had the 
sharpest losses in terms of per-| 
centage of the market captured so| 
far this year. 

Chevrolet’s 34,534 registrations | 
represented 34.02 percent of the 
total and a loss of 2.58 percent- 
age points from last year’s show- 
ing. GMC dropped 1.18 percent- | 
age points to 7.45 percent on the | 
basis of 7,566 sales. 

The other producers, their reg- 
istrations, percent of market and 
percentage-point losses were: 

Dodge, 5,839 units, 5.75 percent, 


LeTourneau Back 
In Earth-Moving 


DALLAS. — R. G. LeTourneau, 
Inc. is returning to the earth- 
moving machinery industry. It has 
been out of this field five years 
under terms of the agreement by 
Which it sold its earth-moving 
business to Westinghouse Air 
Brake Co. for some $31 million. 

Robert G. LeTourneau, president, 
Said the return will be gradual. 
He said the firm might start with 
@ 25 or 30-ton scraper in the 
$40,000-$50,000 class and another 
with a capacity three times as 
great in the $100,000 class. 

The company will use its 
“electric-wheel” power system. 
‘his is described as a relatively 
Simple arrangement of electric 
Motors geared directly to the cen- 
ters of individual wheels and all 
Other points on a machine where 
Power is used. 





down 0.30 points; Willys, 2,702 
units, 2.66 percent, down 0.43 points; 
White, 1,709 units, 1.68 percent, 
down 0.36 points; Mack, 1,526 units, 
1.50 percent, down 0.08 points; Stu- 





15,510 Fleet Chiefs 


At Training Courses 


UNIVERSITY PARK, Pa. — 
The National Committee for 
Motor-Fleet Supervisor Training 
reported more than two million 
truck drivers have been aided 
indirectly by its program for 
motor-fleet supervisors, 

Amos E. Neyhart, executive 
secretary, said that since its or- 
ganization in 1945, the committee 
has sponsored courses throughout 
the U. S., Canada and Hawaii 
for 15,510 motor-fleet supervisors 
who direct 2,189,817 drivers. The 
committee’s headquarters is at 
Pennsylvania State University 
here. 











debaker, 644 units, 0.66 percent, 
down 0.42 points, and Diamond T, 
444 units, 0.44 percent, down 0.03 
points. 
* * * 

As IT has in recent months, Cali- 

fornia led the list of top truck- 
buying states. The top 10 and their 
registrations in February of this 


| year and last are: 


1958 1957 
1. California ........... 5,448 7,517 
i MEE. acrhinianetoiteit 4,425 5,624 
3. Hlinois ................. 2,757 3,003 
4. New York. ........... 2,233 2,280 
5. Pennsylvania .... 1,997 2,684 
Sf rs 1,896 2,615 
7. Louisiana ........... 1,545 1,704 
8. Missouri ............ 1,535 1,787 
9. Michigan ............ 1,472 2,621 
10. North Carolina 1,380 1,761 


Reflecting the national decline in 
sales, 41 states and the District of 
Columbia saw truck registrations 
fall off in February from the year- 
earlier totals. There were gains in 
seven states. 
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How They Fared ... 


Commercial Car Registrations 


By Makes 


First Two Months, 1958 vs. 1957 


Two 
Months 

1957 
43,589 
31,540 
14,308 
10,276 
7,201 
3,675 
2,431 
1,882 
1,288 
561 
88 
2,269 


Two 


Make Months 





Studebaker 
Diamond T 
Brockway 

Miscellaneous** 





3,821 


119,108 


Percent 
Share of 
"58 Market 
34.02 
28.24 
13.72 
745 
5.75 
2.66 
1.68 
1.50 
66 
44 
ll 
3.77 
100.00 


* White includes Autocar, Freightliner, Reo and Sterling. 


** Miscellaneous includes Corbitt, Diveo, Four Wheel Drive, Kenworth, Marmon- 


Herrington, Peterbilt, etc, 


—Compiied from R, L. Polk & Co. data. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 


automotive industry, every week throughout the year. 









GUIDED MISSILE EXPERTS 
want Delco DC batteries. That’s why they’re easier to sell. 


Three separate surveys were made by three different national magazines. All proved that Delco 


is America’s No. 1 battery preference. But why not? Delco Dry Charge batteries stay factory- 


fresh, they’re priced right, and backed by General Motors warranties that are good all over 


the United States and Canada. More than that—Delco is supported by the strongest advertising 
in the industry: on TV, “High Adventure with Lowell Thomas”; on radio, Lowell Thomas 


Newscast; plus full-page ads in Life, Look, Post, and Reader’s Digest. Maybe none of your 


customers are guided missile men, but battery sales will rocket anyhow if you stock Delco. You 


see, it’s easier to sell Delco DC, because more people know Delco DC, 


Quality built by Delco-Remy 
distributed nationally through 








General Motors leads the way—Starting with Delco Batteries 


Percent 
Share of 
’57 Market 


36.60 
26.48 
12.01 
8.63 
6.05 
3.09 
2.04 
1.58 
1.08 
47 
07 
1.90 


100.00 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE NO. 81 


CAR SALES INC| 


Sales figures around the country prove what an 
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In city after city, “Auto Buy Now’ promotions 
are helping sell cars. They prove again that people 
are willing to buy, but they have to be sold first! 


The whole ‘“‘Auto Buy”’ idea began in Cleveland, 
as you know. Cleveland’s success sparked the 
enthusiasm which is sweeping clear across the 
country. Now similar promotions are planned or 
running in over 110 cities. 


We're proud of your imaginative sales efforts, and 
the real enthusiasm you’ve put into these pro- 
motions. This effort can continue to create more 
sales for you. 


Here are some promotion ideas that bring in new customers: 


AKRON, OHIO: Operation Demonstration was the key for the 55 Akron area dealers’ 
Sale-O-Rama Week. All dealerships stayed open until 10 o’clock every evening of 
Auto Week; 4,567 demonstration rides were given; dealers had a drawing every day in 
which both the customer and salesman who gave the winning demonstration ride could 
win $50. The result, gross sales up almost 33 per cent over the week-before period. 


CHAMPAIGN-URBANA, ILLINOIS: Dealers approached newspapers for publicity 
assistance—which they received in a big way: headlines, front page editorials with 
pictures, a special 12-page “‘Auto Buy” section. Banks also lent support to press efforts 
by publishing their willingness to finance automobiles. 


ELKHART, INDIANA: Dealers offered expense-paid vacation trips for two to Wash- 
ington, D. C. to those who visited their showrooms, signed and deposited a form slip. 
Winners were drawn from among the showroom visitors. 


CHARLOTTE, SOUTH CAROLINA: Dealers got outdoor advertising firms to put up 
“Auto Buy Now” stickers pasted over billboards. 


DETROIT, MICHIGAN: Newspapers gave full play to special “Auto Buy” parade 
that included a caravan of several bands on trucks and 40 cars that toured the 
downtown area. 


MILWAUKEE, WISCONSIN: Dealers held a kick-off campaign launched by Governor 
Thompson and Senator Wiley, as well as the mayor and other Milwaukee officials. 
This resulted in a great deal of sales-building publicity. 


QUINT CITIES OF DAVENPORT, BETTENDORF, IOWA AND ROCK IS- 
LAND, MOLINE AND EAST MOLINE, ILLINOIS: 35,000 leaflets proclaiming 
“Auto Buy Now” week were dropped from a plane with tickets good for 5 or 10 gallons 
of gasoline. The Goodyear blimp flew over the area with banners and messages. Sixty 
new cars, five trucks, five high school bands, the Chicago White Sox and Washington 
Senators paraded down a 20-mile route, were interviewed on TV. “You Auto Buy 
Now” tags were given pedestrians by the Junior Chamber of Commerce. Open air auto 
shows were staged. Theatres and TV stations ran slides between movies and programs. 
A used-car TV auction was held; bids were taken over the telephone. All the activities 
were given full play by the newspapers—headlines, pictures, feature stories. 


ST. JOSEPH, MISSOURI: Dealers split the telephone directory among themselves, 
and each person listed was called and reminded that it was “Auto Buy Now’ week. 


Imaginative selling ideas are good 
only when put into action! 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD e THUNDERBIRD ¢ EDSEL @¢ MERCURY e¢ LINCOLN e¢ CONTINENTAL MARK Ill ¢ ENGLISH FORD LINE 
GERMAN FORD LINE e FORD TRUCKS e TRACTORS e@ FARM IMPLEMENTS e@ INDUSTRIAL ENGINES 
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What's New... 
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In Parts and Accessory Distribution 


NSPA Appoints Watkins 


Interim Wholesale Director 


CHICAGO.—T. C. Watkins, senior 
partner of Watkins Supply Co., 
Midland, Tex., has been appointed 
interim wholesaler director for Na- 
tional Standard Parts Assn. 

He succeeds J. M. Yantis as| 
NSPA vice-president for the West} 
South Central Region. He also is 
president of the Automotive Whole- 
salers of Texas. 

> 


* * 





Washington Firm Sold 
SEATTLE. — Fremont Electric | 
Co., Seattle, purchased Sheets 
Automotive Electric Co., Bremer- 
ton, Wash. Larry Waley will man-| 
age the firm. 
* 7 * | 
Speaker Display Board | 
CHICAGO.—A display board that | 
offers a complete line of rear-seat | 
auto speakers to fit any car, station 





50 East Forty-first St.. New York 
17, N. Y. 


wagon or truck has been introduced 
by Speedex Mfg. Co., Rockford, II. 
The display unit shows five com- 
plete speaker kits mounted on a 
colorful merchandising display 
board. | merman, Harison-Gulley Chevrolet 

Pa Co., received an award as one of 


° : Chevrolet’s top-ranking retail parts 
Revised Laws on Antifreeze, |}and accessories sales managers. 


Brake Fluid Are Compiled | * * *# 


NEW YORK.—Revision No. 1 Cutaway Muffler Model 
of the Compilation of Brake | TOLEDO.—A cutaway model of 
Fluid and Antifreeze Laws has | the new “Dri-Flow” design muffler 
been prepared by the Chemical (has been made available to whole- 
Specialties Manufacturers Assn. | salers and dealers of AP Parts 
It contains all additional laws | Corp. It can be used in a counter 
and regulations issued since the | or window display or featured on a 
— publication up to Jan. 1, | muffler stocking-display rack. 


* * * 
Each CSMA member will re- oa 
ceive a free copy of the revision | Exide to Expand Qutlets 
and may order additional copies | PHILADELPHIA.—Exide Indus- 
at $1.50. Nonmembers may obtain (trial division, Electric Storage 
the revision for $2 from Chemical | Battery Co., announced it will ex- 
Specialties Manufacturers Assn., | pand its system of regional service 


* * * 
Parts Manager Honored 
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AUGUSTA, Ga—James H. Tim-| 


stations and warehouses. Charles 
L. Eberhardt jr. has been named 
to the new post of supervisor of 
service stations and warehouses. 

= o* * 


Nelmor Names Rep 


CLEVELAND.—Nelmor Mfg. 
Corp. will be represented in the 
Northwestern states by Ralph 
Mecklenburg & Associates. Nelmor 
makes automotive components and 
Vacucast die castings. 

* * * 


Hildreth Takes New Post 


| SEATTLE. — Lee Hildreth has 
| become a representative for E. I. S. 
| Auto Corp., Middletown, Conn., 
brake parts and fluid distributor. 
|He will cover Oregon, Washington 
j}and Idaho, with headquarters in 
Seattle. 





. & -& 
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|Martin-Senour Campaign 


| Boosts Sales in Texas 


CHICAGO—A hard-sell cam- 
paign, conducted by four divisional 
managers and nine salesmen of 
Martin-Senour Co.’s automotive 
|paints division, helped boost the 
firm’s sales in Texas. 

The campaign started in Dallas, 
|San Antonio and Houston and 
| spread out to cover other market- 


| 
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pen and ink accounting... BURROUGHS SENSIMATIC 
keeps your factory-approved accounting system intact. 


Let’s face it—you, like 


mobile dealers, face a mountain of 
paperwork daily. It can mean a 
mountain of confusion and expense, 
too, and make overtime routine. 


Yet there’s a way out that gives 
you a complete, accurate, up-to- 
the-minute profit-and-loss picture 
at any time. The Burroughs Sensi- 
matic accounting machine does just 
that. Yes, the accounting machine 
that enables dealers to maintain 
their factory-approved bookkeep- 


ing setup mechanically. 


With the Sensimatic even your new- 
est operator can zip through your 
daily accounting jobs, making those 
figure facts immediately available 
for your innumerable business deci- 
sions. (It totals up to 19 different 


columns of figures automatically.) 
And Sensimatics pay for themselves 
in short order—then keep on return- 
ing a profit year after year. 


You’ll certainly want to see our 
sound film, ‘‘ The Open Road.’’ 
It shows in detail what Sensimatic 
savings can mean to you, and a 
demonstration will prove it! Call 
our nearest branch office. Or write 
to Burroughs Division, Burroughs 
Corporation, Detroit 32, Mich. 


most auto- 





For the whole story—free of course—write for our 
literature on dealer accounting. 
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BURROUGHS AND SENSIMATIC ARE TRADEMARKS. 





—.., 


ing areas. Local programs, called 


Texas Paint Fiesta, started with - 


clinics for warehousemen, jobber 
salesmen and painters. Two new 
products were introduced—Bly 
Bond Thinner and Fuse-Tite, 4 
cold solder. 


Auto Reps Offer 
Product-Rating 
Aid in 8 Fields 


NEW YORK.—A new Publicity 
program, which includes four bro. 
chures designed exclusively for 
manufacturers, has been a lopted 
for 1958 by the Automotive Affijj. 
ated Representatives. 

Included with each brochure jg 
a perforated card which can be 
filled out and returned to the AAR 
office requesting “product rating 
questionnaires” covering eight sub. 
jects. 

The subjects covered by th« ques- 
tionnaires are: Accessories, replace. 
ment parts, service equipment, 
tools, lighting equipment, chemicals 
rubber products and ignition. 

> * > 


Glass Dealers 
Expect 200 at First 


Coast Convention 


LOS ANGELES. — The first an- 
nual West Coast convention of the 
National Auto & Flat Glass Dealers 
Assn. in Berkeley June 21-22 ig 
expected to draw more than 200 
delegates, according to Arch 
Racine, association president. 

James McTaggart is convention 
chairman. Assisting him are How- 
ard Levine, president of the South- 
| ern California Glass Dealers Assn.; 
| 
| 








Frank Medanich and Jack Myer, 
NAFGDA directors, and Lou Craw- 
ford, head of Super-Seal Corp. 
Key speakers include Stanley W. 
Hoffman, executive director of 
NAFGDA; Racine, Hank Siesel, 
chairman of the association's tem- 
pered glass committee, and J. Jack 
Sand, Sand’s Auto Glass, Buffalo. 
Hoffman said regional meetings 
also are planned for Kansas City, 
Miami and the Great Lakes area. 


Selling Is Theme 
Of Oil Conference 


NEW YORK.—How to sell petro- 
leum products more effectively and 
distribute them more efficiently will 
be discussed at the midyear meet- 
ing of the division of marketing of 
the American Petroleum Institute 
in New Orleans, May 21-23. Head- 
quarters will be the Roosevelt hotel. 

“In these days when customers 
have turned coy about buying, dis- 
cussions on better marketing tech- 
niques couldn’t be more timely,” 
said Dwight T. Colley, API market- 
ing vice-president. Colley is general 
| manager of Atlantic Refining Co. 
Philadelphia. 

He said the division’s program 
committee, headed by E. M. Toby 
jr., president of American Mineral 
Spirits Co., New York, has geared 
the committee discussions to stim- 
ulate the industry's marketers to 
think about doing a better selling 
job. 





Parts Manager Honored 


SEATTLE.—Stanley A. Barquist, 
parts-and-accessories manager for 
Westlake Chevrolet Co., received 
special award as one of Chevrolet's 
top parts-and-accessories men in 
1957. 


Cummins Acquires 


Atlas Crankshaft 


COLUMBUS, Ind.—Cummins En- 
gine Co. has announced the pur 
chase of Atlas Crankshaft, Inc. 
Fostoria, O.. which machines 
crankshafts for manufacturers of 
diesel and gasoline engines, and 
various types of compressors. 

Cummins has been a major cus- 
tomer of Atlas for several years. 
Cummins President R. E. Huth- 
steiner said the Atlas plant will 
continue to serve present customers 
and that studies will be undertaken 
to increase sales at Fostoria. Facili- 
ties include buildings totalling 
about 62,000 square feet, 

Huthsteiner said Atlas would con- 
tinue to be operated by the same 
personnel and under the same gen- 
eral policies. The Fostoria facilities 
will be operated separately, he 
added. 
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HEN I was writing car adver- 
tising in the 1920s, a line 


quoted in just about every com- 
mencement address annoyed me as 
an advertising man, but pleased 
me as a guy who thought he was a 
pit of a writer. It rolled off the 
tongue this way: 

“Build a better mousetrap than 
your neighbor, and the world will 
beat a path to your door, though 
you live in the heart of a wood.” 

It was a quotable, inspiring line. 
But it wasn’t true. 

We need a better product all 
right: Better lines, at least different 
lines; better comfort, better mile- 
age, better price. Also we need 
more fluid streets through busy 
cities; more turnpikes and express- 
ways, more parking—better places 
to use our cars. 

As for beating a path to our 
door, we've got to fix that path 
ourselves—fix it up good. Make it 
pleasant to travel, Illuminate it. 
And put clear signs on it and 
pointing to it. And we've got to tell 
persuasively, time after time, just 
what product’s at the end of the 
path—and why it’s worth going 
even to the landscaped edge of a 
wood to get it. 

This need to light the way to 
a good mousetrap or a better 
automobile—and keep lighting it | 
—recalls another merchandising | 
experience that applies equally to 





the motor car: 


Better and better mattresses) 
were built. Then an especially 
smart manufacturer decided that 
many folks thought a cheaper mat- 
tress “just as good,” because we 
spent time in bed when we ought/ 
to be out about our boss’ business. | 

* * * | 

s° HE began selling sleep. Not 
merely the health and sweet) 
dreams of it, but the drive and| 
alertness sleep gave you next day| 
for beating your competitor. And 
you couldn’t sleep soundly enough 
to face the tough new world each | 
morning except on his mattress, 
made better than his neighbor | 
could make one. The mattress path | 
he made short and pleasant—and | 
nowhere near the heart of a wood. | 


That same sort of thing we did 
for the motor car . . . with all- 
weather roads, longer wheelbases 
and torsion-bar suspension, etc. | 
Cars got you to your destination 
as rested and alert as though | 
you'd been sleeping on a cloud 
all the way. And it was true: 

A deluxe limousine with balloon 
tires was more comfortable than 
many a horsehair sofa in a vine-| 
smothered cottage, not to mention | 
a blond-wood chair in a cliff-dweller | 
apartment house disturbed by 
youngsters learning in six easy les- 
sons to play the saxophone. 

It worked fine until 60 million 
cars— beautiful, comfortable and 
efficient with American know-how 
—developed faster than our streets, 
highways and parking places. 
From Somewhere East of Brook- 
lyn to Somewhere West of Laramie, 
feeder-roads bottlenecked; curb- 
Parking cut down the street- 
capacity for moving traffic, and 
Parking became so difficult that 
fewer big-city residents bought 
cars than otherwise would. More 
and more commuters turned to 
trains, even for 20-minute rides, 
keeping one fewer family cars. 

Our problem now is not merely 
making cars differently beautiful 


_— 








Conn. Registrations 
Top Million 1st Time 


HARTFORD, Conn.—Connecticut 
last year registered more than one 
million vehicles for the first time. 
The total was 1,052,515, compared 
with 982,609 in 1956. 

The figure included 876,244 cars 
and 99.445 commercial vehicles. The 
remainder consisted of tractors, 
trailers, buses, hearses, and 755 
‘Early American” units — vehicles 
More than 25 years old which are 
nered by antique-car enthusi- 
asts. 


and less expensive to run. It is 
also the old merchandising prob- 
lem of urging better facilities for 
using and bivouacking our better 
product. 

An advertising friend of mine 
sold long-term contracts for adver- 
tising all sorts of electrical appli- 
ances—from toasters to washing 
machines and TV sets—by selling 
first the value to family health and 
pleasure in tripling the number of 
outlet sockets in rural homes. 

* a * 


_Saere engineers and city 
planners are now wrestling 
with the knotty question of ex- 
pressways, thoroughfares and off- 
street parking to make private 
motoring in big cities possible for 
more drivers and more pleasant 
for all. 

Bruce Campbell, manager of the 
Massachusetts Safety Council, and 
Bob Blumenthal, a traffic analyst 
and highway planning engineer, 
agree that expressways will help 
but can’t fully solve the traffic 
problem in metropolitan areas. 

And of course experts in this 
mushrooming field of automotive 
travel figure not only in terms 
of 1958 but in terms also of the 
mathematically estimated traffic 
of 1975 that must be planned for 





... often over 100 dumps per day 


now. You can’t plan, get appro- 
priations for and build a $4 mil- 
lion-a-mile expressway in a few 
months. Nor should we design 
one so penuriously as to see it 
become an obsolete bottleneck in 
half a dozen years. 


It often isn’t feasible to put 
enough lanes in an expressway to 
take care of the traffic expected in 
15 or 20 years. Thoroughfares— 
which are semi-expressways, cost- 
ing frequently only half as much— 
are being scientifically planned to 
team up with existing streets and 
old and proposed expressways. 


And plans for all three are in- 
cluding two other teammates— 
mass transit and a computation of 
peak-hour and low-point traffic in 
zones ranging from three to 10 
miles from the central business dis- 
trict. 


The important point is that these 
factors of travel-ease and car- 
convenience are on the drawing 
board of highly trained experts. 
Many, though not yet enough, are 
in use. 

These pathways on which to use 
our vehicles are part, indeed, of 
the pathways we induce the world 
to beat to buy our constantly bet- 
ter product, An indispensable part 


| of mature merchandising. 


| 


Every six minutes this Perfection Model 5258 
Telescopic Hoist dumps a capacity load of aggre- 
gate to supply the bins of a busy concrete plant. 
Every six minutes, with the truck on a 10° in- 
clined ramp. And, every six minutes it takes the 
shock of a capacity load falling approximately 4’ 
from a clam shell bucket. For a year it has stood 
up under this abnormally hard service, to the sat- 
isfaction of Mr. R. W. Collins, General Supt., The 
J. P. Loomis Concrete & Supply Co., Akron, O. 


You can expect like service from Perfection 
Hoists. Write us for the name of your Perfection 


distributor. 






It pays to insist on Perfection! 


The 





PERFECTION 








Joseph Becomes a Quality Dealer— 


Oliver C. Joseph, Inc. (Dodge-Plymouth), Belleville, Ill., became the first southern 
Illinois dealership to receive Dodge's coveted quality dealer award for excellence 
in performance, administration, service, teamwork and facilities. From left, Dee Joseph 
and Oliver C. Joseph accept the citation from E. B. Knauss, Dodge regional manager, 
and R. J. Baldwin, district manager. Joseph has been a Dodge dealer in Belleville 
since 1914. 


MAIL THIS COUPON FOR DETAILS ON 
PERFECTION TELESCOPIC HOISTS 


Company 


Street_ 


City & State___ 


Attention 
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STEEL BODY Co. 
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Across the Nation... 


Auto Dealer Changes 


Appointment of 10 dealers in the 
Cincinnati zone has been announced 
by Studebaker-Packard Corp. They 
are: 

Tom Bushey Mounds Rd. Auto 
Sales, Anderson, Ind.; Hunley 
Motors, Albany, Ky.; Stuart Motors, 
Inc., Danville, Ind.; Croxton Motor 
Sales, Hanover, Ind.; Universal 
Motor Co., Madisonville, Ky.; James 
Hosford Motors, Cincinnati; Car- 
penter Motors, Connersville, Ind.; 
Fairborn Motors, Inc., Dayton, O.; 
Perry Motors, Lexington, Ky., and 
Houseman Auto Sales, Washington 
Court House, O. 

* * * 


Raddue Sells Chevy Deal 


Mountain Chevrolet, Grass Valley, 
Calif., has been sold by George F. 
Raddue jr. to Lou Hartman, the 
firm’s former sales manager and 


The 
Spicer PTo 


You Need 
Is Available 
Right Now 
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‘Springs, Calif., and Meyer Auto| 


|Sales, 1107 Main St., Canon City, 
Colo. 


Chevy-Olds 





Deal Sold 


Ray Stenzel (Oldsmobile and 
| Cadillac), Springfield, Minn., and | 
Bud Griep, Sanborn, Minn., have | 
purchased the Chevrolet- 
| Oldsmobile dealership at West- | 
operator of Hartman Chevrolet,| prook, Minn., and sumed it Bud- 
Colfax, and James Iriart, owner of | Ray Motors. Griep will manage 
the building housing the dealership. | the firm and Stenzel will continue 
St oe to operate Stenzel Motors in 


Borgward Adds 9 Dealers | Springfield. 


In Area West of Mississippi | Walker Olds in New Home 
Earle C. Anthony, Inc., Borgward | 


‘ Walker Oldsmobile Co. has| 
importer for the territory west of opened in its new $150,000 home on 
the Mississippi, has announced the| MacArthur Dr., Alexandria, La. 
following nine additions to the| Foster Walker jr. is the owner. 
Borgward dealer list: * * * 


Elsner Motors, 352 N. High St., | Hobbs Chevrolet Is Sold 


Sale bs , culties . getti redit jus 
a en ix Riverside, Medined | Harold Smith, Roswell, N. M., seems to bells a8 farat a 
Ore.; Haykeye Motor Co., 37 g, | and F. M. Late, San Angelo, Tex.,| Qparley.” 

Twelfth St.. Ford Dodge Te: Pat have purchas2d Hobbs Chevrolet 

Manning Chevrolet, 17 E. State St |Co., 1525 E. Douglas, Wichita, from 

Marshalltown, Ia.: Kitchen-Boyd | Le J. Hobbs. The firm has been! business, The dealership, for- | 
Motor Co., 2220 Chester Ave.,|Tenmamed Quality Chevrolet Co. merly DiBello Pontiac, was ac- 


Bakersfield, Calif.; Len Sheridan, | S™ith heads the firm. 
801 Santa Monica Blvd., Santa| 
Monica, Calif.; Gil R. McHaffie, 911 | 
Oxnard Blvd., Oxnard, Calif.; Plaza 


quired by Waite six years ago. 
The real estate, owned by the 
DiBello interests, has been of- 
fered for sale. Waite said Gen- 
eral Motors bought his dealership 


* 


Waite Pontiac to Close 
Dave Waite Pontiac, Inc., Buf- 


Motors, Inc., 290 Indian Ave., Palm| falo, announced it is going out of 





Because your Spicer distributor maintains a com- 
plete stock of all models of Spicer Power Take-Offs 
and PTO joints at all times, you can depend 
on prompt delivery — whenever you need it — 
wherever you are. Ask your distributor about the 
Spicer line, or write Dept. 85, Dana Corporation. 


DANA CORPORATION + DEPT. 85 - TOLEDO 1, OHIO 


Products offered by Dana: Spicer and “Mechanics” Type Universal 

Joint Replacement Kits ¢ Spicer Universal Joints and Drive Lines 

¢ Spicer Transmissions, Clutches and Axles * Auburn Clutches ¢ 

Monmouth Clutch Plates . Spicer Power Take-Offs and PTO 
Industrial and Agricultural Joints 


‘ 














We've never had financial diffi- |of Queen Auto Sales, Inc. 











and is closing it. He said he 
hopes to buy another GM deal. 
ership. 


* * * 


Lyon Adds Pontiac 


Glenn Lyon, a Buick-GMC deale 
in Warren, Ark., has added a Pop. 
tiac franchise. 

* * * 


Buckner Pontiac Is Sold 


Covington Motor Co. has pur. 
chased Buckner Pontiac Co., 2417 


Clay St., Vicksburg, Miss. The 
firm handles Cadillac, Pontiac 
and GMC trucks. 

* - * 


| 2 Purchase Queen Ford 


Victor Goldsmith, president, ang 
|Henry Becker, vice-president ang 
| treasurer, now are the sole owner 
(Ford), 
| 216-25 Hempstead, Queens Village 
N. Y. 


* * * 


2 Get Chevy Franchise 


Leo Garrigan and Ted Albertus, 
}owners of the Albertus-Garrigan 
Garage, Highmore, 8S. D., have been 
|appointed Chevrolet dealers. 

* * + 


Dodge Signs Johnson Motor 


Johnson Motor Co., Inc., Glen- 
coe, Minn., has been appointed a 
Dodge dealership. 


* + * 


Webster Motor Opens 


Webster Motor Sales (Buick), 
Webster City, Ia., has opened at 712 
Second St. Woody Christenson and 
Leo Johnson are co-owners. 

= « = 


Dexter Chevrolet to Move 

Dexter Chevrolet, 11534 Dexter, 
Detroit, expects to move within 
two months into its new two-story 
building a 20811 W. Eight Mile Rd, 
on the city’s northwest border. The 
firm is headed by Joseph B. Slat- 
kin. 


om . > 


Greene Buys California Deal 


The Chevrolet-Buick dealership in 
Ridgecrest, Calif... has been pur- 
chased by Harold Greene, who 
headed a Chevrolet dealership in 
Santa Monica for 12 years. 

> > ” 


Jones Motor Moves 


Jones Motor Co. has moved its 
business offices and new-car dis- 
play from 3226 Central East, Albu- 
querque, N. M., to a $70,000 build- 
ing being completed at Lomas and 
San Mateo N. E. A $30,000 building 
to house the service department 
will be erected soon, said Don 
Jones, president. 

= * > 


Simca Signs Bert's 


Bert’s Motor Sales, Williston Rd, 
South Burlington, Vt., has an- 
nounced its appointment as exclu- 
sive dealer in Chittenden County 
for Simca cars. 

>= > * 


Kehoe Closes Edsel Deal 

James Kehoe has resigned as an 
Edsel dealer in Berkeley, Calif. 
and is closing his dealership. He 
will continue to operate a used-car 
lot at 1835 San Pablo Ave. 


* * * 


Beck Deal’s Name Changed 


Herman A, Beck, president, has 
changed the name of his Rambler- 
Metropolitan dealership from Beck 
Nash, Inc., to Herm Beck, Inc., 1741 
Cleveland Ave., Columbus, O. 

~*~ “ * 
Dealership Renovated 


Rancho Chevrolet has completed 
renovation of its quarters in Re- 


|seda, Calif. The building was en- 


larged by 2,000 square feet as @ 


|part of the project, according to 





Bob Jacobson. 
os *~ 


= 
VW Outlet to Expand 
A $350,000 warehouse and office 


| building will be built in suburban 


Northbrook by Import Motors of 
Chicago, Inc., Volkswagen distribu- 
tor for six Midwest states. The 
one-story building will have about 
42,000 square feet of space. Con- 
struction is scheduled to be com- 
pleted by the end of the year. 


Schlemmer Buick Opens 


Schlemmer Buick, Ine., has 
opened at 1124 N. Market Ave. 
Canton, O. Sherwood A. Schlemmer 
is president and James R. Schlem- 
mer is vice-president. 
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See Ray Collins as ‘‘Lt. Tragg’’ in The Perry Mason Show, CBS-TV Network, Saturday Nights 


“Lt Trage” proves E-Z-EYE is the next best thing to air conditioning 
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Let your customers drive your demonstrator out in 
the sun and roll the E-Z-Eye window halfway down. 
> They'll feel the sun burning their forehead while the 
> rest of their face stays shady cool. The reason: E-Z-Eve 


Reduces fatiguing glare, too 


This test also shows how E-Z-Eye protects against 


glare fatigue, caused by squinting into strong natural 


anty 
Safety Glass has a special chemical composition that light. Particularly through the windshield, your cus- 
filters out a high percentage of the hot solar radiation, tomer will see how shaded E-Z-Eye Safety Plate 
if, and gives this safety glass a pleasing blue-green tint. reduces glare while giving clear, undistorted vision. 
ar Any wonder why E-Z-EYeE is one of your car’s most wanted 
' options? And a most profitable one for you? Sell it! 


|} 3 steps 


0 added 


1. ORDER YOUR CARS FROM 
THE FACTORY WITH E-Z-EYE 


GLASS. Cars move more 


2. EQUIP ALL YOUR DEMON- 
STRATORS WITH E-Z-EYE. No 


better way to sell the 


3. SELL UP TO E-Z-EYE AT 
OPTION-CHOOSING TIME.One 


of the least expensive of all 






* easily with E-Z-Eyve (na- features of E-Z-Eve than optional features, but an 

a tional surveys show more by giving your prospects a extra sale for you and much 

to : than 55% of car buyers convincing look-through. of it clear profit! 

pr0 | S want tinted glass). 
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LIBBEY - OWENS - FORD GLASS COMPANY, TOLEDO 3, OuUNtG 








42 


AUTOMOTIVE NEWS, MAY 5, 1958 





Auto Personnel 





James E. Martin has been ap- 
pointed manager of material and 
equipment sales for General Tire 
& Rubber Co. He replaces Henry A. 
Haas, who resigned. 


Formerly passenger-tire sales 
manager, Chicago division, Martin 
has been with General Tire since 
1953. He also has served as dealer 
relations manager and as a terri- 
tory salesman in Milwaukee. 

* * > 


Fiberglas Appoints Rae 


To Head Automotive Sales 


Samuel G. Rae has been appointed 
manager of automotive sales for 
Owens-Corning 
Fiberglas Corp. 
Toledo. 

With Owens- 
Corning since 
1950, Rae has 
served in sales 
assignments in the 
transportation 
products sales di- 
vision and in the 
Columbus and 
Chicago branch 
offices. Recently 
he had been assigned to the De- 





Samuel G. Rae 


troit branch office as a specialist 


in automotive sales. 
° > = 


9 Consultants Appointed 
Federal Roads Consultants 


Nine county engineers have been 
appointed consultants to the Fed- 
eral Bureau of Roads. They are: 

F. Ray Williams, Saratoga 
Springs, N. Y.; Mason A. Butcher, 
Rockville, Md.; R. L. Morrison, 
Hattiesburg, Miss.; Lyle Fuller, 
Wausau, Wis.; George W. Deibler, 
Duluth, Minn.; Joe Abramson, 
Shreveport, La.; Walter A. Burg, 
Tucson, Ariz; Donald B. West, 
Wenatchee, Wash., and Lamont B. 
Gunderson, Salt Lake City. 

> > 


Cadillac Announces Two 
Engineering Promotions 

The promotion of Bruce Edsall 
as staff engineer and Robert W. 
Burton as assist- 
ant staff engineer 
of the transmis- 
sion, axle, propel- 
ler shaft and 
brake department 
has been an- 
nounced by Cad- 
illac. 

With Cadillac 
since 1942, Edsall 
succeeds George 
L. Rothrock, who 
is retiring after 
33 years’ service with Cadillac, Bur- 
ton started with Cadillac in 1940. 


Taylor Retires 


Brinley Taylor has retired as 
vice-president of Courtaulds (Can- 
ada), Ltd., Cornwall, Ont., after 45 
years’ service with the firm. He 
will be retained on a consultant 
basis. 


. . * 


NCR Boosts McTighe 


D. A. McTighe, a member of Na- 
tional Cash Register Co.’s sales or- 
ganization for 11 years, has been 
named manager of adding machine 
sales for the company. He succeeds 
D. F. Gaines, who resigned to be- 
come marketing vice-president for 

. Smith-Corona, Inc., Syracuse. 
+ . > 


United Motors Shuffles 


Managers in 6 Sales Zones 
Management changes in six 
United Motors Service sales zones 
have been announced. They are: 
William A, Price becomes New 
York zone manager, succeeding 
John J. Traviesas, who replaces 
Price as Newark zone manager. 
O. B. Turner jr., former assistant 
New York zone manager, has 
been named zone manager in 
Pittsburgh. He succeeds S. E. 
Thomas, named zone manager at 
Jacksonville, Fla. C. E. Darnell 


Assembled in 30 Miastes — 


Send for 
free folder. 


AMER- STAGE 
805 Eost 134 %. 
Brenx 34, N. Y. 





was switched from Jacksonville 
to Cincinnati zone manager, suc- 
ceeding R. R. Crook, who has 
been named Philadelphia zone 
manager. Crook succeeds Eben 
N. Smith, who joins the staff of 
A. E. Schwerzel, UM Atlantic 
regional manager. 
= * * 


Hyster Names Welch 


To Head Sales, Service 


Fred F. Welch, former manager 
|of Hyster Co’s San Francisco 
| dealership, has been named man- 
ager of the. company’s sales and 
service division in Portland, Ore. 

He will be responsible for all pre- 
selling and postselling activities of 
the company’s domestic and export 
sales divisions for both tractor 
equipment and 
Welch joined Hyster Sales Co., a 
Portland (Ore). factory outlet, in 
1948. 


. * * 


O’Neil to Aid Appeal 


William O'Neil, president of Gen- 
eral Tire & Rubber Co., is a vice- 








Jimmy 


industrial trucks. | 


chairman of the 1958 special gifts 
campaign of the National Confer- 
ence of Christians and Jews. He 
will direct efforts in the rubber 
industry to raise funds to finance 
the organization’s program of pro- 
moting good will among Protes- 
tants, Catholics and Jews, 


* * * 


U. S. Rubber Ups Cookson 


Harry C. Cookson has been ap- 
pointed manager of personnel and 
service operations for the tire divi- 
sion, United States Rubber Co. He 
had been manager of personnel and 
salary administration. 

+ + * 


Eck Elected President 
Of Mobay Chemical 


president of Mobay Chemical Co., 
St. Louis. 

Eck will succeed D. L. Eynon jr., 
who has resigned to become a vice- 
president of Koppers Co., Inc., 
Pittsburgh. 


& + + 


Sieberling Boosts Hager, 


Cheponis, Long in Sales 
Seiberling Rubber Co. has ap- 
pointed a new truck sales man- 
ager and two new district sales 
managers, 
Frank G. Hager was named 











| 





| with electric starter. 





New Import— 


Latest addition to the Lambretta line 


of three-wheel utility vehicles is this 
150 FD-c model, which is being dis- 
tributed by Innocenti Corp., New York. 


| Equipped with removable cab roof and 
John R. Eck has been elected| 


doors, the unit is capable of carrying 
loads of over 700 pounds at speeds over 
40 m.p.h., while delivering 75 miles per 
gallon of gasoline. Prices range from 


| $1,010 for the open pickup body model, | 


to $1,186 for the closed panel body model 


manager of truck-tire sales, suc- 
ceeding O. K. Feikert, who now is 


the company’s assistant sales | 


manager. A. J. Cheponis was 
named Akron district sales man- 
ager, succeeding Hager, and F. B. 
Long, formerly assistant sales 
manager in Atlanta, succeeded 


Mf 





ese! 


the thithest ever! 


New GM ‘“‘71E”’ Diesel can cut gasoline engine 


operating costs in half—now available 
for any make truck 26,000 GVW and up 








If you’re using gasoline trucks for heavy hauling, 
almost any Diesel will cut your fuel costs—on the 


average about 3¢ a mile. 


And this new free-breathing General Motors ““71E” 
Diesel—with 4-valve head and new free-flow tip 
injector—is proving itself second to none on fuel 
mileage. But fuel savings are only part of the extra 
economy you get with a “Jimmy” Diesel. Consider 


these features also: 


Longer Life—due to simplified, heavy-duty, 2-cycle 
design. Field experience shows that GM Diesels have 
longer and lower maintenance cost periods between 


overhauls than 


Easier Maintenance—because of their lighter-weight, 
parts-interchangeability features and the ready 
availability of unit subassemblies. Minor repairs or 


4-cycle Diesels. 


‘ 


Cheponis as Denver district sales 
manager. 
* * 


Ford International Names 


Learned to Staff Post 


Don R. Learned has been 
pointed to the newly-eStablisheg 
post of staff executive, Europea, 
manufacturing activities, Ford Ip. 
ternational  divi- 
| sion. 

Learned for- 
merly was man- 
ager of the dealer 
financial analysis 
department of the 
finance staff. He 
|joined the cor- 
| poration in 1948 
|} as a finance staff 
analyst and has 
served as finan- 
cial analysis man- Don R. Learned 
ager of Lincoln-Mercury division, 
assistant controller of Ford division 
|and controller of Lincoln division, 
+ * = 


|4 Executives Promoted 


|By Gunite Foundries 

Gunite Foundries Corp., Rock- 
ford, Ill. announced several new 
| appointments. 

Gerald E. Doherty has been 


|named assistant sales manager of 
(Continued on Page 43, Col. 3) 


| 
| 





major overhauls can be made on a “Jimmy” in much 
less time than on other Diesels. 


Lower Parts Prices—due to standardization, inter- 


Faster Response—the greater load 
acceleration of a “Jimmy” Diesel 
comes from its trigger-quick 
2-cycle response, higher power-to- 
weight ratio and greater torque 


reserve. 


Whether the truck you are now 
using is gasoline or Diesel-a GM 


changeability and ultramodern manufacturing tech- 
niques. Price of piston assembly for a competitive 
4-cycle truck Diesel is 63% higher than for a 
“Jimmy” Diesel. And you make similar savings on 
other GM Diesel parts, too! 
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Diesel truck engine is your best way to cut operating 

costs, 

Call your GM Diesel distributor about repowering 

Present equipment. And when you’re in the market 
for new trucks, be sure to ask for this great new GM 

| “11E” Diesel—it’s the thriftiest on wheels! 
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Gains Reported 
In Consumption — 


Of Rubber in U.S. 
NE 


Ww YORK.— Consumption of | 
in the U. S. in March| 


Auto Personnel 





(Continued from Page 42) 


presidents and the promotion of 
two other executives. 

Robert E. Casner becomes sales 
vice-president of the Townsend 


the automotive division, William H. 
Shinn, assistant to the president, 
and Thomas D. Schmidt, sales 
manager of distributor products. 
S. A. Malthaner, formerly chief} ,.. ° ; 
engineer of the automotive divi-| division and ae = os ae an. 
sion, has been named director of |Site vice-president © cuco 
| g. Co., Townsend’s newly ac- 


engineering for all company prod-| quired operation at Fairview, N. J. 


—_— | William L. Nicolay succeeds Casner 
as Central division sales manager 
for the Townsend division in De- 
troit. William R. Wyckoff becomes 
q| Manager, technical sales depart- 
d ment, at Townsend’s home office in 
New Brighton, Pa. 


* + a 


new rubt 
totalled 102,994 long tons, compared 


with 100,941 during February, the 
Rubber Manufacturers Assn. re- 
ported. 

RMA said 65,637 long tons of| 
syntheti« rubber were used during} 
the month, compared with 64,230) 
in February. Natural-rubber con- 
sumption also rose during March, 
from 36,711 long tons in the pre-| 
ceding month to 37,357. | 











* * 


Moody, Colt Are Promoted 


|By Air Reduction Sales 

| N. F. Moody has been appointe 
Philadelphia district manager, an 
| H. F. Colt jr. succeeds him as| 
Boston district manager for Air 
| Reduction Sales Co. 








Reclaimed-rubber consumption in 
March was estimated at 19,750 long | 


tons, compared with 18,130 a month| Winner Receives Trip— 
earlier. Production of synthetic rub- | 





Goodrich Division Promotes 


ber in M h was put at 83,610 long Ed Fitzgerald, left, general manager, 
ae y : : Moody replaces E. B. Walker . . 
’ : Courte Chevrolet, Pho , Ariz., d y P 7c 4 a 
tons, up from 81,755 in February. Shel wd : ; emits MNEs O06) who is retiring. Colt formerly was Clark in Ol Company Sales 
Natural-rubber imports in the| >! Engel, assistant general manager, | ..istant district manager in Phila-| Grover C. Clark has been ap-| 


pointed manager of merchandising 
and oil company sales for the As- 
sociated Tires & Accessories divi- 
. sion of B. F. Goodrich Tire Co. 
Ups Two Other Executives Clark joined Goodrich in 1939 and 
Townsend Co. disclosed the ap-| became affiliated with Associated 
pointment of two new vice-| Tires & Accessories in 1946. For the 


radio station KRIZ, congratulate Yeoman 
Second Class and Mrs. 


first quarter totalled 140,097 long| 
tons, compared with 124,516 in the 
corresponding period of 1957, RMA| ,; in the “Gol . i 
reported. Synthetic output in the | “ners in the “Golden Opportunity Con 
first three months amounted to| ‘est The contest, sponsored by Courtesy 
268,081 long tons, compared with | Chevrolet and KRIZ, offered a trip to 
271,428 a year earlier. Bermuda as grand prize. 


| delphia. 
F. Sells, . = * 
Townsend Names 2 V-Ps, 


James 


Here’s how a “Jimmy” Diesel fits your truck 
Load Model Horsepower 
35-45,000 GCW 4-71E 140 gross HP @ 2100 RPM 
40-60,000GCW  4-71T* 171 gross HP @ 2300 RPM 
50-76,800 GCW 671E 210 gross HP @ 2100 RPM 
60,000 GCWandup 671T* 236 gross HP @ 2100 RPM 


Now — more than ever — it pays to standardize 
on GM Diesels—available in 1485 applications of 
power equipment built by more than 175 manu- 
facturers. Parts and Service Worldwide. 


DETROIT DIESEL 


Engine Division of General Motors, Detroit 28, Michigan 
In Canada: GENERAL MOTORS DIESEL LIMITED, London, Ontario 
Regional Offices: New York, Atlanta, Detroit, Chicago, Dallas, San Francisco Single Engines . . . 30 to 300 H.P. 


*New GM Turbopower Diesels—higher power with little increase in size or weight. 





Write for illustrated brochure, 


“A New Line of GM Diesel Truck Engines” 1e9ee-1958 


Multiple Units... Up to 893 H.P. 
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last year, he has been merchandis- 
ing manager. 
+ 


* * 
Ford Appoints Corbett 


Sales Manager in Dallas 


Walter J. Corbett has been named 
Dallas district sales manager for 
Ford division, He had served four 
years as Salt 
Lake City district 
manager. He suc- 
ceeds Joe B. 
Glass, who re- 
signed. 

Corbett joined 
Ford Motor Co. in 
1946 as a sales 
clerk in Salt Lake 





City. He was ap- 
pointed assistant 
district sales 
manager in 1952, 





W. J. Corbett 


| Western regional fleet sales man- 
|}ager in Richmond, Calif., in 1953, 


and regional used-car manager 


|later that year. He was named Salt 
| 


Lake City district sales manager 


in 1954. 
* ~ = 


Seiberling Shifts Yett 


Seiberling Rubber Co. has ap- 


| pointed D. A. Yett as supervisor 


of budget operations for the 
passenger-tire sales department, a 
newly created position. For the last 
| year, he had been a special repre- 
sentative in the firm’s oil-company 
sales department. 


= * = 
Lipton Named Manager 
Reflector Hardware Corp. has 


named Roland Lipton, formerly of 
the executive sales staff, to be man- 
ager of the firm’s subsidiary, Re- 
flector Hardware Corp. of Cali- 


fornia. 
= > * 


White of Canada’s Nave 


Is Appointed to New Post 


White Motor Co. has named 
Henry J. Nave, president of White 
|Motor Co. of Canada, Ltd. as 
executive vice- 
president with 
|headquarters in 
Cleveland. 

John N. Bau- 
| man, White pres- 
ident, said the 
new position is 
part of an overall 
realignment of 
management 
functions made 
necessary by 
growth of the 
company. Nave has been with 
White since 1950. 

> 





H. J. Nave 


Ford Promotes White 


Robert W. White has been ap- 
| pointed industrial relations man- 
|ager for Ford Motor Co.’s aircraft 
engine division in Chicago. He 
began his 20-year career with Ford 
|as an hourly-rated employe in the 


| Rouge steel mills, arborn. 
i > > > 





Seiberling Ups Drury 
James P. Drury has been ap- 
pointed superintendent of auto floor 
mat production at Sieberling 
Rubber Co., Akron. For the past 
seven years Drury has been pro- 
duction control manager of the 


company’s tire division. 
| * * * 


Remco Names Bomanz 


Remco, Inc., Zelienople, Penn., 
has appointed Carl J. Bomanz as its 
North Central states sales repre- 
sentative. Bomanz recently estab- 
lished C. J. Bomanz Sales Co. at 
709 S. Mitchell St. Arlington 
Heights, Ill. 


> * * 


Pates, Baxter Appointed 


Walter R. Pates has been named 
Northcentral representative by Re- 
flector Hardware Corp. Celus Bax- 
ter has been appointed Southwest 
and Central division representative. 





I 
MOTOR MASTER PRODUCTS CORP. 
BOX 96., DEFIANCE, OHIO 


1 UNDERSTAND | CAN MAKE MORE 


MONEY BY HANDLING THE FOLLOW- 


ING AUTOMOTIVE ITEMS. PLEASE 
SEND DETAILS. 
O GENUINE BLUE CROWN SPARK 
PLUGS. 
OMOTOR MASTER UNIVERSAL 
JOINT KITS. 
NAME 
STREET 
CITY & STATE 
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TIRE PRESSURE INDICATOR—Designed 
to save time both on the road and in the 
shop, plus control the problem of truck 
tire wear, the No-lo tire pressure indica- 
tors, are being marketed by the Frebonk 
Co., 711 W. Broadway, Glendale 4, Calif. 
These indicators, which screw on the valve 
stem of each tire, actually constitute 
miniature pressure gauges, is is said. 
Drops in air pressure are indicated auto- 
matically by the indicators when the red 
tip of a pressure control rod slides back 
into the valve where it cannot be seen. 
As long as the air is at a safe level, the 
red rod remains visible. The units are 
mode up in five-pound increments for 
truck tires (from 40-105 pounds), also are 
available for cars in two-pound increments 


(from 22-34 pounds). 
a 


Lightweight Cab Cooler 
Made by Onan for Trucks 


A self-powered and self-contained 
cab cooler with a casing of light- 
weight, weather-resistant Fiberglas 
reinforced plastic has been intro- 
duced by D. W. Onan & Sons, Inc., 
3628 University Ave., S. E., Minne- 
apolis 14, Minn. 


The unit, called the KAB Kooler, 
can be mounted on the roof of 
truck cabs, delivery trucks, com- 
mercial and passenger vehicles, 
mobile homes and road equipment 
with only minor installation work 
necessary, Onan said. An auxiliary 

> * > 


i 
| 
| 
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TRUCK NEW PR 


fuel tank for the 4.1 horsepower 
four-cycle engine can be mounted 
on top of the regular gasoline tank, 
the firm added. 


* * . 


Spark-Plug Tire Pump 


Is Announced by IH 


International Harvester Co., 180 
N. Michigan, Chicago 1, Ill, has 
announced a deluxe spark plug tire 
pump for tractors, trucks and cars 
that will fit any gasoline engine 
built since 1930. 


The pump has four spark-plug 
thread sizes and will pump up to 
105 pounds of air without harm to 
the engine. It has 16 feet of hose 
and a tire gauge with one-pound 
graduations. 


TRUCK BROCHURE—Engineering ideas 
and fabricating materials that are said to 
be revolutionizing today's concepts of | 
delivery truck body design ore presented 
in a publication available from the Boyer- 
town Auto Body Works, Inc., Third and| 
Walnut Sts., Boyertown, Poa. Boyertown 
covers the entire delivery vehicle picture | 
in its brochure. One of the most recent) 
developments covered in this 16-page, 
three-color publication is the Weightsover | 
merchandiser, a parcel delivery truck | 
fabricated of magnesium and fiberglass 


reinforced plastic. 
= © 


=~ 











DUMP BODY—A lightweight heavy-duty aluminum dump truck body announced by 
Anthony Co., Streator, lil., is said to feature a body and frame constructed of alumi- 
num alloy with excellent impact and abrasion resistance. In order to make the body 
as lightweight as possible, hoist subframe has been eliminated. As a result, body 
sills are deeper. The body is completely welded and rustproof, it is claimed. 


* * * 





SCHOOL COACH—Highlighting the 1958 Oneida Warrior school coach are said 
to be a series of selective innovations stressing driver safety, comfort and convenience. 
Engineers for the Oneida Products division, Henney Motor Company, Inc., Can- 
astota, N. Y., have developed these aids for school bus drivers: Crash rails that wrap 
around the body front for collision safety; a personalized cabinet and a rack at the 
driver's left; a redesigned instrument panel for immediate identification and finger- 
tip controls and added ventilation through air scoops and swing windows. For its 
transit-type Mono-Line, available on chassis of both forward control and rear engine 
design, Oneida is featuring new front-end styling. 





ae 


GEAR PUMP—Designed for low-volume, 
positive-displacement pumping of acids, 
alkalies and other corrosives, the Ace 
GKF gear pump feotures all-hard-rubber 
casing and gears, Kel-F bearings and 


| rubber-covered shaft. Discharge is said to 


be continuous, positive, and in direct 
proportion to speed. Complete with 
standard Y2-horsepower, 875 r.p.m. motor, 
the pump delivers approximately 12 
g.p.m. maximum, Maximum head is 120- 


feet (52 psi.). American Hard Rubber 
Co. Division, Amerace Corp., Ace Rd., 
Butler, N. J. 

= > « 





TOWING HOOK—A towing hook for 


| all late model trucks hos been designed | 


by the Forge & Fittings Division, H. K. 


ODUCTS 


Power Brake said the system ap- 
plies multiple-axle brakes in se- 
quence, starting with the axle 
farthest from the tractor, thus 
keeping the trailing vehicles lined 
up while the entire unit is brought 
to a safe stop. 
aa * = 


Lightweight Platform Unit 
|Offered by Brown Trailers 


A 35-foot platform trailer, which 
is said to weigh only 7,950 pounds, 
has been announced by Brown 
Trailers, Inc, Box 54, Spokane, 
Wash. 


Brown said the trailer can handle 
any legal load under all normal 
operating conditions. The strength 
and low weight are credited to the 
selection of aluminum and special 
high-strength steel alloys. 


* * * 





AIR BRAKE HOSE—The development 
of a truck air brake hose and easy-to- 
assemble segmented fittings has been an- 
nounced by Aeroquip Corp., 300 S. East 
St., Jackson, Mich. The hose is said to 
| meet the requirements covered in S.A.E. 
| Specification 40R2, and is manufactured 
in two types: 2550 Type “A” Hose, 
mandrel-made ond available in lengths 
up to 60 feet; 2570 Type “B" Hose, avail- 
able in coils up to 300 feet. Typical ap- 
plications for the hose include tractor- 
to-trailer lines, axle chamber lines and 
tractor service lines on buses, trucks, off- 
the-highway vehicles and military equip- 
ment, it is said. 


DUMP TRAILER—Lodestar Corp., Niles, 
O., has announced it hos designed ang 
is manufacturing a semi-frameless dump 
trailer of aluminum with a 3,000-pound 
extra payload advantage. The body is of 


| aluminum except for a steel latching 
| mechanism, bearings, bushings and pins, 
As an added feature, each bearing, bush. 
ing, and pin has a grease fitting. The 
lodestar semi-frameless dump trailer, jj. 
lustrated here, is 22 feet long, has @ 
26-cubic yard capacity, and weighs 8,900 
pounds. 





* * = 


Mott Develops Bod 


For Pallatized Loading 


Mott Body Manufacturers, Inc., 
Americus, Ga., has announced a 
body design for use in pallatized 
loading operations. In this type 
of loading, stacked items can be 
picked up by a mechanical fork 
life, thus saving time and labor. 

Mott said its body was designed 
to be used in storing and handl- 
ing cases of beer. The company 
said Better Brands, Inc., Colum- 
bus, Ga., had requested such a 
body and that Paul Head, Better 
Brands owner, had assisted in its 
design. 





Porter Co., Inc., Roselle, N. J. The hook | 
has been designed for mounting directly | 
under the frame of the truck. It can be 
mounted without cutting either into the| 


frame or the body, it is claimed. The 
undermount towing hook is forged of 
steel. It is relatively light in weight and 
strong enough to withstand the great 
shock required of a towing hook, it is 
said. 


i\ 


SLIDING REAR WINDOW — A sliding 
rear window, produced by Barber's Gloss 
| & Mfg. Co., 15 Harrison Ave., Box 588, 
Oklahoma City 1, Okla., is designed to 
allow the same glass area as stationary 








SIGNAL LAMP—Grote Mfg. Co., Belle 
vue, Ky., has marketed a series of com 
bination stop, tail and turn-signal lomps. 
The specially designed 4-inch bull's-eye 
and concentric circle lens is said to give 
full lighting protection regardless of the 
weather. Lamp body is 3-15/16 inches in 
diameter — heavy gauge, rust resisting 
steel, finished in baked enamel. The stain- 
less steel lens door is 4-% inches in dic- 
meter and single screw fastening permits 





| windows. It allows the driver to straighten 
| cables, operate levers, connect trailers 
without leaving the cab. The window is 
said to fit all trucks. | 


bulb replacement. The lamp is available 
with or without license illuminating lens 
and as a stud mounted or flush mounted 


unit. 
L * = > 





CLUTCHES—The 


DPB series of direct 
pressure, heavy-duty clutches, especially 
for truck, tractor, bus and industrial use, 
is in production by Lipe-Rollaway Corp., 
806 Emerson Ave., Syracuse, New York. 
A 12-inch single plate unit, the new dry 
disc clutch is rated for engines up to and 
including 300 foot pounds gross torque. 
Chrome silicon cylindrical type pressure 
springs, together with insulating washers 
under each spring, provide exceptional 
resistance to fade and maintain a more 
constant clutch torque capacity, it is said. 
Steel stamped cover is well ventilated to 
expel friction heat and dust. Internal 
clutch lever linkage is available. with 


optional needle bearing construction. 
$- 2 s 


Firm Says Braking System 


Curbs Truck Jackknifing 


Power Brake Equipment Co., 
1632 S.E. Eleventh Ave., Portland, 
Ore., announced it has developed a 
safety system that virtually elimi- 
nates truck and trailer jackknifing 
due to unequal air-brake applica- 
tion. It is known as the Williams 
Anti-Jackknife System. 

Using the venturi 





SERVICE BODY — Extensive improvements for added convenience and more eco- 
nomical maintenance in its model 9OOC service { uck body have been announced by 
Service Body division, Morrison Steel Products, Inc., 601 Amherst St., Buffalo, N. Y. 
Morrison paddle locks on all doors are serviceable in the field using only pliers; and 
combines one-hand operation with a safety-type catch which prevents a partly-closed 
door from opening accidentally, it is claimed. To facilitate rapid, economical collision 
repairs and replacements in the field, a bolted, sectional construction has been 
adopted which is said to combine accessibility with the strength and rigidity of 
welded construction. The six compartments are sized to take standardized packaging 
units; shelves of the front vertical compartments are adjustable, and left-hand hori- 
zontal compartments have tool trays with reinforced rolled edges, providing access 
with no sharp edges or corners. 
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Inquirer, of course. But baby’s moved by the 
eye-catching quality of this attractive front- 
page. Much effort and energy are devoted by 
the editors to provide a format that leads 
readers from page to page .. . from story to 


vertisements!) This distinguished format, new 
typography and excellent reproduction were fac- 
tors in the bestowal of a 1957 AYER AWARD 
on the first newspaper in Delaware Valley. Cer- 
tainly your advertising belongs in The Inquirer. 


The Philadelphia Inquirer 


Constructively Serving Delaware Valley, U. S. A. 


NEW YORK CHICAGO DETROIT 


SAN FRANCISCO LOS ANGELES 


Delaware Valley, U.S.A. —14 


county Retail Trading Area... 
home of 5,200,000 people... 
Philadelphia is the hub. 


access ROBERT T. DEVLIN, JR. epee J. LYNCH RICHARD I. KRUG FITZPATRICK ASSOCIATES FITZPATRICK ASSOCIATES 
342 Madison Ave. 0 N. Wacker Drive Penobscot Bidg. 155 Montgomery St. 3460 Wilshire Boulevard 
Murray Hill 2-5838 af 83-6270 Woodward 5-7260 Garfield 1-7946 Dunkirk 6-3557 
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60,000 Dauphines Is 58 Goal... 





Regional Sales Chiefs 


Appointed 


| a regional sales managers 
have been appointed by Renault, 
Inc., as part of the company’s ex- 
panding sales program. 

The new appointees have been 
assigned to specific areas in the 
U. S. where they will expedite Ren- 
ault sales policies and sales pro- 
motion activities, according to 
Jack C. Kent, national sales man- 

ager. 


Import The regional man- 

Car agers and their as- 
signed areas are: 

News William Cudlip, 


formerly a district 
manager for Chrysler, has been as- 
signed to New York, Connecticut, 


Maine, Massachusetts, New Hamp- | 


shire, Rhode Island, Vermont, New 
Jersey, Maryland, Pennsylvania, 
Washington, D. C., Delaware, North 
and South Carolina and West Vir- 
ginia. 

_ Richard T. Dill, 


























who was with’! 


by Renault 


Chrysler for seven years, will cover 
Texas, New Mexico, Kansas, Ne- 
braska, North and South Dakota, 
Colorado and Wyoming. 

James Quesenberry, who joins 
Renault after six years with 
Chrysler, will work in Florida, 


5 





William Cudlip 


Louisiana, Arkansas, Mississippi, 
Alabama, Georgia and Tennessee. 
Randolph Brown has been as- 
signed to Minnesota, Wisconsin, 


Steel 
frame, 
plifies mounting. 





TELESCOPIC 





hoist frame 
spreads dumping force, sim- 


Iowa, Illinois, Missouri, Indiana, 
Ohio, Michigan and Kentucky. 

Kent said the increased allocation 
of 60,000 Dauphines for sale in the 
U. S, for 1958 made it, necessary to 
add supervisory personnel to Ren- 
ault’s sales organization. 

“In 1957, we sold just under 30,- 
000 Renaults in this country. Dur- 
ing this same period we built our 
distributor and dealer network to 
15 distributors and more than 400 
dealers coast-to-coast,” Kent said. 

“Now it is time to provide com- 
petent supervisor so that our sales 
and sales promotion programs are 
solid and uniform throughout the 
country.” 

Declaring that Renault has 
placed its emphasis upon a 
quality dealer program, Kent said 
the prime function of the regional 
managers will be to see that 
Renault dealers have the ability, 
the desire, the knowledge and the 
facilities to properly service the 
consumer. 

Renault also announced that five 
teams of factory trained service- 
men have started a tour of the 
country to give courses in servic- 
ing the French-made cars to the 
company’s distributor and dealer 
service personnel. 

Traveling in a specially equipped 


H 


HOIST 











reinforces truck 


frame. 








large-diameter 


sure safely. 


without leaks. 


Rigid body subframe, wide hinges, 
hinge shaft provide 
dumping stability. 


Hard rubber wiper rings protect oil 
seal, chevron packing holds oil pres- 


Manganese bronze bearings reduce 
wear, prevent galling and seizing. 


SAE 37° flare fittings couple easily, 
withstand high operating pressures 









Cheaper 









No wiper rings, 
be damaged by scoring of unpro- 
tected cylinder. 


bearing material 
hoist efficiency, increases wear. 


Pipe thread fittings, 
pressure seal, hard to couple without 
distorting pump and other parts. 


You can buy a Heil telescopic hoist 


Renault station wagon, each two- 
man team will give 10 courses of 
five days each within its assigned 
territory. All Renault service per- 





R. Brown 


J. Quesenberry 


sonnel will 


service clinics within 2% 


Renault general manager. 
To illustrate the emphasis Ren- 


ault has placed on service, Valode | 


pointed out these highlights of 
Renault policy: Each dealer is re-| 
quested to maintain a three-month | 
supply of parts as minimum in- 
ventory; Renault’s service policy of | 
a six-month warranty on parts and 
labor and two free inspections is) 
being rigidly enforced, and a cen- 
tral parts depot is in operation | 


aE 


TELESCOPIC HOIST 





TELESCOPIC 


HOISTS 


No hoist frame, heavy strain on truck 


Unstable in off-level dumping because 
of twisting stresses in frame members. 


“O"-ring seals can 


reduces 


difficult high- 


Cylinder mountings allow strain to 
bear on extended cylinder joints. 





— with matching dump body — for any 


truck chassis. Designed in the Heil quality tradition, they're 


the best values in the truck equipment industry. Specify Heil-engineered 


equipment on your next truck —~ one unit or a fleet. 


THE HEIL co. 






Chane 
ae. hi 


MILWAUKEE 1, WISCONSIN 


DUMP BODIES and HOISTS 


have attended these} 
months, | 
according to Robert E, Valode, | 





maintaining $1 million parts jp. 


ventory. 
* * + 


Simca 

—— automobile production 

is up 20 percent this year, Pay 
Laville, Simca export manager, re. 
ported during a visit to the U.§ 
Sales in France and abroad are 
moving well for all car manufac. 
turers, he said. 

Laville came to America to super. 
vise the establishment of new Simca 
facilities in Jersey City and Sap 
Francisco, which will be used for 
parts storage and the training of 
sales and service personnel for 
dealers and distributors. 

He said Simca plans to export 
18,000 cars to the U. S. this year, 
which will be a 30 percent in- 
crease over 1957, “We’re not going 
to sell more cars than We can 
adequately service,” he main- 
tained. 

Laville said Simca manufactured 
|}about 200,000 vehicles last year. 
|This figure is expected to grow 
| markedly within the next few years 
because of new production facili- 
ties. 

In 1947 Laville, a 25-year veteran 
| of Simca, originated the export 
program which has doubled over- 
| seas sales every three years. Last 
|}year Simca sold 50,000 cars in 8 
| foreign countries, aided by the 
| company’s assembly plants in Aus- 
| tralia, Ireland, The Netherlands 
|}and Sweden. 

= 


+ * 
Vauxhall 
1957 loss of $3,177,283, com- 
< pared with a 1956 profit of 


| $2,616, 440, was reported by Vaux- 
hall Motors, GM’s British subsidi- 
ary. 

Vauxhall said the loss was due 
partly to heavy production costs 
on new models and party to higher 
fixed charged rising from a $1008 
million expansion program. Pro- 
duction and sales were higher than 
ever in 1957, Vauxhall said. 

= = * 


Mercedes-Benz 


74 percent increase since the 

first of the year in sales of 
Mercedes - Benz cars, distributed 
and sold through Studebaker- 
Packard dealers, was announced 
last week by Harold E. Churchill, 
president, Studebaker - Packard 
Corp. 

Sales of Mercedes-Benz sedans, 
sports cars and convertibles rose 
from 460 in December to 803 in 
March, Churchill said. 

He noted that the increases have 
been progressive, with an 18 per- 
cent increase in January over De- 
cember; a 22 percent increase in 
February over January and a 20 
percent plus increase in March 
over February. 

> > > 


Volkswagen 


yas NORDHOFF, managing 
director, announced that Volks- 
wagen is considering further ex- 
pansion of production capacity to 
meet the “steadily increasing de- 
mand.” 

A converted locomotive factory 
in Kassel, Germany, is expected to 
be put into operation July 1 and 
a new assembly plant in Australia 
is due to be completed by the end 
of the year, he said. 

Plants at Wolfsburg, Hannover 
and Brunswick, Germany, are turn- 
—— 2,200 cars a day, Nordhoff 
said. 





* * * 


SAAB 


A SAAB 93B, owned and driven by 

Joe Dodge, Orangeburg, N. Y., 
won the New York Athletic Club’s 
semi-annual automobile slalom, held 
on Travers Island, N. Y. 

In Marlboro, Md., George E. Par- 
sons, driving a SAAB-engined Ban- 
dini sports racing car, emerged as 
class winner in the Sports Car Club 
of America’s first national races of 
the 1958 season. 

+ ~ * 


Hillman-Sunbeam 


ENRY HENKEL, Western sales 
manager for Hillman and Sun- 
beam, represented the United King- 
dom last week at the eighth annual 
International Management Confer- 
ence at the San Marcos Hotel, 
Phoenix, Ariz. 
He addressed the meeting, spon- 
sored by the Phoenix Personnel 


Management Conference Assn., 0D | 


“Employe Relations, Philosophies 
and Practices in Great Britain.” 
(Continued on Page 47, Col. 1) 
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Import Car News 





(Continued from Page 46) 


ting was attended by more 


The mee"! 
than 300 Western management ex- 
ecutives. o£ -@ 

M-E-L 


ONALD T. ELLIS has been 

named assistant imported-car 
sales manager for M-E-L division. 
He joined Ford Motor Co, in 1952 
as product planning assistant and 
became product planning manager 
for Mercury in 1955. 

Ellis also served in the distribu- 
tion-planning and manufacturing- 
planning departments of Willys. He 
was fleet and truck sales manager 
for Willys in 1950-51. 

= * * 
Triumph 

RIUMPH DISTRIBUTORS, 

INC., 870 N. Clark, Chicago, has 
been appointed Midwest distributor 
for Standard-Triumph Motor Co., 
according to Alan F’.. Bethell, pres- 
ident. 

The new distributor has one of 
the largest installations in the 
Triumph organization. The Chi- 
cago showroom contains 39,324 

feet of display and service 
and is abutted by a paved 
parking lot of 11,280 square feet. 

Tom Gerald is president of Tri- 
umph Distributors, and Donald 
Ross, formerly manager of a large 
Pontiac dealership, is vice-president 
and general manager. Ernest Geisel 
is vice-president and treasurer, and 
Albert R. Hansen is secretary. 

The company will be responsible 
for dealer organization and the 
coordination of sales activities in 
Illinois, Minnesota, Iowa and Wis- 
consin, Gerald indicated that pres- 
ent plans call for rapid expansion 
of the dealer network in the area. 
“We expect to have more than 
twice as many dealers by mid- 
summer,” he said. " 
> 


Peugeot 


= first 10 distributors have 
been appointed for the Peugeot 
in the U. S., it was announced by 
Francois de Peyrecave, president 
of Peugeot, Inc., N. Y. 

Auto Imports, Ltd., Hempstead, 
Long Island, will cover all of Long 
Island and Connecticut, with the 
exception of western Connecticut. 

Empire Aircraft Sales Corp., 
Spring Valley, N. Y., will cover 
New York, New Jersey and west- 
ern Connecticut. 

Foreign Motor Sales, Harrisburg, 
Pa., will cover Pennsylvania, Mary- 
land, Delaware and Washington, 
D.C. 

Eastern Auto Distributors, Nor- 
folk, Va., will cover Virginia, West 
Virginia, North and South Caro- 
lina. 


North West, Inc., Seattle, will 
cover Washington, Oregon, Idaho 
and Montana. 

Sterling Motors, Inc., Dallas, will 
cover New Mexico, Oklahoma and 
Texas. 

Jarrard Motors, Pensacola, Fia., 
will cover Arkansas, Tennessee, 
Louisiana, Mississippi, Alabama, 
Georgia and Northern Florida. 

Imported Motors of Florida, Fort 
Lauderdale, will cover all of Florida 
except the counties of Becambia, 
Hillsborough, Pinellas, Manatee, 
Sarasota and the city of Orlando. 

John Green Corp., Los Angeles, 
will cover California, Nevada, Utah 
and Arizona. 

Universal Motor Co., Ltd., Hono- 
lulu, will cover the Hawaiian 


Islands. 
” 
Borgwar 


T#= station-wagon trend appar- 

ently is spreading to imported 
cars, according to Peter F. Dube, 
President, Fergus Imported Cars, 
Inc., of N. ¥., importers and East- 
em distributors of the German- 
made Borgward. 

He said station wagons ac- 
counted for an unexpectedly large 
Percentage of the 62 Borgward 
Sales made the first four days at 
the International Automobile Show 
in New York. 

Dube said the same features 
which have made American station 
Wagons popular — roominess and 
Versatility — are influencing sales 
of the Borgward model. 

e reason why it has taken 
this long for the general trend to 
Wagons to manifest itself in the 
foreign-car field has been the size 


* * 


of imported models, Dube said. The 
past emphasis on compactness has 
precluded the design of a truly 
functional foreign-made wagon, he 
added. 

The Borgward wagon may ac- 
count for over 50 percent of all 
Borgward sales in the next year, 
Dube said. 

Dube also announced that a 
coast-to-coast network of 450 Borg- 
ward dealers has been established 
in the two years since the Borg- 
ward was introduced to the Ameri- 
can market. 

The Borgward is now in first 
place in sales in the medium-priced 
field of all imported German cars, 
he added, and current expecta- 
tions are that the dealer network 
will be expanded to over 1,000 by 
early 1959. 


Auto Union 


UTO UNION, which has been | 
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Corp., reportedly is planning to 
market a small car that will retail 
for $952. 

The merger was effected by 
Friedrich Flick, who controls 37% 
percent of Daimler-Benz. He was 
jailed by the Nuremberg war 
crimes tribunal in 1947 and was 
released in 1950. 

The merged companies have a 
combined annual turnover of al- 
most $924 million, compared with 
Volkswagen’s 1957 turnover of 
about $819 million. 

A spokesman said the merger 
was effected in preparation for 
competition within the European 
common market. 
= = 


U.S. Rubber Announces 


13-Inch Tire for Imports 


DETROIT. — A 13-inch tire for 
the foreign-car market has been 
introduced by U.S. Rubber Co. It 
is called the U.S. Royal Safety 
8 and will fit 13 foreign-built 
models. The company also an- 
nounced two new 15-inch tire sizes 
for 14 other models of imported 
cars. 


Both the 13-inch and 15-inch 


*% merged with Daimler-Benz|tires are of four-ply, rayon con- 








struction and are of first-line or 
original-equipment quality. They 
are available in tubeless and tubed 
form, with or without a two-inch 
white sidewall. 

The new tires will fit English and 
German Fords, Metropolitan, Tri- 
umph, Austin, Borgward, Holden, 
Mercedes-Benz, Opel, DKW, Hill- 
man, Lancia, MG, Morris, Singer, 
Sunbeam Rapier, Vauxhall, Volks- 
wagen, Wolseley, Volvo and Wart- 
burg. 

U.S. Rubber also manufacturers 
larger-sized tires for such luxury 
imports as Ferrari, Rolls-Royce, 
Aston-Martin, Daimler, Jaguar and 
Bentley. 


+ * * 


Boston Import Show 


Slated for October 
BOSTON. — The second arnual 








English Diesel— 


This compact four-cylinder diesel engine 
that is said to combine the advantages of 


| diesel economy and power with the gaso- 


International Foreign Car Show ||ine engine's speed and fiexibility has 
has been scheduled for Oct. 13-19 | heen announced by F. Perkins, Lid., Peter- 


in the Mechanics Exposition Build- 
ing here. 

Special events will include auto- 
racing films, 
door prizes. Details are available 
from the show office, 250 Boylston, 
Suite 302, Boston 16. 





borough, England. The “Four 99," weigh- 
ing 320 pounds, develops 43 b.h.p. at 
4,000 r.p.m. for cars and 42 b.h.p at 3,600 


a stage show and/r.p.m. for vans and trucks. It is offered 


with special conversion engine kits to 
replace gasoline engines in English cars 
and trucks. 


Socony Mobil can help boost your 
service absorption in many important ways! 





How much of your overhead does 
your service department pay for? 
Socony Mobil can help you increase 
that amount. Here’s how: 


equipment . 


car you sell. 


We can advise you how to set up 


and operate an efficient lubrication de- 
partment. Sometimes a simple change 
can speed up job turnover . . . increase 


volume. 


We're ready to give you the benefit 
of years of merchandising experience 
... Suggest sales tips . . . give you vital 
retailing information that can change 
labor and parts sales figures from red 


to black. 


And, of course, there’s our lubrica- 
tion training program. We'll instruct 


@ You get America’s top sellers .. . 
Mobilgas, Mobiloil, Mobiloil Special! 


your personnel. 


@ You get the benefit of merchandising 
and lubrication knowledge unsurpassed 
in the petroleum industry. 


your men on the most up-to-date 
. . show them proper 
lubrication techniques on the make of 


Here’s why it’s good business 
fo do business with Socony Mobil 


@ You get the help of experienced men 
to help you boost service absorption. 


@ Yet get expert on-the-job training for 


Another reason you’re Miles Ahead with Mobil 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 





Mobil means 
business... more 
business for you! 





48 





AUTOMOTIVE NEWS, MAY 5, 1958 


The Man Behind the Wheel .. . 





Sales Testing the New Models 


Eprror’s Note: This is another 
in a series of articles which 
will report factual results of road 
testing new models. The goal is 
to develop sales ideas that may 
be put to use by dealers and 
salesmen. Articles will be written 
with the idea that dealers, sales 
managers and salesmen may 
want to show them to their pros- 
pects, since the material origi- 
nates from an impartial source. 
The car below was tested for 
2,000 miles over seven days. 

* x * 
By L. H. Houck 


Travelling Correspondent 


_— can’t get much of an argu- 
ment when you say the 1958 
DeSoto is an exciting automobile, 
superbly styled, with a lithe look of 
“forward motion” which has been 
efficiently publicized as the “for- 
ward look” in modern automobiles. 

But the 1958 Fireflite four-door 
Sportsman hardtop which the 
Chrysler Corp. gave me for a 
two-week road test proved to 
have a lot more than looks, It 

had the performance and con- 
venience of controls and acces- 
sories that gives a quick “at- 
home” feel. 

This car was equipped with two 
accessories that have strong sell- 
ing points for the owner who has 
to drive in all kinds of weather. 
These two options are the gasoline 
heater and the Sure-Grip differen- 
tial. 

This heater starts at the turn of 
a knob and will melt ice off the 
windshield in three minutes or less. 
Coupled with a rear-window blower, 
a car can be cleared in just a few 
minutes even when it has been 
standing out all night in zero 
weather. The windows are clear 
long before the engine has warmed 


Now... 


| was no opportunity to try the Sure- 


sufficiently to permit the conven-| Grip differential in snow. 


tional heater to heat the interior. 
* + * 


S LUCK would have it, I had 
pleasant weather except for 
rain for the DeSoto trip, and there 


Car Tested: 
DeSOTO 


Model: Fireflite four-door hard- 
top. 

Engine: V-8, OHV, hydraulic 
valve lifters; bore, 4.125 inches; 
stroke, 3.375 inches. Displace- 
ment, 361 cubic inches. Compres- 
sion ratio, 10 to 1. Premium fuel 
required. 

Carburetor: AFB four - barrel 
downdraft. Stepup rods, pistons 
and springs are accessible for 
service without removing the air 
horn or carburetor from the en- 
gine, and primary and secondary 
venturi assemblies are replaceable. 

Transmission: TorqueFlite —a 
three-speed fully automatic trans- 
mission, hydraulically actuated, 
combines torque converter with 
planetary gears. 

Accessories: Gasoline heater, 
rear-glass defroster blower, tinted 
glass, power steering and brakes, 
six-way electric seat, power win- 
dows, radio, Sure-Grip differen- 
tial. 

Suspension and frame: Frame— 
welded, double channel, box- 
section side rails, lateral cross 
members. Rear springs — semi- 
elliptic, 2% inches wide, 60 inches 
long, with six leaves and rubber 
bushings. Front suspension—tor- 
sion bar. Wheelbase, 126 inches; 
tread, 59.7 inches. 








a profit-building 
ANTHONY 
LIFT GATE 


Over 60 combinations of models, platform sizes and types... 
with lifting capacities up to 4000 lbs. Now more than ever, 
your nearby AntHony distributor can help you supply the 
right Lift Gate for every customer need! 

Yes, and the right AntHony Lift Gate can help you close 
more sales. For no other make of equipment gives you so 


many “plus” sales features. 


For example: * UP to 50% lighter weight of ANTHONY gates 
gives your truck maximum payload advantage * Utmost sim- 
plicity: just one cylinder, one lever for all gate operations ¢ 
Unmatched safety: AntTHony “Safetymatic” control insures 
extra safety for men and materials * Longer service life: 
exclusive new Road-shock Arrester eliminates up and down 
movement of lift arms and platform when truck is in tran- 


sit; eliminates rattle, reduces wear. 

FREE: 1958 Lift Gate Catalog shows all sizes and models... illus- 
trates why ANTHONY is the number one choice of America’s 
top national fleets. This colorful new catalog is yours on re- 
quest. For your free copy, see your ANTHoNy distributor or 


write us direct. 


rN 


ANTHONY 











DUMP TRAILERS 





I was tempted to drop the back | 
wheels down in a convenient road-| 
side mudhole but resisted the im-| 
pulse, not because I was afraid it} 
wouldn’t pull out but because I just} 
couldn’t bring myself to muddy up| 
this pretty car unnecessarily. 


I checked with those who used A 
this differential during the win- |'DeSoto Weathers the Storm 


ter and found that, as I had sur- 
mised, it provided traction much 
superior to the conventional dif- 
ferential. 

As everyone knows, this type of | 
rear axle delivers torque to the 
wheel that has the traction. For| 
example, when a conventional | 
wheel spins on ice or mud, this} 
differential transfers the power to 
the wheel which isn’t spinning and | 
usually this makes getting out of 
such a spot child's play. 

So to paraphrase the cliche about | 
whom you would like to be cast 
upon a desert island with, this is| 
certainly a car that anyone would | 
like to be caught out in a snow- 
storm with. I think I would push 
these two options to all suburb- 
anites who drive to work because 
it would certainly be an excellent 
form of insurance. 

= . = 


TorqueFlite Transmission 


1. excellent performing Torque- 
Flite transmission is different 
from most automatic transmissions 
in that it does not have a “park” | 
button. 

Since there is no park position, 
there is no danger of damaging 
the transmission by placing it in 
that position before the car has 
stopped rolling. This helps make 
TorqueFlite virtually foolproof as 








HEAVY. Up to 2000 and 3000 Ibs. 
of lifting capacity. For trucks 

1% tons and heavier, semi-trailers 

of any size. Anthony Models 145, 245. 


ANTHONY COMPANY /streator, Illinois 


&' de ch 


DUMP HOISTS 





TRUCK-CRANE 








After a day's run in steady rain, there were no leaks and no seepage around the 


| windows or in the trunk of this DeSoto Fireflite hardtop, said L. H. Houck, Automotive 
| News travelling correspondent, who piloted the car on a two-week test run 


"Per. 


formance and road-holding ability in rain and on wet roads were superb,"’ Houck said, 


* od * 

far as driver damage is concerned. 

As a matter of fact, the buttons 
may be pressed at any time re- 
gardiess of the speed at which 
the car is travelling and no dam- | 
age will be done. The effect de- 
sired from pressing the button 
may not take place at once, but 
there will be no damage to the 
transmission. 

For instance, you could press the | 
No. 1 button, which is designed to 


| keep the transmission in first gear, | 


while travelling at 70 m.p.h with- 
out damage to transmission or 


|engine. The transmission, however, | 


will not shift to low until the speed 


|}is reduced to below 33 m.p.h. 


In lieu of a parking gear in the 
transmission, an easy - to - operate 
and efficient hand brake is pro-| 
vided. It is a T-handle type brake 


| which operates a seven-inch inter- 


nal expanding brake on the drive-| 
shaft and is located in the rear end 
of the automatic transmission. 
Pulling it straight out applies the 
brake; turning handle to left and 
releasing, lets it off. A red bullseye 





+ * * 


warning signal warns when 


hand brake is on. 
* + = 


Smooth Shifting 


TARTING is accomplished by 

turning the key and pushing 
the central “N” or neutral button, 
The three buttons used most, R, 
N and D are aligned across the top. 

Incidentally, the R (reverse) is 
to be pushed when the car is 
stopped or moving slower than 5 
m.p.h. But if you push it while mov- 
ing faster than 10 m.p.h., it auto 
matically shifts to neutral. 

I found the transmission ex- 
ceptionally smooth in its hydrau- 
lic shifting. For those technically 
inclined, TorqueFlite combines a 
torque converter and an auto- 
matic three-speed planetary gear- 
box. The torque converter ex- 
tends torque multiplication over 
a wide range of engine speeds. 

The transmission consists of two 
multiple-disk clutches, an overrun- 
ning or sprag clutch, two bands 
and two planetary gear sets to pro- 
vide three forward ratios and a 
reverse ratio. 

The buttons are mechanical and 
are virtually trouble free. Band 
adjusting screws are located out- 
side the transmission case and are 
readily accessible. 

The buttons are located to the 


the 


| extreme left of the steering wheel, 


LIGHT (new). up to 800 ths. 

of lifting capacity. Installs on 

any Yton, %-ton or 1-ton pickup 
chassis with express, utility or delivery 
type body. Anthony “Express-O-Lift.” 





= . | 


EXTRA HEAVY. 

4000 Ibs. of lifting capacity. For trucks 
1% tons and heavier and semi-trailers 
of any size. Anthony Model 146. 


Up to 


MEDIUM. up to 

1200 Ibs. of lifting 
capacity. For any %-ton, 
1-ton or larger truck with 
stake, van or utility body. 
Anthony Model 144. 


1752-56 Baker St. 





LIFT GATE our 


| snap, 


and it’s almost impossible for a 
child in the back seat to lean over 
and push one when Daddy isn't 
looking. This is a good safety fea- 
ture. TorqueFlite is standard equip- 
ment on Fireflite models; optional 
on Firedomes and Firesweeps. 
> > > 


DeSoto’s °58 V-8 


To 1958 engine incorporates 

many new features. For in- 
stance, the distributor has been 
moved to the front of the engine 
for easier servicing, Other changes 
from previous power plants include 
in-line overhead valves, wedge 
shaped combustion chamber, full- 
length water iackets, rigid crank- 
shaft, series-flow cooling system 
and an externally mounted roto- 
type oil pump and full-flow oil 
filter. 

The new power piant is actu- 
ally lighter than previous en- 
gines, but the stiffness and rigid- 
ity have been increased. Com- 
pression ratio is 10 to 1, and the 
beefy crankshaft is well adapted 
to handle the pressures. 

You probably know that these 
modern over-square high- 
compression engines which operate 
so efficiently and so quietly have to 
have these characteristics built into 
them. Periodic and necessary tune- 
ups will restore an engine to its 
peak operating condition, but its 
quietness and general reli- 
ability come from its design and 


| from the location of the necessary 


“beef.” 

This makes the crankshaft of 
even greater importance than it 
was in the older style engines— 
and it was plenty important, there, 
too. The crankshaft in the DeSoto 
V-8 is a fully counterbalanced hunk 
of high-grade steel with five main 
bearings of steel-backed babbit. 

The journal diameter is 2% 
inches. Crankpin diameters—that’s 
where the connecting rods work— 
are 2% inches. Thrust of the crank- 
shaft is taken by the No, 3 main 
bearing. Taking the thrust with 
other than end bearings has a lot 
to do with keeping down oil leaks 
at the seals. 

Connecting rods are drop 
forged “I”-beam type with steel- 
backed babbit bearings, weigh- 

(Continued on Page 50, Col. 1) 
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E-Z-I° 3-WAY MIRROR 
a Glare-free, single image vision for night driving 














Headlights are distinct, yet glare- 
wy free with this amazing front-surface Not just two positions, but three! 
ing E-Z-I mirror. You can judge the t23 
distance of cars behind you more (1) DAYTIME, you get a sharp, soothing yellow-green image. 
accurately. No guessing, no blinding! (2) NIGHT IN CITY, you filter out low-beam headlight glare. 
Safer because it’s optically better— (3) NIGHT ON HIGHWAY, you de-glare “brights” behind you. 


you see only one image in a front- E-Z-I mirrors are standard equipment on top-line Buick 
surface mirror. models—available in Buick accessory departments. 


These front-surface mirrors 
eliminate ghost images! 


NO BLURRED REFLECTIONS...JUST ONE SHARP, CLEAN IMAGE 


CROMIR® OUTSIDE MIRROR 
Better, single image vision 
for clear or rainy weather 








Cromir’s chromium alloy front surface stays clearer in wet weather 


= because moisture droplets run off, won’t cling. Cromir provides clean, 
‘e sharp, single images with no ghosts, no blurs. It’s guaranteed for as long 
‘ts as the first owner keeps the car. Available from manufacturers of 


eli- outside mirrors. 


. These mirrors are sold only through new car dealers. 


LIBBEY - OWENS - FORD 
a Great Name in Glaso 
LIBERTY MIRROR DIVISION, Brackenridge, Penna. 


Tune In THE PERRY MASON SHOW, Saturday Nights, CBS-TV Network 
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(Continued from Page 48) j 
| 


ing 28.6 ounces each without the 
bearing shells. 

Here are some of the things re- 
flected in actual use of the engine 
during the road test: It was ex- 
ceptionally responsive with power 
to spare for every occasion and 
exceptionally quiet—-and easy on 
the gas because it uses only two 
barrels of the four-barrel carbure- 
tor until you start cruising above 
60 m.p.h. or make quick and exces- 


sive demands. 
* = * 





Torsion-Aire Ride 


M* FIRST experience with 
Torsion- Aire ride was all 
favorable. 
Torsion-Aire was introduced in 
1957 and retained in 1958 because) 
of the fine record which this new 
form of suspension turned in, 
Technically the front suspension | 
system consists of right and left 
torsion rods, two sets of upper and 


lower control arms, four ball joints 
and two struts. A means of man- 
ually adjusting the car height level 
is incorporated in the system. Vir- 
tually all of it is cradled in rubber. 


Here are some of the advan- 
tages which are quickly apparent 
to the owner: There is no lean 
on curves. The DeSoto corners 
flat like a sports car with total 
absence of annoying lean and 
sway. Service is simple, fast and 
inexpensive. 

When you’ combine ball joints in 
the front, and extended, time-tested 
and reliable leaf springs in the 
rear with improved Oriflow shock 
absorbers and wide-tread, low- 
pressure tires all around, you have 
a ride that is incredibly soft, 
smooth and well-behaved under all 
road and traffic conditions. 

Ease of handling rivals many 
famous sports cars—no nose dive 
from sudden brake applications, no 
squat on starts and no breakaway 


on curves. These are the things) 





that need to be experienced by the| # 


driver behind the wheel for full 
appreciation. 
= > = 


Full Power Steering 


- power steering is called 
constant-control or full power 
steering because it is fully powered | 
with a return to center arrange- 
ment which gives a feel of the road. | 
This was my first experience) 
with this type of power steering 
and I was warned that I might 
have a tendency to oversteer. | 
Whether it is due to a natural dis- | 
inclination to work, from which I 
have suffered since childhood, or 
just plain laziness, I found that I 
did not oversteer and that I was 
content to let power do the work 
while I went along for the ride. 

Driving with this power steer- 
ing is a very satisfying experi- 
ence. 

Some of the technical details may 
be appropriate. It uses a slipper- 
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Sturdy Hoses— 


tanks 
brake system are connected by sturdy 
hoses. A reserve tank provides for several 
brake applications even if the motor is 
stopped. 


Vacuum for DeSoto’s power- 


= ae + 
type power steering hydraulic pump 
which is a constant-displacement 
type, bracket-mounted to the 


| water-pump housing. For essential 


purposes a constant-displacement 
pump means a pressure without 
pulsations or variations in volume 
and pressure. Recirculation of oil 
flow from rotor outlet to rotor inlet 


r 


In 1958 . . . G-E Ads like these will help sell more headlamps 
in pairs .. . more rear lights and aiming jobs, too! 


The reader is asked to look at his own headlamps in daylight for darkened 
reflectors, blackened bulbs and moisture droplets inside the lens. He will be 
told; how to see better by having a pair of new G-E @t-2éeiie Headlamps 


installed . . . and properly aimed. 


In addition, the reader will be told; how to be seen by replacing burned 


out rear lights with General Electric Automotive Bulbs. 


Take advantage of G.E.’s big 1958 advertising program . . . be sure you 
watch for deteriorated or burned out head- ee 

lamps and rear lights . . . and sell aiming jobs, 
too. Order an ample supply of G-E 2e-Zéaitie 
Headlamps and get G-E small bulbs in the new 
Space-Saver Packs. General Electric Company, 
Stemvalnen Department AW-58, Nela °% 


Cleveland 12, 


hio. 


Progress ls Our Most Important Product 


GENERAL @ ELECTRIC 





ALL HEADLAMPS ARE NOT ALIKE! 


G-E QU Béelie Headlamps have 3 important features 


G-E Aim-Right Gizmoes 


are molded in the lens. They 


hug the surface... 
they're smooth. Aiming is 
easier and more accurate. 
Shield is attached to a 
separate rod. It doesn’t touch 

the lead-in wires, providi 

a more secure grip an 
greater positioning accuracy. 
Retaining rings always fit 
LO Wadi 


and 


tightly. In G-E 
Headlamps the glass lens 
and reflector are fused to- 





gether, the thickness around 
the entire rim is uniform. 


(is a separate key for the 





| 


| 


{ 
| 
i 
{ 
' 


' 


| parked on hills. 





an 
reduces the amount of engine 
horsepower necessary to di ive the 
pump. 

The complete full-time ~ teering 
by power consists of the h) draulie 
pressure pump, a power stee 
gear and connecting hoses. The 
power steering is convenient fo 
service. It uses the conventiong 
steering linkage and the system 
requires no more care than a cop. 
ventional system. 

* + * 


Interesting Highlights 


—_ have been map lights 
ever since we’ve had road maps 
but the map light with separate 
switch over the glove box is 4 
dandy—so handy for the co-pilot, 

DeSoto is generously fitted with 
aluminum and stainless steel. Much 
of the exterior molding is stainlegs 

DeSoto keys are aluminum. There 
trunk 
which can be latched locked or 
unlocked. To lock, turn key one 
quarter turn to right; to unlock, 
one-quarter turn to left and push 
button in. 

Air cleaner is dry-type requiring 
cleaning of air cartridge by remoy- 
ing and tapping to let the dust fal] 
out at 5,000-mile periods and re 
placement at 15,000 miles. 

Interesting to owners and pros- 
pective buyers are the many 
points which do not require lubri- 
cation. These points include fan- 
belt idler pulley, carburetor link- 
age, rear springs, brake and 
clutch pedals and linkage, starter 
bearings, accelerator pedal, rear- 
wheel bearings, upper and lower 
control-arm bearings, steering- 
gear arm pivot, idler-arm pivots 
and water pump. 

DeSoto brakes, the stopping as- 
sembly on each wheel, whether 
power or manual, are called 
constant-contact brakes, They use 
two cylinders and are devised to 
apply all of the lining to the drum 
equally which, according to statis- 
tics, has increased brake-lining life 
200 percent. 

The internal expanding type hand 
brake is located on the end of the 
automatic transmission and is op- 
erated through a cable. This is a 
husky, full sized seven-inch brake 
that really holds the car even when 
Being fully en- 
closed, it is not subject to the 


| vagaries of weather and mud. Eas- 
| ily adjusted, this brake should have 


| ings. 





an extra long life between relin- 


Driving and trying out this new 
1958 DeSoto is recommended for 
all who use and like automobiles. 








Stylish Latches— 


DeSoto'’s door latches 


“work as good 
as they look and they certainly dress 
up an already sporty interior,’ reports 
L. H. Houck, Automotive News test driver. 


Trio Sought 
In Bogus-Check 


Auction Racket 


ROCK ISLAND, Ill.—Three men 
are being sought in Illinois on 
charges that they bilked auto auc- 
tions of $189,000 in a few weeks 
time, 

The sheriff of Rock Island County 
said the men bought cars at auc- 
tions with worthless checks, then 
rushed them to other auctions and 
sold them, pocketing the cash. 

The racket was operated in Rock 
Island, Moline, Silvis, Springfield, 
Bloomington, Peoria, Decatur and 
Lincoln, the sheriff said. 

Named in the warrants were 
James B. Kelly, Louis Lurie and 
“John Doe.” They described them- 
selves at auctions as operating 
Sabre Motor Co., Peoria, which | 
went out of business in March. 














Blue Coral dealers know how to inspire customer good 
faith and loyalty. They also know how important it is, 
especially today, to keep their customers coming back 


... confidently ... 


Nothing impresses your customer more than the miracle 
of a Blue Coral Treatment . . . for here is visual proof of 
quality. Nothing gives him a greater sense of pride and 
absolute assurance of value received . . . He'll reward 
you with the kind of loyalty and good faith that has 
always been and will always be the foundation of 


success. 


H. D. T. COMPANY FACTORS, INC. Creators of the Blue Coral Treatment 








Be ges eee eee ged 


wn A QUARTER 6, 


© —H.D.T, COMPANY FACTORS, INC 


WHITE PLAINS, NEW YORK 








sed., $2,636; 4-dr. 
hardtop, $2, 744; conyv., $3,041; 4-dr, 2-seat 
stat. wag., $3,145; 4-dr. 2-seat hardtop 
stat. wag., $3,261. Century—4-dr. sed., $3,- 
316; 4-dr. hardtop, $3,436; 2-dr. hardtop, 
$3,368; conv., $3,680; 4-dr, 2-seat hardtop 
stat. wag., $3.831, ‘Super—4-dr. hardtop, 
$3,789; 2-dr. hardtop, $3,644. Roadmaster 75 
—4-dr, hardtop, $4,667; 2-dr, hardtop, $4,- 
557; conv., $4,680. Limited—4-dr. ae 
$5,112; 2-dr. hardtop, $5,002; canv., $5,1 
(Variable-pitch Dynafiow standard ‘on — 
tury and Super; Flght-pitch Dynfiow 
standard on Roadmaster 75 and Limited. 
steering standard on Super, Road- 
master 75 and Limited. Power brakes 
standard on Roadmaster 75 and Limited.) 


CADILLAC — Series 62 — 4-dr. hardtop, 


U.S. to Compile 
Figures on Output 
Of Truck Bodies 


WASHINGTON .—Production fig- 
ures on truck bodies by body type 
will be compiled in composite form 
under supervision of the Automo- 
tive & Transportation Equipment 
division, Business and Defense 
Services Administration, according 
to George R. Davis, director. 

He said the gathering and com- 
pilation of figures will be com- 
pleted in these three steps: 

1. Survival-items report covering 
truck-body production for 1957. Re- 
port forms are scheduled for mail- 
ing to industry members Apr. 15, 
Davis reported. Truck bodies are 
one of the items on the list of 
products considered vital for sur- 
vival under post-attack conditions. 

2. Census of body manufacturers. 
This will cover 1958 output and the 
report is scheduled for release early 
next year, Davis added. 

3. Quarterly reports, starting in 
1959, under supervision of the 
Automotive & Transportation 
Equipment division, with joint 
sponsorship by the Truck Body & 
Equipment Assn. 

Davis said completed report 
forms must be returned by the 
manufacturer to the Census Bu- 
reau within 30 days after receipt. 
The figures will be compiled by the 
Census Bureau. 

These body types will be covered 
in the reports: Stake and platform, 
pickup, dump, utility—service and 
line construction; utility — repair; 
tank—petroleum; tank—others in- 
cluding street flushing; refuse and 
garbage—packer type; vans—back 
of cab; vans—back of cab, refrig- 
— panel delivery and school 
us. 








| 529.50; 2-dr. sed., $2,448.75; 





| $2,373.72; 
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Current Prices on U. S. Cars 


$4,891; 4-dr. extended-deck hardtop, $5,- 
079; 2-dr. hardtop, $4,784; conv., 454; 
Sedan de Ville 4-dr, hardtop, $5,497; Coupe 
de Ville 2-dr. hardtop, $5,251. Eldorado— 
Seville 2-dr. hardtop, $7,500; Biarritz conv., 
$7,500; Brougham 4-dr. hardtop, $13,074. 
Sixty Special—4-dr. hardtop, $6, Series 
75—8-pass. sed., $8,460; 8-pass. limousine, 
$8,675. (Hydra-Matic, power steering, 
power brakes standard on all models.) 


CHEVROLET — (Prices are for six- 
cylinder models. For V-8s, add $107.) Del- 
ray—4-dr. sed., $2,155; 2-dr. sed., $2,101; 
2-dr. util. sed., $2,013, Biseayne — 4-dr. 
sed., $2,290; 2-dr. sed., $2,236. Bel Air— 
4-dr. sed., $2,440; 2-dr, sed., $2,386; 4-dr. 
hardtop, $2,511; 2-dr. hardtop, $2,447; 2-dr. 
Impala hardtop, $2,586; Impala conv., $2,- 
734, Station Wagons—2-dr. 2-seat Yeoman, 
$2,413; 4-dr, 2-seat Yeoman, $2,467; 4-dr. 
2-seat Brookwood, $2,571; 4-dr. 3-seat 
Brookwood, $2,678; 4-dr. 2-seat Nomad, 
$2,728. Corvette — hardtop cpe. or conv. 
(V-8 std.), $3,631. 


CHRYSLER — Windsor —4-dr. sed., $3,- 
129; 4-dr. hardtop, $3,279; 2-dr. hardtop, 
$3,214; 4-dr. 2-seat stat. wag., $3,616; 4- 
dr. 3-seat stat. wag., $3,803. 
4-dr. sed., $3,818; 4-dr. hardtop, $3,955; 
2-dr. hardtop, $3,878. New Yorker—4-dr. 
sed., $4,295; 4-dr, hardtop, $4,403.50; 2-dr. 
hardtop, $4,346.50; conv., $4,760.50; 4-dr. 
2-seat stat. wag., $4,868; 4-dr. 3-seat stat. 
wag., $5,083, 300-D—2-dr. hardtop, $5,173; 
conv., $5,603. (TorqueFlite and power steer- 
ing standard on Saratoga, New Yorker and 
300-D. Power brakes standard on 300-D.) 


CONTINENTAL—4-dr. sed., $6,072; 4- 
dr. hardtop, $6,072; 2-dr. hardtop, $5,825; 
conv., $6,283. (Turbeo- . power steer- 
ing, power brakes standard on all models.) 


DeSOTO — Firesweep — 4-dr. sed., $2,- 
818.50; 4-dr. hardtop, $2,953; 2-dr. hard- 
top, $2,889.50; conv., $3,218.50: 4-dr. 2- 
seat stat. wag., $3,266; 4-dr. 3-seat stat. 
wag., $3,408. Firedome—4-dr. sed., $3,085; 
4-dr. hardtop, $3,234.50; 2-dr. hardtop, $3,- 
177.50; conv., $3,488.50. Firefiite — 4-dr. 
sed., $3,582.50; 4-dr. hardtop, $3,731; 2-dr. 
hardtop, $3,675; conv., $3,972; 4-dr. 2-seat 
stat, wag., $4,030; 4-dr. 3-seat stat. wag., 
$4.172. Adventurer—2-dr. hardtop, $4,071; 
conv., $4,369. (TorqueFlite standard on 
Firefiite and Adventurer. Power brakes 
standard on Adventurer.) 


DODGE — Coronet Six—4-dr. sed., $2,- 
2-dr. hardtop, 
$2,571.50. Coronet V-8—4-dr. sed., $2,637; 
2-dr. sed., $2,556.25; 4-dr. hardtop, $2,764; 
2-dr. hardtop, $2,679; conv., $2,941.50. 

-dr. sed., $2,797; 4-dr. hardtop, 
$2,915.25; 2-dr. hardtop, $2,854. Custom 
Royal—4-dr. sed., $3,030; 4-dr. hardtop, 
$3,142; 2-dr. hardtop, $3,071; conv., $3,298. 
Regal 2-dr., hardtop, $3,245.25. 
Station Wagons—2-dr. 2-seat Suburban, 
$2,970.25; 4-dr., 2-seat Sierra, $3,034.75; 
4-dr, 3-seat Sierra, $3,176.25; 4-dr. 2-seat 
Custom Sierra, $3,212.25; 4-dr. 3-seat Cus- 
tom Sierra, $3,354.25. 


EDSEL—Ranger—4-dr. sed., $2,592; 2- 
dr. sed., $2,519; 4-dr. hardtop, $2,678; 





2-dr. hardtop, $2,593, Paeer—4-dr 
$2,735; 4-dr. hardtop, $2,863; 2-dr. = 
top, a ar Corsatr—4-dr. 


hardtop, ones. 
-dr. Sadan $3,615; 2-dr. hard- 
top, $3,535; conv., $3,801. Station Wagons 
re 2-dr. "2-seat, $2,876. 
4-dr, 


2-seat, $2,933; 4-dr. 3-seat, $2,990. 
-dr, 2-seat, $3,190; 4-dr. 3- 
seat, $3,247. (Automatic transmission 


FORD — (Prices are for six-cylinder 
models. For V-Ss add: $107 for station 
wagons, Fairlane sedans and Fairlane 500 
sedans and hardtops; $123 for Fairlane 
hardtops; $137 for Custom 300.) Custom 
300—4-dr. sed., $2,109; 2-dr. sed., $2,055; 
business sed., 
$2,275; 2-dr. = $2,221; 4-dr. 
— 73; 2-dr. hardtop, ’ 

Inne 500-—4-dr. sed., $2,427.72; 2-dr. sed 


standard on Corsair and Citation.) 
| 
sea. | 


4-dr. hardtop, $2,498.72; 


hardtop, $2,434.72; 
tractable hardtop 
162.69. 


conv., 
(V-8 
Station Wagons 
Ranch Wagon, $2,396.76; 2-dr. 


$2,649.88 ; 
standard), 


Rio Ranch Wagon, $2,503.24; 


Ranch Wagon, 
Country Sedan, 
Country Sedan, 


standard). 


IMPERIAL — Imperial — 4-dr. 
$4,945; 2-dr. 
$4,838.50. Crown—4-dr. sed., $5,632; 4-dr. 
hardtop, 
-—4-dr, sed., 


945; 4-dr, hardtop, 
hardtop, 
conv., 


968.50; 


$5,632; 
4-dr. 


ard on all models.) 


LINCOLN—Capri—4-dr. sed., 
dr. hardtop, $4,951; 2-dr. hardtop, $4,803. 
Premie $5,565; 4-dr. hardtop, 
(Turbo-Drive, 
brakes standard on 


re—4-dr, sed 


$5,565; 2-dr, hardtop, $5,318. 
power steering, power 


all models.) 


MERCURY—Medalist—4-dr. sed., $2,617; 
$2,547. Monterey—4- dr, 
sed., $2,652; 4-dr. 
hardtop, $2, 769; conv., 
$3,236; 
hardtop, 
$3,536; Turnpike Cruiser 4-dr. 
Turnpike 
Park Lane—4 
hardtop, $3,867; 


2-dr. sed., 
$2,721; 2- ar, 
$2,840; 2-dr. 
081. Montelair—4-dr. 
hardtop, $3,365; 
conv., 
hardtop, $3,577; 
hardtop, $3,498. 
top, $3,944; 2-dr. 


2-dr. 

$5,758.50. LeBaron 
hardtop, $5,968.50. 
Flite, power steering, power brakes stand- 


sed., 
2-dr. 


$2,450.76; 
$2,557.24; 
$2,664.24; 
Country Squire, $2,793.90. Thunderbird — | 
2-dr. hardtop (4-passenger), 


2-dr. 


4-dr, 

4-dr, 
4-dr,. 
4-dr., 


Cruiser 
-dr. 


$3,630.85 (V-8 


sed., 


hardtop, 


(Torque- 


$4,951; 


2-seat 
2-seat Del 
2-seat 
2-seat 
3-seat 
3-seat 


$5,388 ; 


sed., 
hardtop, 


* 4-dr. 
'$3,284; 


2-dr. 
hard- 
conv., 





$4,118. Station Wagons—2-dr, 2-seat Com- 
muter, $3,035; 4-dr. 2-seat Commuter, 
$3,105; 4-dr, 3-seat Commuter, $3,201; 2-dr. 
2-seat Voyager, $3,535; 4-dr. 2-seat Voya- 
ger, $3,635; 4-dr. 2-seat Colony Park, 
$3,775. (Multi-Drive Mere-0-Matic, power 
steering, power brakes standard on Park 
Lane; Mere-O-Matie standard on Montclair, 
Voyager and Colony Park.) 


OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,837; 2-dr. sed., $2,772; 4-dr. hardtop, 
$2,971; 2-dr. hardtop, $2,893; conv., $3,- 
221; 4-dr, 2-seat stat. wag., $3,284; 4-dr. 
2-seat hardtop stat. wag., $3,395. Super 88 
—4-dr, sed., $3,112; 4-dr. hardtop, $3,339; 
2-dr, hardtop, $3,262; conv., $3,529; 4-dr. 
2-seat hardtop stat. wag., $3,623. Series 98 
—4-dr. sed., $3,824; 4-dr. hardtop, $4,096; 
2-dr. hardtop, $4,020; conv., $4,300. Jet- 
away Hydra-Matic, power steering, power 
brakes standard on Series 98.) 


PACKARD — 4-dr. sed., $3,212; 2-dr. 
hardtop, $3,262; 4-dr. 2-seat stat. wag., 
$3,384. Hawk-— 2-dr. hardtop, $3,995. 


(Flightomatic and power brakes are stand- 
ard on all models.) 


PLYMOUTH—(Prices are for six-cylinder 
models. For V-8s, add $107.) -dr. 
ged., $2,169; 2-dr, sed., $2,117.50; bus. cpe., 
$2,028.25. Savoy—4-dr. sed., $2,304.75; 2- 
dr. sed., $2,254.25; 4-dr. hardtop, §$2,- 
399.50; 2-dr. hardtop, $2,328.50, Belvedere 
—4-dr. sed., $2,439.75; 2-dr. sed., $2,388.50; 
4-dr. hardtop, $2,527.50; 2-dr. hardtop, $2,- 
456.50; conv, (V-8 std.), $2,762. Fury— 











<a 


2-dr. hardtop (V-8 std.), $3,066.50, 
tion Wagons (Suburbans)—2- dr, 2-seat De. 
luxe, $2,431.50; 4-dr. 2-seat Deluxe, gp 
485.50; 2-dr. 2-seat Custom, $2,553.35. 
4-dr. 2-seat Custom, $2,607; 4-dr 3. 
Custom, $2,747; 4-dr. 2-seat Sport, 2. 
759.75; 4-dr. 3-seat Sport, $2,899.75, 


PONTIAC—Chieftain—4-dr, sed., $2,633, 
2-dr. sed., $2,573; 4-dr. hardtop, $2,792: 
2-dr. hardtop, $2,707; conv., $3,019; 4.q, 
2-seat stat. wag., $3,019; 4-dr, 3-seat stat 


wag., $3,088. Super Chief—4- dr. sed., §2, 
834; 4-dr. hardtop, $2,961; 2-dr. hardtop, 
$2,880. Star Chief—4-dr. sed., $3 071; 4 


dr, hardtop, $3,210; 2-dr. hardtop 
4-dr. 2-seat stat, wag., $3,350. B: onneville 
—2-dr. hardtop, $3, 481: conv., $3,536, 


RAMBLER — American — Deluxe 2-ar 
sed., $1,789; Super 2-dr. sed., $1,974 
Deluxe Six—4-dr. sed., $2,047. Super Six— 
4-dr, sed., $2,212; 4- ‘dr, hardtop, $2,287. 
4-dr. 2-seat stat, wag., $2, 506. Custom Sik 


$3,122; 


—4-dr. sed., $2,327; 4-dr. 2-sent stat 
wag., $2,621. Rebel V-8—Super — 4-4; 
sed., $2,342; 4-dr. 2-seat stat. w ag., §2 
636. Custom — 4-dr. sed., $2,457; 4-dr 
hardtop, $2,532; 4-dr. 2-seat stat. wag, 


$2,751. Ambassador — Super — 4-<ir. sed, 
$2,587; 4-dr. 2-seat stat. wag., $2,881, Cus. 
tom—4-dr. sed., $2,732; 4-dr. hardtop, $2. 
822; 4-dr. 2-seat stat. wag., $3,026; 4-dr, 
2-seat hardtop stat. wag., $3,116. 


STUDEBAKER—Scotsman 6—4-<r., sad. 
$1,874; 2-dr. sed., $1,795; 2-dr, 2-seat stat 
wag., $2,055. Champion 6 — 4-dr. sed, 
$2,253; 2-dr. sed., $2,189. Commander V4 
—4-dr. sed., $2,378; 2-dr, hardtop, $2,493: 
4-dr. 2-seat’ Provincial stat. wag., $2,644, 
President V-8—Classic 4-dr. sed., $2,639: 
2-dr. hardtop, $2,695. Hawks—Silver Hawk 
6 cpe., $2,219; Silver Hawk V-8 cpe., $2. 
352; ‘Golden Hawk V-8 2-dr. 
$3,252. (Overdrive standard on Golden 
Hawk. Heater standard on Seoteman. ) 
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20 States Previously "58 18; 6271| 132) 1933) 4998{ 1324) 2518 30? 120; 356 

Reported for March ‘57 20} 8267) «117 1356] 7843) _—«1701| ~—2650 407) 236 ‘e4| oe * teoke 
Alabama 58) 448 7 285 114 ny | 2h 13, 3CCTS 
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Arkansas "58 319) 30 199) 43) 70 4 Wy 3 ‘5. C<(‘ Qw:é<a;f 
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District of Columbia "58! | * 1 6 ] | it} 3 1 3) 9 m7 
57) | 56 | 10 57 _ BI 4 Se 7; sist 

Florida 58) 775 14 “Ce 4) 217 ee ee 
57) 978; —i4] 120} az} 9S] 22} 5] iG 55 aS 88 

Maine ‘ss 4 2 1s te 4“ 66 I 4 4 2% «Ol 
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Nevada ‘ss 32) 6| 52 | 14 | 2 I 7 1 
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Oklahoma 58) | 3 i ay 312! 6) 110 7 3 ? s|)0ClCiO 
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Rhode Island “58 | 37) 6) oa} 5 20 i 4 Ty 3) Oo 
57) a 5) 30) 13 23 3 1 5 | 9 il 

Tennessee 58) 62! 2 7 472) 134) 194 te 8) is | 2), WR 
57) 667 4 106 557, 167) ~—«155| 0 8} 13 17 _7\_ im 

35 States Reported 58) 24| 10669 166| 1853|  -8772| 2335; +3925 Sul 193 601; 830) 1204) 31088 
To Date for March "57 2B} 14032 169| 2277) 13813| 3118) 4233 630 376 med | 983) 693) 41083 
Year ’ 137| 45203 610) 7692) 37433 ore 17850! «2037 A 3532) S025) 132587 
To Date 57] 116| 5762! 730| 9478| 45353) 13394) 18541] 2512) 1664 a7 4658; 2962) 16020! 


“The information contained in this report has been compiled 
exercised to insure accuracy of this re 
R, L. Polk & Co. cannot assume any 





from official 





state documents. Every reasonable precaution hes bees 
rt to the extent of the registrations received | and tabulated at the time the report is published. 
iability by reason of inaccuracies or omissions."’—R. 


L. Polk & Co. 
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The 1957 figures for Nash and Hudson are included in the Rambler total. The 1957 figures for Continental are included in the Lincoln total. 
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‘57 | 64! 64| 60/ 14 4l 101.» 301], S57] «931 12! 172| 1115} 255 65 870} 217 181| 1588 6! 52| 58 31| 3373 

Nevada 58) 12) 4 16| 19) 5) 15 _ 75; +14 164 16 12! 32 224) a 3%! ~=«-220 40 “4 3% 1 5 6 soi 995 

57/ 5) i | Se 4| 16] 34 52) ‘121 211 18| 48 277| 24 = 75 66; 431 2 Wl 13 47| 8% 

Ohio "58 692) 74, 766) 359 78; 390, 999| 2433) 4259, 6617; 238 188 1075; alis| 1768 , | 6e21| 1969) 1555) 12855 22). 228 += 250| +1180) 27428 

‘57 556| 46 602) 8i9| 251 882) 2183 — 8622) 9772 21 2009; 12012| 3384 one 25931 2435} 17316 60| 350 410| 538) 39500 

Oklahoma 58) a 12 18! 43 7 40) a 525| 1262 29) 28) 140; 1459) +345) ~«4140| 348{ —«328) ~—-2804| 1 37) 38 205; 5212 

‘57 | 85 2 87} —-70)—S 102 1057} 1792 36) 322} 2150) 418] ~—*128 S68 448 339|—-2901| 7 59| 66 89| 6350 

Rhode Island 58] al 5 86! 27| 7 * = ef ‘aI 244, «382 | 8 12] 30; -432)——S—«CS3 | H 307) 92) 43; «542 I nl 12; 15t| 1467 

'57| 5! 5) 56| 33] i 30| 65 182 321| 396| 121 43 451} 104} 36 325 122/ 76| 663 7 12 19 95| 1605 

Tennessee 58) 197) 27|—«224 79| 14) 74) +213; +651) 1031) 1686 59) 22] 231 1998) 554 150; 2190) 559) 353! 3806 3] 57 60 317) 7436 

‘57 | al o 149} 25| «136 399 998| 1707) 2613 31| 467| 3111 88! 134! 2695] 638] 566) 4914! 7! 95 102 51| 10006 

32 States Reported 58) = 7695| 3125) 710| 2686) 6523) 16742| 31786| 48501) wa 1469) 7182) 59093| 13623) 6180; 59541| 15477| 11962| 106783; 173| 1720) 1893) 10903) 219153 

For March 57] Lee 5795| 6088 LC 6289| 14043] 33246] 61496] 74027] 1948] 15057} 91032| 23719 eee — a 18173|_137716| 475] _—«3075|—«-3550| +5499 305088 

Year "58| 24952) ‘11 nt 26723 = 11652 ae a 136247| 200069} 10528) 7086 27825| 245508| 62259! ; zy yee 52154! 467053; 684) 8143! 8827! 49307! 933665 

To Date 57} 18906| ~—_-1523| 20429 6477| 23163| 50837] 117769 Pr100| 293153 | 8309 54837| 356299| 9203! 3 273586 83079 67387| 545616] 1374] 12386] 13760) 239291181133 

“The information contained in this re report has been compiled from official state documents. Every sossanable tabulated at the time the report is published. R. L. Polk & Co. cannot assume any liability by reason of 
precaution has been exercised to insure accuracy of this report to the extent of the registrations received and inaccuracies or omissions."'"—R. L, Polk & Co, 






























When you sell ’e 


SUNOCO 
CUSTOM-BLENDING 


New... 

thriftier way 

to buy gas 

keeps your customers 
happier with 

the cars you sell! 


If you’re in the business of selling cars, the way 
those cars run is vital to your success. 


No one knows better than you how much a gas 
mileage complaint, or an engine knock “beef” 
can hurt your customer relations. 


And, in many cases there’s nothing you can do 
about it for the simple reason that the customer 
is buying the wrong gasoline. 


For this kind of problem, Sunoco is an easy 
answer. This new gasoline system. . . Custom- 
Blending assures every motorist ... every one 
of your customers .. . the precise octane his 
particular car needs for peak performance at 
the lowest possible cost per mile. 


Sunoco’s miracle pump custom-blends six dif- 








tell ’em about 








yr 


ferent gasolines ... all top quality .. . six differ- 
ent octane strengths to precisely fit any car! 
There’s never been an easier way to eliminate 
all of the customer complaints that are due to 
insufficient octane or excessive gasoline costs. 
Recommend Sunoco’s Custom-Blending to your 
customers! You’ll be certain of each car getting 
the right octane it needs at the right price. 


© 1958, SUN OIL COMPANY 









CUSTOM-BLENDED AT THE PUMP 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News He Auction — 











A : 9 
f 9 0 9 
4 3 3) fi1 : 6 
9 9 : 1) 4 P 9 
8 2 0 8 8 8 5 
7 o 8 9 8s B? 7 
7 8 1 g g 
4 5 6 re ;. 2 4 
2 4 0 3 1 2 7 7 
Ae 5 
1 
we 
ss 'S "6 =°S7 "56 '57 "s "66 °57 "56 °S7 "s6 °S7 "ST °S8 "57 °58 "57 °58 "57 7°58 
Apr. May June a _ Sept. Oct. Nov. to Jan, Feb. March Apr. 
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Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tion last week declined $2 to $969, 
according to Automotive News’ 
index. 

The average, however, was still 
above the level established two 
weeks earlier. 

By individual model, the price 
of ‘4s and ‘52s remained un- 
changed from the previous week, 
while ‘55s went up $5 and '5is 
advanced $1. 

Other models sustained mini- 
mal losses amounting to $2 on 
"Sés and ‘57s, $3 on '53s and $17 
on "58s. 


At a group of representative 
auctions last week, the average 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 








| 





Figures alongside bars represent dollars. 


drive, and (ps) indicates power 
steering. 
© * * 


VALDOSTA, GA. 


Tom Hewitt Auto Auction. Sale every 
Friday, Prices are for sale of Apr. 25. 
We had the best sale of the year to- 
day. It was “‘red hot.”’ There were lots 
of buyers and sellers here. The weather 
was beautiful and there was plenty of 
activity going on. 
BUIOK—'58 Special 4-dr. 
(ps). 
"ST Special Riviera, $1,850° (ps). 
"56 coupe, $1,335° (ps). 
CADILLAC—'58 (62) coupe, $4,800° (ps). 
CHEVROLET—'57 Bel Air Hardtop, $1,- 
650°, $1,575, $1,500°; Two-ten 4-dr., 


$1,235°. 

"56 Two-ten 2-dr., $890; 4-dr., $860. 

"SS Bel Air 2-dr., $725; Two-ten sedan, 
$775*, $735. 

"54 Corvette, $950°; Two-ten Delray 
coupe, $560; Bel Air coupe, $500. 

"S3 2-dr., $280; 4-dr., $115. 


"52 4-dr., 

"51 2-dr.. $300; 4-dr., “ $100. 

"SO 2-dr., $200°; Hardtop, $190; 
$180; station wagon, $165°. 


"49 2-dr., $160. 
DeSOTO—'55 Firedome 4-dr., 


$1,005° (ps), 
$1,000. 
DODGE—'5ST Royal $1,645° (ps), 
$1,640°. 
FORD—'5S Fairlane (8) Hardtop, $2,240*, 
$2,100°*; Custom 4-dr.. $1,925°. 
Fairlane 


Riviera, $2,600*° 


4-dr., 


coupe, 


(8) 500 4-dr. 
445° (ps); 2-dr., $1,420°; conv., 
650° (ps); Custom 300 4-dr., $1, "200° ; 
2-dr., $1,100. 


i 
| 





*56 Country sedan, $1,275; Fairlane Vic- 
toria, $1,200* (ps); conv., $1,050; 
Ranch Wagon, $1,060*%; Custom 2-dr., 


$685; Main 4-dr., $675. 

'55 Fairlane (8) sedan, $860*; 4-dr., 
$600*; Ranch Wagon, $650; Main 2- 
dr., $565. 

"53 Custom 2- dr., $305; station wagon, 
$300. 

"52 2-dr., $330, $260. 

"51 coupe, $350; 2-dr., $310. 

50 2-dr., $125. 

HUDSON—'S4 4-dr., $635. 


MERCURY—’'57 Monterey coupe, $1,725* 
(ps). 
‘55 Montclair Hardtop, $1,175*; 
wagon, $1,100°. 
"54 Custom 4-dr., 
OLDSMOBILE—'56 
coupe, $1,250°. 
"52 4-dr., $170°*. 
PLYMOUTH—'58 Belvedere Hardtop, $2,- 
150° (ps). 
"57 Savoy 4-dr., $1,140*. 
"56 Savoy 4-dr., $700; 
Plaza 4-dr., $615. 
"55 4-dr., $400. 
"53 2-dr., $300, $245. 
"35 2-dr., $155. 
PONTIAC—’'57 Chieftain Hardtop, $1,775*; 


$225. 


(88) 4-dr., $1,460°; 


2-dr., $700°*; 


Star Chief Hardtop, $1,650° (ps). 
"56 Chieftain 4-dr., $1,200°*. 
"55 Chieftain 4-dr., $835°. 
"54 Hardtop, $700*° (ps). 
"53 Catalina, $400°; 4-dr., $300°*. 


STUDEBAKER—'58 Silver Hawk coupe, 
$1,925°. 
"56 Commander 4-dr., 
"54 Champion 4-dr., 
"52 2-dr., $150. 


$950°. 
$395°. 


MISCELLANEOUS — ‘58 English For 4d, | 
Vauxhall Victor, $1,410. 


$975; 


station | 


(Copyright, 1958, by Automotive News) 


’57 Volkswagen, $1,350; Renault 4-dr., 





'55 Dodge pickup, $475. 

’51 GMC pickup, $205. 

Greater Chicago Auto Auction. Sale 
every Thursday. Prices are for sale of 
Apr. 24. 

Sold 294 cars from 416 consignments. 
BUICK—’58 Limited coupe, $3,700* (ps). 

’57 Century 4-dr., $1,875*; Special Rivi- 
era, $1,750° (ps). 

’56 Special Estate Wagon, $1,500*; Rivi- 
era, $1,385*, $1,340*; RM 4-dr., $1,- 

| 305* (ps), $1,240° (ps). 

55 Century Riviera, $1,050*, $980*; 
Special 4-dr., $875*. 

'54 Super Riviera, $770*, $695* (ps); 
Special 4-dr., $560°; Riviera, $545°*; 
Century 4-dr., $540*. 

‘53 Super Riviera, $525*, $220*. 

"51 Special 4-dr., $290*. 

CADILLAC—’58 (62) 4-dr., $5,050* (ps). 

"57 (62) coupe, $3,575* (ps). 

"56 (62) coupe de Ville, $2,550*° (ps), 
$2,220° (ps), $2,150* (ps); conv., $2,- 
200° (ps); (60) 4-dr., $2,050*° (ps). 

'55 (62) coupe de Ville, $1,745* (ps), 
$1,595° (ps); 4-dr., $1,675* (ps). 

*54 (62) coupe de Ville, $1,590° (ps), 

$1,465* (ps); conv., $1,580* (ps); 
on $1,550° (ps), $1,410*, $1,300° 
+52 Pteo) 4-dr., $700° (ps), $255°. 
CHEVROLET—'58 Impala (8) conv., $2,- 
350° (ps); Biscayne (8) 2-dr., $i, 765° 
(ps). 

"57 Bel Air (8) conv., $1,830° (ps); 

' coupe, $1,700* (ps), $1,610°; One-fifty 


a 
(6) 2-dr., $1,325; Two-ten (%) 2a 
$1,270*; 4-dr., $1,245. = 
"56 Bel Air (8) coupe, $1,420)"; 4.4, 
$1,205*, $1,135*; conv., $1,205*; “4 
ten (6) sedan, $1,175*; 4-dr $1,025, 
$945; Two-ten (8) 4-dr., $999, $975: 
2-dr., $985, $950, $945, $940 
’55 Bel Air Sport coupe, $1,165* $1, 140°, 
$1,135%, $865%; 4-dr., $1,000°, $999: 
2-dr., $875*, $850°. 
'54 Bel Air Sport coupe, $875°, $860* 
$840*, $675*; 4-dr., $550. ; 
"53 Bel Air 2-dr., $420; 4-dr.. $375 
$330". : 
CHRYSLER—’53 NY 4-dr., $290*: Wina. 
sor 4-dr., $250*. 
DeSOTO—’58 Firedome Sportsman, $2,859» 
(ps). 
’56 (8) station wagon, $1,380* (ps), 


DODGE—’55 Coronet Lancer, $1,030* (pg), 


’53 Meadowbrook 2-dr., $480; Coronet 
2-dr., $255. 

FORD—’58 Fairlane (8) 500 Victoria, $2. 
125°. 

’57 Thunderbird, $2,600*; Country ge. 
dan, $1,775*; Fairlane (8) 500 Vie. 
toria, $1,700*, $1,660*, $1,440°*. $1,375; 
4-dr., $1,615; Ranch Wagon, $1,470+. 
Fairlane (8) 4-dr., $1,230, $1,080; 
Custom 300 2-dr., $1,360*; » $1- 
250, $1,175. 

’56 Fairlane Victoria, $1,210*, $1,155*, 
$1,110*, $1,105* (ps), $935*; cony., 
$1,130* (ps); 4-dr., $1,115*; 2-dr, 
$875*; Country sedan, $1,075* (ps): 
Custom coupe, $1,095*, $1,085*, $859; 
4-dr., $945°*, $775; 2-dr., $910 

*55 Country sedan, $1,095*, $750; Ranch 
Wagon, $1,010%; Custom (8) 2-dr,, 
$500. 

’54 Crest conv., $810*%, $800*, $700*; 
Custom (8) 4-dr., $455*%, $450; 2-dr, 
$450*; Ranch Wagon, $385; Main 2. 
dr., $260. 

"53 Crest 2-dr., $390° (ps); Main 2-dr., 
$260, $250. 

HUDSON—’54 Hornet (6) 4-dr., $290*, 
IMPERIAL—’56 2-dr., $2,000* (ps). 
KAISER—'53 Manhattan sedan, $275*. 
LINCOLN—’'56 Capri coupe, $1,510* (ps), 

"55 Capri 4-dr., $875°*. 

"53 Capri 4-dr., $300*. 


MERCURY —’57 4-dr. station wagon, $2. 
200* (ps). 

"55 Monterey coupe, $1,005*; Montclair 
conv., $995* (ps); 4-dr., $950* (ps), 
$940° (ps); Custom 2-dr., $475, $450* 

"54 Monterey coupe, $755*; 4-dr. $430*; 
2-dr., $290°; Custom 4-dr., $280*, 

"53 Monterey coupe, $310*; Custom 4 
dr., $260. 

NASH —'54 Ambassador 4-dr., $690*; 
Statesman 4-dr., $490*. 

OLDSMOBILE—’57 (88) Holiday, $1,900* 
(ps); 4-dr., $1,800°; (98) 4-dr. $1. 
875° (ps); (88) Super 4-dr., $1,720*, 
$1,675*. 

"56 (98) Holiday, $1,600* (ps). 

"55 (88) Super Holiday, $1,270* (ps), 
$1,245* (ps), $1,230° (ps), $1,220° 
(ps); (98) Holiday, $1,160*, $1,.055*. 

"54 (98) 4-dr., $725° (ps). 

"53 (88) 2-dr., $655°; (98) 4-dr.. $595* 
(ps), $280° (ps), $270*°; (S88) Super 
2-dr., $545°*. 

PACKARD—'57 Clipper 4-dr., $1,700*. 


PLYMOUTH—'58 Savoy (8) 4-dr., $1,840*. 
"57 Fury (8) coupe, $2,175* (ps): Bel- 
(Continued on Page 55, Col. 1) 














DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 


Auction Every Friday at 12:00 Noon 
We Issue Auction Checks and Titles Are 
Guaranteed by Empire Auction Insurance 

Agency 








CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our |2th year 
of continuous operation. 


11:00 A.M. 








Warehouse Point, Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues. 11 
A.M. Dealer-owned. Dealers only. 


Crossroads 
- where they meet... buyers 
and sellers . . . new and used car 


dealers. They meet at the dealer auc- 


tions of the nation . . . and on the 
pages of Automotive News. 

You will reach both groups through 
an ad in Automotive News. 








FLORIDA 
IT'S NEW!! 


West Palm Auto Auction 
Auctioneer: Cari Marker—Nation's Best 


SALE DAY: 
memaeney, MAY 12th—i2:00 NOON 


a modern building 


Huge parking area 
Paim Beach Fair and Speedway Grounds 
(You must have title to enter) 


MICHIGAN 


AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just /. mile from Detroit City Limits 


MELVINDALE, MICHIGAN 


INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 





GRAND RAPIDS AUCTIONS, INC. 
On M2i—One 1 aie wat f Greate, 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col, W. E. “Bill Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 





MISSISSIPPI 
JACKSON — Greater Jackson Auto 
Auction, Wilmington St., Box 8468. 
Wed., 12:30. Check. & Title Guar- 
antee. 








AUTOMOTIVE NEWS 


WANT ADS 
BRING RESULTS 





| KANSAS CITY—K. C. Auto Auction, 


| 
| 


“eae 


KANSAS CITY—K. C. Auto Auction, | 
1900 Truman Rd. Two big sales each | 


Wed.-Fri. All models both days. 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issve Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Bey Your Used Cars 








NEW JERSEY 


CROSSROADS OF THE EAST 


N-A-D-E 


Mia ie A. re 


NATIONAL AUTO 
DEALERS EXCHANGE 


NEW YORK 
LAFAYETTE—Syracuse Auto Aucti 
Center of Empire State. Check an 
Title Protection. (Wed.). 


2B FE ow 


NEW YORK 





Thruway Auto Auction, Inc. 
Route 188 Buffalo, New York 
| EVERY MONDAY 


insured Checks — Insured Titles 
Fast, Accurate Market Reports 


| Phone: HObart 4700 Al Clements, Owner 


| Flyi Dealers — Land at Buffalo Air-Park, 
|5 miles south of Buffalo Municipal Airport. 
| Hard surface runway - Unicom Radio. Auction 

is only five minutes away. Call us, we'll 
| pick you up. 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all tities 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 


NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Auto Auction 
Albany 5, N. Y. 
Monday — I! O'Clock 
80 car sale average 

All Titles and Checks Guaranteed 


Ev: 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 


Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 








An Ad in the Classified Section of the Automotive News 
Will Get You Quick, Satisfactory Action 

















MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sele Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


| Your Good Will—Our Most Valuable Asset 


On U. S. Route 20A Phone 5-9535 








PENNSYLVANIA 





MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 


%& Dual Lane Selling 
%& Auction Checks 
% Titles Guaranteed 


Issued 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 
ED 


TENNESSEE 


— CC” 


JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tena.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 


WASHINGTON” 





— 


———— 


SOUTH SEATTLE AUTO AUCTION 


10044 E. Marginal Way _— Seattle 88, Wash 
Phone Mohawk 6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 


“Take Home a Guaranteed Auction Check” 


Bill Johnson Bob McConkey 


———— 








—— 
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tom 2-dr., $995*; Monterey 4-dr., 
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Hardtop, $1,260*; Special 4-dr. Hard- 























top, $1,265*; 2-dr. Hardtop, $1,040; $825*. 
e ° 2-dr, sedan, $880°; 4-dr. sedan, $875*; Model Breakdown i * er ee * at 4-dr., $675; 
f Super 4-dr., $1,125* (ps); 2-dr., $1,- ustom Hardtop, > 
Used-Car Auction Prices a8 e Of Auction Averages | s)'Sinton tarot. 
Tote ea oo Apri, — Mareh, eb, | watagonterey, Haicuep, $420°. 
ury 4-dr., ps). ° . ? I — -dr., . 
53 Super Hardtop, $595*; conv., $525*| Model 1958 1958 1958 OLDSMOBILE — '56 (88) 2-dr. Hardtop, 
_— (ps); RM 4-dr., $440* (ps). 1958.............. $2,646 $2,778 $2,828 $1,430*; (88) Super 2-dr., $1,405 
ee ees CADILLAC "63 (02) 4-4r., $820* (ps). 1957.............. 1,652 1,657 1,691 55 (98) Hardtop, $1,510* (ps), $1,380* 
vedere (8) 4-dr., $1,430%; Savoy (8); 53 station wagon, $525*; 2-dr., $475*, | CHEVROLET—'58 Impala '2-dr. Hardtop,| 1956.............. 1,152 1,166 1,171 (ps); (88) Super Hardtop, §1,380° 
2-dr 425%; Savoy (6) 2-dr., $1,- : svootn a eed eaeuee $2,670* (ps); Bel Air (8) 4-dr, Hard-| 19655.............. 906 895 891 (ps), $1,230*; (88) Hardtop, $1,330 
“ | LE} N—’ apri Hardtop, $1, top, $2,445* (ps). 954 606 598 590 <pe?. 
on fen (8) coupe, $1,350°; Suburban, | (ps). ’57 Two-ten (8) station wagon, $2,055* i ST AS 35 *54 (88) 2-dr., $960* (ps); (88) Super 
$1,075, £995%, $850*%; Savoy (8) 2-dr., | MERCURY—’55 Montclair Hardtop, $925*. (ps); 4-dr., $1,585*, $1,500%; 2-dr.,| 1953.............. 369 359 7 __4-dr., $895° (ps). 
pot. £875*; Savoy (6) 4-dr., $820*°; ’53 Hardtop, $460*. $1,475*; Two-ten (6) 4-dr., $1,420; ei 237 243 230 53 (88) 4-dr., $570* (ps). 
Plaza (6) 2-dr., $730. _ | "52 4-dr., $200. Bel Air (8) 4-dr., 2 at $1,780* (ps).| 4951 12 185 183 '52 4-dr., $250°, 
55 «Belvedere (6) 4-dr., $665, $430;| OLDSMOBILE—’56 (98) Hardtop, $1,365* ’56 Two-ten (8) station wagon, $1,450*; ° PLYMOUTH —58 Plaza (6) 4-dr., $1,700. 
Plaza (6) 2-dr., $580. __ (Ps); 4-dr., $1,365* (ps). Deiray, $1,330°; 4-dr., $1,285°; | Two- Quer ss -— 56 4-dr., $915. - 
153 Suburban, $580. 55 (88) Hardtop, $1,105* (ps). ten (6) 4-dr., $1,025, $990; Bel Air (8) Average $ 969 $ 985 $ 993 55 Belvedere (8) Hardtop, $910*; Savoy 
PONTIAC 56 Star Chief Catalina, $1,- *S4 (98) Hardtop, $890*. 4-dr., $1,420° (ps), $1,350°*. (8) 4-dr., $840*, 
” 300° }: Chieftain Catalina, $1,240*.| PLYMOU TH—’56 Belvedere (6) 4-dr., ’55 Two-ten (8) station wagon, $1,410*; | ~ "53 Plaza 4-dr., $345. 
155 Star Chief Catalina, $1,170° (ps);| | $900. . Delray, $1,185*, $1,165*, $1,115*; 4- Fairlane (8) 500 4-dr. Hardtop, $1,- ee aa Star Chief Hardtop, §$2,- 
9 755° +. 2 ‘ . ’ , 
Chieftain 2-dr., $755°. z . | oe —. eae dr., $1,000 ; Two-ten (6) Delray, $1, 850° (ps); sedan, $1,715* (ps); Cus- > ae — 
54 Chieftain 4-dr., $365 , $350° (ps). | ol ar op, ° ; 025°; 4-dr., $1,010, $1,005*; Bel Air tom 300 4-dr., $1,550*; 2-dr. $1,525*, ~~ ar. & hess ’ 
53 Star Chief Catalina, $440*, $295*;| PONTIAC—'S6 Star Chief Hardtop, $1,-| (8) conv., $1,325*, $1,305; 2-dr. Hard-| $1,475, $1,475*, $1,455, $1,365, $1,280. | Chief (8) conv., $1,075*; 4-dr., $1,- 
conv., $270*; Chieftain 4-dr., $220*.) | _ 075° 700° : | , oP, $1,315°*. - 'S6 4-dr. station wagon, $1,595* (ps); | ew ——— —_— eo 
RAMBLER—'5S 4-dr., $1,835. ‘54 sedan, $7 0 (ps); 4-dr., $355. | 54 Two-ten Delray, $755; 4-dr., $695; 2-dr. Ranch Wagon, $1,300°: Fairlane | 53 4-dr., $490°. 
55 Cross Country, $1,030°. | 53 4-dr., $480 : : | ,_ Bel Air 2-dr., $645 | (8) Hardtop, $1,365*, $1,325* (ps), | MISCELLANEOUS — '56 International 4- 
WILLYS—'57 Jeep Dispatch, $515. _—< 54 2-dr., $380; station wag- 53 Bel x 2-dr., $655, $550; Two-ten $1,225: 2-dr. sedan, $1,200°; 4-dr. wheel drive. $1,475; Volkswagen 2-dr., 
[LLANEOUS—’57 Volkswagen 2-dr., on, 70. 4-dr., $525 ! Sen ee | es . : A . 1,270, $1,240. 
MISCELI STUDEBAKER—'53 2-dr., $265*. '52 2-dr., $350, $340. sedan, $1,155°; Custom (8) 4-dr., $1, a. 


$1,555, $1,500; MG conv., $1,795. 
55 Volkswagen 2-dr., $1,040. | 
54 Volkswagen 2-dr., $805, $800. 


BUFFALO 


Thruway Auto Auction. Sale every Fri-| 
day. Prices are for sale of Apr. 11. | 

National Auto Auction Week opened | 
here today. Sale showed shortage of cars | 
due to “You Auto Buy Now’’ program 
in this area. 56 percent of the consign- 
ments were sold. 
BUICK—'55 Super 2-dr., $890°. 

54 Special Hardtop, $605°. 

‘53 RM Hardtop, $295° (ps). 

'§2 station wagon, $450°. 

CHEVROLET—'56 Two-ten 4-dr., $1,015° 
(ps) 

"h ar 2-dr., $530. 

53 Bel Air Hardtop, $450; Two-ten 
Hardtop, $400. 

DeSOTO—'55 Sportsman Hardtop, $960°*. 

DODGE—'56 Coronet (6) 4-dr., $850 

FORD 57 Ranch Wagon (8) station 
wagon, $1,550°. 

"56 Sunliner conv., $1,100*; Custom (8) 
2-dr.. $850; Fairlane (6) Hardtop, 
$800". 

'54 Custom 2-dr., $500°, $450. 

53 Hardtop, $455°, $400; 2-dr., $395 | 

MERCURY—'53 Monterey conv., $500; 4- 
dr., $390° 

OLDSMOBILE—-'52 Super (88) 4-dr., $400* 
(ps). 

PLYMOUTH—'56 Savoy (8) 4-dr., $1,050*. 

"63 4-dr., $100°. 

RAMBLER—'53 conv., $340. 


DETROIT 


Motor City Auto Auction. Sale every 
Monday. Prices are for sale of Apr. 21. 

The market is steady. Sold 113 cars 
out of 196 consignments. 


BUICK—'57 RM 4-dr., $1,900° (ps). 

"56 Century sedan, $1,250° (ps); Special 
2-dr., $1,190° (ps), $1,180°*, $750; club 
coupe, $1,095. 

"SS 2-dr., $940° (ps). $700; club coupe, 
$850°* (ps), $710° (ps) | 

‘4 RM conv., $625° (ps); Special 2-dr., 
$475* (ps). 

CADILLAC——"56 (62) club coupe, $2,275* 
(ps), $2,240° (ps), $1,960*° (ps). 

"D4 (60) sedan, $1,430° (ps). 

"63 sedan, $560° (ps) 

CHEVROLET—'57 Bel Air (8) station 
wagon, $1,875* (ps); Sport coupe, $1,- 
675*; Two-ten (8) club coupe, $1,575. 

"36 Bel Air (8) station wagon, $1,175*. 

"SS sedan, $645, $545. 

"4 2-dr., $555, $405, $400. 

"53 2-dr., $380°, $300°, $275°. 

DODGE—'56 Fireflite (6) sedan, $1,220. 

FOR D—'57 Fairlane (8) conv., $1,875* 
(ps); 4-dr., $1,740° (ps); 2-dr., §$1,- 
550, $1,295. 

"56 Country sedan (8) station wagon, 
$1,195"; Country Squire station wag- 


on, $1,125° (ps); Custom (8) 2-dr., 
$830 

‘55 Custom (8) sedan, $705*; 2-dr., 
$670° 

‘4 station wagon, $815*° (ps); club 
coupe, $650; conv., $590. 

‘53 station wagon, $510; sedan, $350 


"SO club coupe, $420 
LINCOLN—'56 Premiere club coupe, $1,- 
T0o* (ps) 
"D4 sedan, $550°*. 
MERCURY—'57 Monterey 2-dr., $1,700*. 
"56 Monterey club coupe, $1,010*. 
‘55 Monterey sedan, $775* 
"53 Monterey club coupe, $310* 
OLDSMOBILE—'57 Super (88) club coupe, 


$2,200* (ps). 
"56 Holiday (98) club coupe, $1,570*; 
Super (88) sedan, $1,235*; 2-dr., $1,- 
195* 


"54 club coupe, $745* (ps); 2-dr., $695°*. 
‘53 club coupe, $700* (ps); sedan, $360°*. | 
PLYMOUTH—'55 Belvedere (8) club coupe, | 
$800*; Savoy (8) 2-dr., $620; Plaza/| 
(6) club sedan, $480. | 

"53 club coupe, $365; sedan, $295. 
sa ‘56 Star Chief Hardtop, §$1,- 

) 

"51 conv., $265*. | 
STUDEBAKER —'55 President sedan, | 
$530°. | 


. w1C | 
SYRACUSE 
Syracuse Auto Auction. Sale every Wed- | 
nesday. Prices are for sale of Apr. 9. | 
Swarms of buyers all over the place! 
Could have done a good job on 150 cars! 
Seld 62 cars out of 82 consignments. 
oan, 56 Super Hardtop, $1,465*, $1,- 
‘55 Super sedan, $995* (ps); Special 
___ Hardtop, $925°. 
CHEVROLET—’'57 Bel Air (8) Hardtop, 
$1,875* (ps). | 
"56 Bel Air (8) 4-dr., $1,300*; Two-ten 
5) 4-dr., $1,005. 
55 Bel Air (8) station wagon, $1,000; 
Two-ten (8) 4-dr., $750* (ps). 
"S54 2-dr., $555, $525. 





"53 2-dr., $325. 

eve ‘53 Hardtop, $950* (ps); 4-dr., 
330 

DODGE —'54 Coronet (8) 4-dr., $450*; 
(6), $385. 


"53 4-dr., $250°, 
"50 Hardtop, $120*. | 
FORD—'57 Fairlane (8) sedan, $1,675*; 
— $1,470*; Custom (8) 2-dr., §1,- 
S°. 
"56 Fairlane (8) sedan, $1,235*; 2-dr., 
$1,200*; Ranch Wagon station wagon, 
: $1,220*; Main (6) 2-dr., $780. 
55 Fairlane (8) conv., $1,100*; sedan, 
$1,010* (ps); 2-dr., $835*, $800; Cus- 
: tom (6) 2-dr., $670, $635. 
54 station wagon, $705*; 2-dr., $550. 


180°, $1,100*, $1,035*, $1,010*, ‘$970. "55 Chevrolet delivery, $680; Volkswagen 


"52 conv., $155°*. "51 sedan, $340. i tee m > » 2-dr., $1,100; Ford %-ton pickup, 
MISCELLANEOUS—'57 Lioyd conv., $635. | CHRYSLER—'57 Saratoga 2-dr. Hardtop,| 3,479"... Sagson -wagon, $h.s0o". 3 765. ; 
Hardtop, $1,090*, $1,075*; sedan, 2 at| ‘54 Ford %-ton pickup, $630°, $535°. 


’48 Ford %-ton pickup, $150. ‘56 NY Hardtop, $1,865* (ps). 


‘ $1,050°*; Custom (8) 4-dr., $925°, $850; 
53 NY 2-dr., $465°* (ps) > 240°: a . , 
PORTLAND, ORE DeSOTO—'57 Firedome 4-dr. Hardtop, $1,- ‘es Cine sian ae, ba. eaee* JENISON, MICH. 
a | 970° (ps) | , 7 aane ys ‘ Grand Rapids Auction, Inc, Sale every 
Portland Auto Auction, Inc. Sale every | DODGE—’'57 Coronet 4-dr., $1,785°*. Se eee ee ar. 4080; aan Tuesday. Prices are for sale of Apr. 22 


’53 Chevrolet %-ton pickup, $350. $2,195* (ps). 
i 





Tuesday ,Prices are for sale of Apr. 22. "56 Royal (8) Hardtop, $1,175* (ps); $300. Rain about sale time slowed up frst 
BL ICK— 57 Century 4-dr. Hardtop, §2,-/| . Coronet (8) 2-dr., $980*. 51 sedan, $140* part of the sale, but market was very 
075* (ps). | 54 Royal (8) 4-dr., $490°. LINCOLN—’55 C a © (pe) solid and sales percentage very good. 
’56 Century 4-dr. Hardtop, $1,600* (ps);| °53 Coronet 2-dr., $430*, $350°: Mead-| LINCOL! 55 Capri 4-dr., $1,150° (ps).| gosa 191 cars frem 182 consignments. 
2-dr. Hardtop, $1,570*° ‘ps), $1,495* owbrook 4-dr., $225 MERCURY—'56 Montclair conv., $1,560* vere » te 
(ps); Special 2-dr. Hardtop, $1,470*.| FORD—'57 4-dr. station wagon, $2,000° (ps); Monterey 4-dr., $1,300* (ps). | BUICK—'56 Century 4-dr., $1,425°; Super 





"55 Century conv., $1,390° (ps); 2-dr. | (ps); 2-dr. station wagon, $1,720*; "55 Montclair 2-dr., $1,160° (ps); Cus- (Continued on Page 56, Col. 2) 


“World’s largest automotiv 
consumer audience in the 


Petersen Automotive Group! 


NOW...1,146,652 ABC CIRCULATION 


® Over 4,000,000 automotive readers! 


® 48.3% own two or more cars! 













MOTOR 
TREND 


® Average reader drives 6,000 miles 
farther each year than average American! 


@ 75.4% “shop” in P.A.G. pages! 
@ 61.2% buy products by brand name! 
® Millions influenced by P.A.G. readers! 


MOTOR TREND -: Detroit Editor tests 
the ‘58 Ford Thunderbird on the 
Ford Proving Ground. 


PETERSEN PUBLISHING COMPANY = *ivr 
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On Stage the Hard Way— 


Riggers were called into action to lift 
this new N-model Mack truck up to the 
stage of the Hotel Sheraton's ballroom 
in Philadelphia where Mack Trucks, Inc., 
staged a preview showing of new truck 
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4-dr., $1,305*, $1,185* (ps); Special 
Riviera, $1,250°*, 

’55 Super 2-dr., $1,015* (ps), $925, 
$860* (ps); RM 2-dr., $995*° (ps); 


Century Riviera, $760* (ps). 

’54 Century Riviera, $845*; 2-dr., $695; 
Super Riviera, $760° (ps); RM 4-dr., 
$670° (ps). 

'53 Super Riviera, $395* (ps); 2-dr., 

. 


$385°. 
50 4-dr., $115°. 


CADILLAC—’'56 (60) 4-dr., $2,350° (ps). 
’55 (62) coupe, $1,770* (ps). 
"53 (62) 4-dr., $760° (ps); (60) 4-dr., 


$730* (ps). 

’52 4-dr., $350°. 

CHEVROLET — ’'58 Bel Air Sport coupe, 

$1,975; Biscayne 2-dr., $1,860*. 

'57 Bel Air conv., $1,790°; station wag- 
on, $1,750; Two-ten Delray, $1,505°. 

’'56 Nomad station wagon, $1,600*°; Bel 
Air 4-dr., $1,350° (ps), $1,265°, $1,- 
250°, $1,130*; coupe, $1,090; Two-ten 
(8) 2-dr., $825, $810°. 

’55 Bel Air conv., $1,025*; 2-dr., $950*; 
station wagon, $865; Two-ten 4-dr., 
$815°*, $695°. 


54 Bel Air conv., $665; Two-ten 4-dr., | 


$460. 

"53 Bel Air conv., $500* (ps); Two-ten 
4-dr., $350°, $160; 2-dr., $335, $175; 
station wagon, $565. 





models for sales personnel and truck 
operators in Eastern Pennsylvania, New 
Jersey and Delaware. 


CHRYSLER — '55 Windsor sedan, 
(ps). 

DeSOTO—’ 54 2-dr., $495*. 

DODGE—’56 Coronet (8) 4-dr., $1,050*. 


* 
eat M OUVULON 


E SERVICE AND UTILITY 


$825° 












Models for every 

service trade, 
municipality and 
public utility. 























Fit all make 
trucks — easily 
mounted or 
transferred 
from chassis to 
chassis. 


Can be fully enclosed 
with this double- 
door, lockable 
upper structure. 


UNDERSIDE VIEW 
showing bridge 
girder construction 
of heavy gauge floor 
assembly. 


7-POINT SUPERIORITY means extra sales... 


1 Bonderite-Protected Against Rust, 5 Handy Single Siam Catch, 2-Point 
Corrosion—a Morrison exclusive! Locking Bars on long compartments 


2 Bridge Girder Floor Construction— — exclusive with Morrison! 
a Morrison exclusive! 6 Safety Bumper Step and Gravel 


3 Adivs iat i Shield for all makes of trucks—only 


io all i with Morrison! 
Combinations in compartmen a - = 
—only with Morrison! 7 User Designed, Precision-Engi 


neered Models, combinations, ac- 
cessories to fit any application and 
make of truck—versatility offered 
only by Morrison! 


Horizontal Materials Bin with 
flexible shelving on all models—a 
Morrison exclusive! 


INTERESTED in the extra volume Morrison superiority could 
bring you? For details write: Morrison Service and Utility 
Body Division, Morrison Steel Products, Inc., 680 Amherst 
Street, Buffalo 7, New York. 


COLLINS & ASSOCIATES, National Sales Representatives 





’53 4-dr., $195. 
FORD—’58 station wagon, $2,250, $1,825. 
’57 Fairlane (8) club coupe, $1,760*, 
$1,690; 4-dr., $1,685; station wagon, 
$1,665; Custom sedan, $1,295, $1,250°. 
’56 Country sedan, $1,375*, $1,340*; 
Fairlane 4-dr., $1,175* (ps); Victoria, 
$1,135*; Custom station wagon, §$1,- 
110; 2-dr., $1,020; Main 4-dr., $930; 
2-dr., $880, $785. 
’55 station wagon, $975*; Fairlane Crown 


Victoria, $940*; 2-dr., $830*; Custom 
sedan, $695*, $690°, $675*; Main 2- 
dr., $500. 
'54 4-dr., $600*; 2-dr., $550*, $535°, 
$525. 
’53 coupe, $540*; 2-dr., $280*. 
| HUDSON—’55 Hornet 4-dr., $600*. 
| LINCOLN—’52 coupe, $175. 
MERCURY—’56 Monterey sedan, $1,025°*. 
’55 Montclair coupe, $1,000*%; Monterey 
coupe, $915*; 4-dr., $905*. 
NASH—’53 Ambassador 2-dr., $235*. 
OLDSMOBILE—’57 (88) 2-dr., $1,710*. 
’56 (88) Holiday, $1,315*. 
"55 (88) coupe, $1,250*%; 2-dr., $785*; 


(98) 4-dr., $1,170* (ps). 

"54 (88) Super 4-dr., $780*, $690*; conv., 
$760°. 

’53 Holiday, $425*. 

52 2-dr.. $205*. 


PACKARD—’'55 Constellation 2-dr., $770*. 
PLYMOUTH — '57 Savoy coupe, $1,565*, 
$1,315*. 
'56 Belvedere 4-dr., $1,190*%; Savoy 2- 
dr., $935*. 
| PONTIAO — '57 station wagon, $1,780*; 
i Star Chief 4-dr., $1,700°*. 
‘56 Star Chief Catalina, $1,175; conv., 
$1,175* (ps) 
'55 station wagon, $1,095*. 
‘54 Chieftain coupe, $625*; 4-dr., $415*, 


$450°, $390. 

| °52 station wagon, $215*. 

| ‘Sl 4-dr., $115, $110. 

| RAMBLER—'56 sedan, $895. 





| STUDEBAKER—'56 Commander 2-dr., $1,- 
200°. 
| MISCELLANEOUS—'56 Chevrolet pickup, | 
$850. | 

"55 Dodge %-ton pickup, $550. 


DANVILLE, VA. 


Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Apr. 23. 

Continued very active sales on all 
clean models, such cars in great demand. 





| BUICK—’57 Century 2-dr., $1,805°*. 

| °56 Century 4-dr., $1,365; Special 4-dr., 
$1,330. 

| °54 Special 2-dr., $680. 

| CADILLAC—'54 (62) 4-dr., $1,495°*. 

| CHEVROLET—'58 Impala (8) 2-dr., $2,- 
255 

"56 Bel Air (8) 4-dr., $1,005*. 

"54 Two-ten (6) 4-dr., $495, $325. 

"53 Bel Air (8) 2-dr., $480; Two-ten (6) 
2-dr.. $405 

"52 Deluxe (6) 2-dr., $265; 4-dr., $205°. 

CHRYSLER—'55 Deluxe (8) 4-dr., $1,- 
055°. 

DODGE—'53 Coronet (8) 4-dr., $275. 

FORD—'58 Fairlane (8) 2-dr., $2,100°. 

‘57 Fairlane (8) 2-dr., $1,655, $1,410°*. 
$1,360°; station wagon, $1,505; 4-dr., | 
$1,265; Custom (8) 2-dr.. $1,355, $1.- 
135; 4-dr., $1,290°, $1,275*, $1,255, 
$1,180; station wagon, $1,345. 

"56 Custom (8) 2-dr., $1,285, $905, $855, 
$835, $825. $815, $805, $790, 2 at) 
$755; station wagon, $815; Fairlane 
(8) 2-dr., $1,215*, $1,180°, $1,105, 
$955°. | 

‘SS Fairlane (8) station wagon, $910*; | 
2-dr., $855; Custom (8) 2-dr., $715. 
$600, $510. 

"54 Fairlane (8) 2-dr.. $650°; Custom 
(8) 2-dr., $595, $455, $305; 4-dr.. 
$535, $505. 

"53 2-dr., $510, $485, $385, $185; 4-dr., 
$410*, $345, $305. 

MERCURY—'57 Monterey 4-dr.. $1,785*. 

‘55 Montclair 2-dr., $1,175*, $870: Mon- 
terey 2-dr.. $905; 4-dr., $700*. 

"54 2-dr., $480. 

"53 2-dr.. $425, $340; 4-dr., $380. 

"52 2-dr., $305. 

OLDSMOBILE — ‘56 (88) 4-dr., $1,555* 
(ps) 

"55 (88) 2-dr.. $1,155* (ps). 

"54 (88) 4-dr., $980° (ps), $940° (ps); 
2-dr., $975. 

"52 (98) 4-dr., $100°. 

PLYMOUTH—'57 Belvedere (8) 4-dr., $1,- 
755° (ps); Savoy (8) 2-dr., $960. 

"53 4-dr., $215. 

PONTIAC—'57 Chieftain (8) 4-dr., $1,- 
755°. 

"55 Chieftain (8) 2-dr., $655. 

’54 Chieftain (8) 4-dr., $305*. 

"53 Chieftain (8) 4-dr., $175*. 

STUDEBAKER—’52 Champion (6) 4-dr., 


$200. 
MISCELLANEOUS—'56 Ford %-ton pick- 


up, $755. 

‘55 Chevrolet 2-ton pickup, $775; Ford 
%-ton pickup, $590; Studebaker pick- 
up, $505. 


SEATTLE 


South Seattle Auto Auction. 
Wednesday. Prices are for sale of Apr. 23. 


BUICK—’'55 RM coupe, $1,260* (ps); Su- 
per coupe, $1,220* (ps); Century 
coupe, $1,205* (ps); Special coupe, 
$1,070* (ps). 

*53 Super coupe, $620°. 
"51 Super 4-dr., $110*; Special conv., 
$130*; 2-dr., $100*. 
"50 4-dr., $120°*. 
CADILLAC—’56 sedan de Ville, $2,995* 


(ps); (60) Special 4-dr., $2,830* (ps); 
(62) coupe, $2,510* (ps), $2,295* (ps). 

*54 (62) 4-dr., $1,575* (ps). 

"50 4-dr., $305*, $290*. 

*41 conv., $360*. 

CHEVROLET "57 Two-ten (8) station 

wagon, $1,920*, $1,740; coupe, $1,670*; 
Bel Air (8) 4-dr., 4 at $1,775* (ps), 


$1,770* (ps), $1,765* (ps), $1,745* 
(ps), $1,680*. 

’56 Two-ten station wagon, $1,360; 4- 
dr., $1,295*, $1,165, $1,105, $1,040; 
2-dr., $995. 

’55 Bel Air (8) coupe, $1,230; Two-ten 


4-dr., $820, $665. 
54 Bel Air 4-dr., $720. 
"53 Two-ten 4-dr., $440* (ps) 
*52 station wagon, $590; 4-dr., $200. 
"51 4-dr., $285*, $255°. 


CHRYSLER—'’55 NY conv., $1,165* (ps). 
’54 NY 4-dr., $875* (ps). 
’52 Saratoga 2-dr., $145*. 
’51 Windsor 4-dr., $280*. 

DeSOTO—’'56 Firedome Sport coupe, $1,- 


515° (ps), $1,495*. 


‘ 


Sale every 











a 

’55 Firedome 4-dr., $1,145*. 4-dr., $1,565*. 

DODGE—’57 Royal Sport coupe, $1,875*; ’56 Royal (8) 2-dr., $1,285* () 5); Cop 

Custom Royal 4-dr., $1,750° (ps). onet (8) 2-dr., $1,115*. 

’55 Royal coupe, $1,205* (ps). ‘55S Royal (8) conv., $1,125* (3), 

’54 Coronet 4-dr., $410. FORD—'58 Thunderbird sedan, $3,999 

"50 4-dr., $100. (ps); Country sedan (8) stat on wag. 
FORD—’57 Country sedan, $1,900*, $1,- on, $2,350; Fairlane (8) 4-dr.. $2,299s. 

825*; Custom 300 4-dr., $1,545*; Custom (8) 4-dr., $2,055*, $1595 ° 
Ranch Wagon, $1,400*. '57 Thunderbird, $2,755* (ps), $2,70g 

56 Thunderbird, $2,245* (ps); station (ps); Country sedan (8) Siatiog 
wagon, $1,380; Fairlane 4-dr., $1,265*; wagon, $1,820*; Fairlane ( 4-dr,, 
Custom 4-dr., $1,125*, $1,065°. $1,795*, $1,475*; Custom 4-dr, 

’55 Thunderbird, $1,800* (ps); Fairlane $1,425*, $1,345*, $1,300*; Laneh 
4-dr., $1,000, $990* (ps), $980; 2-dr., Wagon (6) station wagon, $1,100, $1. 
$915*; Main (6) 2-dr., $805*, $540. 350. 

’54 station wagon, $965; Custom 4-dr., ’56 Country sedan station wagon $1,659 

$595* (ps); Main 4-dr., $405, (ps); Custom (8) Ranch Wayon, $1. 

'53 Custom 2-dr., $395. 390*; Fairlane (8) Hardtop, $1,229" 

52 4-dr., $430*; conv., $200*, $1,075*; Main (6) 4-dr., $54: 

’51 Victoria, $250*; 2-dr., $210*. ’55 Fairlane (8) conv., $980*. 
HUDSON—’54 Hornet 4-dr., $530* (ps). HUDSON—’57 Hornet sedan, $1,700" (pg), 

’53 Wasp 4-dr., $295*. LINCOLN—’57 Premiere Hardtop, $2,259 
LINCOLN—’'55 Capri 4-dr., $1,190* (ps). (ps), $2,775* (ps). 

’51 Cosmopolitan 4-dr., $415*. ’56 Premiere 4-dr., $1,790* (ps), $1,775 
MERCURY—’'57 Monterey 4-dr., $1,680. (ps). 

’56 Montclair Sport coupe, $1,375; Cus- 54 Capri 4-dr., $920* (ps). 

tom 4-dr., $970*. MERCURY—’58 Voyager station wagon 

’55 Monterey 4-dr., $1,020*. $2,980*; Montclair Hardtop, $2,600" 

51 coupe, $200*, $160°*. Monterey 4-dr., $2,395°*. 

"50 coupe, $150. ’57 Monterey Hardtop, 2 at $1,900* (ps), 
NASH—'52' Statesman 2-dr., $270*. $1,845* (ps), $1,800*, $1,775" (psy, 
OLDSMOBILE — ‘57 (88) Super Sport f $1,695. : 

coupe, $2,250* (ps); (88) coupe, $1,- 56 Monterey station wagon, $1,605" 
| 960°. (ps); 4-dr., $1,000° (ps), $920* (ps); 
| °56 (88) Super Hardtop, $1,615*; 4-dr., Montclair conv., $1,040*. 

$1,495*. NASH—’55 4-dr., $860. 

’55 (88) coupe, $1,275*. OLDSMOBILE — ‘58 (88) 4-dr., $2,825 

'52 4-dr., $290* (ps), $255* (ps). (ps), $2,675* (ps). 

PACKARD—’56 Clipper Sport coupe, $1,- "57 (88) station wagon, $2,225" (ps); 
450* (ps). conv., $2,075* (ps). 

51 4-dr., $180*, $110. "56 (88) Hardtop, $1,605* (ps), $1,575*, 
PLYMOUTH—’'56 4-dr. station wagon, §$1,- $1,510*, $1,495°; (98) 4-dr., $1,495 

465°. (ps); Hardtop, $1,440* (ps), $1,375* 

'55 Plaza (6) 4-dr., $650. (ps), $1,280*° (ps), $1,280* (ps), $1, 

53 Cranbrook 4-dr., $400*. ,_ 010° (ps). 

’52 station wagon, $375; 4-dr., $175. 54 Super (88) 4-dr., 2 at $950* (ps). 

’50 coupe, $105. PACKARD—’'55 Clipper 2-dr., $550*, 
| PONTIAC—’56 2-dr. station wagon, $1,-| ‘°54 Clipper 4-dr., $400°. 

180*; Chieftain 2-dr., $880*. |  °53 Clipper 4-dr., $390° (ps). 

'55 Chieftain 2-dr., $850. PLYMOUTH—’'57 Belvedere (8) Hardtop, 

*51 2-dr., $105*. $1,870* (ps); conv., $1,650°; Savoy 

50 4-dr., $100. (8) 4-dr., $1,475°*. 

RAMBLER—’51 station wagon, $120. '56 Custom (8) Suburban, $1,300*; Bel. 
STUDEBAKER ’52 Commander 4-dr., | vedere (8) 2-dr., $990. 

| $220°. PONTIAO — ‘57 Chieftain (8) Hardtop, 
| MISCELLANEOUS—’58 Volkswagen Kar- $1,795* (ps); Star Chief (8) Hardtop, 
| mann Ghia, $2,320. $1,790* (ps); station wagon, $1,775*. 
| '57 Volkswagen bus, $1,565. "56 Star Chief (8) coupe, $1,350*° (ps), 

'55 International %-ton pickup, $730. $1,125* (ps). 

'53 Ford %-ton pickup, $590°. '55 Star Chief (8) 4-dr., $1,010*° (ps), 

‘52 Dodge %-ton pickup, $385; Stude- $950*. 

baker %-ton pickup, $310. "54 2-dr., $690* (ps). 
a, ‘57 Super station wagon, $1,- 
‘ 45°. 
| LITTLETON, COLO. | °S6 station wagon, $1,520*. 
Colorado Auto Auction, Sale every Mon- | STUDEBAKER—'55S President (8) 4-dr., 


day. Prices are for sale of Apr. 21. 
BUICK—'57 Special Riviera sedan, $1,845* 
(ps), 2 at $1,705°. 

‘56 Super conv., $1,275* (ps); Century 
Riviera 2-dr., $1,270° (ps), $1,260° 
(ps). 

| ‘55 RM 4-dr., $1,035* (ps); Special Rivi- 
era 2-dr., $895°. 


‘54 Super Riviera 2-dr., $720*; Century | 


Riviera 2-dr., $650*. 
‘53 Special 2-dr., $475; Super Riviera! 
2-dr., $395°. | 
CADILLAC—'58 coupe de Ville, $5,100* | 
(ps). 
"57 (62) coupe, $3,110* (ps). 
"56 (62) conv., $2,475° (ps); 4-dr., $2,- 
180° (ps). 
| "55 (62) coupe; $1,875*° (ps). 
| CHEVROLET—'58 Impala (8) conv., §2,- 
| 500° (ps); Brookwood (8) station | 
wagon, $2,365*; Bel Air (8) coupe, 
| $2,325*; Biscayne (8) 4-dr., $1,785. ! 
| ‘57 Nomad (8) station wagon, $1,905*; 
| Bel Air (8) Hardtop, $1,830*, $1,785*, | 
$1,720*, $1,675° (ps); Two-ten (8) 
sedan, $1,595, $1,575°, 2 at $1,480°, 
$1,435*, $1,290, $1,285°. 
"56 Two-ten (8) station wagon, $1,360*, | 
$1,305*; 4-dr.. $990°, $980; Bel Air} 
(8) 4-dr.. $1,295*, $1,130°, $1,125°, | 


| $1,030*, $1,025*; One-fifty 4-dr., $950. | 
"55 Bel Air (8) station wagon, $1,210*° 
(ps); sedan, $1,020*, $950, $875; Two- 
| ten (8S) 2-dr., $850. 
| "53 One-fifty (6) 
| Bel Air conv., $580*. 
| CHRYSLER "57 ‘300°’ conv., $2,825* 
(ps); NY Hardtop, $2,590° (ps). 
"56 NY 4-dr., $1,865* (ps), $1,730° (ps); 
Windsor station wagon, $1,850* (ps). 
"55 NY sedan, $1,455° (ps). 


station wagon, $600; | 


(6) 


| "54 NY station wagon, $1,300° (ps). 
| Desoto "56 Firedome (8) Hardtop, $1,- 
505° (ps); 4-dr., $1,400* (ps). 
| °S5 Firedome (8) 2-dr., $1,035, $965° 
(ps). 
"47 station wagon, $310*. 
DODGE—’'57 Coronet (8) 2-dr., $1,675*; 


ae 


ae. 





Safety Poster— 


Bright-colored posters, stressing a “drive 
carefully" theme, are being made avail- 
able by Monsanto Chemical Co. to driver- 
training instructors, automobile dealers 
and other organizations interested in 
promoting safe driving. The posters are 
enlargements of one of a series of illus- 
trations used in an educational advertis- 
ing campaign designed to better acquaint 
the public with the merits of laminated 
safety glass. The posters are available 
from Department RD-1, Monsanto Chem- 
icat Co., Springfield 2, Mass. 





$780* (ps). 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc. Sale every 
Wednesday. Prices are for sale of Apr. 23. 

National Auto Auction Week was cele- 
brated at our Wednesday sale. Tremen- 
dous turnout for this event which made 
@ very successful sale. Market holding 
approximately the same as the last twe 
weeks. 


BUICK—’'56 Century conv., $1,380*° (ps); 
Special 2-dr., $1,205°. 
‘55 Super Hardtop, $1,175* (ps), $1,000° 


(ps); Special 4-dr., $1,040° (ps), $985*° 
(ps), $790*. 

54 Special Riviera, $900*, $775*, $610°; 
Super Hardtop, $650° (ps); RM 4-dr., 
$600* (ps). 

"53 Special 4-dr., $425°. 

‘52 Special Riviera, $210*; Super Rivi- 


era, $115°. 
"49 conv., $130°. 
CADILLAC—'56 (62) 
500° (ps). 

"55 (62) conv., $2,050° (ps). 

"53 (62) 4-dr., $875° (ps). 

"52 (62) conv., $600*. 

"50 4-dr., $340°. 

CHEVROLET 57 Bel 
(ps), $1,590° (ps), 
2-dr., $1,400*, $1,215*. 

'56 Two-ten station wagon, $1,560° (ps), 
$1,275*.  $1,035°, $1,030°, $1,000", 
$925, $875, $865; One-fifty 2-dr., $800. 

'55 Bel Air Hardtop, $1,090* (ps), $975", 


sedan de Ville, $2,- 


$1,630° 
Two-ten 


Air 4-dr., 
$1,425; 


$925*; Two-ten 4-dr., $900° (ps), 
$825, $760, $740, $710; One-fifty sta- 
tion wagon, $850, $640. 

‘54 Bel Air 4-dr., §760*, $730, $700; 
Two-ten 4-dr., $475. 

'53 Bel Air station wagon, $740, $700, 
$535, $475, $375; Two-ten 4-dr., $410, 
$375. 

"52 2-dr., $280, $270, $260, $175 

"51 station wagon, $285, $225. 

'50 Hardtop, $140, $100. 

CHRYSLER—'53 NY 4-dr., $320° (ps). 

"52 Windsor 4-dr., $170*, $160°; NY 4 

dr., $100° (ps). 


’51 Saratoga 4-dr., $145*. 


DeSOTO—'57 Firedome 4-dr., $1,725" (ps). 
*51 2-dr., $145. 
DODGE — '56 Coronet Hardtop, $1,300°; 
2-dr., $950°. 
’54 Royal 4-dr., $665°. 
'53 Meadowbrook 4-dr., $275; Coronet 


conv., $190*. 

’52 Meadowbrook 4-dr., $240. 

FORD—'58 Custom 300 station wagon, $2,- 
175. 

*56 Country sedan, $1,300* (ps), $1,190° 
(ps); Ranch Wagon, $1,070; Custom 
2-dr., $1,025, $835; Fairlane 4-dr., 
$950* (ps), $895. 

’55 Fairlane (8) Victoria, $1,025*; Cus 
tom (8) 2-dr., $805*. 

’54 Main Ranch Wagon, $625; 2-dr., 
$350*; Custom 2-dr., $615, $510, $400°. 


’53 Ranch Wagon, $650, $470; Custom 
2-dr., $395, $390, $225. 
’51 2-dr., $205, $185, $160, $150*, $120. 
HUDSON—’54 Jet 4-dr., $365*. 
’51 Hornet 2-dr., $185. 
MERCURY—’56 Monterey 4-dr., $1,350* 
(ps), $1,175* (ps); Hardtop, $1,200°*. 
54 Monterey 4-dr., $650* (ps). 


’51 sedan, $275, $150*. 
NASH—’54 Statesman 4-dr., $375. 

’53 Statesman 4-dr., $235. 
OLDSMOBILE—’'56 (88) Hardtop, $1,460* 


(ps), $1,300*; 4-dr., $1,260*. 

55 (88) Hardtop, $1,395* (ps). 

"54 (88) 4-dr., $860*; (88) Super 4-dr., 
$850". 

’53 (88) 4-dr., $340*. 

"52 (98) Hardtop, $305*; (88) 2-dr., 
$170. 


"51 (88) 4-dr., $165*. 


PLYMOUTH—’54 Belvedere Hardtop, $695. 


’53 Cranbrook 2-dr., $255; Cambridge 
2-dr., $215, $210. 
’52 Cambridge 4-dr., $230, $210. 


*51 2-dr., $155. 

PONTIAC—’57 Star Chief Hardtop, $1,- 
875*, $1,800*; Chieftain station wagon, 
$1,600*. 

’56 Chieftain 2-dr., 2 at $1,050*, $1,045", 
850 


'55 Chieftain 4-dr., $830*. 
(Continued on Page 57, Col. 1) 
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’ hiet 
2 Chieftain n 4-dr., $375*, $330, $320°*, 
$285"; « $260°. 
"1 4-dr.. , $170°. 
50 2-dr $110. 
BLEK-— 55 station wagon, $925, $800. 
"52 stat wagon, $235, $180. 
'§1 station wagon, $180. 
STUDEBAKER ’55 Champion 2-dr., $600, 
uIsrELL 4 NEOUS—'56 Ford %-ton pick- 
up, $ Volkswagen Karmann Ghia, 
gf stude sker 1%-ton platform, $275; 
Triumph Mayflower, $225. 
EBENSBURG, PA. 
Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Apr. 24. 


We have plenty of takers on clean °53, 
54, and °55 models of all types. Pickups 
are & bit scarce right now, too, Sold 85 





Used-Car Auction Prices 


(Continued from Page 56) 


cars out of 110 consignments. 

BUICK Century conv., $1,920*° (ps). 
"56 Century Hardtop, $1,350°; Special 

Riviera 4-dr., $1,190° (ps); Hardtop, 
$,095*; Super Riviera 2-dr., $1,040° 
(ps). 
54 Special 4-dr., $650. 
"53 Super 4-dr., $405, $300°; Special T 
r., $325 
"52 Special 4-dr., $230°, $140. 
CADILLAC 56 (62) Hardtop, $2,330* 
(ps). 
"51 (62) 4-dr., $580*. 
49 (62) 4-dr., $300*. 
"48 4-dr., $135°. 
CHEVROLET 57 Bel Air (8) 2-dr., $1,- 
- 620°: Two-ten (8) 2-dr., $1,525* 
"56 Two-ten (8) 4-dr., $1,065*; (6) 2- 
dr., $1,050*; One-fifty (6) 4-dr., $780. 
"64 Bel Air 4-dr., $460; 2-dr., $400 
"63 Two-ten 2-dr., $450; 4-dr., $260° 
One-fifty 2-dr., $210. 
"62 4-dr., $100°. 
"$1 2-dr., $155, $135. 
"SO 2-dr., $140. 
CHRYSLER 52 NY Hardtop, $240* (ps). 
‘51 Windsor 4- dr., $170*. 
DeSOTO—'53 Powermaster (6) 4-dr., $244*. 
"50 sedan, $160°. 
DODGE—'55 Royal (8) 4-dr., $760*; Cor-| 
onet (8) Hardtop, $690. 

‘SS Diplomat (8) 2-dr., $330°; Meadow- 
brook (6) 4-dr., $165. 

"52 2-dr., $100. 

"Sl 4-dr. $150. 

FORD—'57 Custom (8) 2-dr., $1,395* 
"56 Custom (8) 2-dr., $995; (6), $930 
"55 Custom (8) 2-dr., $805; 4-dr., $760; 

(6) 2-dr.. $675; Main (8) 2-dr., $615 
"SS 2-dr.. $375°*, $205°, $165. 
"S62 sedan, $395°. 
"Sl club coupe. $150: 4-dr., $140. 

MERCURY—'S4 Monterey (8) 4-dr., $580. 
53 Hardtop, $575°. 

"51 4-dr., $225°. 

OLDSMOBILE—'53 (S88) 4-dr., $295* 

‘52 (88) club coupe, $135 

PLYMOUTH—'56 Savoy (8) 4-dr., $950* 
"SS Belvedere (8) 4-dr., $700 
"4 Belvedere (6) 4-dr., $485°; Hardtop, 

$570 
‘53 Cranbrook 4-dr., $370, $290 
‘SO Suburban station wagon, $230 

PONTIAC—'57 Chieftain (8) 2-dr., $1,325 

"HM Chieftain (8) 4-dr $420°. 
"53 Chieftain (8) 4-dr., $350°. 
"62 4-dr.. $165°. 

"SO 2-dr., $120 

STUDEBAKER—'50 Champion 4-dr., $100 

WILLYS—'52 2-dr., $110 

MISCELLAN EOUS "56 International 

> travel all, $370 


"53 Chevrolet 1-ton express, 


DYER, IND. 


Dyer Auto Auction. Sale every Friday 

— are for sale of Apr. 25. 
eusignment and percentacr 

tucks gaining in 

28 cars out of 321 offerings. 


BUICK—'58 Special Riviera, $2,370* 


$230 


up with 
Sold 


(ps) 


‘ST Estate Wagon, $2,035. 
$1,.315° 


"S36 Special Riviera 








The Consumer's Choice— 


In a B. F. Goodrich Tire Company survey 
fo select a smiling “face” to use in its 
“Smileage” advertising symbol, these five 
were shown to 500 male car owners, 100 
in each of five cities: Seattle, Minneapolis, 
St. louis, Dallas and Philadelphia. The 
face” coded “AL” was picked by the 

rich advertising staff as the one con- 
sumers would choose. But it was rated 
the least appealing by the interviewees, 
ile the ‘“‘man in the moon" drawing, 
Coded “MI, was selected as the “face” 
Most appealing, saying good mileage, 
wear, happy miles and better service. 





$675°*. 
Century 


$790*; 
$380* 


2-dr., 
(ps); 


’55 Special 4-dr., 
54 RM Riviera, 
Riviera, $690°. 


’53 Super Riviera, $445*; Special Riviera, 








$410*; 4-dr., $335°. 
’52 Super 4-dr., $210*. 
*51 Super 4-dr., $145*; 2-dr., $150°. 
’50 4-dr., $100°. 

CADILLAC—’58 (62) coupe, $4,425* (ps), 

$4,210° (ps). 
"55 (62) coupe, $2,045° (ps). 
53 (60) 4-dr., $900° (ps), $705* (ps). 
’52 (62) coupe, $710*. 

CHEVROLET—’57 Bel Air (8) coupe, $1,- 
725*: 2-dr., $1,625* (ps), $1,500°; Bel 
Air (6) 4-dr., $1,585°; Two-ten (6) 
station wagon, $1,535° (ps). 

'56 Bel Air conv., $1,410*; Two-ten (8) 
station wagon, $1,340°; 2-dr., $860. 
'55 Bel Air 4-dr., $880*%; Two-ten (8) 
4-dr., $730*, $685*; Two-ten (6) 2- 

dr., $655. 

'53 Bel Air 4-dr., $460, $315, $255°. 
'51 2-dr., $160*, $125. 
’50 station wagon, $250. 
"49 conv., $250 

CHRYSLER—’55 NY 4-dr., $1,210° (ps). 
°53 NY 4-dr., $485; Windsor 4-dr., $335°*. 
’51 Windsor coupe, $140*. 

| DeSOTO '52 4-dr., $100. 

| DODGE—’56 Coronet 2-dr., $1,100° (ps); 
2-dr., $905. 

‘55 Custom Royal 4-dr., $895*; coupe, | 
$745* (ps); Coronet 2-dr., $500. | 

'53 station wagon, $435; 2-dr., $155, | 
$105 

| FORD 58 Fairlane (8) 500 Victoria, $2,- 
300* (ps); 4-dr., $2,210° (ps). 

57 Fairlane (8) 500 Victoria, $1,545*, 
$1.450*, $1,.445*°; Country sedan, $1,- 
855: Custom (8) 4-dr., $1,350 
‘56 Fairlane Victoria, $1,110*°; conv., 
$1,.255* (ps), $900°. 
55 Fairlane Victoria, $800°; 4-dr., 
$745*; Custom 2-dr., $690°, $475. 
'S4 Crest 4-dr., $600°, $555, $375 
"53 Crest Victoria, $450, $415; Custom 
2-dr $270*, $245, $165. 
52 aa $125*; 2-dr., $255, $140, 
-dr., $290. 
. *$105°. 
"50 2- dr , $225 

HUDSON—’'52 Hornet 2-dr., $135 

IMPERIAL—’'56 coupe, $1,625° (ps). 

LINCOLN — ‘57 Premiere coupe, $2,450° 
(ps) 

‘56 Capri coupe, $1,600° (ps). 
51 4-dr., $260°. 

MERCURY 57 Monterey 4-dr., $1,800° 
(ps); Montclair coupe, $1,735°. 

‘56 Montclair coupe, $1,155* (ps); 2-dr., 
$ss0* 

‘54 Monterey coupe, $725° (ps); 4-dr., 
$660°, $405 

52 4-dr., $315° 

NASH—'52 Statesman 4-dr., $185. 

OLDSMOBILE—'57 (98) Holiday, $2,280° 
‘pe? 

"56 (88) 4-dr., $1,420° (ps). 

"55 (88) Holiday, $1,050° (ps). 

"54 (98) Holiday, $900° (ps); 4-dr., 
$715*; (88) 4-dr.. $525°. 

"53 «(O8) 4-dr., $350° (ps); (88) 4-dr., 
$365° 

PACKARD—'S4 4-dr., $415; coupe, $300°. 

‘63 4-dr., $230°. 
PLYMOUTH— 57 Plaza 2-dr., $1,245. 
‘55 Belvedere conv., $760. 
53 4-dr., $525. 
"52 coupe, $135 
"S51 2-dr.. $115 
PONTIAC——56 Star Chief Catalina, §$1,- 


220° (ps) 


"SS Star Chief Catalina, $890° (ps). 

"53 Chieftain conv.. $625° (‘ps); 4-dr.. 
$305°, $250°, 270°; Star Chief Cata- 
lina, $715° (ps). 

52 4-dr., $145° 

51 2-dr., $140 
29 2-dr., $140. 

RAMBLER 55 station wagon, $950°*. 


station wagon, $300 
1 station wagon, $190. 
STUDEBAKER 57 Champion 4-dr., 
54 station wagon, $625 
52 coupe, $190°. 


NEW YORK CITY 

Skyline Auto Auction. Sale every Friday. 
Prices are for sale of Apr. 25. 

This was our National Aute Auction 
Week, and it was @ good one. Market 
continecs strong in N. Y. area on good, 
clean and sharp cars. Rough cars off. 
Seld 85 cars out of 114 consignments 


$935. 


AUTOMOTIVE NEWS, MAY 5, 1958 


BUICK.—56 Super Riviera sedan, $1, 325°; 
coupe, $1,300° 

"55 Special conv., $930°; coupe, $915°*; 
4-dr., $710 

"53 Special Hardtop, $400 

"50 Super 4-dr.. $170°. 

CADILLAC—'57 (60) Special 4-dr., §$3,- 
650° (ps). 

"56 (60) Special 4-dr., $1,830° (ps). 

"52 (62) 4-dr., $480*. 

"51 (60) Special 4-dr., $135°. 

CHEVROLET—'57 Two-ten (8) 2-dr., $1,- 
200, $1,195. 

"56 Bel Air (8) Sport coupe, $1,275°; 
Two-ten (8) 2-dr. $1,000*, $940, $920, 
$800°; One-fifty (8) 2-dr., $815. | 

"55 Bel Air (8) station wagon, $945°; 
conv., $865°; Hardtop, $820; 4-dr., 
$730. 

"54 Bel Air (8) 4-dr., $635°. 

"63 4-dr., $390, $320; 2-dr., $350. 

"51 2-dr., $185. 


CHRYSLER—'54 NY club coupe, $645*. 
"53 Windsor 4-dr., $355*. 
"50 4-dr.. $105°. 


DeSOTO—'53 Firedome (8) 4-dr., $300°. 
a Royal (8) conv., '3495°; 4- 
$460°*. 
53. ‘Gasenat (8) 4-dr., $250°. 
FORD—'57 Custom (8) 4-dr., $1,265*. 
"56 Ranch Wagon (8), $1,090*; Fairlane 
(8) Hardtop, $1,030*. 
"55 Ranch Wagon, $675. 
54 Custom (6) 4-dr., $470. 
"53 Custom 4-dr., $410°; 2-dr., $350°*. 
52 4-dr., $225°. 
HUDSON—’53 Jet 4-dr., $135°. 


— Capri Hardtop, $350*; 

$265°. 

MERC URY—'55 Montclair Hardtop, $1,- 
000°; club coupe, $810*; Monterey 
4-dr., $825°, $675*; Hardtop, $770*. 

"53 Monterey 4-dr., $375*. 
"52 2-dr., $275. 

OLDSMOBILE—’56 (88) conv., $1,600*. 
’5S (98) Hardtop, $1,280, $1,105°; 
conv., $1,130*; (88) 4-dr., $725°. 

"53 (88) Hardtop, po (98) Holiday 

4-dr., $475°; 4-dr., 

PACKARD—’55 Cujeer 4 cs $575°*. 

*64 Clipper 4-dr., $275*. 


4- 
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PLYMOUTH—'54 Plaza (8) 2-dr., $460*. $1,155*; 2-dr., $1,045*; Two-ten (8) 
53 Plaza 4-dr., $240. ‘ 4-dr., $1,120*, $1,100*, $1,075, $995. 
52 4-dr., $130. W est Palm Auction ’55 Bel Air (6) Hardtop, $1,145*, $1,- 

PONTIAC—'56 Chieftain 4-dr., $1,150*, : 055, $1,030*; 4-dr., $1,045; Bel Air 
$1,100*. Will Open May 15 (8) 2-dr., $1,135*; 4-dr., $1,100*, $1,- 

. as 040*, $1,000*; Hardtop, $1,090; Two- 

bt ar. ssie". Pe FORT LAUDERDALE, Fila. — ten ( 2-dr., $910"; Seoten (6) 

52 Chieftain 4-dr., $200*. West Palm Auction, owned by station wagon, $835; sedan, $830. 

50 conv., $110*. William Kemp and Dale Cline, | ‘+ Bel Air conv... $150; 2-r., $745* 
STUDEBAKER — ’53 Champion 4-dr.,| will open May 15. The auction is com ‘$705, $660". : : 
sesame ANNGUS/8T Bestia ect 9430. located at the Palm Beach County ’53 Bel Air 2-dr., $560; Two-ten 4-dr., 

a *. - - 

"55 Consul 4-dr., $620; Chevrolet %4-ton| Fair and Speedway Grounds on eninini cor aoe oe i . 
pickup, $500. State Road 80 and US-441, five 980° (pa); Windsor Hardeen 2 ste, 

’52 Hillman station wagon, $250. miles west of Palm Beach, $2,150* (ps). : e r 

CHICAGO The auctioneer is Cari Marker, | "6 (300, Hardtop, $1,930° (ps); NY 

Arena Auto Auction. Sale every Tues-| a past president of both the Na- '55 NY 4-dr., $1,250 (ps); Windsor 
—~. hs ay —- for = = cea soi | tonal Auto Auction Assn. and Hardtop, $985* (ps). 
annie, the National Independent Auto- DeSOTO—'S7 Firedome 4-dr. Hardtop, $1,- 

° e (ps). 

BUICK 57 Century Riviera, $1,995* (ps) mobile Dealers Assn. ‘SS Firedome Hardtop, $1,090* (ps). 
pecial conv (ps) DODGE—’57 Custom Royal Hardtop, $1,- 
(ps); Riviera, $1,695*; Super Riviera, “+ y P, ’ 
$1,945*. coupe, $2,310* (ps); 4-dr., $2,160° 166 Coronet (8) 4-dr., $1,090°. 

"56 RM Hardtop, $1,550* (ps); Super (ps). ’ Se 

Q-dr., $1,475" (ps), $1,405" (ps);| "58 (62) coupe de Ville, $2,255*; Eldo- “Lancer Hardtop, $1,085¢;" Coronet (8; 

‘-dr., $1,355° (ps); Hardtop, $1,280°) = rado, $1.980° (De); oon ips) | ___Hardtop, $925°, $800°; 2-dr., $915° 
(ps), 78 s), ° Ss). Z : ha 7 

<8). - “gn cahy eoune de Ville $1,175" $1,130* | EDSEL—’58 Citation 4-dr. Hardtop, $2,- 

‘55 Century station wagon, eee, ak (ps); coupe, $920* (ps), $800* (ps). 350° (ps); Ranger Hardtop, $1,945*. 

dr 1176" (pep, Byecial Hardtop, | "52 (62) 4-dr., 9606° (ps). FORD—58 Fairlane (8) 500 conv., §$2,- 
°° pate S); ’ “ “ . * ° Ga ° 
hs (ps), $1,090* (ps); Super Rivi- — — 58 Impala conv., $2,505° ‘pad ene’ (pe) wie ae 
era 050 | ps). P ’ , , . ° 
: : 7 ea e 57 Countr uire, $2,270° ( , $1,- 

54 Century Riviera, $755*; Super Rivi- Fe Gate! cites? ina): canv., e 950° gg sedan, wt? 

: era, $730°. | 850°; Sport coupe, $1,640* (ps); Two- Fairlane (8) 500 conv., $1,830° (ps), 

53 RM 2-dr., $530* (ps); Super Riviera, ten (8) station wagon, $1,825° (ps), ge : +a., $1,650°, | $1. 

$490*, $470°; 4-dr., $485°. $1,475; 2-dr., $1,465*; 4-dr., $1,- ’ ’ ps); Custom (8) - 
| CADILLAC—'58 (60) 4-dr., $5,700* (ps); 375*; Two-ten (6) 2-dr., $1,355, $1,290, dr., $1,290°. 
9 ° = Aes ’56 Fairlane (8) conv., $1,275*; Victoria, 
(62) coupe, $4,390* (ps). $1,285; 4-dr., $1,315 1 é ° : ~ 
’57 (62) conv., $3,685* (ps); coupe de ’56 Bel Air (8) conv., $1,505*, $1,325*; $1,145°, $1,125 (ps); 2-dr., $1,125*; 
Ville, $3,665* (ps); 4-dr., $3,290° Hardtop, $1,420*, $1,400*, $1,275*; 2- 4-dr., $960°; Custom (8) 2-dr., $1,- 
(ps); coupe, $3,025* (ps). dr., $1,300*; 4-dr., $1,250*; station 040°, $940°; Victoria, $905°. 
"56 coupe de Ville, $2,505* (ps); (62) wagon, $1,325*; Two-ten (6) 4-dr., (Continued on Page 59, Col. 1) 





WHY A GUARANTY PROGRAM? 





WITH THE GUARANTY PROGRAM 





YOU Sell more new cars .. . Get more than your share 
of business in multiple dealership markets . . . Get 

the lubrication business on new cars you sell . . . Builds business on 
new car sales . . . Keep new car owners happy. A regularly serviced 
automobile is a trouble-free automobile . . . Increase TBA sales and 
sell more service ...Know the automobile you are asked to trade... 


Never has a program covered so much with 
such a small amount of effort or detail. 


ALVOLINE 


FREEDOM, PA. 


AN-558 


OIL COMPANY 


' 





Division of 


Ashland Oil & Refining Company 
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Correspondent George L. Glaser Writes .. . 


Auto Letter from Europe 


MSTERDAM, Holland. — DAF, 

the Dutch firm which has 
entered its 600 in the small-car 
market, studied the winds closely 
while designing the car. 

Help on wind problems came 
from the National Aeronautical 
Laboratory here. In addition to 
studying weight distribution and 
general low-wind resistance, it was 
found that low sensitivity to cross 
and oblique winds was important. 


The area of contact between 


road and tires is measured in a few | 


square inches while the area in 
contact with the wind amounts to 
several square feet. 

The car produced by DAF is 
highly stable and has good road- 
holding qualities, factors that in- 
crease safety and should be 
promotional plusses. 

In contrast is another small car 
with a good airstream contour but 
which is almost dangerous to drive 
when struck by a wind from any 


direction but straight ahead. 
= . * 


Tips on VW Tuneup 


- ANSWER to questions on 
tuneup of European cars, some 
details on work of Volkswagens can 
be offered. 

One of two Solex carburetors is 
used on most VW products, the 28 
PCI on cars and trucks and the 26 
VFIS on some industrial engines. 
Trucks and Ghia coupes have hang- 
ing air filters and need a little 
richer mixture, so the air-bleeding 
jet is set on 180, rather than the 
usual 195. 


VW fuel pumps, produced by 
Solex, have an output of 10 liters 
per hour at 3,000 r.p.m. Here’s how 
to adjust the idling of a VW: 


Turn the idling screw two or 
three turns out and increase the 
engine speed by turning the idl- 
ing screw on the throttle shaft. 
Then slowly turn the idling screw 
in until the engine speed de- 
creases. 

Then turn the idling screw out by 
one-quarter turn and regulate the 
engine idling speed with the throt- 
tle control screw and set at be- 
tween 500 and 600 r.p.m. This is 
all done at normal engine tempera- 
ture. 


In addition, gasolines with anti- 
icing additives are recommeded for 
VWs, as necessary for eliminating 
all idling difficulties. 


> > > 


Ford Files for Patent 


Fore of Germany has filed for 
a patent on an 
rear-wheel suspension. It could be 
the first European subsidiary of the 
U. S. firm to offer such equipment. 

A German Ford with independ- 
ently suspended wheels is seen as | 
a possible competitor with the VW. | 


Heater Line Expanded 


ACK in Germany, Eberspaecher 

has increased the range of 
fresh-air gasoline heaters it offers. 
Models are now available for all 
cars using air-cooled engines in- 
cluding the Isetta, BMW 600 and 
Panhard. A cabin boat unit is also 
offered. 





Cutting the Overh 


A BUYER of used Volkswagens, 
who cut his overhead by steal- 
ing them, managed to ship 29 of 


them to New York from encircled 
Berlin... 

Cars too long to be accommo- 
dated by one parking meter must 
pay twice the regular parking 
| fee in Frankfurt. 


A central register of traffic 
offenders has been started in Flens- 
burg and 500 persons already have 
been registered. 

* * * 


Rubber Universal Joints 


Shee rubber universal joints used 

for the rear-wheel power trans- 
mission on the BMW (CIsetta) 600 
are supplied by Goetze, the German 
licensee of Saga, an Italian firm. 
The joints are called “Guibo con- 
necting elements.” 

They are polygonal in form with 
six or eight holes and metal parts 
are imbedded in them. They allow 
a certain amount of movement 
|lengthwise and, in some installa- 
tions, can eliminate the need for 
| sliding mechanical parts. They are 
|}also used on the French Simca. 
= = * 


BMW Plans New Car 


AVARIAN MOTOR WORKS is 
| planning a four-cylinder, 1.6- 
|liter type car for the European 
medium-sized market. It will be a 
60-horsepower vehicle and will sell 
for about $2,000 FOB Munich, it is 
| reported. 

The car is the result of a re- 
|}arrangement of automotive think- 
ing at BMW. It should have a good 
|chance for success since there is a 
far greater European market for 
this type of car than for the larger 
|}and more expensive units. 

> > > 








No More Protrusions 


vs West German Government 
has published a decree banning 
| protruding ornamentation (door 
handles, etc.) on automobiles. 
> e > 


How Vauxhall Was Named 


| PONTIAC dealers may be inter- 
ested in hearing a bit of the 
Vauxhall story—especially how the 
car got its name. 

Under King John, more than 700 
|years ago, there lived a_ soldier- 
| adventurer called Fulk de Breant. 





On his crest was a griffin, the 
fabled animal that was half lion 
and half eagle. 

He married, by order of the 
king, a Margaret de Redvers and 


independent | 





Device Warns Driver 


Too Close to Car Ahead 


WASHINGTON.—A patent on 
a device that warns a driver 
when he’s too close to the car 
| ahead has been awarded to 

Studebaker-Packard Corp. The 
radar device was invented by 
Milton Kamins. 


The “Hazard computer,” accord- 
ing to Kamins, measures the 
distance to the leading car and 
relates it to the speed of the 
driver’s car. When the distance 

| separating the car reaches the 

| danger point, he added, the com- 
puter flashes a light, sounds a 

buzzer or automatically puts on 
the brakes. 





. * > fee -——— 
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Small Mail Truck— 
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Goggomobil is producing this light truck which is used in Germany for mail 
pickup. The vehicle is powered by an engine placed in the rear and has sliding doors. | self-service and since it does no 








lived with her on her property in 
Lambeth. The home became 
known as Fulk’s Hall, which over 
the years became changed to 
Vauxhall 


When Alexander Wilson, a Scotch 
engineer, founded the Vauxhall 
Iron Works in 1857, he adopted 
Fulk’s crest as his trademark, In 
1906, the firm moved to London 
and settled in Luton. By coinci- 
dence, the site chosen was the 
original home of Fulk de Breant. 

Wilson made marine engines and 
in 1903, due to the efforts of engi- 
neer F. W. Hodges, the first Vaux- 
hall car was made. In 1906, the 
hood flutes were introduced as a 
styling element. General Motors 
bought Vauxhall in 1926. 

During World War II, Vauxhall 
produced Churchill tanks, 250,000 
Bedford trucks, parts for jet en- 
gines and other items. Today, G. N. 
Vansittart is chairman, and Philip 
W. Colepin is managing director. 

+ = = 


Jaguar to Boost Output 


AGUAR, already in high gear 
after last year’s fire, is planning 
another production increase be- 
cause of the orders coming in, 
especially from the U.S. 
A Jones 25-ton crane, a diesel 
job built by Leyland, travelled 700 
miles under its own power to the 
Leipzig Trade Fair in the Russian 
Zone of Germany. 

Many German firms are prepar-| 
ing catalogs in Russian since an 
increased business with Russia is) 
expected. 


+ + = 





Commer Restyles ‘Cob’ 


N BRITAIN, Commer’s “Cob,” a} 
light delivery vehicle, has been 
given a new 43-horsepower engine} 
and a number of styling changes. 
The Society of Motor Manufac- | 
turers and Traders has published | 
new standards and a new index 
to the handbook of standards. | 
In addition, new regulations have 
gone into effect calling for truth in 
advertising, especially in regard to 
time-payment conditions. 
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“Tomorrow's Cars"— 





contest sponsored by the firm. 


M. A. Gutzeit, technical director of Ford of Cologne, left, and his assistant, 4 
Streit, are shown with some of the models submitted in the “Tomorrow's Cor” desig: 
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By Leo T. Parker 


Attorney at Law 


ONSIDERABLE discussion has 

arisen from time to time over 
the legal question: Is a chattel 
mortgage valid on an automobile 
if the testimony shows that the 
purchaser signed the mortgage in 
blank? 

According to a late higher court 
decision, the 
answer is yes, if 
the blank spaces 
were filled in ac- 
cording to the 
original agree- 
ment between the 
buyer and seller. 

For example, in 
Ward v. Hasty, 
295 S. W. (2d) 433, 
it was shown that 
a man and his 

L, T. Parker wife signed “in 
blank” a chattel mortgage to 
secure payment of a purchased 








Buyers Like Supermart, 


Philadelphia 


By Allen Sommers 
Staff Correspondent 


PHILADELPHIA.—The decision | 


Dealer Says 


outside soliciting, it has been able 
to cut its sales force. 


“Just lookers” are encouraged. 


Lawsuits Affecting Dealers - - - 
Court Decisions 


to switch to a self-service type of | The salesman steps in when he sees 
operation has proved to be a happy/| that the customer is ready to talk 
one for Shore Brothers Pontiac, business, or if he appears to have) 
Inc., 4201 North Broad St. | @ question. 

Shore Brothers has been a Pon- Shore Brothers places ads period- | 
tiac dealership since 1934. Last |ically in local papers stressing its) 
May, the firm decided to adopt (“supermarket self-service plan,”| 





| automobile. In subsequent litiga- 
| tion, the higher court upheld the 
validity of the mortgage becaus 
the testimony proved that the 
blank was filled in, in accordance 
with the authority given by the 
purchaser and his wife. 
> > > 


Not Legal Nuisance 


—— a higher court held 
that the parking of motor 
|trucks which have “noise produc- 
jing” refrigeration units is not 4 
legal nuisance. Hence, an automo 
bile dealer who permits parking of 
such vehicles on his premises is 
guilty of no offense. 


For illustration, in Hughes v. 
Call, 294 S. W. (2d) 532, the testi- 
mony showed facts, as follows: A 
man, named Call, operates an 
automobile dealership and a gaso- 
line station. 

Several nights during the week 
and occasionally over Sunday 
Call permits parking of large 
| trucks with electric motors creat- 
ing refrigeration which run all 
night and thereby disturb the 
rest and sleep of persons who 
live nearby. 


asked the court to grant an in- 
| junction to prohibit Call from 
allowing the parking of “noise 
making” trucks on his premises at 
nighttime. 

The higher court refused to issue 
the injunction, saying that parking 
of these trucks was not a legal 
nuisance. 


> > > 


Buyer Can Use Name 
OMETIME ago, while the writer 


These persons filed suit and ¥ 


the methods used successfully by 
food supermarket chains—an at- 
tractive showroom, immediate de- 
livery, self-service, low-pressure 
sales methods and a realistic one- 
price policy. 

“We wanted to bring some sense | 
back into the auto sales business,” 
says Bernard Polen, head of the) 
firm. | 

“The auto buyer has gradually) 
lost confidence in dealers,” Polen 
explained. “The customer has be- 
come wary. He doesn’t know what 
he’s getting for his old car and 
what he's paying for his new one.” 

Shore's answer is to set a realis- 
tic price and to stick to it. Custom-| 
ers get the open-market price for 
their old cars. 

The price and the features of the 
ear are affixed to the windshields 
of the cars in the showroom. 

Cars are arranged on the floor | 
according to series—Star Chiefs, 
Chieftains, etc—and Polen esti- 
mates that the firm can display | 
about 110 cars on its two floors. 
The first floor provides some 15,- | 
000 square feet. 

“We rarely have to order a car,” | 
Polen said. “What's more, we find 
the customer is much more inclined 
to buy if he sees the car he wants 
right there before him, ready for 
immediate delivery. Of course a 
dealer has to have the space to 
operate this way. If he does, we 
think this is the way to do it.” 

Since Shore Brothers encourage 


but finds that about 75 percent of 
its customers hear of the firm from 
friends through word or are at- 
tracted by the showroom. 


RY THIG MEW FASTER SA” 
WAY OF POLISHING 


Counter Display— 


A new counter display, featuring Thor's 
EL-91 high-speed electric auto polisher 
with pneumatic backing pad for “air- 
cushioned" polishing, is being offered by 
Thor Power Tool Co., Prudential Plaza, 
Chicago 1, Ill., as part of its national 
“Shine-Up Time" merchandising program 
for automotive jobbers. The four-color 
counter displays are said to permit at- 
tractive, eye-catching showing of the 
Thor polisher and its pneumatic backing 
pad. 





attended a convention of auto- 
mobile dealers, an executive asked 
whether one who buys an automo 
bile dealer’s business has the right 
to continue to use the old name of 
the business. 

Recently I located a leading 
higher court decision which held 
in the affirmative, provided the 
contract under which the busi- 
ness was sold did not contain 4 
clause prohibiting continued use 
of the name. 

For example, in Lyle T. Manley 
v. Dwight E. Manley, 128 N. E. (2d) 
641, the testimony showed that one 
Lyle T. Manley and his brother 
Dwight E. Manley owned the busi- 
ness, Lyle Manley sold his interest 
in the business to his brother, 
Dwight Manley. 

Later Lyle Manley sued Dwight 
Manley to prevent use of the name 
“Manley Co.” Lyle contended that 
as a previous partner he had its 
good will, which included the name 
“Manley Co.” He further claimed 
that neither he nor his brother 
could use the partnership name 
“Manley Co.” without each other's 
consent. 


The higher court refused to agree 
with these contentions and _ held 
that Dwight Manley and all future 
owners of the business could use 
the name “Manley Co.” The court 
said: 

“There is nothing in the contract 
of sale prohibiting the use of the 
name by the continuing partners.” 
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; Fairlane (8) 





; Crest Victoria, 
, $630°; Cus- 





, $600, 
conv., $540*; 


4 Hornet Hollywood, $550°*. 

_ '56 Premiere 4-dr., $1,850* 
Capri Hardtop, $1, 805* (ps). 
Hardtop, $1,425* (ps). 

; Hardtop, $905* , $855°. 
conv., $380* (ps). 

"57 Commuter station wagon, 
(ps); Montclair 4-dr., $1,950*; 

1,815° (ps). 
56 enale Hardtop, $1,260*, $1,100° 

(ps), $1, 065* (ps); 2-dr., $1,085°. 

55 station wagon, $1,255* (ps); Monte- 

rey conv., $1, 175° (ps). 2 
"54 Monterey conv., $765* (ps); 


* 
stom 4-dr., $320*. 
N = er" 55 Ambassador 4-dr., 
sman 4-dr., $500. 

I OBILE - ’57 (88) conv., $2,400*° 
(ps); 4-dr. Holiday, $2,225° (ps), $2,- 
205°, q2 145* (ps), $2,090° (ps); (98) 
Holiday, $2,300° (ps); (88) Super 2- 
dr., $2,100* (ps). 

56 (98) Holiday, $1,625* (ps), 
(ps), $1,400* (ps);  conv., 
(ps); (88) 4-dr., $1, 445°. ‘ 
55 (98) Holiday, $1,380* (ps), $1,275 
(ps); 4-dr., $1,160*° (ps); (88) Super 
Holiday, $1, 295*, $1,225° (ps); 4-dr., 
$1,175*; (88) Holiday, $1, 260° (ps), 
$1,235* (ps), $1,220° (ps), $1,205°, 
$1,135*; 4-dr., $1,150° (ps). 

54 (88) Super Holiday, $1,030° (ps); 

(98) Holiday, $1,225* (ps), $875° (ps); 
4-dr., $820*; (88) Holiday, $960° (ps), 

* $835°. 

"53 (88) Holiday, $675*, $550°. 

PLYMOUTH—'57 Plaza (6) 2-dr., $1,380, 
$1,210°; Savoy (8) 4-dr., $1, 375°, $1,- 
300°. 

"56 Belvedere (8) 
conv., $1,155°; 





Custom 2-dr., 







' Hardtop, 


4-dr., 


$880* (ps). 


nt, A 
design 


$1,600° 
$1,615* 


Hardtop, 
(6) station wagon, 
"55 Savoy (8) 4-dr., $760°; (8) station 

wagon, $725°. 

‘54 Savoy 2-dr., $615*; Belvedere Hard- 

top, $575*; Plaza station wagon, $375. 
PONTIAC—'57 Chieftain 4-dr. Hardtop, 


$1,750°. 

‘S36 Chieftain $1,325° (ps), 
$1,290* (ps), 2-dr., $1,035°. 
‘SS Chieftain Catalina, $1,255° (ps), 
$1,105*; station wagon, $940; Star 
Chief conv., $1,205* (ps), $1,115* (ps); 
Catalina, $1, 140°. 

"4 Star Chief Catalina, $750°*. 

S33 Chieftain 2-dr., $470°. 


Catalina, 
$1,280° ; 


Used-Car Auction Prices 


$1,205°* ; 


(Continued from Page 57) 


RAMBLER—’56 station wagon, $1,460*. 


’55 station wagon, $1,205*, $1,010*; 4- 
dr., $1,015*; Hardtop, $875* (ps); 
2- dr., $610. 

STUDEBAKER — °56 Commander 4-dr., 


$905* 
MISCELLANEOUS—’58 Volkswagen, 
715. 
’56 Ford %-ton pickup, $900. 
‘53 Ford %-ton pickup, $400. 
+ * * 


— Auctions in Brief — 


BORDENTOWN, N. J. 

National Auto Dealers Exchange, Sale 
every Wednesday (Apr. 23). 387 cars were 
registered and 325 sold; giving us an aver- 
age of 84 percent, the highest of the year. 
Prices in all years and models were sea- 
onally high. The buyers were stocking-up 
for their selling season. 
* * * 


INDIANAPOLIS 
Ken Schaefer Auto Auction, 


$1,- 


Inc, 
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every Thursday (Apr. 24). Clean cars 
strong, all others holding well. Our mar- 
ket very active today as 76 percent of the 
consignment changed hands. 

* * * 


ST. LOUIS, MO. 

St. Louis Auto Auction Barn. Sale every 
Tuesday and Friday (Apr. 15 and 18). The 
market is a little stronger this week. Sold 
173 cars out of 248 consignments, 

* * * 


FLINT, MICH, 

Flint Auto Auction. Sale every Wednes- 
day (Apr. 23). It is our opinion that there 
is going to be a terrific shortage of used 
cars by mid-summer, Prices are edging 
upward and may go even higher, unless 
there is a definite reversal in new car 


sales. Sold 172 cars from 243 consign- 
ments. 

* * * 

ALBANY 


Tim Anspach Dealer’s Auto Auction. 
Sale every Monday (Apr. 21). We cele- 
brated our lith anniversary sale today. 
We all had a good day. 20 dollar bills 
were given away like water. The auction 
and trading in the yard was real brisk. 
Sold 172 cars from 237 consignments, 

* * * 


PHOENIX, ARIZ. 
Phoenix Auto Auction. Sale every Wed- 
nesday (Apr. 23). Market very good. Sold 


Sale| 153 cars from 299 consignments. 


Bulletin Board 





Service Bodies 


A brochure on commercial serv- 
ice bodies applicable to half-to1%- 
ton chassis—four pages, free. Holan 
Corp. of Georgia, Everee Inn Rd., 
Griffin, Ga. 


* * = 


Dual Manifold Filter 


A bulletin describing operating 
principles, filtering efficiency and 
applications of the Delpark Dual 
Manifold Filter-Matic Filter—four 
pages, free. Industrial Filtration 
Co., Dept. DMB-305, 5152 Del Park 
Ave., Lebanon, Ind. 

> > + 
Brake-Lining Catalog 

Catalog describing new brake- 

lining specifications for light and 


Used-Car Notes 





os PHILADELPHIA. — Milton Berr 
ge | bas been elected president of the 
at- § Philadelphia Independent Automo- 
all | bile Dealers Assn. succeeding Wil- 
the | ‘ard Rothberg, who was named to 
who | the board of directors. 
Other officers are William Rush, 
and president; Leonard Schloss, 
in- § Secretary, and Jack Liebowitz, 
from § treasurer. Directors are Rothberg, 
oise- | Ben J. Franks, George Grant, 
.s at § Larry Dresner and Louis Shlifer. 
> > = 
ssue)} Baldwin Auto Sales Opens 
king LOS ANGELES. — Baldwin Auto 
egal § Sales has opened at 11845 Ventura 


Blvd, Studio City. The firm is 
headed by Will Rogers, assisted by 
Guy Heberlee and Harry Fadden. 
riter .. 2 2 
uto- Glass, Nicholas Open 
skedf CUYAHOGA FALLS, O.— State 
m0 @ Road Auto Sales has been opened 
ight § at 1792 State Rd. by Al Glass and 
e off Lew Nicholas. 


. > > 


on U. C. Dealers in Georgia 
the | Must Register by July 1 
asi- ATLANTA. — Used-car dealers 
1a must obtain licenses from the 
use § new State Board of Registration 
of Used Car Dealers before July 
nley § 1, according to C. L. Clifton, joint 
(2d) § Secretary of State Examining 
one Boards. 
ther Under a new State law each 
usi- § dealer must carry public liability 
rest * and property damage insurance, 
.er,§ With a minimum of $25,000 per 
Person, $50,000 per accident and 
ight property damage. Each 
ame | “aler also must have an estab- 
hat | lished place of business devoted 
its | *Mtirely to used-car sales, 


ame es 


ned Pinecrest Motor Opens 

her} MARSHALL, TexPinecrest 

amé | Motor Co. has opened at 401 W. 

ers § Pinecrest Drive. Bob Smith and 
Gerald Smith are the owners and 

ree § Bill Williams is manager. 


eld * * «& 





= 2nd Lot for Lein 
yurt 

fin, of Lein’s Auto Sales, has 
act §°Pened a second used-car business 






at 1001 S. Michigan under the 





Steven Drexler will manage the 
new outlet. 
> > > 
Warren’s Opens 
FREDERICKSBURG, Va.—War- 
ren’s Motor Sales, owned by C. 
Warren Forbush, has opened at 310 
Charlotte St. 
> . = 
Trio Opens New Lot 
PORTLAND, Ore.—Iverson’s 
Auto Mart has been opened by 
Morris A. Keith, Neil W. Iverson 
and Fred C. Rathbone. 





medium trucks — 40 pages, free. 
Raybestos Division, Raybestos- 
Manhattan, Inc. P.O. Box 1021, 
Bridgeport 2, Conn. 


Pallett Boxes 


An illustrated brochure showing 
wirebound pallet boxes in use in 
industry and agriculture — eight 
pages, free. Wirebound Box Manu- 
facturers Assn., 222 W. Adams St., 
Chicago 6, Ill. 


Industrial Stethoscope 


A bulletin describing a new “Air- 
sonic” industrial stethoscope made 
in Belgium—eight pages, free. M. 
Paquet & Co. Inc. 17 Battery 
Place, New York 4, N. Y. 

> 


> > 


Measuring Thickness 


“The Measurement of Thickness” 

79 pages, 50 cents, (National 
Bureau of Standards Circular 585). 
Supt. of Documents, U.S. Govern- 
ment Printing Office, Washington 
25, D.C. 


ca * > 


Machine-Tool Catalog 
Catalog on South Bend precision 
machine tools—80 pages, free, (Cat- 
alog 5800). South Bend Lathe 
Works, South Bend 22, Ind. 


How Corporation Works 

“How a Corporation Works” — 
16 pages, 25 cents. American Visual 
Corp., 460 Fourth Ave., New York 
Mm, HM. &. 


> > > 


Epoxweld Preforms 


Information about Epoxweld 100 
preforms, a single component epoxy 
preform used in joining, sealing or 
encapsulating metals, ceramics, 
glass and quartz—Bulletin 114, two 


pages, free. Duramic Products, 
Inc., 262-72 Mott, New York 12, 
_ * A 


= > > 


Plastic Knobs 


Catalog on standard thermoset- 
ting plastic knobs—free. Waterbury 
Cos., Inc., 508 Washington St. 
Waterbury 20, Conn. 


> > > 


Motor Application Guide 


Motor Application Guide for 1958 
—12 pages, free. Century Electric 
Co., Eighteenth and Pine Sts., St. 
Louis 3, Mo. 


+ > + 


Seven New Floor Waxes 


A folder, Form 1521, describing 
seven new floor waxes which are 
said to resist soiling because they 
are free from “tack”—four pages, 
free. Multi-Clean Products, Inc., 


|| 2281 Ford Parkway, St. Paul, Minn. 





Travelling by Truck— 


George Shearing, seated, blind jazz 
pianist, takes delivery of a custom-fitted 
Dodge truck from Jim F. Egan, truck man- 
ager, Dexter Motors (Dodge-Plymouth), 
New York. The truck is a P-300 eight- 
cylinder model with a customized body by 


SOUTH BEND, Ind. — Lawrence] Boyertown Auto Body Works, Inc., Boyer- 


town, Pa. The truck is fitted with eight 
seats and will be used to transport moem- 
bers of his group as well as luggage 


Mame or Transportation Center.|and musical instruments. 





+. 7 
Box Jigs 
Illustrated bulletin describing 
trimetal “Tumble” box jigs — free. 
Standard Parts Co., 1030 Broadway, 
Bedford, O. 


Tire Data for Dealers 


“Tire Guide,” listing sizes and air 
pressures for 1942-58 U.S. cars, plus 
import and truck-tire information 
—80 pages, $2. Elgar Co. 2 E. 
Twenty-third St, New York 10, 
a A 





PMP SPECIALS ! ! 
Top Quality MUFFLERS 








Low Prices on 


your 
cost 





1949, 70, Super, 


Series 50, 
1950-52, All on Series 40, $ 5.10 





49-52 Pass. except Conv. Standard Shift 


50-53 with power glide except Conv. 
Truck 1950-56, Ya-2 Ton, All GMC Truck, 1950- 
53, a VYo-Y%q Ton, FC 100, FC 150, 100-22, 150-22, 


54-57, 6 & 8 cyl., Pass. and Station Wagon 
eres ee & Duals 


3.95 
3.95 


3.25 


5230 
5231 
5232 
5233 


49-53, 6 & 8 Cyl., All Models 1954, 6 Cyl., All Models . 9.10 

Fairlane, 55, 56, All Models 

1954, 8 Cyl, All Models 

55, 56, 8 Cyl, Except Fairienes, Conv. & Station 
Wagons 

Wreck, 1948-53, 6-8 Cyt, Yq-2 Ton, All 





1949-51, 8 Cyl., All Models 

1956, 8 Cyl, Custom & Medalist 2 Dr. Sed., Cust. 

4 Dr. Sed. & Hardtop, Single Exhaust 

1956, 8 Cyl., Montclair, Monterey, Dual Exhaust sys..... 
1955, 8 Cyl, MC Custom Single Exhaust System 
— MC, Montclair, ss» Dual Exheust we nmsaaeces 
PONTIAC, 1934-54, All Models 

KAISER, 1946-47, All Models 


FRAZER, 1947-48, All Models 4.00 


PMP 0992 ee 1955, All Models 


1952-56 8 Cri, Series 605, 4 Dr. Sed. 
Series 62 All ae eovnse socouncooseseeep 


en ee ee ee eee ee 160 HP 


Keiser 51-2 6 Cyl., K-51) Spec. K-512, K-521, K-22 
Studebaker——56 8 Cyl., 56 8B Com. 56 H Pres. J6J 
GOLDEN HAWK ( & Duals) Stud. 47-54 6-8 Cyl; 
ae eae eee nti secleanitnadcdlaadtemaan 


1947-54 6 cyt 6G, 76, 86, 96, 106, 
12G, 146, 15G Champion 





THE 
















Publications advertised in this section are not 
produced by Automotive News but carry ovr recom- 
mendation and we guarantee your satisfaction. 


COMPANY PRESENTS A 


NEW PICTURE-STORY 


MANUAL WHICH COVERS . 
The Controlled Coupling 
Hydra-Matic 


Covers all Controlled Coupling 


Hydra-Matic Transmissions 
Uetaway, Strato-Flight, Flashaway). Over 
250 pages, 600 pictures. 


Ta Coupling 
FT: Lt aaa 
Steal Lid tee 


suavice MANY 


Each manual covers . . . 


Fundamentals 


Diagnosis 

On-The-Car Service 
Total Overhaul 
Complete Flat Rate Data 
Tool and Equipment Data 


WU Covers ollf 
Dual-Range Hydra-Matic 
Transmissions thry 1957. Over 
250 pages, 500 pictures. 


Covers all 
Fordomatic, Merc-O-Matic 
and Turbo-Drive Transmis- 
sions thru 1957. Over 200 
pages, 450 pictures. 














CARRIAGE 
TRADE 


. 
Ur OFFERS A NEW 


1958 LIST 
OF NEW CAR DEALERS 


We will address your envelopes or post cards 
and return them to you within five days. 


FOR ONLY 1* PER NAME 


Complete State Lists or by Car Make 


CARRIAGES 


O oA, 


| TRADE i. 


\/ 


4 Sl 
THIS AD 
Ld 
REFERENCE 









SAVE ON 
a LEER 





AS LOW AS 75¢ PER 30-FT. SET 
Buy pennants direct from the manufacturer and 
save both time and money. 30-ft. set of twelve 
12” x 18” flags in 6 colors from 75c to $1.30 
per set, including only pennants made with full 
60-day guarantee. 


FREE CAR LOT DISPLAY CATALOG 
Shows wide variety of ovtdoor display items 
monvufactured and sold direct by Prott— 
pennants, banners, posters, vertical and mobile 
displays, and letter-banners. Write for your 
copy. 

For lower prices, faster delivery ond 

gvoranteed quality, buy direct from .. . 


The Pratt Poster Co. 


PRINTCRAFT BUILDING + INDIANAPOLIS 4, IND. 


What day of 
the week is best 
to advertise? 


You'll find the 

answer to this 

and countless 

other questions 

in Martin H. PALES 

Bury’s remark- 

able new book, 

“The Automo- 

bile Dealer.”’ 

Mr. Bury— 

who created and still manages one 

of the nation’s most successful 

dealerships—tells how to operate 

profitably in a buyer’s market. He 

covers every conceivable subject: 

new and used-car display and sales; 
. Service and parts departments; 

compensation and incentive plans; 

financing, car rentals, advertising, 

accounting methods ...even how 

to decorate a waiting room. “The 

Automobile Dealer” is already in 

its second printing and has been 

hailed as the “bible”’ of its field. Re- 

quired reading for every automo- 

bile dealer and salesman. Use cou- 

pon to order now. Jf, after 10 days, 

you are not convinced that this book 

belongs on your Shelf for permanent 

reference, return it and we will re- 

fund your money !| Order now, while 

it’s on your mind! 


VUTOMOBILE 


one aap ome o> > > a a a a om om oe ea 


rn PUBLISHING COMPANY 
1750 N. Broad St., Philadelphia 21, Pa. 


Send____copy (copies) of new book, “The 
— 
eae nae 


Z 
g 
zi 
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AUTOMOTIVE NEWS, MAY 5, 1958 


News to Note... 


Auto World in Brief 





DETROIT.—Purchase of a build- 
ing to house a second plant in 
Detroit and appointment of sales 
personnel to obtain additional 
defense-contract business were an- 
nounced by C. M. Hall Lamp Co. 


Edward J. Lauenstein was named 
defense-contracts director. Duncan | 
K. MacLennan, Los Angeles; E.| 
William Johnson, Seattle, and 
Oscar H. Hood, Fort Worth, were 
appointed sales representatives in 
the West, 


* * + 


UE ee ee UU To bretta Distributor 
Named for 15 More States 


NEW YORK.—Innocenti Corp., 
U. S. distributor of Lambretta 
two-wheel motor scooters and 
three-wheel commercial utility 
vehicles, has announced the ap- 
pointment of Milani International 
Automotive Imports, Inc. Chicago 
and Miami, as its subdistributor 
in 15 Midwest and Southeastern 
states. 

Milani terminated its relation- 
ship with another motor-scooter 
manufacturer, for whom it had 
been a Midwest distributor. A 
Lambretta subdistributorship in 
Boston was set up earlier to 
cover six New Engiand states. 


Mack Engineer Wins Award 


For New Manifold Design 
PLAINFIELD, N. J.—A new en- 
gine manifold design, saving nearly 
12 pounds in weight and 40 percent 
in cost, has won the John Woodman 
Higgins Redesign 


for Jack F. Great- 


house, new- 
development  su- 
pervisor, Mack's 


engine division. 
The award is 
sponsored by the 
Pressed Metal In- 
stitute. 

Greathouse has 
been with Mack 
4. F. Greathouse since 1937, start- 
ing as a detail draftsman in the 
engineering department at Plain- 
field. He became section engineer 
in 1946 and last year was named 
new-development supervisor. 

> * . 


Jordan Heads Buick Dealers 


In San Francisco Area 


SAN FRANCISCO.—Merrell J.) 


|Jordan jr. Jordan Buick, Inc., 
| Richmond, Calif., has been elected 
|president of the San Francisco 


Metropolitan Buick Dealers Assn. | 


He succeeds Beverly H. Spencer, 
Spencer Buick, Inc., San Francisco. 


Marshall H. Turner, Turner Buick 


Co., Hayward, was elected secre-| 
tary-treasurer, succeeding Sheldon 


| Helmick, Helmick & Froelich, San 





Bruno. 
om 


Dual 90 Tire Owners 


Offered Free Road Service 


AKRON.—General Tire & Rubber 
Co. has announced it will pay for 
road service in case of a puncture 
of the Dual 90 automobile tire. This 
is the first time American motor- 
ists have received such an offer, 
the firm said. 

In the event of a puncture, said 
L. A. McQueen, vice-president, the 
Dual 90 owner would contact the 
nearest General Tire dealer. The 
service agreement provides for free 
road service to dismount the dam- 
aged tire and mount the spare, 
should the tire be punctured in the 
tread area during the life of the 
original tread, he added. 

” ef > 


Champion Wins Injunction 


In L. A. Fair-Trade Case 


LOS ANGELES.—A permanent 
injunction enforcing the fair-trade 
act in California has been signed 
in Los Angeles Superior Court in 
the case of Champion Spark Plug 
Co. vs. Jules Laboe, concessionaire 
of Buyer Merchandising Mart 
Stores, Los Angeles. 

This is the second permanent in- 
junction in Champion’s favor dur- 
ing the past several months enforc- 
ing fair-trade acts. A permanent 
injunction was signed recently in a 
Washington Superior Court in the 


case of Champion vs. Jacks Payless 
Auto Parts, Seattle. 


* * * 


DeVilbiss Regional Office 
| Moved to Springfield, N. J. 


| TOLEDO.— DeVilbiss Co. has 
| moved its Northeastern headquar- 
ters from Newark to a new build- 
ing at 10 Stern Ave., Springfield, 
N. J. 

The new branch, with more than 
11,000 square feet of floor space, in- 
cludes a testing and demonstration 
area, repair, rebuilding and ex- 
change center and sales, engineer- 
ing and administrative offices for 
DeVilbiss and its newly acquired 
subsidiary, Newcomb-Detroit Co., 





The following tmported-car prices are 


| tmelude ocean freight, U. 8S. excise tax 
and import duty. They do not include 
“emergency freight’ charges, U. S. trans- 
portation fees, state and local taxes or 


Award for 1958/ $7,450 





optional equipment. | HILLMAN—4-dr. Special sed., $1,699; 
(Copyright, 1958, by Automotive News) | 4-dr. Deluxe sed., $1,849; conv., $2,099; 
ALFA ROMEO—Glulictta—Spider, $3,-/|2-dr. stat. wag. (Husky), $1,639; 4-dr. | 
298; Super Spider, er aea: —o. Cpe., | stat. wag. (Minx), $2,299. 
$3,784; Veloce Cpe., $4,194. 2000 Serles—| jacuaR—Mark VIII 4-dr. sed., $5,605 
nee’ $4,994; Spider roadster conv.,| (overdrive), $5,695 (automatic transmis- 
' . |sion). 3.4 Liter sed., $4,460 (overdrive) 
ARNOLT-BRISTOL—(Prices are F.O.B./ ¢4 569 (automatic transmission), XK-150 
Chicago)—Competition, $3,995; Bolide, $4,-| c56 $4475; epe. (automatic transmission), 
245; Deluxe, $4,995. $4,725; conv., $4,595; conv. (automatic| 
ASTON-MARTIN—DB24 Mark III cpe.,| fc nsmission).” $4,845 
AUSTIN—A-35 Deluxe 2-dr. sed., $1,- LLOYD — 4-pass. sed., $1,295; 4-pass. 
557; A-55 Deluxe 4-dr. sed., $2,214.) comv., $1,395; 4-pass. stat. wag., $1,345; 
(Heater standard.) 6-pass. stat. wag., $1,545; 6-pass. stat. 
AUSTIN-HEALEY — conv., $3,087; De-| wag. (long wheelbase), $1,645. 
luxe conv., $3,389. (Heater standard on MERCEDES-BENZ—i180 4-dr. sed., $3,-/ 
Deluxe. ) 240; 180-D 4-dr. sed. (diesel engine), 
BENTLEY—Series S—Standard Steel Sa- | $3,517; 190 4-dr sed., $3,431; 190-SL road- 
loon, $12,900. (Other models are custom-/ ster, $5,020: 190-SL epe., $5,232 (with 
built and vary considerably in price.) removable hard or soft top, $5,416); 219 
BERKELEY — 328-c.c. roadster, $1,595/4-dr sed., $3,823; 220-8 4-dr. sed., $4,283; 
in New York ($1,695 in Los Angeles. West | 220-S comv., $7,641; 300-C 4-dr. sed., $7,- 


Coast is principal entry point). 

BMW — Model 502/3.2 — $6,198; Model 
503/8, $9,292. 

BMW ISETTA 300-—— sunroof, $1,048; 
cabriolet, $1,098. BMW (lIsetta) 600—4- 
pass. sed., $1,398. (Heater standard on all 
models. ) 

BORGWARD—Isabelia—2-dr. sed., $2,- 
495; stat. wag., $2,685; Touring Sport, 
$2,845; Touring Sport Coupe, $3,750. 

CITROEN—2CV 4-dr. sunroof sed., $1,- 
298 (centrifugal clutch). ID-19—4-dr. sed., 
$2,995 (air suspension). DS-19—4-dr. sed., 
$3,595. (Alr suspension, heater, power 
brakes, clutch 


DKW—4-dr. sed., $2,395; 2-dr. sed., $1,- 
| 995; 2-dr. hardtop, $2,195; stat. wag., $2,- 
530. (Heater standard on all models.) 

FACEL-VEGA —2-dr. hardtop, $9,750; 
Excellence 4-dr. hardtop, $12,800. (Aute- 
matic transmission, power brakes, power 
windows, radio, heater are standard.) 

FIAT—600 Series—Multipla 4-dr. sed., 
| $1,598; 2-dr. sed., $1,298; sunroof conv., 
$1,360. 1100 Series—4-dr. sed., $1,683; stat. 
wag.. $2,069. 1200 Seriee—-Gran Luce Sed., 
$2,278; roadster, $2,498. 
} on all models.) 

FORD (England) — Anglia 2-dr. 
$1,539; Perfect 4-dr. sed., $1,639; Escort 
2-dr, stat. wag., $1629; Squire 2-ar, stat. 
wag., $1739. Mark Il Series—Consul—4-dr, 
sed., $2,012; conv., $2,351; Zephyr 4-dr. 
sed., $2,193; conv., $2,552; Zodiac—4-dr. 
sed., $2,365; conv., $2,843. 

GOLIATH—1100 Series — Standard busi- 


sed., 








New Frost Facilities— 
Y. M. Posthuma, left, Los Angeles DeSoto 


regional manager, congratulates Art 
Frost on his 40,000-square-foot expanded 
dealership installation in Culver City, 
Calif. The facilities include: A “jewel 
case" one-car showroom, 16 cabana-type 
car ports for new cars, a large area de- 
voted to used-car displays, service, parts 
and new-car “get ready" operations. A 
separate building houses the organiza- 
tion's general offices, customer confer- 
ence rooms and complete sales depart- 


ment. \ 








Port-of-Entry Prices 
On Imported Cars 


Port of Entry figures at New York, They | 088.80; Custom conv., 


| (Heater standard on Empress, Tiger and 
| Custom models.) 








(Heater standard | 





(now called Newcomb-DeVilbiss 
Co.). 


* * * 


General Tire Pays $50,000 


To Remodel Seattle Plant 


SEATTLE.—J ohn F. McElmur- 
ray, manager of the Seattle retail 
store of General Tire & Rubber 
Co., said the firm had spent over 
$50,000 to remodel the store at 
Fourth and Lenora. 

The store was extensively dam- 
aged by fire last fall. 


* * * 


Autos of Nonresident Gls 
Exempt from Virginia Tax 

RICHMOND, Va.—Attorney Gen- 
eral Kenneth C. Patty has ruled 
that the auto of a serviceman sta- 
tioned in Virginia, who retains his 
domicile in another state, is not 
subject to personal property taxes. 

Such a vehicle is not subject to 
local personal property taxes even 
though the serviceman may have 
registered his auto in Virginia and 
purchased state license tags for it, 
the attorney general said. 


$2,- 
$2,395; Custom 2-dr. | 
| stat. wag., $2,287.80; Empress Deluxe 2-dr. 


ness sed., $1,995; Custom 2-dr. sed., 


sed., $2,481.14; Tiger sport cpe., $2,834.98. 


559; 300-SL cpe., $8,905; 300-D 4-dr. 
hardtop, $10,418; 300-SL roadster, $10,928; 
300-SC conv. or roadster, $12,272. (Power 
brakes standard on 219 sed.; automatic 
transmission standard on 300-C sed, and 
300-D hardtop.) 


METROPOLITAN — 2-dr, hardtop, $1,- 


626.10; conv., $1,650.10. 

MG—MG “A’’—roadster (disk wheels), 
$2,462; roadster (wire wheels), $2,546; | 
cpe. (disk wheels), $2,695; cpe. (wire 
wheels), $2,785. Magnette—4-dr. sed., $2,- 
740. (Heater standard on Magnette.) 

MORRIS—4-dr. sed., $1,794; 4-dr. De- 
luxe sed., $1,860; 2-dr. sed., $1,705; 2-dr. 
Deluxe sed., $1,761; Tourer (conv.), $1,- 
689; Deluxe Tourer (conv.), $1,745; stat. 
wag., $1,912; Deluxe stat. wag., $1,967. 
(Heater standard on Deluxe models.) 

OPEL — Rekord — 2-dr. sed., $1,957.50. 
Caravan—2-dr. stat. wag., $2,370. (Heater 
standard on both models.) 

PANHARD — 4-dr. sed., $1,995; 4-dr, 
deluxe sed.. $2,195. 

PEUGEOT — 403 —4-dr. sunroof sed., 


$2,175. 

PORSCHE — Speedster — 70 horsepower, 
$3,215; 88 horsepower, $3,615; 115-125 
horsepower (Carrera), $5,215. Coupe—70 
horsepower, $3,665; 88 horsepower, $4,115; 
115-125 horsepower (Carrera), $5,665. 





Hardtop—70 horsepower, $3,830; 88 horse- 
power, $4,280; 115 horsepower (Carrera), 
$5,830. Convertible—70 horsepower, $3,915; 
88 horsepower, $4,365; 115 horsepower 
(Carrera), $5,915. 
RENAULT— 4CV 4-dr. 
Dauphine 4-dr. sed., $1,645. 


ard on both models.) 
$2,316. (Heater stand- 


RILEY—1.5 sed., 
ard.) 

ROVER—90 4-dr. sed., $3,295; 1058 4- 
dr. sed., $3,625 (overdrive); 105R 4-dr. 
sed., $3,765 (automatic transmission and 
overdrive); 105R deluxe 4-dr. sed., $3,865 
(automatic transmission and overdrive). 
(Heater standard on all models.) 

ROLLS-ROYCE—Silver Cloud—Standard 
Steel Saloon, $13,250. (Other models are 
custom-built and vary considerably in 
price.) 

SAAB — “93” —2-dr. sed., $1,895; 2-dr. 


sed., $1,345; 
(Heater stand- 


sed. (automatic clutch), $1,995. Grantu- 
rismo 750 — 2-dr. $2,568, (Heater 
standard on ‘'93’’ models.) 


SIMCA—Aronde Series—Intendante, $1,- 


‘$75; Deluxe 4-dr. sed., $1,645; Elysee 4-dr. 


sed., $1,745; Montlihery, $1,810; Grand 
Large 2-dr. hardtop, $1,980; Grand Large 
Special, $2,030; Chatelaine 2-dr, stat. wag., 
$1,875; Plein Ciel $2,795; 
Oceane conv., $2,995. 
Trianon 4-dr. sed., $1,999; Versailles 4-dr. 
sed., $2,199. (Heater standard on Plein 
Ciel and Oceane.) 

SUNBEAM—Rapier—2-dr. hardtop, $2,- 
499; conv., $2,649. 

TEMPO — Matador — 12-passenger stat. 
wag., $2,575; 9-pass. stat. wag., $2,495; 
6-pass, stat. wag., $2,425. (Heater stand- 
ard.) 

TRIUMPH—4-dr. sed., $1,699; 4-dr. stat. 
wag., $1,899. TR-3 (sports cars)—softtop, 
$2,675; hardtop, $2,835. 

VAUXHALL — Victor — 4-dr. sed., $1,- 
957.50; 4-dr. 2-seat stat. wag., $2,370. 
(Heater standard on both models.) 

VOLKSWAGEN—2-dr. sed., $1,545; 2- 
dr. sunroof, $1,625; conv., $2,045; Combi 
stat. wag. (8-pass.), $2,020; deluxe stat. 
wag., $2,120; deluxe camper, $2,737. Kar- 
mann-Ghia—sport cpe., $2,445; conv., $2,- 
725. (Heater standard on all models.) 

VOLVO—2-dr. sed., $2,238.53; 2-dr. stat. 
wag., $2,490. (Heater standard on both 
models.) 


aan 
Hively Ford Opens 
Howard Hively, Inc. (Ford), ig, 


new dealership at 2101 Mad son Ra, 
Cincinnati. 





FORD AND 
CHEVROLET 
DEALERS: 
WE NEED 


1958 CARS 


@ Relieve Your Inventory! 
@ Step Up Sales Volume! 

@ Plan on Steady Business! 
OUR TRADES ARE GOOD 
AND CLEAN—QUALITY 
IS GUARANTEED! 

Cars Are Located 
In Your Area 


CALL US NOW— 
MUseum 4-6969 


EMKAY, INC. 


6850 Cottage Grove Ave. 
Chicago 37, Illinois 


Notionwide Automotive Leasing 
Service 








HOW TO SELL 
MORE CARS 
TO MILITARY 
PERSONNEL- 


Tell them that aos & Services will 6- 
nance their cars with these advantages 
—NO EXTRA CHARGE for finane- 
ing when cars go overseas—anywhere 
in the world. 
—UP TO 36 MONTHS TO PAY. 
—NO RED TAPE. No lengthy delay 
for investigation. Applications are 
immediately. 
You'll sell more cars if you let us finance 
service on a world-wide basis. 
We serve all officers and 3 top grades of 
non-coms. “First ... oldest ... and largest 
firm offering financing for servicemen. 
Address inquiries to office nearest you— 
Send us your service personnel customers 
for quicker action ... faster sales — 


Address: FEDERAL SERVICES 
ALBANY, GA., 2015 W. Broad Ave. 
ALEXANDRIA, VA., 120 a Pitt St. 
AUGUSTA, GA., 108 Eighth 
BALTIMORE, MD., 2137 Soadett Ave. 
BELTON, TEXAS, i2t North Main 
COLUMBIA, S. C., 2421 Forest Drive 
COLUMBUS, GA., "3300 Victory Drive 
ELIZABETHTOWN, KY., P.O. Box 549 
EL PASO, TEXAS, 618 E. "Yandel Bivd. 
FAYETTEVILLE, NV. C., 850 Bragg Bivd. 
FRANKFURT / MAIN, GERMANY, 123 Zell 
HONOLULU, T. , 1410 Kapiolani Bivd. 
LOUISVILLE, ev. 4249 Dixie Hwy. 
PENSACOLA, FLA. 31 A Bivd. 
SAN ANTONIO TEX., 2100 Broadway 
SAN FRANC! 1SCO, CALIF. 1407 Bush St. 
WASHINGTON, D. c., 6400 Ga. Ave., N.W. 
NEW YORK CITY financing affiliate, 
1733 Broadway, Circle 7-4230 








Impressive 
= L e5 APPROACH! 





Hand your next 
prospect a 


FULL COLOR 
BUSINESS CARD 


These colorful business cards ore now ovail- 
able to the following dealers: 


© BUICK @ DeSOTO @ FORD 
@ CHEVROLET® DODGE © PLYMOUTH 
© CHRYSLER © EDSEL © PONTIAC 


Write today for Free Sample Folder 
UTLEY BROTHERS 


area | DETR 


NOW SERVING OVER 4000 DEALERS 


Inc 
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Affe i 


By Martin L. Whitmyer 


Staff Writer 
A third type of communication is 
found in every advertisement over 


and beyond the verbal and visual 
messages, two Detroit advertising 
executives told the 1958 advertising 
conference held at the University 
of Michigan in Ann Arbor last 


week. 

W. B. Booth, vice-president and 
y director of Campbell-Ewald 
Co., Detroit advertising agency, 
said “the third communication is 
not spelled out in words, nor is it 
apparent in the illustration or de- 
. Yet we have long believed 
that by means of the third com- 
munication almost every adver- 
tisement says things about the 
ct being advertised and the 
company that makes the product.” 
“This third communication,” said 
A. B. Scott, senior art director at 
Campbell-Ewald, “is a function, not 
of art alone, not just of copy 
alone, but of the total advertise- 
ment. It is something—an impres- 
gion, an opinion, an attitude, that 
omes off the page into the reader's 
mind, in many cases, we believe, 

into his subconscious mind.” 
This type of communication, Scott 
said, “is present in almost all ad- 
vertising, deliberate or not, and 


often may actually tend to weaken | 


the credibility of the literal message 
in the advertisement.” 

Booth said this third type of 
communication may be an even 
greater factor in many radio and 
television commercials and pro- 
grams than it is in the magazines 
and newspapers and on the out- 
door posters. 

“But it also becomes both more 
obvious and more complicated, in 
that the listener or viewer can very 


Factories and Dealers .. . 
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easily transfer his impressions or} 


attitudes about the announcer to 
the sponsoring product and com- 
pany,” Booth said. 

The executives said there were 
no rules or a formula for using the 
third communication or controlling 
it. 

“All such matters must be a 
matter of creative skill, intuition, 
oo and judgment,” they 


“We've never found, nor do we 
ever expect to find, any workable 
formulas in these areas, but we do 

that the people who make the 
advertisements and the people who 
approve them might well give con- 
sideration to the third communica- 
tion. 

“For, in almost every case, the 
third communication in your ad- 
vertisement is going to say some- 
thing about your product and 
about you.” 

> > > 
Avisco Ups Program 


American Viscose Corp, a pro- 
ducer of fibers and cellophane, has 
broadened the scope of its advertis- 
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New Seat for Jeep— 


A special aluminum suspension seat 
which absorbs jolt and jar before it 
feaches the driver has been designed for 
the Detroit Arsenal by the Bostrom Mfg. 
%., Milwaukee. Here, pert Judy Steele, 
helps update the Jeep by adding her 
‘mooth lines to the new look. The new 
Sspension seat has a tubular aluminum 

e with a canvas hammock seat and 
back. A rubber spring suspension mech- 
Gnism is housed in the compact box at 
® rear of the seat. The knob of the rear 
| the box twists the rubber torsion 


i img so that the driver remains motion- 














$ on the seat while the Jeep goes up 
Md down beneath him. 


} 


*. 
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ing and promotion program for 
1958. 

Declared C. Stuart Brown, adver- 
tising manager, “We are going to 
strengthen the effectiveness of our 


overall promotion program by closer 


contact with our customers; in- 
creased activity in the allied fields 
of specialized merchandising, direct 
mail, publicity and trade shows, 
and more careful selection of media 
advertising.” 

American Viscose’s promotion is 
being handled by Arndt, Preston, 
Chapin, Lamb & Keen, Inc., Phila- 
delphia. 

+ * * 
‘Auto Biography’ May I1 

“Auto Biography,” the story of 
the automobile from the time of 
the horseless carriage to the gas 
turbine and electronically con- 
trolled turbo-jet cars of the future, 
will be presented as Chapter Nine 
of “The Twentieth Century” series 
on the CBS Television Network 
Sunday, May 11. The show will be 
seen from 6:30 to 7 p.m. E.D.T. 

The show also will cover the ad- 





vent of European-made cars in the} 


United States and the sports car 
craze, 
= + = 


Harrigan Joins True 


John F. Harrigan, formerly with 
American Weekly, 
has joined True 


troit sales man- 
ager and Detroit 
office manager 


lications, Inc. 


and Life maga- 
zines in Detroit, 
was at one time 
Cleveland man- 


4. F, Harrigan 


ager for Crowell-Collier. 
2 > : 


Safety Award for C-E 


Magazine as De-| 


for Fawcett Pub-| 


Harrigan also} 
was with Collier’s | 


The National Safety Council’s| 


highest award in the field of public 
service has been conferred on 
Campbell-Ewald Co. for the firm’s 


|volunteer efforts in behalf of the 


Advertising Council’s “Stop Acci- 
dents” campaign in 1957. 
The Detroit advertising agency 


created all the 1957 advertising 


for the campaign. 
Similar awards were given the 
Advertising Council itself and H. T. 
Rowe, International Business Ma- 
chines Corp., who served as volun- 
teer coordinator for the campaign. 
> os > 


NBC-TV Offers Discounts 


Most advertisers using NBC-TV| 


network next season will be offered 
increased discounts, which the net- 
work says will substantially reduce 
rates. 

Under the new schedule, which 
becomes effective Oct. 1, 
costs for a typical half-hour 
evening program will be reduced 
from $58,000 to $56,000, NBC said. 

An official said the discounts will 
be put into effect to offset a com- 


petitive advantage enjoyed during 


the past season by CBS-TV. 
Discounts also will be offered for 
daytime schedules, NBC said. 
= * ” 


Buick Halts Magazine Ads 


Buick has cancelled all maga- 
zine advertising scheduled for 
May because of sliding car sales. 
Newspaper and television ads 
will be continued. 

In the same month a year ago, 
Buick spent $208,923 for magazine 
advertising. 

* * * 


Chrysler Dealer Show 


Porter Henry & Co., Inc., New 
York, has been engaged to write 
the musical show that will present 
1959 models to Chrysler dealers in 
Canada. George Taggart, Toronto, 
again will be the producer. 

The show, which was written 
by Porter Henry last year, will 
premiere next fall at Exposition 
Park, Toronto, prior to its Cana- 


dian tour. 
oe * * 


Malloy Picks Agency 


Dan Malloy Co., Philadelphia, 
has named Pritchard, Daniels & 


Dreher, Ardmore, Pa., as its adver- 
tising agency. 


Malloy is an importer and dis- 


time | 


tributor of natural sponges, cham- 
ois and lambs wool products for 
the hardware, automotive and 
sanitary maintenance fields. 

* * * 


Petersen Celebrates 

Petersen Publishing Co., Los An- 
geles, celebrated its 10th Anniver- 
sary May 1. 

The company, founded by Robert 
E. Petersen in 1948 with the first 
issue of Hot Rod magazine, today 
publishes seven national magazines 
and Trend Books. 


Petersen magazines include Hot 
Rod, Motor Trend, Motor Life, Rod 
é& Custom, Custom Cars, Car Craft 
and Teen. The Trend Book division, 
founded in 1951, prints 36 soft-cover 
books annually. 

* > * 
Names 

Richard L. Hainline has joined 
the Missouri Valley public relations 
office of Ford Motor Co. as a field 
representative. He succeeds Edward 
F. Martin, who has been transferred 
to a similar position in San Fran- 
cisco. Hainline formerly was in 
the news department of Ford Motor 
at Dearborn. 

= * = 


Laurence Laurie has been named 
director of the newly expanded 


|}commercial and industrial division 


of Rogers, Cowan and Jacobs, Inc., 
public relations organization. 


Laurie has been associated with the 


firm for four years. 


Philip O. Spelman has joined 


Young & Rubicam, Inc., as a public | 


relations account executive in the 
advertising agency’s Detroit office. 
He has been assigned to the Chrys- 
ler division account. He formerly 
was on the Chrysler account at 
McCann-Erickson in Detroit. 
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1957 
New Car Sales in 
Greater 

CLEVELAND 





the complete record of 1957 
New Car Sales in Cleveland 


We believe you'll find this study particularly 
interesting and useful this year of solid 
selling. It tells you exactly who bought what 
kind of new car from which dealer. The 
greater Cleveland market is larger than 
each of 36 entire states so this thorough 
study can be useful to you both in Cleveland 
and in the national market. 


Sales by MAKE 

Sales by MODEL 

Sales by DEALER 

Sales by CENSUS TRACT 


Write, Wire or Phone for your copy today. 
YOU SELL TWO GREAT MARKETS IN THE PLAIN DEALER 


Here’s how the Cleveland Market sells 4% BILLION DOLLARS 


CLEVELAND 26 ADJACENT 
CUYAHOGA COUNTY COUNTIES 
(000) (000) 
2,247,897 1,999,804 
549,318 484,163 
85,930 55,457 
382,082 390,920 
120,031 157,081 
124,695 102,572 


TOTAL 
(000) 
4,247,701 
1,033,481 
141,387 
773,002 
277,112 
227,267 


COMMODITY 


Total Retail Sales 


Retail Food Sales 

Retail Drug Sales 

Automotive 

Gas Stations 

Furniture. Household Appliances 
(Source. Sales Management Survey of Buying Power, May 10. 1957) 





Akron, Canton and Youngstown’s Counties are not included in above Sales. 


The Cleveland Plain Dealer 


Represented by Cresmer & Woodward, Inc., New York, 
Chicago, Detroit, Atlanta, San Franeisco, Los Angeles 
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Marketer Sees 
Little Value in 
Doorbell-Ringing 


MILWAUKEE. — Auto salesmen 
who don’t ring doorbells have a 
champion in a Ford Motor Co. 
marketing specialist. 

Henry G. Baker, coordinator of 
marketing research for the M-E-L 
division, said a salesman can’t get 
enough business through doorbell 
ringing to make it worth while. 

He told the Milwaukee chapter, 
American Marketing Assn., the 
problem is to get prospects into the 
showroom in an inexpensive man- 
ner, 

Baker said dealers have tried 
premiums of various kinds with 
little success. 

Outlining marketing-research 
problems in the auto industry, 
Baker said one of the most impor- 
tant jobs is to forecast demand for 
cars, various models and optional 
equipment and to determine the 
type of car that the public wants. 
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How They're Pushing Sales .. . 


Dealer Ad Ideas 


Dealers Toot Their Horn 


HE importance of the $70,000 

monthly payroll of 11 auto deal- 
ers in the “growth and prosperity” 
of LaPorte, Ind., is emphasized in 
a three-column ad placed by the 
LaPorte Car Dealers Assn. 

“A payroll of $70,000 is no small 
amount when it contributes to 
every type of business,” the dealers 
said. “Your authorized automobile 
dealer is your neighbor, working 
with you on community projects 
which make our city a desirable 
place to live, to work, and to do 


business.” 
> > > 


Dealer Defers 3 Payments 


If Buyer’s Paychecks Stop 
AN ROHYANS FORD, Colum- 
bus, O., is offering “unemploy- 

ment protection” to purchasers of 

new cars. Under the plan, up to 
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SELL THE TRAILER HITCH 
THEY PREFER—DRAW-TITE 


BOAT-conscious cor owners will spend some billion-and-c-third dollors 
“having fun” this yeor! They will buy boots and trailers — AND DRAW-TITE 
HITCHES. You con profit from this huge pleasure morket by featuring and 
selling the hitches that are custom built for over 500 car models. ONE 
PIECE — no parts to assemble, installs in 15 minutes. Notionally odvertised 


- + and priced for profit! 


ie\ CASH IN ON THIS 
TREMENDOUS 
MARKET 


“TRIPLE TAPERED” 
DUMP BODY 


99 YEAR 


“According to outboard publications 


DRAW-TITE CO. 


Belleville 22, Mich. 
Starke 31, Fle. 





| ga 


TRAILER DUMP BODY 


OF QUALITY 
BODY BUILDING 


JACOB PRESS’ SONS, inc. 


WOE, 





Sai a. 


Chicago 16, Ill 





three full monthly pyaments will 
be deferred without interest charges 
for buyers who become unemployed 
after their purchase and who 
comply with certain published 
qualifications. 

The offer is in effect for 12 
months following purchase. One 
regular monthly payment must 
be made to validate the offer. 

Rohyans was unsuccessful in his 
efforts to have the plan under- 
written by insurance companies, so 
he decided that his own firm would 
accept the risk. 

He believes that his program pre- 
sents an opportunity for an enter- 
prising insurance company to offer 
a new form of protection. 

> 7 + 


Dealer Salutes Competitor 
HEN Fall Riwer Buick Co., 
Fall River, Mass., announced 

that it was liquidating, Everett 

Motors, Inc. (Cadillac), Fall | 

Fall River, published an adver- 

tisement saluting “its chief com- 

petitor.” 

Everett said that Thomas Cote, 
president, and James L. Cote, | 
vice-president of the Buick deal- 
ership, were “two gentlemen in 
every sense of the word” whose 


competition “has always been 
hard and aggressive but always 
fair.” 


The Cadillac dealership said it 
was sorry to see its competitors 
going out of business “to take a 
well-earned rest.” The message 
closed with: 

“We wish you many years of 
happiness and the pleasure of 
knowing the respect you have 
earned from your competitors, 
business associates and the peo- 
ple of Fall River. We salute you!” 

> 





Judd’s Service Policy 
“@CARED of auto expenses?” 
asked Judd Motors (Plymouth), 

Cincinnati. “Want to get into a 
new car today and know exactly 
what it will cost you to maintain 
it for the next four years?” 

Judd’s answer is a maintenance 
policy for new cars and Ilate- 
model used units which covers 
all mechanical costs except tires, 
gasoline, body work or collision 
or similar 

The car would receive a monthly 
checkup, and any needed work 
would be performed. The policy 
covers parts and labor for such 
things as lubrications, oil changes, 
antifreeze, tuneups, transmission 
repairs, valves, rings and bearings. 

For a new Plymouth, Judd said, 
the policy costs $2 per month plus 
one cent per mile, with a minimum 
charge of $12 per month. 

> > > 


Badges Buck the Blues 


pcertores of Matson Chevro- 
let, Pontiac, Inc., Hillsboro, 
O., are wearing badges which 
proclaim, “business Is Good.” 
Dealer Jack Matson declared, 
“We can’t have a boom all the 
time, but if the whole town talks 
it up we'll be thinking right, grip- 
ing less and doing better work.” 
* o 


Cars for a Dime 

OB MOORE'S Little Detroit in 

Terre Haute, Ind., offered three 
cars for a dime apiece in a promo- 
tion aimed at stopping the reces- 
sion. One man reportedly sat behind 
the wheel of one of the 10-cent cars 
for a week to be eligible to buy it. 

The dealership offered other cars 
at reduced prices and offered a4 
$10,000 reward to anyone who could 
prove that the cars were not being 
sold as advertised. 

> = « 

Dealer ‘Plugs’ Rivals 
A of his competitors got a 

“free ride” in a full-page ad in 
the Salamanca (N. Y.) Republican- 
Press in which L. B. Hartman 
stressed the wisdom of “buying at 
home.” He heads L. B. Hartman, 
Inc. (Oldsmobile-Chevrolet). 

The ad said “if you are interested 
in a (name of car), then (name of 
dealership) is the best place in the 
world to buy it.” 

The dealerships he plugged were 
Uhl Buick Co., A & H Auto Sales 
(Ford-Lincoln-Mercury), Nadolski 
Bros. (Chrysler-Plymouth), Ham- 
acher’s Service (Studebaker- 





These little ‘angels’ never 
ing the most ‘heavenly’ 
town. How the devil am I 
to get men who offer d 
these?” 

Broad Motors listed its 
and pointed out the “terrific” deg, 
each offered. One sales 
called “A Dimpled Darlin 
another is called “A Friend of th 


Packard), O’Laughlin, Inc. 
(Cadillac-Pontiac), Thompson Auto 
Sales (Dodge-Plymouth) and _ his 
own. 

“How would you like to buy a car 
from an out-of-town dealer and pay 
possibly $25 to $50 to have it towed 
back there just to be repaired and 
undoubtedly not be able to borrow 
a car while yours is under repair?” 
Hartman asked. 

= 


* * Workingman.” Another sales 
° the ad said, gives car values “Fro 
$200 for 100 Silver Dollars the Heart,” while another offers 


ITH silver dollars in circula- 
tion in the Binghampton * * * 


(N.Y i i 
oae 6 ee ST 2 ip. Ledtee WH Tren 


community promotion aimed at 
stimulating buying, Guy F. John- | Victims of ‘Rambleritis’ 
son, Inc. (Cadillac-Pontiac) made FOLKS around Clearficid, Py 
an effective tiein. ‘ are catching “Rambleritis,” say 
The dealer said he would give | Richard Lodico Motors. Although 
$200 credit on any automobile | iv, “highly contagious,” Lodico a4 
purchase to each person bring- | vises victims not to worry becaus 
ing in 100 silver dollars. A wide 


“The Bargain of a Lifetime.” 





selection of late model used cars ~to oe Gisease ever t & 
Lodico’s ad continued, “Every. 


> . > 

Disappointed Devil 
HE devil was the theme in an 
advertising campaign by Broad 

Motors (Ford), Philadelphia. 

A devil with a pitchfork displayed 
in the ads said: “Darnit. I never 
get any Broad Motors salesmen. 


body has it. The symptoms are, 
depressed feeling because presen 
ear is too big, also a gas hog m 
wheels.” 

Dr. Lodico’s prescription: “First 
take a Rambler ride. Second, ge 
our big appraisal. Third, take de 
livery of a Rambler Six or V-8.” 





if Your Service Volume Is Over $9,000 Monthly 
YOU Need US! 
INCREASE SERVICE PROFIT AT OUR EXPENSE 
Without Production Control | With Flash-A-Call Service Control | 


Service Manager Service 
So confronted with detail he has no time | Freed of details so that he can think and | 
to think or probably manage. attend his merchandising responsibilities. 


Service Solesman | 

Service Salesman Freed of job follow-up so they devote #| 
Sells two hours in morning, spends remain-| hours a day to sell, test work and call | 
ing time seeing if his jobs are out. Loss| customers to see if work is satisfactory. } 
of selling time means loss of extra business. Bereman 
Foremon Freed of work assignment so he can check | 

. . the quality of work turned out, more time | 

Has no time to watch mechanics he knows| ¢.- testing and training. | 


cut corners, Causes comebacks, customer | 
dissatisfaction. | Car Drivers 

| Controlled by one person only. They keep 
Sor Drivers | cars moving at peak periods, feed can 


to mechanics and see that cars are cleas 
when delivered to customers. 

Mechanics 

| 25% more productive by eliminating wasted 
motion in job change-over and lost time 
waiting at parts windows. Actual savings 
can amount to $2,400.00 a month and more 
Customer Promises 

Kept at all ‘times. Customer it notified if 
job is delayed. 

Customer Relations 

Excellent! Satisfied customers mean loyel 
customers. They return to you for all service 
—buy new cars from you. We quarantes 
to increase customer paid labor 25% or you 





No system. Everyone uses drivers—no one 
has them under control. They disappear, 
loaf on job. | 


Mechonics 
Lose 4 hows per month at $5 an hour 


waiting between jobs and parts window 
delays. Just 12 men cost you $2,400.00 a 
month. 


Customer Promises 
Perhaps they are kept—nothing definite. 


Bad. Car owners are forced to return be- 
cause job isn't done right first time. Cars| 


Ne 


aren't ready whes promised, job is only ewe «s aottine. 
Up because of more volume, efficiency 
Down because of lack of business, ineffi-| incentives for service salesmen and depert- 


ciency and utter lack of interest in cus-| ment heads to eliminate one-item repair 
tomers. orders. ; 
All charts, intercommunication equipment, signa! lights for departments and car location 
system are installed at our expense. 60-day trial privilege guarantees results or you 
owe us nothing. 

Costs as little as $70.00 per month on rental plan. Write (No obligation). 


Flash-A-Call Service Control 317? Sn"lss"cneese 8. i 
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*Talel meh a-eel: | 


exceptional package 
exceptional market 
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with this n 


h has helped the best farm families 


more. live better 


for more tnan ahaay years. 


For more sales this year 


call any SF office now! 
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ag ... your ride is easier because of 
a COTTON-CUSHIONED SEATS 
oie 
antes 
iw you 
In modern automobile seats, versatile cotton is the 
oon preferred cushioning material. It combines gentle resil- 
wae iency with just the right amount of firmness for comfort 
cation 
r you and proper body support to make driving easier, less 
tiresome. With cotton-cushioned seats you don’t bounce 






over the bumps, or sink uncomfortably into the cushion. 





And you stay cooler on hot days because cotton is a 





natural ventilator. It absorbs excess heat and breathes 





it into the atmosphere to provide a constant cooling 





action. Wherever you drive, scientific seat design com- 





bined with cotton cushioning makes the long roads 





shorter, any ride more relaxing. That's why all car 





seats today are cushioned with cotton. 





Cutaway drawing shows how layers of cotton cushioning 
are used in automobile seat construction. Seat backs, arm NATIONAL COTTON BATTING INSTITUTE AND 
rests are similarly fashioned for driving comfort. NATIONAL COTTON COUNCIL, MEMPHIS, TENN. 






Selling millions of car buyers on ¢otfom-cushioned seats 


The above advertisement, currently appearing in Newsweek magazine, salutes the automotive 






industry's unanimous choice of cotton for car seat cushioning. The dominant fiber in auto 






manufacturing, cotton contributes to comfort and appearance through its use in seat padding, 






sidewalls, headlining, foundation sheeting and upholstery material. 









NATIONAL COTTON BATTING INSTITUTE AND NATIONAL COTTON COUNCIL, MEMPHIS, TENN. 
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Auto Markets 


(Continued from Page 20) 


Lincoln, 65; Studebaker, 38; English 
Ford, 24; Imperial, 19; Metropoli- 


tan, 19; Renault, 16; Morris, 13; 
Opel, 9; Volvo, 9; Triumph, 8; 
Lloyd, 7; MG, 7; Vauxhall, 7; 


SAAB, 6; Simca, 6; DKW, 5; Pack-| 
ard, 3, and miscellaneous, 23. 

Truck registrations were: Ford, 
110; Chevrolet, 106; International, 
49; Dodge, 25; White, 24; GMC, 
18; Volkswagen, 16; Divco, 15; | 
Willys, 13; Mack, 6; Studebaker, | 
2, and Lloyd, 1.—(Sanford Markey.) 


* * * 


Columbus, O. 


A total of 828 new cars were 
registered in the first 15 days of) 


bus), O., compared with 1,011 in the 
first half of March and 1,059 in the 
last half of March. 


By makes, registrations were: 
Chevrolet, 287; Ford, 170; Plym- 
outh, 76; Oldsmobile, 61; Dodge, 
51; Buick, 31; Pontiac, 24; Mer- 
cury, 20; Cadillac, 19; Rambler, 
15; DeSoto, 10; Triumph, 8; 
Chrysler, 5; Edsel, 5; Metropoli- 
tan, 5; Renault, 5; Volvo, 5; Opel, 
4; Studebaker, 4; Volkswagen, 
4; Lincoln, 2; Vauxhall, 1, and 
miscellaneous, 16. 


New-truck sales numbered 93 in 
the first half of April, compared 


with 80 in the first half of March| 


and 114 in the last half of March. 
By makes, registrations were: 
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International, 23; Chevrolet, 22; 
Ford, 17; GMC, 14; Divco, 6; Dodge, 
5; Lloyd, 2; Volkswagen, 2; Mack, 
1, and Studebaker, 1. — (Justin 
Henley.) 


* * * 


Dallas 


March saw a decline in new-car 
sales in Dallas, with the total of 
2,723 falling short of the previous 
month’s count of 2,996. 

By makes, March registrations 
were: Chevrolet, 953; Ford, 542; 
Oldsmobile, 238; Buick, 211; Plym- 
outh, 187; Pontiac, 
96; Mercury, 72; Dodge, 62; Ram- 
bler, 40; Volkswagen, 32; Stude- 
baker, 30; Renault, 20; Chrysler, 
19; English Ford, 15; Lincoln, 15; 
DeSoto, 10; MG, 9; Imperial, 8; 
Edsel, 7; Hillman, 7; Morris, 6; 
Mercedes-Benz, 5; Packard, 4; 
Willys, 2, and miscellaneous, 17. 


Truck registrations held steady, 


numbering 547 in March, compared | 


with 549 a month earlier. By makes, 


Extra Copies Available .. . 
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Order One For Your... 
@ Sales Department 








@ Service and Parts Department 


e@ Engineering Staff 


e Library 





Supply Limited—Order. Today! 
$2.50 PER COPY 





Automotiue News 
2666 Penobscot Bldg., Detroit 26, Michigan 


116; Cadillac, | 


| they were: Chevrolet, 207; White, 
115; Ford, 95; International, 63; 
|GMC, 24; Volkswagen, 19; Dodge, 
13; Mack, 5; Kenworth, 2; Willys, 
2; Diamond T, 1, and Ward La- 
| France, 1—(Ruby Fenoglio.) 


* * * 


San Antonio 


Motor-vehicle registrations in 
San Antonio and Bexar County 
| showed a slight increase in March 
|;over February, totalling 1,497 as 
|compared with 1,432 the previous 
| month. 

Of the March total, 1,309 were 
new cars and 188 were new trucks. 

New-car sales by makes were: 
| Chevrolet, 445; Ford, 323; Plym- 
|outh, 97; Pontiac, 73; Oldsmobile, 
| 70; Buick, 63; Mercury, 41; Dodge, 
30; Renault, 29; Cadillac, 27; Ram- 
bler, 16; Chrysler, 15; Simca, 13; 
| Edsel, 12; Studebaker, 10; Imperial, 
9; MG, 7; Continental, 4; DeSoto, 
| 4; Lincoln, 2; Metropolitan, 2; Opel, 
|2; Vauxhall, 1, and miscellane- 
|} ous, 14. 

Truck registrations were: Chev- 
rolet, 105; Ford, 44; International, 
13; GMC, 9; Dodge, 8; White, 5; 


Mack, 3, and Diamond T, 1— 
(J. H. Reed.) 
= + = 
Baltimore 


A total of 2,073 new cars were 
sold in Baltimore during March, 
lcompared with 1,502 a month 
earlier. 

New-truck registrations, in the 
same period, held virtually un- 
changed, numbering 160 in March 
j}and 161 in the pervious month. 
According to make, new-car 


436; Plymouth, 240; Oldsmobile, 
142; Buick, 114; Pontiac, 93, 
Dodge, 87; Mercury, 55; Cadillac, 
53; Rambler, 48; Chrysler, 48; 
DeSoto, 36; Edsel, 28; Volks- 
wagen, 11; Studebaker, 10; Lin- 
coln, 7; Fiat, 7; Imperial, 5; 
Renault, 5; Triumph, 5, and mis- 


cellaneous, 27. 
New-truck sales were: Chevrolet, 
71: Ford, 27; GMC, 16; Interna- 


tional, 9; Dodge, 6; Mack, 4; Willys, 
2; Autocar, 1; White, 1, and miscel- 
laneous, 23.—(Kate Savage.) 

> > > 


Pittsburgh 
New-car registrations “held 
| about unchanged” in the Pittsburgh 
area during the week ended Apr. 
12, according to the Bureau of 
Business Research of the Univer- 
sity of Pittsburgh. 

The bureau's seasonally adjusted 
index of general business activity 
stood at 82.8 percent of the 1947-49 
average. It had been 81.3 a month 
earlier and 84.5 in mid-February. 

The steel-ingot rate dropped to 
48.5 percent of practical capacity 
during the week, the lowest since 
early January.—(Leon M. Leffing- 
well.) 


Profits Increased 
In First Quarter, 
CIT Reports 


NEW YORK. — CIT Financial 








i 








sales were: Chevrolet, 616; Ford, | 


| 


Corp. reported net earnings of $9,-| 


359,854, for the quarter ended 
March 31, compared with $9,102,284, 
for the first quarter of 1957. 
Arthur O. Dietz, president, said 
at the annual meeting that “our 
earnings for the full year will look 


quite satisfactory when compared | 


with 1957—and that was the best 
year in our history.” 


Deferred income and unearned | 


premiums, which are a backlog of 
future gross earnings, amounted to 
$194,990,000 on March 31, Dietz said, 


compared with $188,291,026 at the) 


end of the first quarter of 1957. On 
Dec. 31, 1957, they totalled $205,777,- 
000, he added. 

Dietz reported total outstanding 
receivables of all CIT divisions 
were $2,054,062,079 on March 31, 
compared with $2,055,469,223 at the 
close of the first quarter of 1957, 
and $2,151,158,939 on Dec. 31. 

Total amount of receivables pur- 
chased by CIT in the first quarter 
of 1958 was $989,222,087, compared 
with $1,331,983,383 in the corre- 
sponding period last year. 

Outstanding retail automobile re- 
ceivables were $1,143,840,571 on 
March 31, Dietz said, compared 
with $1,183,935,174 a year earlier 









Kauffman Takes On Jeep 
Kauffman Buick Co., Spokg 
has been franchised by Willys g 
Corp. to handle the Jeep, 
Kauffman has been named m 
ager of the Jeep division. 
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DIFFERENCE 


. . when they change to Wo r’s 
Heap. And it’s an important dif- 
ference to them. It’s an important 
difference to you, too, because 
satisfied customers keep coming 
back for more. Be sure to stock, 
display and sell Wotr’s Heap, 
100% Pure Pennsylvania—the 
superior premium quality motor 
oil that makes the difference. 


@ Lower oil consumption 

@ Smoother engine performance 
®@ Satisfied customers 

@ Greater profits 
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Send for our free catalog illustrating 
the largest line of traffic stoppers ever 
manufactured under one roof. You get |e directo 
attention with Myrio products. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 



















are you a 


GUESSTIMATOR 


of new car costs? 


stop guessing! 

Be safe—know your competitors’ costs. — W. McK 

Order the ALL NEW 1958 edition of Bi diffore: 

“AUTO COSTS" — the sectio: 

authoritative book that n 

gives complete lis Bbe tes 

ng of the DEALER 

COST of all new 19 

American autos, 

foreign autos and 

Ford, Chev. and D 

light trucks and 
equipment. 

Don't lose sales fo 
competitors becaus# 
you “think’’ you know 
what their costs are, A 
wrong guess of $25 may lose many 
Now you can know the exact DEA 
COST of competitive makes! You'll save 
many deals with this valuable informe 
tion. All supplements are free. ‘ 
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SATISFACTION GUARANTEED Th 
Send no money! Just fill-out and mail the e 
convenient coupon. We will bill you of m 
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@s represented, return the book imme one to 
diately for full credit. } 
Don't delay. ail today! __| 
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volume of retail motor vehicle re- 
ceivables acquired during the first 
quarter of 1958 was $198,873,140, 
compared with $259,906,331 in the 
first quarter of 1957, he added. 
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apbon is cut and the trucks begin 
roll this fall. 

The colonel in charge of the 
Army unit that will 
the trucks has checked in, 
a lunch for Ottawa com- 
munity leaders and inspected the 
puildings erected for his new 
command. 

At one end of the eight-mile 
win of test highways, crossing 
sn fields near US-6, two asphalt 
are ready to start work. A 
te mixing area near the 
jnistration building has been 
y for some time. 

yack bids, conforming to speci- 



















aad 










nopoly of test vehicles by any 
ducer, were under study last 
Actual truck deliveries are 













g gets under way. 
> * 7 










OL?’s BywrHEN the two-year traffic cycle 
t dif- does begin, constant behavior 
rtant I be of the essence. Each truck 
Pause I be driven at a speed of 30 miles 





er hour. Highways, it was found, 





ynaer 30 m.p.h. 


otor p.h. speeds. 


























sn., which has contributed $1.3 
ion to the project, has organ- 
ized a test counselling committec. 
Un 
rector of the General Motors prov- 
ing ground, and vice-chairman is 
ira E. Johnson, manager of the 
er proving ground. 

Over $4 million of the cost will 
be defrayed under the Federal- 
Aid road program, since the 
straightaway of the test route 
will become a new highway when 
US is enlarged. 

Other donors, as reported to the 
test-governing Highway Research 
Board, are as follows: 

American Petroleum Institute, 
$875,000; Joint-State Funds, $7,399,- 
20; Department of Defense, $700,- 
00; Bureau of Public Roads, $7,- 
95,700, and other agencies, $81,400. 
Sharing in the donations from the 
states are the District of Columbia, 
Puerto Rico and Hawaii. 

> a . 


200 Road Designs 
SEEKING to avoid the mis- 
rices A takes, scientific and informa- 
ating tonal of earlier AASHO and 
WASHO tests, the Ottawa project 
' ‘oe directors are sparing no conceiv- 
able highway 
thickness nor 
measuring’ tech- 
nique. 

The test pave- 
ments are being 
built under rigid 
controls to insure 
uniformity in all 
respects except 
thickness. 

The 836 test 
sections will em- 
W.MeKendrick jr. brace nearly 200 
different designs. Some of the 
sections will be identical, but will 
be tested under different loads. 
Half of each test loop will be 
built of Portland cement con- 
crete ranging from 2% to 12% 

inches thick. Each Portland ce- 

ment contrete test section will 
be duplicated—one being steel- 
reinforced and the other plain. 

Some concrete slabs will be 

Placed directly on the embankment 

soil; others will be on a sand-gravel 

subbase material of three, six or 
waine inches. 

The other half of each of the 

main test loops will be built 
of asphaltic concrete ranging from 
one to six inches thick. 

Some sections will have a crushed 
Stone base of three, six or nine 

es; some will have none. Sand- 
gtavel subbase under the asphalt 
8ections will range from zero 
through four, eight, 12 and 16 
es, 

A sixth loop will gauge the 

oe of weather on unused pave- 













;. $i8 
5. $15 
. $0 


* = * 
How long will one on zero last? 
Who needs 12-inch-thick con- 
rete on top of 16-inch sub-base? 
Project Ottawa will find out the 
he-on-zero answer in a hurry? 










that will insure against a) Any major servicing on vehicles 


ed shortly before the road| 


up at about the same rate} 


speeds as at 60; construction materials. But infor-| 


rman is L. C. Lundstrom, di-| 








|} mation bordering on the sturdiest | 


The Automobile Manufacturers| ™#terials is bound to develop out} 


Wear Project to Cost $22 Million . 


‘Test Probes Roots of Bad Roads | 





Decisions as to repairing or replac- 
ing—or scrapping—the thinnest 
sections will be based on studies 
to be made as the thousands upon 
thousands of electronic impulses 
are catalogued on a small “brain” | 
here and on a giant computer at 
Purdue University. 


The single-axle test trucks will | 
be loaded with concrete blocks 
to 2,000, 6,000, 12,000, 18,000, 22,- 
400 and 30,000 pounds. Tandems 
will carry 24,000, 32,000, 40,000 
and 48,000 pounds. 

Army drivers will work Monday 
through Saturday in two daily nine- 
hour shifts. Highway repairs and | 
truck maintenance will be confined 
to the six hours of non-testing. 


will be sent to garages in nearby 
cities. 

In two of the test loops are 16 | 
test bridge spans, built in groups 
of four. Eight spans have steel I- 
sections; four, reinforced concrete 
cast in place, and four, pre-stressed 
concrete. 

Project officials emphasized they 
are not trying to resolve disputes | 
about highway or bridge-| 


of test sections which will be 
subjected to more than a million) 
applications of a specific axle load | 
over the two-year run. 

a + * 


Future Influence 
a broadly, Project Di- 
rector W. B. McKendrick jr 
said recently that Ottawa will in- 
fluence future highways and 
bridges, help preserve present roads 
and lead to re-evaluation of types 
and capacities of motor vehicles. 
A general information release on 
the project hints at a long-range 
effect on cars and trucks, as 
follows: 
“Automotive manufacturers will 





|W. N. Carey jr., 
| civil 


have information to help them 
design vehicles which could at- 
tain some optimum economic 
balance between the cost of high- 
way transportation and the cost 
of building roads.” 

The project’s research director, 
recently told a 
engineers’ convention that 
the test will make 17 principal 
measurements, Some of these are: 

“Curvature of 
the asphaltic con- 
crete surfacing of 
flexible pavement 
under full speed 
traffic.” 

“Subsurface 
pressures at slab- 
subbase interface 
in certain con- 
crete slabs.” 

“Automatic 
scheduling and 
recording of 





W. N. Carey jr. 
transverse vehicle placement his-| temperatures in various levels of the 


| tory.” 
* = 


MONG the measuring devices 

Carey’s men will use are a 
linear variable differential trans- 
former (LVDT) and a 32-foot-long 
transverse profilometer. A control 
board for one of the digitizers 
alone cost the project $800. 

Close tab will be kept on humid-| 
ity and temperature effects on the! 
test sections. Depth of frost pene- 
tration will be measured, though 
extremely cold weather may force 
suspension of vehicle traffic, 

“The advantages offered by 
modern techniques of experiment 
design and analysis and by 
modern instruments and data 
reduction equipment, Carey has 
said, “are just beginning to be 
exploited by highway engineers.” 

By the time the last IBM card 
is carted away from Ottawa in 
1960 or 1961, the pioneers will have 


+ 





become past masters. 





300,000 More Sales Seen 


If Auto Excise 


Is Revoked 


(Continued from Page 2) 


for a low-priced car, provided that 
we can be assured that the full 
benefit is passed on to the con- 
sumer.” 

He added, “This may stimulate 
car sales. Even if it does not, the 
purchasers of cars will be able to 
spend more on other things.” 
Musgrave told the legislators| 

that they ought to look upon| 
changes in tax rates “as a more|} 
or less routine method of stabiliz- | 
ing the economy. 

The United States Chamber of 
Commerce last week demanded 
that existing “discriminatory and 
selective” excise taxes be abolished 
and replaced by a general excise 
tax at a low uniform rate. The 
resolution was adopted at the 
chamber’s annual policy sessions. 

a * o 


ASHINGTON observers say 

that the chances for any gen- 
eral tax cut this year have virtually 
vanished, although action on ex- 
cises may yet be taken. Some 
sources say that abolition or reduc- 
tion of auto excises is unlikely 
unless the President feels differ- 
ently now than he did when he 
prepared the budget message. 

Mr. Eisenhower will hold a bi- 
partisan legislative conference to- 
ward the end of June to map a 
bill for continuation of at least 
some of the excise taxes. 

Members of the House Ways 
and Means Committee and the 
Senate Finance Committee re- 





GM Makes Low Bid 


On Buses for Cleveland 


CLEVELAND. — General Mo- 
tors offered the low bid of $23,110 
per coach for a fleet of 20 to 30 
diesel buses being bought by the 
Cleveland Transit Board for de- 
livery by Oct. 31, 

The next best bid was from 
Mack Trucks, Inc., which offered 
buses at $23,745 per unit. 





portedly are opposed to any 
change in the excise-tax rate 
unless the recession gets worse. 


AUTOMOTIVE NEWS, MAY 5, 1958 





Wired Pavement — 


Thousands of instruments will be placed 
on, in and under the pavements at the 
AASHO road test at Ottawa, Ill. Each in- 
strument will measure some part of what 
happens to the test pavements under 
traffic, or take some related measurement. 
Here, technicians are placing thermo- 


couples which will enable them to record | 


| pavement and underlying layers of ma- 


terial. 


65 





Lansing to Mark 
GM Anniversary 
With 3-Day Fete 


LANSING.—General Motors’ 50th 
anniversary will be celebrated with 
three days of special activities this 
week in Lansing, home of Oldsmo- 
bile and site of a Fisher Body 
plant. 

Highlights of the celebration will 
be a “Dance of the Decades” Wed- 
nesday night, a parade Thursday 
night and a testimonial banquet 
Friday night. 

The Wednesday night spectac- 
ular will depict each decade of GM 
progress in song, dance and nar- 
ration. 

More than 15 bands and 1,500 
marchers will take part in the 
| Thursday parade. Six 1958 Oldsmo- 
bile convertibles will be used as a 
reviewing stand for Civic and GM 
|dignitaries and distinguished 
| guests. The parade will end at the 
site of the factory where R. E. 
Olds built his first auto in 1897 

More than 4,000 persons are ex- 
| pected to attend the testimonial 
banquet, which will feature big- 
| name entertainment. 





Hufstader Sees Prosperity 
In ‘Shirtsleeve Approach’ 


(Continued from Page 3) 


our healthy rate of population | 
growth, rising incomes, the accel- | 
erating trend toward multiple-car 
ownership and the highway ex- 
pansion and improvement program | 
now getting under way, the indus-| 
try will be producing and dealers 
will be selling a normal average 
of 7% million passenger cars per) 
year by 1965,” he said. 

Hufstader also reiterated GM's | 
support of the principle of the 
Monroney-Thurmond bill, which) 
would require posting on all new 
ears the suggested factory retail 
price and certain other informa- 
tion about the vehicle. 

In Washington, earlier, Huf- 
stader had voiced GM’s approval 


of the principle of the proposed | 


bill in testimony before the sub- 
committee on automobile market- 
ing practices. 


He said at that time that the 





Chevrolet Names 


Some Washington sources, how- * A, Zone Chief 


ever, say that the House group 
will ‘call for a cutback to 5 percent, 


DETROIT. — Appointment of 


retroactive to Apr. 1, and that the| Robert M. O’Connor as zone man- 


Senate committee will concur. 


A clue to what may develop is 
expected when the new financial 
estimate is revealed in the first half 
of May by the secretary of the 
treasury and the director of the 
budget. 


ager at Los Angeles to succeed 
Thomas J. Hart, retired, is an- 
nounced by W. E. Fish, general 
sales manager of Chevrolet. 

G. R. Stelzer, who has been city 
manager at Boston, was promoted 
to replace O’Connor as zone man- 
ager at Green Bay, Wis. J. F. Bills 


This is based upon spring tax| became city manager at Milwau- 
collections and will indicate how/| kee, succeeding D. W. Fegert, who 
much spending is exceeding reve-| is retiring. 


nue. If tax collections show a 
tendency toward an abrupt decline, 


R. E. Larson replaces Bills at 
Milwaukee, and F. E. Sullivan be- 


legislators may be inclinded to keep| comes Chevrolet city manager at 
Bosto 


the excise levies intact. 


Driveaway in New Orleans— 


This is the scene at the foreign trade zone in New Orleans when Mercedes-Benz 
dealers and their customers took delivery of 103 sports roadsters and sedans. The 
delivery at retail was valued at nearly $600,000. Dealers and owners flew to New 
Orleans from all over the U. S., 27 states and Washington being represented. It 


was termed the largest mass delivery of 





n. 





imported cars ever held in the U. S. 





bill, if enacted with certain techni- 
cal changes, “can make a real con- 
tribution to the re-establishment 
of sound business practices in our 
—— 


| Obituaries 


George P. Howard Jr. 
j ATLANTA.—George P. Howard jr., 58, 
| district manager of White Motor Co., died 
here after an extended iliness. He had 
been with White for 30 years. 
* * * 


W. S. Farrant 

GRAND RAPIDS, Mich.—-Services were 
held here Apr. 29 for W. 8S. Farrant, 91, 
pioneer automobile distributor. He came to 
Grand Rapids in 1904 and operated Far- 
rant & Sons automobile distributorship 
here until 1926. He then returned to Chi- 
cago, where he was sales promotion and 
advertising manager for Community Mo- 
tors (Pontiac). Mr. Farrant was a mem- 
ber of the first traffic squad in Grand 
Rapids. 


Clarence N. Feldhaus 
OWENSBORO, Ky.—Clarence N. Feld- 
haus, 57, Owensboro automobile and farm- 
equipment dealer, was killed Apr. 23 when 
his car struck a bridge near Huntingburg, 


Ind. 
* * * 


Felix Holzhaeuser 
MILWAUKEE. — Felix Holzhaeuser, 59, 
salesman for King Braeger Chevrolet Co., 
died Apr. 23. He was credited with selling 
more than 6,000 cars during a 30-year 


career. 
> > > 


Patrick A. Dollohan 

MANSFIELD, O.—Patrick A. Dollohan, 
57, president of Pat Dollohan Chevrolet, 
Inc., died Apr. 25. A former New England 
district sales manager for Chevrolet, Mr. 
Doliohan previously operated dealerships in 
Oneonta, N. Y., and New Castle, Pa. 

* * * 


Lloyd W. Scott 

TOPEKA, Kans.—Lioyd W. 

president af Scott Motors, Inc., 

Apr. 23 after a heart attack. He was a 

past president of the Kansas Motor Car 

Dealers Assn. and a vice-president of the 
AAA Auto Club of Kansas. 
* *. * 


George T. Mancosk 
SANFORD, N. C.—George T. 
owner of Hancock Motors (Mercury), died 
Apr. 17 when fire destroyed a cabin on 
one of his farms in Lee County. He was 
alone in the cabin. 
* 


Scott, 61, 
here, died 


Rudolph O. Broome 
AUGUSTA, Ga. — Rudolph O. Broome, 
46, former owner of Broome Motor Sales, 
died Apr. 22. He also was a former sales- 
man for Nicholson Buick Co, and Me- 
Gowan Motor Co. 
* + 


who was associated with his son, Hi 
B. Phelps, in a dealership at Bellevue, 
died of a heart attack. 


- * . 


Aubrey Lee Johnson 

DALLAS.—Aubrey Lee Johnson, owner 
of A. L. Johnson Motor Co., died Apr. 20. 
He was 41. Mr. Johnson had been in the 
auto business since moving to Dallas from 
Ennis, Tex., in 1936. 
* * 
Anthony 
PHILADELPHIA.—Anthony DiFulgo, 60, 

a retired used-car dealer, died Apr. 20. 


* * + 


William G. Wall 
DETROIT.—William G. Wall, 39, auto- 
motive director of the Upholstery Group, 
Inc., of New York and a resident of 
suburban Birmingham, died Apr. 28. 


Divisions Not Downgraded 


Analyzing 


(Continued from Page 2) 


vice-presidents. This wouldn’t have 
been necessary if these jobs were 
being minimized.” 

> * * 

HE new general managers are 

Harry E,. Chesebrough, Plym- 
outh; J. B. Wagstaff, DeSoto, and 
C. E. Briggs, Chrysler. Dodge’s M. 
C. Patterson already was a vice- 
president of the corporation, 
The divisional chiefs formerly 
carried the title of president but, 
in reality, they were general man- 
agers which is their current desig- 
nation. 

Colbert said the new general 
managers will devote much of 
their time to the “product,” and 
this immediately raised the ques- 
tion of whether they will have 
more to say about styling. 

A Chrysler spokesman declared 
that the divisions already have 
considerable authority in this 
field, but he could not say whether 
it will be increased. 

Dealers and customers would 
like a more complete answer to 
this question in view of the widely 
held belief that lack of a greater 
styling change has been the major 
reason for the slow sales of ‘58 
models. 

7 > > 
E observer believes the divi- 
sions may have more to say 
about exterior and interior trim, 
but he doubts that they'll have 
any more authority on such basic 
things as body design. 

Another source suggested that, 
from a merchandising standpoint, 
Chrysler Corp. would be wise to 
discontinue the practice of mak- 
ing new features available on all 
five car lines at the same time. 
He noted that General Motors, 

for instance, often staggers the 
introduction of new items, thereby 
giving one or two of its cars a 
more-or-less “exclusive” promo- 
tional feature. 

Under Chrysler's new setup, it 
appears that the group marketing 
(field sales) organization will func- 
tion much the same as before, but 
it now is under the central sales 
staff rather than being a separate 
corporation. 

> > > 

oo marketing will be headed 

by E. C. Quinn, vice-president 
and general sales manager of the 
corporation, His superior is Byron 
J. Nichols, group vice-president of 
automotive sales. Nichols formerly 
was general manager of the group 
marketing setup and Quinn headed 
Chrysler division. 

Group marketing has been an 
extremely controversial activity 
since it began operating Nov. 1, 
1956. Dealers have criticized it, 
and divisional personnel have 
ebjected because “we build the 
car, advertise it and promote it, 
but we have no authority over 
the people who merchandise it 
to our dealers in the field.” 

Even its critics, however, admit 
that group marketing has had 
marked success in achieving one 
of its objectives—improving Plym- 
outh sales. High among the organi- 
zation’s immediate goals was re- 
gaining third place for Plymouth. 

When group marketing began, 


Mack Trucks for India— 


the top field men (area directors 
and zone managers) were respon- 
sible for all five makes of Chrysler 
cars. Regional and district man- 
agers were responsible for the 
market penetration of the individ- 
ual makes. 

Now, each of the five marketing 
areas has four area managers (one 
each for Plymouth, Dodge, DeSoto 
and Chrysler-Imperial) who are 
directly under the area chief. 

* * * 

— observers say this indi- 

cates-that group marketing is 
getting closer to the divisions. 
Others predict boldly that field 
operations eventually are going to 
be returned to the divisions with 
group marketing as an overall ad- 
ministrative agency. 

As mentioned, advertising will 
be one of the general managers’ 
chief concerns under the new 
Chrysler setup, and many per- 
sons believe that this phase of 
merchandising will be stepped up 
—not necessarily in budget, but 
in impact. 

There are reports that the cor- 
poration will shift advertising funds 
from one division to another if one 
unit (and its ad agency) comes up 
with an exceptional idea. This 
could mean even more intense 
competition between the agencies. 

At the corporate level, advertis- 
ing and sales promotion are headed 
by R. E. Forbes. He administers 
the overall advertising budget. 

> > > 


THE manufacturing side, all 


car-making and assembly op-| 


erations are headed by R. S. Bright, 
who carries the title of group vice- 
president, automotive manufactur- 
ing. His chief lieutenant is L. L 
Woolson, former DeSoto chief, who 
is vice-president and director of 
manufacturing services. 

Woolson’s duties include the 
parts plants, quality control and 
manufacturing engineering. He 
is considered an expert in the 
fields of cost control and manu- 


facturing planning and is noted | 


throughout the company for his 
“close-to-the-vest” operation. 
Many questions have been raised 
as to why Chrysler is returning to 
a centralized manufacturing opera- 
tion. The company has not seen fit 


to detail its reasons, and it hardly| 


can be expected to do so. 

Economy is certainly a reason, 
and Colbert has not that the 
unification of manufacturing and 
assembly operations “will make for 
a more orderly flow from materials 
to finished products on the one 
hand and for better integration of 
all manufacturing facilities on the 
other hand.” 

> > > 

IS not believed that there will 

be any wholesale cutting of 
staffs under the new setup. Per- 
sonnel. whose activities are no 
longer part of divisional duties will 
operate under the plant manager 
or person now heading that ac- 
tivity. 

There will, of course, be con- 
siderable shifting of titles as the 
centralization program moves 
along. 

Divisions will continue to have 
engineering departments, but 





One of a record load of Mack dump trucks goes aboard the freighter Flying Foam 
before sailing for India. Special loading equipment was necessary to hoist the ve- 
hicles, weighing 34 tons empty, aboard the Isbrandtsen Line's vessel. The million- 
pound cargo, totalling 30 vehicles, is said to be the largest consignment of heavy 
duty trucks ever shipped abroad on a single vessel. The vehicles, biggest ever to 
be imported by India, will be used for coal and iron ore mining. 
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most of the corporation’s en- 
gineering still will be done by the 
central staff. Divisional engineer- 
ing staffs are small and are 
pretty much liasion groups with 
the central organization. 

At DeSoto, for instance, A. E. 
Kimberly has a 25-man staff. 
Chevrolet’s numbers 2,660; Ford 
division has 1,100 and Cadillac, 
370. 

On the personnel side, L. L. Col- 
bert, 52, remains as president and 
chief executive officer. There are 
recurring reports that he will in 
time move up to the board chair- 
manship which has been vacant 
since the retirement of K. T. Keller 
two years ago. 

= + * 

EHIND Colbert is Edgar C. 

Row, 62, first vice-president and 
chairman of the powerful adminis- 
tration committee, the group that 
makes the policy decisions, It in- 
cludes Chrysler’s top men in sales, 
finance, manufacturing, engineer- 
ing and other key fields. 

The No. 3 man is William C. 
Newberg, who many believe will 
be the next president of the 
company. He now is executive 
vice-president. 

Newberg, 47, has risen rapidly 
since being named president of 
Dodge in 1951. He became a cor- 
poration vice-president and director 
in 1954 and advanced to automotive 
group vice-president in 1956. 

The Chrysler reorganization had 
been expected and in some quarters 
it had been tied to the $250 million 
loan the company negotiated with 
Prudential Insurance Co. 

A finance source quipped several 
weeks ago, “We're just waiting for 
the Rock to roll,” referring to 
Prudential’s Rock of Gibraltar 
trademark. 

At the company’s annual meet- 
ing last month, a shareholder 
questioned Colbert about reports 
that Prudential was exerting 
policy pressure. Colbert denied 
any involvement of the insurance 
firm in company policy making. 

“Prudential wants the company 
to prosper,” Colbert told the share- 
holders. “They told us they would 
refuse a seat on the board if we 
offered them one. They have noth- 
ing at all to do with our opera- 
tions.” 
> > > 
Chrysler Appoints 7 
To Manufacturing Posts 


DETROIT.—Seven manufacturing 
assignments were announced last 
week by R. S. Bright, Chrysler 
Corp.'s newly appointed automotive- 
manufacturing group vice-presi- 
dent. 

A. W. Hartig was named man- 
ager of the axle and transmission 
division. 

New plant managers are: F. L. 
Bird, Chrysler-Jefferson and Ker- 
cheval, Detroit; G. T. Poirier, 
Imperial-Warren, Detroit; D. C. 
Appleby, Los Angeles assembly; 
F. E. Bilhardt, Newark (Del.) as- 
sembly, and N. E. McLeod, Valley 
Park assembly, now being built 
near St. Louis. 

C. C. Firth, formerly Los Angeles 
plant manager, joins the Detroit 
staff of Fred M. Glassford jr., 
group executive, car and truck 
assembly. 

Hartig formerly was a staff ex- 
ecutive to the automotive group 
vice-president; Bird was operating 
manager of DeSoto’s Wyoming 
Ave. and Warren Ave. plants in 
Detroit; Poirier was Chrysler divi- 
sion general manufacturing man- 
ager; Appleby was a member of 
Glassford’s staff; Bilhardt was pro- 
duction manager at Newark, and 
McLeod was plant manager there. 

> 


Dodge Names Desmond, 


Naughton to New Posts 


DETROIT.—Lee F. Desmond has 
been named assistant general man- 
ager of Dodge division, and John 
B. Naughton has been appointed 
executive assistant to the general 
manager. 

Desmond joined Dodge in 1945 
and had been divisional vice- 
president since 1955. Naughton, 
with Dodge three years, formerly 
was assistant sales vice-president. 
The title changes were necessitated 
by the dropping of divisional pres- 
ident and vice-president titles under 
the Chrysler Corp. reorganization. 





cit 


om. 














, 







Mayors Proclaim Automobile Week— 


Henry lLeiphart, left, president, Toledo Automobile Dealers Assn., looks on 
John W. Yager, second from right, Toledo mayor, signs proclamations designe 
last week as Toledo Area Automobile Week. Mayors Lloyd Neiderhouse, second 
left, of Perrysburg, and Clair M. Cooper of Sylvania, wait to affix their signe 
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GM Profit of $184 Million i 


29 Percent Below Year Agi 


(Continued from Page 2) 


Packard. Both companies denied 
merger plans. 

Chrysler Corp.’s sales in the first 
quarter were less than half of the 
total for the like period of 1957, 
down from $1,150,723,712 to $537,- 
200,000. Unit sales, likewise, were 


Business Index 
Slips to New Low 
In Current Dip 


Declining heavy industrial pro- 
duction, particularly low auto out- 
put, has pushed the Avrtomorive 
News Economic Index to 98.7 per- 
cent of last week’s level and 85.4 
percent of the level of the like 
week of 1957. 

The comparison with the year- 
earlier figures is the poorest show- 
ing of the current recession, 
representing a better than 14- 
percent cut in business activity. 

Seven of the 13 indicators of that 
make up the week-to-week index 


| show gains. However, losses in the 


other six indicators were enough 
to push the index below last week's 
level. 

By far the biggest week-to-week 
loss was the 19.9-percent drop in 
auto output. Paperboard output 
also was off more than 10 percent. 
On the other hand, department 
store sales showed a sharp 13.6- 
percent gain over last week’s total. 


In the comparisons with year- 


earlier totals, only U. S. Govern- 
|ment spending and savings de- 


posits show gains. 

The saving splurge that has 
marked the recession is continu- 
ing unabated. Savings accounts at 
major banks now hold more than 
$4 billion more than they did a 
year ago. 

The other 14 indicators in the 
year-to-year comparison show 
losses. However, the sharpest losses 
are concentrated in the heavy in- 
dustrial segment of the economy— 
ear, truck, steel and coal output. 


AMC, Chrysler 
Councils to Meet 


DETROIT. — The American 
Motors Dealer Advisory Board will 
meet here May 7-8, while the Na- 
tional Chrysler (division) Dealer 
Council will convene May 12-14 in 
Virginia Beach, Va. 

Twenty-one Rambler dealers, 
one from each of the company’s 
zones will attend the AMC meeting. 
Twenty-three Chrysler-Plymouth 
dealers are on the division’s 
council. 


Smith Motors Honored 


WHITE MARSH, Md.—Smith 
Motors, Inc. (Dodge-Plymouth), 
has received Chrysler Corp.’s 
Quality Dealer Award. The firm 
was cited for outstanding achieve- 
ment in performance, administra- 
tion, service, teamwork and oper- 
ating facilities. 
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off by more than half from 4204 He ; 
to 185,888. nonfra: 
The Chrysler sales decline from ¢ 
the company with a loss for ti “ultima 
quarter of $15,100,000. The 19% the fir: 
first-quarter profit was $46,54550— faith “ 
Despite the loss, Chrysler sale.” 
its stockholders a dividend of 2 
cents a share. The firm’s divide oo, 
in recent quarters has been 7 of | 
cents. opppos' 
The sales of Ford Motor Co. ng!" 
the first quarter were off half. ane 
billion dollars and 200,000 unit§ .°n. 
from the like period of 1957, amused 





































Dollar sales in the first q course 
were $1,095,800,000, compared playin 
$1,569,500,000 a year earlier. Unig?” 
sales were 400,419, down from th 
626,206 in the first quarter of las Car 
year. 

Ford’s profit fell from $100,500, Ena 
000 to $22,700,000. The profit in th 
first quarter of this year was equ DEA 
to 42 cents a share but the com Doyle, 
pany maintained its 60-cent ¢ cluded 
dend. Motor 

The report on Studebaker 
Packard’s finances in the firs 
quarter is not yet available. 
company had a net loss of $24%- 
357 on sales of $57,800,000 in t 
first quarter of 1957. Units reg 
tered in the quarter numbe! 
16,718. 

The recession left few U. & 
corporations reporting sales in 
creases but White Motor Co. was 
able to note a 5-percent gain 
White’s first-quarter profit 
showed a decline. ic 

The company put sales at S69 norio 
727,074, compared with $54,033,78 aivicio, 
in the first three months of 19579 prante, 
White said the addition of the R Tuary 
division and gains by the diese sales ; 
engine division accounted for Ford | 
sales increase. Doy! 

Profit for the first quarter wa his in 
$1,325,092, down from the $1,532, 

the Br 


an 


’ 


for the like period of last year 
Unit sales in the quarter were 4,4 
up from the 4,215 a year earlier. 

Robert F. Black, chairman od 
White, said the company is c 
fident of the long-term out 
for truck transportation, “par 
ticularly in regard to the 
ing heavy-duty segment which 
our major field of activity.” 

White is sound “financially 
competitively” and expects 1958. 
be a “satisfactory” year, he addet 

+. + > 


Electric Auto-Lite Sales 
Drop 44.89 in Quarter 


TOLEDO.—Electric Auto-Lite 0 
reported a 44.8-percent decline 
sales in the first quarter and 
that its profit was about one-six 
of the total for the like period 
last year. ; 

Sales for the quarter were 
239,107, compared to $80,273,510 
year. The company said most 
the sales decline came in origil 


‘ 


“| 


equipment. You 
Profit for the quarter was $644; 
787, down from the $3,706,272 Mem 
year. St. Loui 
At the annual meeting, sto Sponsor 
holders approved changes in Ca 
organization of the company, Pe jc 
mitting it to diversify its activitiesge €£ p 
and reduced ‘the board of dircctoM§ more 
from 15 to nine members. the con 
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“Monroney Asks Speed 
On Price-Sticker Bill 


(Continued from Page 4) 
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Senator Strom Thurmond, 
Carolina Democrat, as a 
supporter of the legislation, 

fing the opinion of the three- 
man subcommittee unanimous. He 
ed the belief that price 
ing was a contributing factor 
rding sales. 
a alser Williams, a Ford vice- 
ident, agreed and commented 
that under the bill “we all start 
from scratch.” He said the leg- 
jslation would help in eliminat- 
ing misleading advertising. 


AL T. JONES, executive vice- 
V president of NIADA, testified 
that it was “bad business” to pack 
prices and that he was for honest 
disclosure of factory - suggested 
prices. What the organization dis- 
liked, he said, was the bill’s pro- 
vision that the name of the dealer 
to whom a car is shipped be in- 
juded on the windshield label and 
emain there until the car is turned 
over to the “ultimate purchaser.” 

He said this would rule out a 
nonfranchised dealer from buying 
from a franchised dealer because 
“ultimate purchaser” is defined as 
the first person who buys in good 
faith “for purposes other than re- 
sale.” 

> > = 
— Metropolitan Ford Dealers 
of Detroit, Inc., also wrote its 
oppposition to the bill on what 
Monroney said were roughly the 
same grounds. 

John O’Brien, of the Association 

of Better Business Bureaus, 


amused the hearing room in the 
course of his presentation by dis- 
playing mounted blowups of cir- 


: Career with Ford 
Ended by Doyle 


DEARBORN. J. C. (Larry) 

Doyle, whose 42-year career in- 

cluded service in three of Ford 

Motor Company’s top marketing 

posts, as well as 

chairmanship of 

National Sales 

Executives, Inc., 

retired from the 

company Apr. 30, 

it was announced 

last week by 

R. S. McNamara, 

group vice-presi- 

a dent of car and 
truck divisions. 

M Doyle was gen- 

4. C. Doyle eral sales and 

marketing manager of the Edsel 

division for three years. He was 

granted a leave of absence in Feb- 


r¢ 


mtuary. From 1952 to 1955 he was 


sales and advertising manager of 
Ford Motor Co. 

Doyle plans to remain active, but 
his immediate plans call for a 


§ European tour including a visit to 


ecton 


the Brussels World Fair. 


‘You Auto Buy’ in St. Louis— 


Members of the executive committee of the 


cus ads run by various dealers. 
One ad stated flatly that the buyer 
would get a “guaranteed overallow- 
ance” of $500 or $600 on his tradein. 

“Allowance over what?” O’Brien 
wondered. 


Another ad wailed that the cus- 
tomer should help out the dealer 
by buying “because my wife and 
kids are starving.” 

Monroney said he once saw a 
filmed presentation in which the 
dealer smashed the windshield of 
a car with an ax, The copy that 
went with this visual pearl, the 
senator said, was: “Smiling Joe 
doesn’t give a damn!” 

“Well, at least it was an action 
picture.” O’Brien retorted. 


Talking on the need for the bill, 
Monroney said it is easier for a, 
customer to establish a price on a) 
“Buddha head in Baghdad” than 
on a new car, perhaps indicating 
that auto-industry merchandising 
is even below levels in an Oriental 
bazaar. 

“There’s no tradein or Hydra- 
Matic drive to go with a Buddha 
head,” the senator said. 

= e = 

= in endorsing price dis- 

closure, said a Buick dealer in 
Akron has followed a policy for 
some time of posting prices on the 
windshields of his merchandise. 
Asked whether the plan has been 
successful, the ABBB spokesman 
said: 

“He’s one of the largest Buick 
dealers in the state.” 

Carl E. Fribley, former NADA 
president, expressed regret the 
industry can’t clean up price 
packing by itself but said the bill 
will do the job. He said people 
he has talked to in such lines as | 
banking, textiles and pharmacy 
have all commented favorably on 
the “truth-in-labelling” principle. 

Fribley, who said he has fought 

packing for many years, asserted 
it is a “pitiful thing to see the con- 
fusion of buyers as they go around 
shopping for a car.” 

Besides marketing confusion, he 
said, car sales have been retarded 
by what he called the “three overs” 

overprice, overpower and over- 
size. 

The dealer said the economy is 
too sound “to go to the dogs.” 
Nevertheless, he was of opinion 
that car sales would not reach five 
million this year despite the ar- 
rival of warm weather and “You 
Auto Buy” campaigns. 

> . > 


| 


paar thought elimination of 
the Federal excise on autos 
would be a stimulus, saying there’s 
“no justification” for such a levy 
on a commodity essential to the 
economy. He was wary about pro- 
posals to suspend the tax for a one- 
year period, declaring such a move 
“smacks of a gimmick.” 

Temporary suspension might 


“You Auto Buy Now” campaign in 


lovis are, from left, Ed Hayward, manager, Greater St. Lovis Automotive Assn., 


Sponsor of the campaign; R. B. Pacetti, 


Plymouth regional manager; Ray Rixman; 


C A. Gilbert (Buick); Lester P. Francis (Chevrolet), association president; Thomas E. 
{ Ho (Ford), committee chairman; H. M. Lidgard, Ford district sales manager, and 
vitieS§E £. Page, American Motors assistant zone manager. According to the association, 
More than 1,400 new cars and 1,200 used cars were sold during the first week of 


cumpaign. 


have some booster effect, he said, 
“but where would we be next 
year?” 

Fribley said it would be better 
antirecession policy to reduce 
business taxes, such as excises, 
than to cut personal income 
taxes by a slight amount. 


If an individual gets an extra $50, 
he contended, “he'll spend it in a 
weekend or put it in the bank.” He 
said this wouldn’t help the unem- 
ployed people in the auto industry 
in Detroit or in the supplying steel 
— in Pittsburgh or Gary, 
nd. 


+ * 
‘Makers’ Job,’ Mundt Says 

ENATOR KARL MUNDT, South 

Dakota Republican, believes 
cars should carry a price tag but 
doesn’t believe the Government 
should be the instrument for bring- 
ing it about. 

He is disturbed that “political 
paternalism may have developed in 
this country into such a large 
concept that the powers of Con- 
gress must be utilized in order to 
put prices on automobiles so that 
they may be sold to the general 
public.” 

“It seems to me,” he continued, 
“that if we have reached the 
stage where the normal prudence 
and good judgment of the auto- 
mobile manufacturers and deal- 
ers is such that they refuse to 
give information to the public 
concerning the value of the prod- 
uct which they sell, and it be- 
comes necessary for Congress to 
legislate on the subject, we have 
moved ... in the direction of 
some kind of Government author- 
itarianism.” 

Mundt said the industry should 
“clean up its own house” and sug- 
gested the makers return to the 
practice of advertising prices FOB 
Detroit to provide a guide to deal- 
ers and purchasers. 

He said the next step in Govern- 
ment paternalism would be enact- 


* 


Stock Program Set Up 
For AMC Employes 


DETROIT.—A voluntary stock- 
investment program that permits 
American Motors Corp. employes 
a free choice of stocks — even 
those of competitors — was an- 
nounced jointly by American 
Motors Corp. and William C. 
Roney & Co., members of the 
New York Stock Exchange. The 
company said numerous employe 
suggestions urged the plan. 

Offered to some 800 salaried 
employes at the Detroit plant, the 
program permits employes to set 
aside a minimum of $40 per 
month or per quarter through 
payroll deductions for the regular 
purchase of stock. The employe 
can select any of 1,200 stocks 
listed on the New York Stock 
Exchange. 


ment of legislation “to provide the 
amount that could be offered for 
second-hand automobiles, to limit 
profits or to specify service require- 
ments.” 

* + 


. 

Excise ‘Holiday’ Suggested 
EP. THOMAS ASHLEY, Ohio 
Democrat, has introduced legis- 

lation to suspend the Federal auto 

excise tax until next Jan. 1, a move 
which he says will lower prices 
from $150 to $300 per car and pep 
up sales as a recession antidote. 
But he coupled introduction of 
his bill with criticism of the car 
makers’ pricing policies. 

“It is a sad commentary on our 
automobile industry,” he said, 

“that the leading manufacturers 

have shown no willingness to 

reduce their prices, despite the 
fact that sales have slumped 
dangerously in recent months. 
“The extent of their willingness 
to help alleviate the human suffer- 


67 
ing which has accompanied the 
economic downturn is found in 
their assurance that any suspension 
in excise taxes will actually be 
passed on to the consumer. I hate 
to think that this is an accurate 
measure of the selfishness of the 
auto hierarchy, but such appears 
to be the case.” 

Ashley said car prices were high 
in 1955 when a record 7.2 million 
passenger cars were sold. 

“They were even higher in 1956 
despite a slump in sales to six 
million,” he said. “They went higher 
still in 1957, with production and 
sales continuing to decline to 58 
million, This year prices went up 
again. The result, as we all know, 
has been the sharpest decline in 


automobile sales in recent years.” 
* * 7 


Fast Car Writeoffs Urged 


EP. EDGAR HIESTAND, Cali- 

fornia Republican, has intro- 
duced a bill to permit car buyers 
using their vehicles for business 
to depreciate the units in a two- 
year period. The bill is designed 
to encourage car sales in this 
recession period by limiting applica- 
tion of the speedier writeoffs to 
purchases made between Dec. 31, 
1957 and Jan. 1, 1959. 

While permitting depreciation 
periods vary, the Internal Reve- 
nue Service generally stretches 
the writeoff period on a vehicle to 
five or six years. 

The tax-aid bill has been referred 
to the House Ways and Means 
Committee, which may take a look 
at it when it next meets on tax 
legislation. A Hiestand aide said 
this might be at the end of this 
month or in early May. 


Dealers Elect Thompson 

JACKSONVILLE, Fia.— Gordon 
Thompson is the new president of 
the Jacksonville Automobile Deal- 
ers Assn. Bill Smith was elected 
vice-president and Al Grinder, 
treasurer. 





Miller Drops Ford Lawsuit, 


WINSTON-SALEM, N.C.—Miller 
Motors’ $1.4 million suit against 
Ford Motor Co. came to an end 
last week when the former Lincoln- 
Mercury dealer here failed to peti- 
tion for a U.S. Supreme Court 


Arkansas Group 
Rejects Portions 


Of Uniform Code 


LITTLE ROCK, Ark.—A _ sub- 
committee of the Arkansas Legis- 
lative Council has rejected a plan 
to create a new State agency to 
register, license and regulate motor 
vehicles. It also turned down pro- 
posals to require mechanical in- 
spection of automobiles and to 
issue two license plates instead of 
one. 


The action was taken in connec- 
tion with a study of the Uniform 
Vehicle Code by the council’s Com- 
mittee on Roads and Highways. 
At present, the Revenue Depart- 
ment handles license sales, and the 
State Police tests drivers and regu- 
lates vehicles on highways. 


The subcommittee recommended 
stricter laws governing tests for 
drivers and increased financial- 
responsibility regulations. Present 
State law requires $5,000, $10,000 
and $1,000 personal and pproperty- 
insurance coverage, compared with 
the $10,000, $20,000 and $5,000 pro- 
vided by the code. 

The group also recommended 
tightening up of title and registra- 
tion laws and laws governing dis- 
posal of cars and handling of car 
rentals. A package law on these 
general subjects will be presented 
to the 1959 Legislature. 


Chemical Assn. Awaits 


Output Survey Results 


NEW YORK.— Results of five 
product production surveys con- 
ducted by the Chemical Specialties 
Manufacturers Assn. will be re- 
ported at the association’s 44th 
mid-year meeting, to be held May 
19-21 at the Netherland Hilton hotel 
in Cincinnati. 

The surveys will reveal ’57 pro- 
duction figures for aerosols, brake 
fluid, auto wax and polish, auto 
cooling system chemicals, and 
household and industrial insecti- 
cides. 


review of two adverse lower court 
decisions. 

With a blast at NADA and the 
North Carolina Automobile Dealers 
Assn., plaintiff J. H. Miller let pass 
without action the deadline for 
asking the Supreme Court for a 
writ of certiorari. 

Declaring that the dealer as- 
sociations had offered him no 
help in advancing the case, Miller 
said they “gave dealers obituaries 
and minor information, but had 
never really done any good.” 

The only cash amount Miller 
received from his suit was $1,417.10, 
awarded by District Judge Roszel 
C. Thomsen a year ago to cover 
auto repairs paid by Ford but due 
the dealer. 

Judge Thomsen denied all other 
Miller claims. The ex-dealer 
charged that the company coerced 
it to join an L-M co-op ad fund, 
overloaded it with new cars and 
was guilty of “market domination” 
in violation of the antitrust laws. 

On appeal of Judge Thomsen’s 
decision, Miller narrowed the al- 
legations. But three Circuit Court 
judges unanimously ruled against 
him in January. 

The Miller case was the latest in 
the Federal courts’ string of anti- 
dealer opinions. The Supreme Court 


At Alabama Convention— 


last fall declined to review the 
antitrust suits of Webster vs. Pack- 
ard and Schwing vs. Hudson, both 
decided against the dealers by 
lower tribunals. 

None of these cases directly in- 
volved the good-faith law, passed 
in 1956. A California dealer has 
filed suit against Chrysler under 
the good-faith law since the first 
of the year. 


U.S. Court Kills 


Truckers’ Suit 


SPRINGFIELD, Ill—A suit by 
five Iowa-based trucking firms for 
an injunction to prevent alleged 
violation of an Iowa-Illinois truck- 
reciprocity agreement has been dis- 
missed by a Federal judge. 

The firms also sought a declara- 
tory judgment that the agreement 
between the two states is “in full 
force and effect,” and that Illinois 
has no authority to change uni- 
laterally the meaning of the agree- 
ment. 

Judge Charles G. Briggle decided 
the “Federal Court should decline 
jurisdiction,” and granted a State 
of Illinois motion to dismiss the 


W. H. Ray, center, Huntsville, Ala., president, Automobile Dealers Assn. of Alabama, 
discusses highlights of the asso¢iation’s 1958 convention in Biloxi, Miss., with F. J. Bell, 
left, NADA executive vice-president, and Alan G. Rude, president, Universal CIT Credit 


Corp., New York. Bell and 


le were guest speakers at the meeting which was 


attended by more than 250 Alabama deolers. 
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‘Outside’ Analysts Trace Causes of Slump vee 


Market Needs Stimulus, U.S. Told), 


(Continued from Page 1) 


were aware of a substantial length- 
ening of installment credit maturi- 
ties introduced in 1955.” 
* od * 
T PRESENT, he said, “we are 
confronted with growth of gen- 
eral pessimism and uneasiness and 
the absence of stimulating factors 
concerning auto demand.” 

The research center which 
Katona heads is the nation’s 
leading agency for conducting 
periodic surveys of consumer an- 
ticipations as to future expendi- 
tures. It carries out annual 
studies for the Federal Reserve 
Board. 

The witness said his information 
as to whether the price hikes last 
fall are retarding sales is inconclu- 
sive but added that certainly it 
wasn’t a “stimulating factor.” 

He said it was determined from 
surveys that consumers’ willingness 
to incur installment debt has 


dropped. 


> * * 


a aos expressed belief buying) . 


stimulus could be provided by: 


1. Immediate action in cutting 
auto excises. He said the alterna- 
tive to fast action is a quick Senate 
resolution to the effect that excises 
won't be lowered, so the public 
won't hold off purchases in antici- 
pation of a cut. 

2. Production by the major 
manufacturers of a smaller “util- 
ity” car. 

3. Enactment of 
disclose suggested 
cars. 

4. Providing the public with a 
wider choice of cars, a subject on 
which he said consumers voiced 
strong feelings in the surveys. He 
said that at present there is “little 
assortment” of cars and “they all 
look alike.” 

Katona said he was no expert on 
the economic feasibility of cutting 
prices, but added that it would help 
in stimulating sales. 

> > 


legislation to 
list prices of 


* 


AURENCE E. CROOKS, in 


charge of automobile testing) 
for Consumers Union, a research) 


organization which compares com- 
peting products, testified that the 
auto industry is running against 
more critical standards on the part 
of the public. 

“Auto buyers are getting 
choosy,” he said, “backing away 
from dreamboats to look for 
something more practical .. .” 


He said he has received less com- | 


plaints from consumers about high 
prices than about receiving poorer 
quality per dollar spent. He said 
auto quality has “gone downhill” 
since 1955, as indicated by sloppy 
detail workmanship, poorer finishes 
and “loose nuts.” 

Perhaps worst of all, Crooks said, 
“is a widespread lack of structural 
rigidity in the cars when taken 
over rough roads, producing rattles 
which seldom stop and will get 
worse as the car grows older. 


“With the vogue for hardtops, 








Hope for Tomorrow— 

Future buyers get a look at today’s cors at Folkers Motor Co. (Dodge-Plymouth), 
Longmont, Colo. The fifth-graders from Central School were guests of Mr. and Mrs. 
H. D. Folkers, who said the students showed real interest in the tour. Lyle Sheline, 
shop foreman, is explaining what makes the wheels go ‘round. 





into which less structural stiffness 
can be built, this characteristic is 
getting worse. Even a Cadillac 
trembles in every line on a not- 
very-rough road.” 
* * * 

H® SAID better quality won’t 

automatically sell more cars 
but it can be used to such advan- 
tage “by an astute dealer organi- 
zation.” 


Crooks saw much to praise in 
the new cars but suggested that 
a way of attracting buyers in 
greater numbers would be to 
build a car “in which details have 
been well worked out rather than 
slurred over — a nice car, not 
necessarily a lavish or exciting 
one, which will keep the cus- 
tomer coming back.” 


The witness contended that the 
major factor responsible for today’s 
slow sales is the effect of the 
“horsepower race.” He said this has 
sharply raised the operating costs 
of automobiles. 


To contain larger engines, he 
said, “the cars themselves are heav- 
ier, the tires bigger and costlier 
. nearly every factor which in- 
creases engine output has a price 
in wear or durability, as compared 
with more modest engines built to 
run a long time.” 

> . > 


Ces questioned whether the 

auto makers’ surveys that peo- 
ple want bigger, heavier, more 
powerful cars accurately reflect 
consumer sentiment. He said the 


DeSoto Rebates 
$100 on ‘Old’ Units 


DETROIT. — DeSoto is rebating 
$100 to dealers for sales of new 57 
and ’58 units shipped before Jan. 1. 
There's an additional $50 payment 
when a non-chrysler Corp. car is 





| taken in trade. 


The conquest bonus applies to 
all new DeSotos, regardless of ship- 
ping date. In another feature of the 
program, salesmen get points for 
each new-car sale toward merchan- 
dise prizes that will be awarded 
after the contest ends June 10. 

The plan is similar to a DeSoto 
program which closed Apr. 10 and 
follows the terms of contests cur- 
rently in force at Plymouth and 
Chrysler division. Edsel and Mer- 
cury also have rebate programs, 
and Dodge, Ford division and Chev- 
rolet are expected to join the list 


| soon. 


surveys either missed major seg- 
ments of the population or the 
compiled data has been “misinter- 
preted.” 

Supporting the Monroney- 
Thurmond bill, Crooks said 
“nothing would do as much to 
reaffirm the responsibility of the 
automobile dealer and take him 
out of the Arab rug peddler class 
as a firm, posted price on each 
car in his salesroom.” 


He said the dealer must be made 
“responsible and respectable” be- 
cause he is the best or only source 
for service work—especially today, 
when cars are delivered from the 
factory in “poor condition.” 


He concluded that there is a 
“widespread group of potential 
buyers who feel the automobile in- 
dustry has lost sight of the kind of 
cars it ought to be building.” 


+ . = 


/ANm= J, LINO, publisher for 
the Automotive Finance Assn., 
testified that firm customer resist- 
ance has developed from the fact 
that new cars, at today’s prices, 
generally don’t represent “sound 
value.” 


“Even if we were willing to 
accept the manufacturers’ cost- 
price arithmetic,” he said, “we 
would be unwilling to accept 
their statement that the customer 
has demanded the extremes in 
horsepower, gadgetry and styling 
which are being offered today.” 
Lino said current buyer resist- 

ance should not be interpreted to 


mean Americans want a “cheap” 


car. 


“What the American buyer wants 
is sound value in whatever price 
class he chooses to buy,” he said. 


Past production and credit “ex- 
cesses” were partly to blame for 
present troubles, he said. But the 
biggest sales dampener, he con- 
tinued, is price-packing by dealers 
“to such a degree that the buying 
public has lost confidence in the 
auto dealer.” 

He added that the factories have 
made no “serious effort” to dis- 
courage the practice. 

Lino said the industry is in a 
truly healthy state only when pro- 
duction does not reach retail cus- 
tomers at the expense of the dealer 
and on unsound credit terms. 


RBM to Move Back 
KENTON, O.— Plans are being 
made to close RBM Mfg. Co. here 
and transfer it back to Lancaster, 
Pa., an official said. The firm 
makes car accessories. 


Price-Tag Bill Endorsed 
By Churchill, Romney 


(Continued from Page 1) 


location of the retailer on the wind- 
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Buffalo Mayor Launches Sales Campaign— 


Mayor Frank A. Sedita of Buffalo addresses a breakfast meeting that laund 
the “You Auto Buy Now" campaign in the Niagara Frontier area. At the spec 
table, from left, are: Gov. Averell W. Harriman of New York; Joseph E. Be 
Lincoln-Mercury general sales manager; Bernard C. Reuter, rally chairman; 
Sedita; John R. Godfrey, master of ceremonies; Chester G. Daetsch, president, 
Automobile Dealers Assn., and Gilbert M. Tinney, general chairman, “You Auto 


Now™ committee. 


By Frank Gawronski 
Staff Writer 

ENERAL MOTORS seized the 

initiative in forcing an early 

showdown -with the United Auto 

Workers last week by serving a 

contract termination notice on the 
union. 

In effect, GM issued an _ ulti- 


FTC Examiner 
Rules Against 


Cleveland Firm 


| WASHINGTON —A Federal 
| Trade Commission hearing exam- 
iner has recommended that 
Thompson Products, Inc., 
land, be prohibited from granting 











Threat of No Contract 
Puts UAW in Squeeze i 


| tion notice on the corporation. 


|the UAW that filed contract t 


Cleve- | 


preferential prices on automotive | 


| replacement parts to auto makers | 


and other original-equipment man- 
|}ufacturers to the disadvantage of 
| its own distributors. 

Examiner Earl J. Kolb said that 
in 1955 Thompson sold parts for 
original-equipment and replacement 
use to GM, Chrysler Corp. and 
Ford Motor Co. and other firms 
for less than it charged its fran- 
chised dealers. 


the manufacturers to resell re- 
| placement parts to their franchised 
new-car dealers at prices which 
Thompson's distributors cannot 
meet,” Kolb said. “It also enables 
them to pay allowances to the 
dealers on parts these dealers sell 





> i mpeti- | , 
at wholesale to others in comp | slow car sales and a large inve 0 


tion with the distributors.” 
Thompson products maintained 


trust and confidence in the auto- | shield sticker. He expressed fear| that the allocation of certain ware- 
house costs was the main point of | 


mobile dealer.” 


He did, however, object to por-| 
tions of the legislation, saying it) 
would work “undue hardship” on | 
S-P dealers to list the name and 


| 


this would rule out accommodation 
transfers between dealers. 
> > = 


H® ALSO was against listing the 
car’s production date on the 
label, saying this would create 
buyer resistance on units in dealers’ 
hands for a protracted period. 


Monroney subcommittee sources 
said the bill is being rewritten 
to permit accommodation trans- 
fers and that no requirement for 
listing a car’s production date is 
contemplated. 

George Romney, AMC president, 
said in his letter that “elimination 
of the confusion now existing in 
the public mind as to the proper 
retail prices of automobiles is 
highly desirable in the interests of 
both the public and the industry.” 

He added that the elimination of 
bootlegging “is also desirable if this 
can be done without placing re- 


dealers who do not engage in boot- 
legging.” 

Romney raised objections to 
the bill’s requirement that acces- 
sory prices be itemized and to 
disclosure of factory transporta- 
tion costs. 

He also suggested an amendment 
giving the manufacturer’s local 
warehouse the right to remove and 
replace the sticker on cars repur- 
chased from a terminated dealer. 


‘ 


strictions on the great body of 


dispute. The company said it could 
sell at lower prices to big custom- 
ers by shipping large orders, 
thereby eliminating warehouse 
costs and effecting other economies. 


Kolb said that Chrysler received 
parts for 45.05 percent less than 
Thompson distributors while GM 
and Ford paid 43 percent less for 
certain parts. 

Thompson is appealing the de- 
cision. 


Hudiburg Wins 
On Sunday Sales 


OKLAHOMA CITY. — Charges 
that Paul Hudiburg, Midwest City 
(Okla.) Chevrolet dealer, and five 
of his salesmen conspired to violate 
Sunday closing laws were thrown 
out of Common Pleas Court here. 

The judge ruled that the prose- 
cutor had failed to present proper 
evidence of a conspiracy. The 
charges reportedly had been filed 
on complaint of other dealers who 
do not open on Sunday. 

Oklahoma law says only “neces- 
sities of life’ may be sold on Sun- 
day. Hudiburg’s attorney, Dick 
Jones, said if the case had gone to 
a jury, he would have argued that 
an auto is as much a necessity as 
the gasoline it burns. 


| might be reached. 


| 


“This favored treatment enables | 


| 
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matum to the UAW to settle } 





midnight, May ag*Ameries 
when the cont ere ™ 
expires. 


The move caught 
the UAW by sur 
prise. Leonar 

Woodcock, head of the UAW’s Gil 
division, said the union had ne 
planned to serve any such termini 













CHEVR 

Woodcock accused the corpo §» 0) 
ration of making a “threat to in- yoo 
dustrial peace.” He said GM can- Bnongr 
not “force the union to strike.” 
In the past, it always had bee 


PORD 


mination notice and the expirationg® 
ate was regarded as a union strikegM/ 
deadline. 
= * > 

N SEIZING the iniative, GM 

established itself as the union 
prime target in the current roundguis 
of contract talks and the pattern 
setter for any settlement that} Total 


"Total 
U. § 


In 1955, the union singled out 
Ford Motor Co. as its target and 
won its supplemental unemploy- 
ment benefit (SUB) plan. The unio 
then turned to GM and Chrysle 








Can 





and won similar concessions. Granc 
Despite its action, GM did not Car 
close the door on the possibility U. § 


of extending the contract after }—— 
May 29 by mutual agreement, but ["™"*¢. 
it did make it clear it does not "=e" 
want the negotiations to drag on §" 4" 
until new-model time, when union Mack 
bargaining power would be 3B. All 
greater. 

With extensive 













unemploymen 


tory of unsold cars, the UAW had 
offered last week to extend cu 
rent Big Three contracts into Sep 
tember. The auto makers rejecte 
the offer as a bargaining maneuv 
and countered with an offer to ex 
tend the pacts for two years, 4 
the union refused this. 

* ~ 


De: 


* 


wert happens in the absence of ( 
a contract? The UAW could Ap 
call a strike that would idle some} cent. ¢ 
350,000 GM employes across thtBcan y 
country. 
The company could close it8§ pro, 
plants in a legal lockout. highli 
Or production could continue 39 997 i 
it does in any plant where 09 ties 
union contract is in force. 
Theoretically, GM could cut ye. 
wages, stop its contributions ©] Rety 
pension and SUB funds, shake UP } Cheyrc 
work assignments without regard | more | 
to seniority provisions and make down, 
all kinds of changes to put pres- J gest ] 
sure on the union. 
Industry observers, however, 
doubt that such drastic action 
would be taken. GM officials Te 
fused to comment on what may PE giabjc 
done. and I 
GM never before had set the datel pants 
for ending a contract while one W488 App o¥ 
still in force. After the UAW haé 
struck its plants in 1945, however, 
the company did cancel the cor , 
tract. Since that time, both side Sched 
have always negotiated under pre 
visions of a “notice of modifica-#y 20 
tion,” which permits bargaining — fp, 
(Continued on Page 70, Col. 1) 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U0, 8S. PRODUCTION ONLY) 

















Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
May 3, Week, Apr. 26, Output, May 4, May 3, 
1958 1957* 1958* April 1957* 1958 
MOTORS** ...... 4,150 2,343 3,439 14,391 36,322 57,624 
Rambler... 4,150 2,151 3,439 14,391 32,963 57,624 
MERYSLER CORP. .... 13,050 24,671 10,577 51,939 501,985 214,822 
Charysher 0.00: 1,400 2,498 1,267 4,783 51,922 20,713 
Imperial ..............---- 400 901 335 1,361 17,114 6,158 
POIOC nnn essceececsesceceees 450 2,970 1,151 2,561 57,105 13,432 
WONG C seo seeenceeneeceesevees 3,000 5,796 601 9,484 117,355 36,071 
Plymouth ............-.000-. 7,300 812,506 7,223 33,750 258,489 138,448 
Rp MOTOR*** . 21,380 35,790 22,104 80,193 729,470 426,576 
ST sssenencceniibiteiedien ae mace Bee comm 5,459 
WROTE nn. es-ne-ceevessocssesscsees 20,300 29,732 17,863 69,321 579,508 366,557 
DMMCONA 2.200000. ccceescescesees 445 462 448 1,947 18,017 11,777 
Jenntinaiiatnmevoes 70 5,566 3,783 7,752 131,541 42,783 
oF RAL MOTORS .. 41,407 55,970 21,579 165,220 1,120,361 875,088 
BEMIS | ccccsesssevcoscveenvcssccsoes 2,896 8,500 4,992 17,132 184,437 99,880 
REIBD cxcccnssocscecoccsnessoees 3,200 3,770 2,570 13,482 59,428 53,814 
“0 chevrolet 27,400 29,744 2,478 93,211 554,877 498,678 
— Oldsmobile .................... 4011 7,312 7,312 26,008 171,625 130,544 
PATER .2..02000.ccccccccccees 3,900 6,644 4,227 15,387 149,994 92,172 
Pp CORP. 1,225 965 3,357 27,654 12,877 
Packard 106 66 170 5,889 1,297 
Studebaker 1,119 899 3,187 21,765 11,580 
Total Cars, U. S. 79,987 119,999 58,664 315,100 2,415,792 1,586,987 
2 EB tamerican Motors’ totals for 1957 include Nash and Hudson production. 
ntra¢ Ford Motor Co. totals for 1957 include Continental production. 
COMMERCIAL CARS 
(U. 8S. PRODUCTION ONLY) 
Week Week Jan.1 = Jan. 1 
Ended Same Ended Total To To 
May 3, Week, Apr. 26, Output, May4, May 3, 
1958 1957° 1958° April 1957* 1958 
(CHEVROLET 6,500 7,456 4,142 25,643 130,457 103,314 
) OND T 105 119 95 471 1,500 1,912 
yoo 60 ROY 66 262 1,326 1,032 
DODGE 1,200 1,776 1,317 5,224 30,899 19,073 
FORD 4,550 8,212 4658 18,078 127,923 79,830 
1,045 1,228 1,391 5,380 25,996 22,360 
on aL RNATIONAL 1,825 2,695 1,777 7,394 35,845 36,630 
en! " 290 351 295 1,349 6,504 5,292 
UDEBAKER 128 259 183 JAB 4,231 2,317 
tITE 345 400 319 1,317 7,021 6,223 
LLYS 1,720 1,081 1,880 7,590 22,335 27,765 
NEOUS*** 85 60 86 375 995 1,205 
Total Trucks, U. S..... 17,853 23,717 16,209 74,131 395,032 306,953 
Total Cars, Trucks, 
U. s. aaeenen 97,340 143,716 74,373 389,231 2,810,824 1,893,940 
aie Total Cars, Trucks, 
ys} Canada aati 9,166 12,063 8,955 56,970 179,205 139,587 
Grand Total, 
not Cars and Trucks, 
jility U. S. and Canada....106,946 155,779 83,828 426,201 2,990,029 2,033,527 
re — — _ . — : een 
not “Miseeliancous includes Corbitt, Marmon-Herrington, Federal, Four Wheel Drive, etc. 
5 on | "Astocar, Freightliner, Reo and Sterling are included im White totals; Brockway in 





Mack totals. 


3B. All U. 8. totals include cars and trucks for military orders. 










from the 548,656 units produced 
during April a year ago. 
> > © 


M CAPTURED 52.5 percent of 

April output; Ford, 25.5 per- 
cent; Chrysler, 16.3 percent; Ameri- 
can Motors, 4.6 percent, and S-P 
116 percent. 


° IS§ Production of Ramblers was a 
highlight last week. It climbed 
. e %.7 percent from 3,439 assem- 


lies on a five-day schedule to 
4150 on a six-day schedule last 


Return to operation of all 11 
let assembly units last week 
More than offset the B-O-P shut- 
down, and helped give GM its big- 
gest production week since the 
y period ended Apr. 19. 
* * - 


YSLER CORP.’S 23.4 percent 
gain last week resulted from 
le output boosts at Plymouth 

and Dodge, both of which had 
Blants down during the week ended 
Apr. 26. 

Edsel and Ford division were the 
‘ily Ford Motor units to show 
Sains over the previous week. Edsel 
uled an estimated 565 assem- 
and Ford division surpassed 
20,000 mark. 

Truck manufacturers turned 
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iCar Output Gains 20,000 
ADespite 18 Plant Layoffs 


(Continued from Page 1) 


out an estimated 17,853 units last 
week for a 10.1 percent gain over 
the previous week’s output of 

16,209 trucks. The same week a 

year ago, however, saw the mak- 

ers produce 23,717 units. 

Canadian plants produced an es- 
timated 9,106 vehicles last week, up 
151 units from a week earlier, but 
2,957 units under a year ago. 


110 Buyers Flown South 
For Mercedes Driveaway 


NEW ORLEANS.—Buyers flown 
in from all parts of the nation 
participated in a mass driveaway 
of 110 Mercedes-Benz autos from 
the Port of New Orleans. 

Officials of Studebaker-Packard, 
U. S. distributor for the German- 
made car, said it was the biggest 
driveaway ever. 

The drivers paraded their 190-SL 
and 300-SL roadsters through the 
downtown section before leaving 
for their home states. 





S. A. Skillman, S-P general sales 
manager, said New Orleans was 
chosen for the driveaway because 
it “looms more and more as a key 
in our distribution plans for 
Mercedes-Benz throughout Ameri- 
ca.” 











Prospects Brighten .. . 
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S-P’s Hopes Pinned 
On Economy Car 


By Maynard M. Gordon 
News Editor 
OUTH BEND.—Those who would 
count out Studebaker-Packard 
as an automotive “has been” are 
advised to take another look. 

The South Bend producer is in 
the midst of a new-model program, 
the value of its common stock has 
risen sharply and sales of the 
Mercedes-Benz cars it imports from 
Germany and its own Scotsman 
models are forging ahead. 

Probably the most significant 
fact in S-P’s current state of 
affairs is that, contrary to the 
expectations of at least two auto 
company presidents and a score 
of Wall Street investment houses, 
the recession has not killed 
Studebaker-Packard. 

Admittedly, S-P’s woes were com- 
pounded by the slump in '58-model 
sales. Losses continued in the first 
quarter and President Harold E. 
Churchill was explicit as can be in 
his report to the annual meeting of 
shareholders here: 

“Our job is far from easy and 
the current recession has made it 
all the harder.” 

- * = 
Pig enggy omer gave stockholders 
the impression that S-P was 
banking heavily on its forthcoming 
new economy car as a tide-turner 
for the hard-pressed company. 

He intimated that the long era 
of the Packard car may be nearing 
an end. Mercedes-Benz, now pros- 
pering along with most imported 
cars, would take over Packard's 
place at the top of the S-P line. 

Although Churchill would not 
say what the new car would use 
for either financing or specifica- 
tions, it was learned that the 
vehicle would compete in the 
Rambler American class, thus 
requiring a fairly extensive re- 
tooling program. 

As of Apr. 1, Churchill said, S-P 
had rebuilt its dealership total to 
2,074 in 67 percent of the available 
market. There are 361 Mercedes- 
Benz dealers. 

“Our factory sales organization 
and dealer development department 
are diligently applying themselves 
to the tasks of improving the qual- 
ity of our present dealers and the 
acquiring of new dealers in open 
markets,” he added. 

Churchill told reporters that “no 
foundation” existed for reports that 
American Motors, Chrysler Corp. or 
Continental Motors were thinking 
of a Studebaker-Packard merger. 
AMC issued a formal statement 
taking itself out of the merger field. 

> * > 


RESUMABLY, S-P’s three-year 

management contract with 
Curtiss-Wright stands in the way 
of a merger deal. 

Curtiss-Wright has options to buy 
5,000,000 S-P shares at $5 apiece. 
The option deadline comes due this 
fall but is likely to be extended. 
The Curtiss-Wright management 
contract runs through 1959, when 
the S-P tax loss privilege would 
reach the five-year termination 
mark. 

Churchill’s announcement of an 
economy-car project heartened the 
approximately 200 stockholders 
gathered in the administration 
building cafeteria. They had been 
forewarned of fireworks by manage- 
ment critics and were not disap- 
pointed on this count. 

Sol A. Dann, peppery Detroit 
attorney who has belabored S-P 
with two lawsuits, tried vainly to 
win approval for six anti- 
management proposals. 

Dann’s main resolution, seeking a 
recount of the proxy votes that put 
through the Curtiss-Wright deal, 
was defeated by 3,280,291 to 469,139. 
Dann promptly demanded an SEC 
investigation of the vote count. 

Dann and John H. Neville, Brook- 
lyn, N. Y., also were decisively 
beaten in an attempt to elect a 
colleague to the S-P board of 
directors. Sol Diamond, described 
as an “investor” from Nutley, N., J., 
received 216,723 votes against the 
11 incumbents’ 4,800,000 each. 

+ + * 
EELECTED S-P directors were: 
Churchill, Edwin F. Blair, New 
York attorney; Hugh J. Ferry, 











former Packard chairman; Theo- 
dore R. Finder, New York attorney; 
J. Russell Forgan, New York in- 
vestment banker; Frank J. Man- 
heim, of Lehman Brothers, New 
York investment banker. 


James McMillan, Detroit banker; 
A. J. Porta, S-P finance vice- 
president; Sydney A. Skillman, S-P 
sales vice-president; L. Z. Morris 
Strauss, New York financial ad- 
visor, and John H. Watson jr., 
Cleveland attorney. 

Federal District Judge Arthur 
F. Lederle has scheduled a May 
26 hearing at Detroit in the first 
of Dann’s suits against S-P. This 
litigation would set aside the vote 
by which the Curtiss-Wright deal 
was made. 

The second suit, Fong vs. 
Studebaker-Packard, also pending 
in Federal Court at Detroit, is a 
“stockholders’ derivative’ action 
seeking liquidation of S-P assets 
under a court receivership. 

Throughout the stockholders’ 
meeting, Dann’s lawsuits were used 
repeatedly by management spokes- 
men to rebut his questioning of S-P 
policies and decisions. 

“That matter is in litigation,” 
Churchill and other executives re- 
plied to most questions. 

= + > 

_—— inquisitors ran the gamut, 

challenging the price for which 
S-P sold the Packard Detroit plant 
($750,000), charging that proxy 
statements had misrepresented 
their proposals, badgering stock- 
holders to ask S-P directors how 
many Curtiss-Wright shares they 
owned. 

Other stockholders rose to S-P’s 
defense. Eli Spicer, co-owner of the 
South Bend S-P dealership, said the 
company’s biggest problem was lack 
of public confidence in its future. 

“We have damn good products,” 
Spicer declared. 

At this juncture, Churchill said 
Dann’s assaults on S-P manage- 
ment were hurting business and 
undermining public confidence. 

“What is this,” Dann cried out, 
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| a sales promotion meeting or a 


stockholders’ meeting? You officers 
should confess your sins and pre- 
vent further losses in our invest- 
ments.” 


Later, Dann told AvtTomorive 
News he wasn’t hurting S-P busi- 
ness “because you can’t hurt a dead 
body.” 

“All I’m trying to do is give the 
body a decent burial,” he said. 


* * * 


NS ep peng n applauded Bert 
Liss, South Bend cab operator, 
when Liss asked Dann: 


“Please don’t answer, Sol, but 
just what are you going to get out 
of all this harassment of the man- 
agement?” 

Denied the chance to answer 
before the shareholders, Dann 
subsequently said he was “merely 
looking out for the interests of 
S-P stockholders, just as I have 
for American Motors investors. 
And you see what has happened 
to them.” 

Dann and his wife owned 105 
shares of S-P stock on the Feb. 13 
record date. There are approxi- 
mately 120,000 S-P holders. 

Answering questions from other 
stockholders, Churchill said Stude- 
baker Scotsman interiors were “too 
austere” last year but were 
brightened up in March; reported 
that S-P was blocked by manpower 
shortages from getting missile con- 
tracts, but was continuing to bid 
for truck orders, and “took under 
advisement” a Pennsylvania deal- 
er’s suggestion that S-P concentrate 
on full-sized cars. 

“We'll be better off sticking with 
quality products,” said the dealer, 
Marvin Kaufman, Washington, Pa. 
“This Rambler boom is just a flash 
in the pan. Most Americans are 
really big-car fans.” 

+ * > 

— reporting prospects for 

the first month of 1,000 
Mercedes-Benz sales in the U. S. 
and acclaiming the lowest manu- 
turing costs in S-P history, Chur- 
chill gave his answer to Dann and 
competitors and brokers who al- 
ready have sounded taps for the 
company: 

“I’m not going to forecast what 
will come. I give you my personal 
assurance, however, that the officers 
and directors are working hard. 

“We intend to continue to devote 
our best efforts to the best interest 
of employes and shareholders.” 


Pa.Dealers to Hear Bell, 
O’Mahoney, Factory Aides 


HARRISBURG, Pa. — (UTPS) — 
“Shop talk” from the individual 
auto dealer and from factory offi- 
cials will highlight the 38th annual 
meeting of the Pennsylvania Auto- 
motive Assn. to be held May 12-13 
at Chalfonte-Haddon Hall in At- 
lantic City. 

Senator Joseph O’Mahoney, 
Wyoming Democrat who headed 
the Senate subcommittee which 
conducted hearings two years 
ago on factory-dealer relations, 
will be the principal speaker at 
the opening session. 


Main speaker at the afternoon 
session will be Frederick J. Bell, 
executive vice-president of NADA. 
He will address delegates on the 
subject, “What’s Ahead for Dealers 
from Washington and Detroit as 
Viewed by NADA?” 


“Factory Day” will provide the 
theme for the business session the 
second day. Factory officials from 
each of the five automobile manu- 
facturers will have 20 minutes 
each to talk before the convention 
on what Detroit is planning for 
dealers for the balance of the 
model year. They are: 

Roy Abernethy, Detroit, vice- 
president of American Motors 
Corp.; C. L. Jacobson, Detroit, vice- 
president of Chrysler Corp.; Duane 
Freeze, Dearborn, Mich., chairman 
of the dealer policy board of Ford 
Motor Co.; Patrick Crowley, De- 
troit, chairman of dealer relations 
of General Motors, and S. A. Skill- 
man, vice-president of Studebaker- 
Packard. 

Other convention speakers and 
their subjects include: 

John B. White, Philadelphia, 
Ford dealer, a past president of 
PAA and a director, “To ase Or 
Not to Lease, That is the Question;” 
Dave G. Reese, Drexel Hil] (Pa.) 
Oldsmobile dealer, “Where Do We 





Go from Here?;” Del Spitzer, El- 
yria (O.) Dodge dealer, “How I Sell 
An Automobile,” and James Dean, 
Newark, N. J., representative of 
Prudential Life Insurance Co., who 
will explain the new pension plan 
now available for PAA members 
and their employes. 

A report of the board will be de- 
livered at the opening session by 
Robert N. Romesburg, Uniontown, 
Pa., president of PAA, of which 
Claude S. Klugh, Harrisburg, is 
general manager. 


October Debuts 
Of °59s Seen by 
L-O-F Chairman 


PHILADELPHIA.—Car makers 
have finally stabilized production 
for the rest of the 1958 model run 
and plan an early introduction of 
new models, John D. Biggers, chair- 
man of Libbey-Owens-Ford Glass 
Co., said last week. 

Appearing before the Financial 
Analysts of Philadelphia, Biggers 
said he believed makers “would 
clean up ’58s at the earliest possi- 
ble date,” start production of new 
models early in September and in- 
troduce them in early October. 

He also said there will be “sub- 
stantial changes” in design of the 
59 models, notably in the increased 
use of glass. 

In referring to sales in 1959, he 
said, “I think we will have a situa- 
tion similar to 1955.” 

Auto makers, he said, would do 
their best to make 1959-model prices 
“attractive.” 

He said he felt that there is a 
“substantial market” for small 
foreign cars, but that there won’t 
be a mass switch on the part of 
American buyers. 
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No-Contract Threat 
Puts UAW on Spot 


(Continued from Page 68) 


go on indefinitely unless one side 
or the other files the 30-day notice 


of termination, 


In this case, however, a deadline 
for settlement has already been set, 
although it can be delayed by mu- 


tual agreement of both sides. 


Woodcock said the union had 
said nothing to GM about terminat- 


ing the agreement. 
> * = 


F THE corporation’s action is a 
signal it hopes to force indus- 
trial strife, then we can only repeat 
that GM has the legal right to end 
the agreement but it has no such 
right to force the union to strike,” 


he said. 

Woodcock did not deny GM’s 
legal right to close its plants if 
there is no contract, but said it 
has no “moral right.” 


“We will not engage in any fool- 
ish action to please GM,” he added. 
The GM move was interpreted in 
some quarters as giving relief to 
Ford in its negotiations with the 


UAW. 


The Ford-UAW contract does not 
expire until June 1. Thus a forced 
settlement three days before that 
would take the pressure off Ford. 


Ford had been regarded as the 
union’s target in this year’s nego-|South Dakota 
tiations. This is based on the the- 
ory that GM is too big for the 
union to afford a strike there and 
Chrysler Corp.’s financial position 
is less favorable than that of the 


other two companies. 


The UAW had filed a contract 
termination notice at both Ford 
and Chrysler soon after negotia- 


tions began last month. 


ITS bid for a three-month ex- 
tension, the UAW asked the Big 
Three to put through “significant” 
car-price cuts and to extend SUB 
payments beyond their present 26- 


week limits. 


The auto makers said the offer 
was a maneuver designed to stall 
current negotiations until the 
1959 model changeover. This 
would be at a time when the auto 
firms could least afford a strike. 


In their replies to the UAW, GM 
and Ford for the first time put a 
price tag on economic demands of 
the union. GM set the price at 73 
cents an hour for each employe, 
not including the union’s profit- 
sharing proposal, and Ford set the 


figure at 71 cents. 


> > > 


Was public attention focused 
on the auto talks, J. L Case 
signed contracts with UAW 
locals” representing employes ¢ at 


Co. 


Chaffin, Nichols 


On Tennessee’s 


‘Best Program’ 


NASHVILLE. — NADA President 
Dean Chaffin and Byron J. Nichols, 
Chrysler Corp.’s newly appointed 
automotive sales group vice- 
president, are headliners on the 
convention program which the Ten- 
nessee Automotive Assn. calls “the 


best in our history.” 


The convention is scheduled for 
June 15-17 here. Dealers also will 
hear from John Murdock, past 
president of the American Finance 
Conference, and M. B. Casler, a 
Dodge-Plymouth dealer in Birming- 


ham, Ala. 


Murdock will discuss sales fin- 
ance regulatory laws, and Casler’s 
He is 
president-elect of the Automobile 


topic is “Profit. Control.” 


Dealers Assn. of Alabama. 


“The Influence of Women in the 
Purchase of Automobiles” will be 
discussed by Trudy Dye, automo- 
tive merchandising 
the Ladies’ Home Journal. r- 
ists Jimmy Gheen, of New York, 
and Joe Burger, of St. Louis, will 
speak at luncheon meetings. 

A program for dealers’ wives will 
be highlighted by a fashion show 
staged by Nashville's Cain-Sloan 
store. A leather jewel case will be 
given to each woman attending. 





SALESMEN to sell 


manager for 
Humo 





plants in Burlington, Ia., and Rock- 


ford, Il. 

Agreement has also been 
reached between company and 
union negotiators for a new pact 
at a third plant in Bettendorf, Ia. 


The agreements provide for pay 
raises of about 6 percent at each 
plant and additional vacation bene- 
fits. Duration of the pacts is about 


two years. . 


Terms of the contracts may be 
indication of what the UAW 
will settle for in new contracts 


an 


with the auto makers. 


S. Dakota Dealers 


Honor Verschoor 
SIOUX FALLS, S. D.—The South 


Dakota Automobile Dealers Assn. 


convention which closes at Aber- 
deen today (May 5), was a “thank 


you” affair for Jack Verschoor, 
veteran Chevrolet dealer at 
Mitchell. 


Verschoor, who operates Wester 


Chevrolet, retired as a NADA di- 
rector. The convention was dedi- 
cated to Verschoor. 

Speakers included Frederick J. 
Bell, NADA executive vice- 
president; Clarence Landen, 
Omaha; Rep. George McGovern, 
Democrat; B. W. 
Ruark, Chicago, and Hoadley Dean, 
Rapid City, a State highway com- 
missioner. 


Classified Want Ads 


HELP WANTED 





SERVICE SUPERVISOR and body shop 


foreman. Outstanding Ford dealership on 
southeast coast has openings for highly 
experienced, executive type personne! as 
listed. Present varts and service volume 
in excess of $500,000. Please furnish 
photograph and details concerning ex- 
perience in first letter. Age between 35 
and 45 preferred. Box 8176, c/o Auto- 
__motive News, Detroit 26. 


AGENTS WANTING AUTOMOTIVE AC- 
CESSORIES ACCOUNTS on one or two 
state basis in southeast. Prefer young, 
ageressive representatives looking for 
strong line as major source of income. 
Reply in detail to Box 8177, c/o Auto- 
motive News, Detroit 26. 








Sales Management Trainee 


Large National Organization, with branches 
in principal cities selling a service to auto- 
mobile dealers, has an immediate opening 
for a man presently employed in sales work 
for salaried sales position. If opportunity for 
advancement in present job is limited, this 
position will present a challenge to a man 
with managerial ability. Position leads to 
sales management responsibility. Position 
offers choice location on West Coast. Need 
man age 30-35, mature personality and neat 
appearance. Submit resume of your educa- 
tion and experience, with complete details of 
present position. Give salary expected. Box 
8192, </o Automotive News, Detroit 26. 





ACCOUNTANT - BUSINESS MANAGER 
wanted to assume responsibilities of 
large volume GM dealership in Ohio. 
Must be familiar with all phases of au- 
tomotive accounting. Submit resume of 
qualifications to Box 8172, c/o Automo- 
tive News, Detroit 26. 





the book “AUTO 
COSTS” which gives factory invoice 
prices of 1958 American and foreign cars 
and trucks. Huge demand. High com- 
missions—No territory restrictions. Auto 
Costs, Box 224, New York 1, N. Y. 


FINANCE 
MANAGEMENT 
PERSONNEL 


Large regional automobile install- 
ment sales finance company, oper- 
ating throughout the Southwest, 
has openings at the Branch Man- 
eger and Manager Supervisory 
levels. Applicants must have proven 
records as managers or supervisors, 
or experience which would qualify 
them for these positions. We are 
seeking men whose present con- 
nections do not offer them the ad- 
vancement for which they are qual- 
ified. Compensation open, and in- 
cludes salary, bonus, and excellent 
fringe benefits. All replies confi- 
dential. Our employes know of this 
ad. 


For further information, write 
P. O. Box 8168, c/o Automotive 
News, Detroit 26, Michigan 


GENERA L MA NAGER position 





SERVICE MANAGER, 


EXECUTIVE available as “general 


AVAILABLE—Combination manager. 


Former S-P dealer 
manager in helpful unrelated 
back into =e 
Good sales idea 

Would fit well into ad agency work or manu- 
facturer's sales promotion stafi—i speak the 
dealer's language with authority. 


AUTOMOTIVE NEWS, MAY 5, 1958 
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GENERAL MANAGER, Sales Manager or 

factory representative. Age 41, married 
Lifetime automobile experience; 11 
years’ retail, 6 years’ factory wholesale 
representative one of the “Big 3." Ex- 
perienced in all phases dealership activi- 
ties; capable assuming complete re- 
sponsibility. Desire opportunity with 
future in reputable operation. Excellent 
character and ability references. Avail- 
able immediately. Complete resume on 
request. Box 8201, c/o Automotive News, 
Detroit 26. 


GENERAL MANAGER-GENERAL SALES 
MANAGER, I am interested in a dealer- 
ship with a new car potential of 750 or 
better new cars per year. I am an ex- 
ecutive administrator (not a con-man) 
with complete knowledge of all phases 
of operating and building a profitable 
dealership. If you need a manager who 
can build a sales force, increase service 
coverage, handle factory relations and 
run business on a basis to make profit, 
I would like to talk to you. Box 8184, 
c/o Automotive News, Detroit 26. 


ACCOUNTANT - BUSINESS MANAGER, 
Chevrolet, Ford experience. Thorough 
knowledge automobile business, and 
qualified to assume responsibilities of 
large volume dealership. University grad- 
uate; familiar budgets, daily operating 
control and expense reduction. Box 8178, 
c/o Automotive News, Detroit 26. 


PARTS MANAGER wishes to relocate in 
south or west; General Motors preferred; 
has some experience with Ford parts. 
Box 8179, c/o Automotive News, Detroit 


SALES OR GENERAL MANAGER —eight 
years’ retail salesman with GM dealer. 
, married, and hard worker. Can 


c/o Automotive News, Detroit 26. 
WANTED—POSITION AS SALES MAN- 
AGER. Familiar with new and used car 


operation; seven years’ experience; top 
notch salesman. Two years college, 29 
years old. Will work hard to prove 


ability. Can furnish references. Box 
8181, c/o Automotive News, Detroit 26. 


AUTOMOTIVE ENGINEER: Managed 


fleets and Government motor pools dur- 
ing past 25 years. Best of references. 
Will relocate. Box 8182, c/o Automotive 
News, Detroit 26. 





GENERAL MANAGER—<desires position in 


Southern California or surrounding area. 
Ten years’ experience, including office 
manager, new car sales manager and 
general manager experience. Can furnish 
top references on character and ability. 
Box 8183, c/o Automotive News, Detroit 
__ 26. 





wanted 
by capable and experienced man aged 
42. Have what it takes to make a suc- 
cessful dealership. Results within 90 
days assured. Box 8199, c/o Automotive 
News, Detroit 26. 


12 years’ experi- 
ence GM volume operation; prefer South- 
ern California or surrounding area; con- 
sider shop foreman or service sales; 
complete knowledge service operation. 
Write 5668 Franklin, Los Angeles 28, 
_ Calif. 


man- 
ager or assistant to owner. Heavy auto- 
motive and diversified management; 
administrative and sales experience emi- 
nently qualifies to assume full responsi- 
bility any size dealership under present 
challenging market conditions. Must be 
worthwhile opportunity; buy-in consid- 
ered. Highest references. Metropolitan 
New Jersey or New York suburbs pre- 
ferred. Box 8200, c/o Automotive News, 
Detroit 26. 


MANAGER—CHEVROLET, proven "ability. 


Presently employed, desires change to 
southeast. Minimum $12,000 plus bonus. 
Reply Box 8195, c/o Automotive News, 
Detroit 26. 





sales 
manager, appraiser, used car manager. 
Presently employed in that capacity at 
West Coast’s largest retail import agency. 
An unusually successful background 
that can be checked. Prefer deal pres- 
ently moving over 500 new units per 
year. Box 8196, c/o Automotive News, 
Detroit 26. 


USED CAR MANAGER — Volume pro- 


ducer, 15 years’ experience. Sober and 
dependable family man, desires perma- 
nent connection with reliable dealer. 
Preference given southern locations, but 
all deals will be considered. Write Box 
8160, c/o Automotive News, Detroit 26. 





SALES PROMOTION MAN 


now <— 
field, wa ~~ 
jun pe. (Psychiatrists, attn.!) 
copy man, contests, etc. 


Better than 


man Cunningham and ~ ve 


on a dealer!) Appreciate a fast reply. ox 


c/o Automotive News, Detroit 26. 


‘ 


readers 
or re) 


IN ADVANCE OF PUBLICATION DATE. Contract 








Ta ea 2 
EACH 


engaged in all 
PER WORD FOR 






S30 
unopened. Display ads 
ia ha 3 





DEALERSHIPS AVAILABLE 


HANDLING FORD AND IMPORTED 
CARS, between wealthy Springfield, 
Massachusetts-Hartford, Connecticut. 
Over 350 new potential, selling over 500 
used; ideal service, used car space, 
showroom and storage at low lease with 
options. Now operating at high gross 
profit. Will sell at inventory. Box 8185, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING FORD—Great 
Lakes area—900 car franchise in trad- 
ing area of 500,000 population. Low 
overhead—very favorable lease—$59,500 
buys everything. Must have factory ap- 
proval. Please give financial and busi- 
ness references. Strictly confidential. Box 
8186, c/o Automotive News, Detroit 26. 

SOUTHERN MAINE dealership handling 
Cadillac, Pontiac, Vauxhall. Wonderful 
location om Main Street. Town 15,000. 
Dealer selling because of poor health. 
Factory approval required. Write Frank 
Spiller, Sanford, Maine. 


DEALERSHIP AVAILABLE HANDLING 
FORD in Ohio town of 6,000. Parts and 


equipment approximately $12,000. Will 
sell or lease building. Box 8187, c/o 
Automotive News, Detroit 26. 

DEALERSHIP HANDLING EDSEL, IHC 


trucks and English Ford, Colorado Rock- 
jes. 70,000 trade area. List business ex- 
perience and references first reply. Com- 
plete buy-out $30,000, or will trade or 
extend credit to proper buyer. Fine lease 
on lot and building. Write Box 8188, c/o 
Automotive News, Detroit 26. 

HANDLING LINCOLN-MERCURY; buy 
parts and equipment only. Dealer estab- 
lished 22 years. Retiring. Don D. Davis, 
Redding, Calif. 





DEALERSHIP 
OPPORTUNITY 


“Big 3° monvufocturer hos cor and truck 
dealership available in Puerto Rico's most 
desirable expanding morket. 1,200 car 
potential and excellent service and parts 
business moke this an outstanding oppor- 
tunity to qualified owner-operator with 
U. S. merchandising know-how, who is 
interested in unusual profit potential. For 
information write Box 8193, c/o Avtomo- 
tive News, Detroit 26. 





BOTHERED WITH ASTHMA or pulmonary 
trouble? Located in the high country in 
the southwest. Will sell dealership han- 
diing three GM lines. Need only to buy 
parts and accessories, furniture and fix- 
tures. For further details reply to Box 
8202, c/o Automotive News, Detroit 26. 





SOUTHWEST 


HANDLING BUICK-OPEL-RENAULT 


BUY PARTS ONLY—Will lease equipment, 
fixtures, building. 300-500 new units. Substan- 
tial profit 1957. Need Buick's approval. 
Would consider partner. All replies in strict | 
confidence. Send bank references first letter. 
Box 8175. </o Automotive News, Detroit 26. 





FOR SALE — NORTHERN NEW ENG- 
LAND dual dealership handling Cadillac, 
Buick and two Foreign cars. Serving 
trading area of 60,000 population. Mod- 
ern building with adjoining large used 
car lot; ample customer parking space. 
Building for sale or lease. GM factory 
approval necessary. Box 8197, c/o Auto- 
motive News, Detroit 26. 


DEALER SERVICES 
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even in the lean years. 






Mail check to: 








52nd and City Line Ave. 
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DEALERSHIPS AVAILABLE 


SIMCA 
America’s Best Import Buy 














Tom McCahill’s Reports 


E. B. Jones Motor Co. 
Distribytors for 


INDIANA, OHIO & 
MICHIGAN 











REAL OPPORTUNITY... 
topnotch dealership handling 
. DeSoto, eastern Nebraska 


high service absorption. 
only parts and equipment 


Selling reason .. 
, ¢/o Automotive News, 
DEALERSHIP IN THE MIDWEST hae 
400 car deal, 
tate to buy. No used cars or accounts 
buy. Not distressed—has been profi 


. other interests. Ba 


dling M-E-L. 


Send credit report first letter. 
c/o Automotive News. 


DEALERSHIP HANDLING 
VAUXHALL, midwest city, heavy ag# 
Parts and equipment at ‘inventory vale 


anyone with good management. 
have factory approval. 


Automotive News, 


GOGGOMOBIL 
& SKODA 
Some Franchises Open 


Two of Europe's most wanted cars. Write o 
call for distributorship or dealership in yor 


Continental Car Combine 
1726 Broadway 





in southern city #0 
High per-capita i» 
come, stable employment, Dealership ha 
good facilities and equipment. Will leas 
400 new units 
Box 8144, c/o Automotive News, Detrot 


28,000 population. 


building. Sold 


SUBURBAN NEW JERSEY: 
handling Mercury only. Growing com 
munity. Buy parts, 
hold improvements only. Full price $30,- 


000. Box 8189, c/o Automotive 





FLORIDA GOLD COAST— 
METRO CITY 


Handling GM and Foreign Cars. Buy part, 
accessories, equipment, some attractive real 
estate and excellent leases. Approx. $225,008 
will handle. Factory approval necessary. So 
, c/o Automotive News, Detroit 26. 





ATTENTION 
AUTO DEALERS 


END ALL GUESS WORK 
NO NEED FOR LONG DETAILED DAILY 
OPERATING CONTROL 


Keep advised daily with a simple, tested, pocket size informer, 
that tells you every morning whether you're in the black or red, 
that keeps you constantly on top of your operation and ten 
days ahead of your bookkeeper. (Takes only two minutes to 


Tested successfully for many years by a metropolitan new car 
dealer who was kept so well informed that he didn't lose money 


One unit covers a year’s operation, sent postpaid for only $5.00. 


R. A. COULT 
Bala-Cynwyd, Pennsylvania 






DEALER SERVICES 












———oatip HANDLING several im- 


Pe ted ines. | astest growing north Cali- 
i commu ty. New building, ample 





INVENTORY SERVICE 


Parts and Accessories 





in high way. 39.6% net profit 1957 







ling to buy bigger agency 30 
= Box 8167, c/o Automotive e CERTIFIED REPORTS e 
Detroit 26. @ Obsolescence Disclosed 


LERSHIPS WANTED 





ma @ Analysis of Methods and Procedures 
Full time experts. No pick-up part time help. 
Call or write for service details 


Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich, WE 3.6445 





Will BUY Your Dealership 
In Southwestern Area 






(not to operate but to re-sell) 
or Will SELL for You 

















REECE-RAY, INC. 


Suite 9, Ambassador Bidg. 
1709 San Antonio St. 


Phone: GR 7-7473 
Austin, Texas 






HEVROLET OLDSMOBILE OR CADIL-| 
8 LAC DUAL located New Jersey. 250 to 
400 new cars per year. Factory approval 
assured. Box 8190, c/o Automotive News, | 
Detroit 26 es 
DEALER SERVICES 





$100 REWARD leading to the actual re- 
— covery of 1956 Lincoln Hardtop, Serial 
No. 56WA 39367L, color maroon, pos- 
sible Florida ‘icense plate. Registered 
| Owner man known as Edward T. Cas- 
sidy, age 40, white; possible employment 


. 
You Havin 
Are H 9 bartender, hotel clerk. Call collect: TEm- 
Ple 3-1611, General Finance Corp., 2409 
Management | No. Dixie, Palm Beach, Florida. 
ersonnel Problems? §|/ 



















West 


"MAILING LISTS — 





. . DEALERS MAILING LIST—Ford, Chev-| 

We are a national service company rolet, Plymouth, DeSoto, Chrysler, Olds- 
jn personal contact with some of mobile, Pontiac, Buick dealers. Complete | 
national list. May, 1958 checked. On 

the top new, used, and general addressed labels, 35M, $14 per M. Box 
8194, c/o Automotive News, Detroit 26. 


monogers throughout the country. 
We con help you with your man- 
agement personnel problems. These 











DECAL TRANSFERS 


| TRUCK DECALS: no charge for sketch; 
durable, brilliant colors, Write for sam- 


ore “crack” people who have Inc., 8456 Hough, 


proved their metal in the avtomo- 
bile business. 
your requirements. 


Salesmanship, Inc. PROFITS NOW?? 
18450 Livernois Ave. ey to ~ nes dh 
Detroit 21, Michigan y Amer 


VOLKSWAGENS 


| 1958s, 1957s, 1956s, 1955s, 1954s 
Sedans—Convertibles—Karmanas 


Shipped by the 
| World's Largest "independent 
Volkswagen Operation 


pertly 
All U. S. Ports. 


ples. Allied Decals, 
Cleveland 3, Ohio. 


CARS FOR SALE 





Write us ovtlining 











MILITARY BUSINESS 
— Got Your Share? — 


‘Military people will want to: 

Finance for 30 to 36 months. 

Register and Title car out of state. 
Toke cor overseas without refinancing. 


‘rite o 


in you . Contact ovr Ameri- 
a money saving, financing rates. | can Representatives for Details. 
immediate delivery. 
' - yy -_ transactions on a .) Expincorp, 
plified, no @, without recourse basis yndh ew Jersey 
Hk cers and first three grades enlisted per- L o urst, Ne y Jen 


Military or Call N.Y.C. Lines: Wisconsin 7-8221 
rs (Bank References Furnished 


Corp. 
ty Se °°. eel Know Your Supplier) 
mn ‘Antonio oxas Also Supp! Se Wagons, 
> CApitol 6-268! | Penola, Buses, go 
. Export Industrial iat Corp. Ss. 
Hamburg |, Germany 











CARS FOR SALE 


PUBLIC SALE OF 
COMMONWEALTH OF PENN- 








Property and Supplies. 


General public and dealers are invited to bid. Invitations to bid listing cars 
ond trucks, together with instructions to bidders, may be obtained by writing 
to: 


ns SYLVANIA USED CARS 
“— YEAR OLD CARS—CHEVYS—FORDS—PLYMOUTHS 
~ Will be offered for sale on sealed bid basis monthly by the Department of 


William M. Hower, Director, Automotive Bureau 


COMMONWEALTH GARAGE 
22nd & Forster Streets, Harrisburg, Penna. 








” DEALERSHIPS AVAILABLE 

















DEALER FRANCHISES AVAILABLE FOR 
| “THE LEADING FRENCH LINE” 
Sell the fabulous Citroen and Panhard quality and economy automobiles. 


A car in every price range from $1,395 P.O.E. 


Dealerships available in the states of Texas, Oklahoma, Lovisiana, Arkansas, 
Kansas and Missouri. 


LONE STAR MOTOR IMPORT, Inc. 


1901 MILAM CA 4-9456 HOUSTON, TEXAS 


For further information wire, write or call: 








CARS FOR SALE 





Fleet Leased Cars 
1955-1956-1957 
At Wholesale 


‘ 


All Makes & Models - 
Available in All Major Cities 
HERTZ CAR LEASING DIVISION 
Address: 


Il. E. SPATIG 


218 So. Wabash Avenue 
Chicago 4, Illinois 
PHONE: WAbash 2-1600 


DEALERS! 


We have a 


LARGE STOCK 
of continually changing 


CLEAN USED CARS 


for wholesale buyers. 
Drop in any time to buy; we'll be 
happy to see you! Ask for ED HOGAN. 


CURRY CHEVROLET 


Broadway & 133rd St. New York City 
ADirondack 4-6000 








- CARS WANTED _ 


Finance Co.s—Dealers—Banks 


WILL BUY 


| Entire stocks mew or used cars, fleets or 


repossessions anywhere in Midwest—East 
—South. 


GATEWAY MOTORS, INC. 
21 E. State St. 








CARS WANTED 


Any Yi Any Kind 
We have a largest wholesale outiet in a 
high — conditioned cars a specialty. 


= Clark Smith 
PHOENIX AUTO AUCTION 
2201 Westward Bivd. Phoenix, Arizona 


Phone: Alpine 85768 





parts for export, 1928 and up. Passenger 
cars and trucks. Send lists for immedi- 
ate orders to: Jack's Auto Parts, 492 
Main 8St., Fort Lee, New Jersey. 


ACCESSORIES FOR SALE 





NEW AUTO RADIOS 


1953-4 Chev., 6 tube manual, 

model CTM4M .... . $29.95 
1955-6 Chev., 6 tube manual, 

SE MIE cewuwsy aaanhiocsie 29.95 
1957 Chev., transistor powered, 

GE WU occ Tica cc cancacsse 32.95 
1958 Chev. transistor powered, 

EE SE iechicicen nd ndenetn 4.95 
1957 Chev., PB, model CTA7X ....... 41.95 
1954 Ford, 6 tube manual, 

model FDM4 . 29.95 
1957-8 Ford, 6 tube manual 

model Fi axacsee “Ge 
1955 Plymouth, 6 tube ‘manual, 

model PHSM ; ‘ 29.95 
1956 Plymouth, 6 tube manual, 

model PH6éM 29.95 
1957-8 Plymouth, 6 tube manual 

7 UD sd: ccepeqeadae coon 32.95 

1956 Mercury, PB, & tube, 

model MY6P <a 34.95 
1957-6 Mercury, PB, 8 tube 

el MYSP ...... 34.95 

1958 Pontiac, PB, Model CTATXP.. 47.95 
1957 Volkswagen, PB, Model YWA7.. 41.95 


Fast COD shipment F.O.B. N. Y. 
Catalog vpon request 
LIBERTY AUTO RADIO, INC. 
191 E. 161 Se. New York 51, N. Y. 
LUdiow 8-7111 


LUGGAGE F CARRIERS 
For Station Wagons 


Only full length (72" platform), all aluminum 
permanent carrier, selling for 


$62.30 Net 


CANELL CO. 
LITTLE FERRY, N. J. 
We also sell wood grain decals 


CLASSIC CARS FOR SALE 
1939 CADILLAC 4-door convertible sedan, 
excellent running condition. Needs some 
body work, new top and new uphoister- 
ing for complete restoration, $800. 
8191, c/o Automotive News, Detroit 26. 
TRUCKS FOR SALE 


1958 WILLYS ‘150,’ forward control, 4- 
wheel drive wrecker unit. Canfield power 





i 








operated extension boom, mounted and 
ready to go to work for you! Invoice 
price $2,748—never been used. Middle- 
town Lincoln Mercury Co., Middletown, 
Ohio. Phone: GArden 2-4501. 





FOR QUICK RESULTS 
USE AUTOMOTIVE NEWS 
WANT ADS 





AUTOMOTIVE NEWS, MAY 5, 1958 






Factory Eqvipped|! Every Friday—11:00 A. M. 


E 


SCHOOL BUSES WANTED—one or twenty, 





TRUCKS FOR SALE MISCELLANEOUS 


The NEW and 
SUPERIOR 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 
LEADS IN SALES... 
VALUE AND... 
PERFORMANCE 


Dealers’ List Price 


a | | 


TRUCK 
AUCTION 


DYER AUTO AUCTION 


641 Joliet St. Dyer, Indiana 


UNion 5-2361 


IAULAWAYS—’56 Ford tractor with me- 
chanical trailer. °55 Chevrolet traffic 
trailer with ramp over cab, Contact Joe 
Sonc Auto Sales, 18018 Woodward Ave., 
Detroit 3, Mich. TOwnsend 5-5700. 


SCHOOL BUSES WANTED 


1951s up—36 to 66 passenger. Quick ac- 
tion, Write Box 8060, c/o Automotive 
News, Detroit 26. 


ANTIQUE CARS FOR SALE 








1916 CHEVROLET “Baby Grand” 


touring | 


Cueie Dealers’ Special Discount 25%. 


car, $850. Harden Chevrolet Co., 


ville, Ohio, 





MISCELLANEOUS 





The “ORIGINAL YELLOW" 


Dealers’ Net with 4 Standard 


plus 2 Large Adapter Clamps. $52.35 
Federal Excise Tax Included 


s 
THE FAMOUS 


MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 
Four Clamp Hook-Up 


Dealers’ List Price 


Dealers’ Special Discount 25%. 14. 95 





Dealers’ Net with 4 Standard 


plus 2 Large Adapter Clamps. $44.85 
Federal Excise Tax Included 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 

BATTLE CREEK 9, MICH. 


Phone WO. 2-5257 All Depts 
“Leaders in the Industry 





Automatic BraKinG 
Is the ONLY—TOW BAR—TODAY 
Winterton SS $5145 
Incldg. BRAKE HOOK-UP 
COMPLETE with 
GUIDE CABLES AND $61 45 
BRAKE HOOK-UP 
TowKinG j.cc0, °45°° 
uwn TRAIL-KING 
ALL Foreign & American Cars 937.90 
Liberal “Trade In” or REBUILD 
Your OLD Tow Bars With Our 
SPECIAL CHANGEOVER KIT 
Tow Bar Sales Co. 


Exclusive Factory Distribyvtors 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 
We pay charges 
Call Collect." ‘$100.00 orders 


Since 1939" 
40 So. Clinton St., Chicago 6, Ill. Gunntiien Gieadinanenes 
FIVE WHEELS, LTD. 
‘“‘MERCURY” outdoor type horizontal neon | 599 Y. St. 
sign. Factory approved make. $150. Com- Toronto, 
pletely reconditioned. LaSalle Neon- 


Electric, La Salle, Ill. 








CARS FOR SALE 
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Cash in on Spring Profits 
WHOLESALE — WHOLESALE — WHOLESALE 
Immediate Delivery from Stock of 100 or More 


These are Americanized VW's and include speedometers, hydraulic 
brakes, flash turn signals and sealed beam headlights. 


VOLKSWAGENS 


1957's - $1290 — 1956's - $1175 — 1955's - $1050 


Write or Call Mr. Lee Rawls — Foreign Car 
Representative 


A. D. ANDERSON FOREIGN CARS 
Maryland's Largest New & Used Car Dealer 

4615 Edmondson Ave. Longwood 6-5600 

Baltimore 29, Maryland 





New Subscription Order’ 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [J 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


Ws 6nsdanbeansccnsdendusnes ceeb his cadnawan beeeeekeeees ~aabeeen oseee 
RO. 5666 sccacenwenaed eneessateseecieee woe SO Otic cccacce 
Gia.c dda 6endnnbsanesesabewekedeaeesennsnses — Se . 


TRADE CONNECTION: 


Car Dealer [1] Truck Dealer [] Manufacturer [] 
Jobber [] Insurance oO Financial [] Supplier 1] 


Mahe of Gale csccencceses evecsece esaee 
: 5-5-58 
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You have the edge when you're an 


“@ INTERNATIONAL 
a DEALER 


| > 
ae 
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BECAUSE: Fm 


1. International has the most complete truck line 
(Every buyer is a prospect!) 















2. International Trucks cost least to own 
(This means money to a buyer!) 









® 


A valuable International Truck Franchise may be available for you: Write to: Manager of Sales, Motor 
Truck Division, International Harvester Company, 180 North Michigan Avenue, Chicago 1, Illinois. 





